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Contatnmmg the complete 
story of the 30th Aunual 
Comvention of the National 
Stationers Association, 
‘Muchlcbach Hotel, Kansas 
City GA complete review of 
the J 2nd Aunual National 
Business Show, Port 
Authority Building, New 
York Qthe All-Canada 
Stationers Convention, 
loronto Q With interesting 
reports of important 
activities of the month 
im every section of the 


snnchasstry 



































































































































a4 
Coo chon oe 























by 











A KEY TO 
INCREASED PROFITS 


‘Time and time again Webster's Micro- 






metric Carbon paper has been used to 
step up sales and profits. Progressive 


CARGON -alers o -¢ ave 
DAPERS ‘ dealers throughout the country have 


vere ~ ' - 
fre been wide awake to its merchandising 
Vin opportunities. It has been a factor in 


TO ~* 
- i 
= Ate 
, owt getting them new customers. 
S:\ WEBSTER COA\PANY mm, 
r N ea an A s be 


Years of consistent national advertis- 
ing has made the Webster name the 
best-known in the quality carbon paper 
2 “5 <- field. It has built up a large demand for 
baa 
re 

STAR 
Danan 'D) ma 7 this important sales stimulant! It will 


bring you steady customers—and that 


Webster products. Take advantage of 


means greater profits for you. 





MICROMETRIC CARBON PAPER 
gives you these five extra sales features: 


1. NEATER TYPING 2. UNIFORM MARGINS 3. FASTER TYPING 
4. NO SMUDGED FINGERS 5. SAVES MONEY 


F.S.WEBSTER COMPANY 


13 AMHERST ST. 
CAMBRIDGE, MASS. 














4 OFFICE APPLIANCES is 
a news and technical trade 
journal, serving the entire in- 
dustry of office equipment. 
It covers the manufacture 
and distribution of office 
machinery, office devices, 
office furniture, office supplies 
and the entire range of com- 
mercial stationery. Its com- 
prehensive news reports of 
the industry and its valuable 
special articles upon subjects 
germane to its field have 
given it unusual prestige. It 
serves a clientele composed 
of managers and agents for 
the various office machines, 
devices and supplies, com- 
mercial furniture, commercia 
stationery dealers and many 
of the largest corporations in 
the United States. It also 
reaches some dealers in fifty- 
four other countries who deal 
in American office equip- 
ment. 

* No person, firm or corpora- 
tion, either directly or in- 
directly connected with the 
industry the journal repre- 
sents, has any share in its 
ownership or voice in shaping 
its policy, which has in view 
at all times the best interests 
of the field it serves. It aims 
to discuss all subjects fairly, 
and to furnish its readers re- 
liable information concerning 
the progress and develop- 
ment of the office appliance 
industry. It will answer any 
questions germane to its field 
to the best of its ability, and 
it asks its readers in all parts 
of the world to aid it with in- 
quiries and suggestions, to 
which it will give prompt and 
earnest consideration. 
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¢ SUBSCRIPTION RATES 
~~ in advance, in 
nited States and its pos- 
sessions exico — one 
year, $2.00; two years, $3.00. 
pat Fg ms 
two .00. ‘o . 
all osentiien in the Postal 
Union, the equivalent of $3.00 
American gold for one year 
and $5.00 for two years. Re- 
mittances be made by 
rsonal chec drafte on 
ew York or Chicago, Post- 
office or Express Money 
Orders, or in erican Post- 
age Stamps or currency, if 
sent by registered mail. 
Single copies, twenty-five 


cents. 

¥ CHANGE OF ADDRESS. 
Subscribers may have their 
mailing addresses changed’as 
often as desired. In ordering 


such changes it is n 
that both old and new = 4 


dresses be given. 

q le ne te apy oe 
invi upon any topic of in- 
terest to this trade. All 
accepted manuscripts will be 
paid for at space rates. Un- 
accepted manuscripts will not 


be returned unless ae is 
enclosed by the pad ay r- 


respondents should give their 
names and addresses, which 
will be withheld from pub- 
lication if requested. 

Y ADVERTISING RATES 
upon a —only ar- 
ticles of office equipment or 
directly related products 
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¥ COPYRIGHT. Contents 
covered by Copyright, 1935, 
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THE ADVERTISEMENTS 





These advertisements present the products of the leading manufacturers in each division of the industry. 
of opinion, the publishers obviously cannot undertake to guarantee transactions between advertisers and 


for honest differences 


customers. They do, however 


Because of the ground 


offer their services in resolving any disagreements which result from relations established 
through the journal. 


Roosen, H. D., Co... 


Dictaphone Sales Corp .176 
Acco Products, Im 138 Doppelt, Charles, & Co .204 Kilian Mfg. Corp.. B29 Royal Duplicator Co......222 
Ace Fastener Corp . - 136 Dorson Time Instrum Co.214 & Royal Typewriter Co.....230 
Acme Card System Co . 165 Downey, C. L., Co. . 206 Lefebure COGm. cccccccccs 129 — 
Acme Staple Co aoe 226 Dunham- Watson Co. . 227 Cees. A. Wa Bsc escecsec 188 Sainberg & Co er 208 
Adams, Henry T., Mfg. Co.224 Duplicraft Co, SR 215 Loose Leaf Metals Co..... 221 Sanford Mfg. Co.......... 156 
Adjustable Fixture Co....207 E Security Ste Ae Equip. Corp.127 
Aigner, G. J., Co -184 Eagle-Ottawa Leather Co.203 Manifold Supplies Co..... 114 Sengbusch S-C Ink St. Co.198 
Allen & Co ».+-220 Eaton Paper Corp. 208 DEGEMIEO CO. coccccccesses 226 Shaw-Walker Company...19 
71 lg Add. Mch. Cp.158_— Elliott-Fisher.109, Back Cover Marks Mfg. Co........... 218 Sheaffer as A. Pen Co 135 
-Steel-Equip. Co 209 Esterbrook Steel Pen Co. .229 McBee Co., The.. / 166 Shepparc he Maes onsen é 
Alma Desk Co. soeeeae vee - ~ Meilicke Systems, Ine. . 227 Sherman-Manson Mfg. ¢ ‘0.212 
Amer. Number. Mach. Co.226 Faber, A. W.. Inc 143 Meilink Steel Safe Co The. 209 Shipman-Ward Mfg. Co...175 
American Seating Co. .: 210 Faries Mfg. Co Sadist coin 210 Metal Office Furniture Co.174 Sibley, Edw. L., Mtge. Co. .160 
Amer. Writing Mach. Co. .132 Faultless Caster Corp.. 190 Metalstand Co. ........+.224 Smith, Bradner, & Co..... 196 
Ames Supply Co ..139 F Brands. Ltd........ 16 Meyer & Wenthe.. eS | Smith, L. C., & Cor. Tw.Inc.107 
awn Brands, Ltd. 16 . + “ . > 29 
Artility Met. P roduc ts, Inc.144 F. B. Mfg Co O56 Miller-Bryant-Pierce Co...178 Southern Carbon & Rib. Co.224 
Art Metal Construction Co.153 Fibroin Stencil Gong’ eee Mimeograph, The ........ 105 Speed Key Mfg. Co....... 226 
Art Steel Co., Inc.. 188 Frankel Carb. & Ribb. Co.211 Mitchell Binder Co....... 173 Speedo, Inc. ........eeee. 196 
Autmtc. Mastergraph Co. .227 Fulton Specialty Co "917 Mittag & Volger, Inc...... 163 Speed-O-Print Corp. ...... 201 
—_ Pencil Sharp. Co +S ipa at ra Mohican Pencil Co........ 221 Sponge ee eee gS 
Autopoint Company ...... 67 . 4 e Moore Push-Pin Co....... 225 Staedtler, J. S., Inc...191, 192 
B on Generel Pincceos Coiiéi1, Munson Supply Co... -.::: 221 Standard Mailing Mach.Co.121 
Bankers Box Co......-..+.124 General Pencil Co 913 : ‘ Stationers Loose Leaf Co..170 
Barkley, C. L., & Co » 219 Globe-Wernicke Co = National Blank Book Co...189 Stein Brothers Mfg. Co....184 
Bates Mfg. Co .187 ‘ " ‘ Os iss" 169 Nat'l Brief Case Mfg. Co. .222 Johns Table Co........217 
Bentson Mfg. Co....... .191 raft, Geo. B.. Co pee 146 Nat'l FiberstoK Envel. Co.183 Storms, H. M., Co......... 197 
Bickett, L. M., Co...... ..210 aret. System & Supp. Go.140 Nat'l Vulcanized Fibre Co.221 Sturgis Posture Chair Co.195 
Bill-O-Type Corp. geccese is Guan Furniture ap PD. 209 Neva-Clog Prod., Inc...... 168 Sundstrand a Rs 
oorum & Pease Co... 86 : New Indiana Chair Co....206 = —§ «ees 09, Back Cover 
Bridges, F. W., Ltd 228 “ aes Niagara Duplicator Co....177 T 
reams Cmeir Co... .cccccc: 213 H. A. ink Eradicator Co.. 225 Northwest Paper Co., The.147 Technygraph, The ....... 224 
Bristow, Stanley R.......224 Hanson Scale Co....... -+200 Nu-Mark Office Equip. Co.227 Toledo Metal Furn. Co....202 
Browne-Morse (o. . ** 996 Harding, Milo, ¢ ompany. 219 oO Triner Scale & Mfg. Co.. “999 
Buckeye Ribb & Carb. Co 229 Pek ena ce orte F rod. Co sis Oakville Company teteees -149 Trussell Mfg. Co.. 2 Mt 
Bump Paper Fastener Co.222 arte P., NO. . +e eees eae Oxford Filing Supply Co. .157 Tubular Specialty Mfg. Co.218 
Bushnell, Alvah, Co 131 Hedges Mfg. Co..........213 P Turner & Harrison Pen Co.226 
; —_ tlhe J C orporation eames “tae Pacific Cb. & Rib. Mfg. Co.119 oo hr 226 
Calvert Lamp Co., The 214 iggins 1as < °o 17 Parrot Speed Fastener Cp.141 Typewriter Circle Co.....227 
Ces GN, oa ccdacacsen 200 High Point Bdg. & Chair Co.126 Peerless Key Co., Inc..... 151 
Carpenter, E. w.., Mfg. Co. 226 Hotchkiss Sales Co....... i 5 Peerless Steel Equip. Co. .148 Underwood-Elliott-Fisher 
Carter’s Ink Co........... 123 Howell Company ........2 09 Pelouze Mfg. Co. —— CO... +25. 109, Back Cover 
Clarotype Co., ce cout 225 = : Phillips Process Co,......227 S. Tw. Rib. Mfg. Co... .222 
Ce Se, COU sc 6 os cccecne 209 Ideal School Supply Co...164 Precision Metal Worke rs..211 Vv 
Collier-Keyworth Co. ..... 120 Imperial Desk Co......... 201 Pronto File Corp......... 150 Vail Manufacturing Co....125 
Columbia Rib. & Carb. Co.130 Imperial Mfg. Co......... 180 Ph i vedeeenenneeen 227 Varityper Inc. ....... 
Columbia Steel Faq. Co....181 Imperial Methods Co...... 172 Prym, William, of Amer. .225 Victor Safe & Equip. Co...128 
Compo Mfg. & Sales Co...216 Indiana Desk Co......... 206 w 
Corona Typewriter ..... 07 Ink Specialties Co.. --212 Quality Park Env. Co.....154 Wagemaker Co. .......... 197 
Serey vateeatows Mfg. Cp.179 ow 4 . Business Ma- 142 Queen Ribbon & Carb. Co.213 =e — ogee te chee 207 
Coxhead, Ralph C., Corp. .223 Gn Ga Sot onséence de 2 R ebster, F. S. et ToT rr. 2 
Cram, George F., Co, The. .218 Invincible Met. Furn. Co. .185 Regal Typewriter Co..... 220 Weis Mfg. Co.115 117, 118 
Crown Ribbon & Carb. Co.217 J Reliable Tw. & A. M. Corp.225 Wholesale Ty ne r Co..152 
Currier Mfg. Co. 227 Jasper Chair Co.......... 161 Remington Rand, Inc..... 162 Wiggins, John B., Co..... 223 
Seana OG CO. .occcccces 205 Replogle Globes, Inc...... 203 Woodstock Typewriter Co.194 
Defiance Sales Corp .217 Jasper Office Furniture Co. 192 Roberts, Weldon, Rub. Co.122 
i Mie Ge vecesecan 105 Jasper Seating Co........ 218 Rock well- Barnes Co. ..... 155 Yawman & Erbe Mfg. Co.193 








‘THE CLASSIFICATIONS: 





For the benefit of the 
are represented. 


commumcate with the service 
Adding Machines 
Allen-Wales Add. Mach. Corp 158 
Bill-O-Type Corp ‘ 133 
Remington Rand, Inc 162 
Sundstrand 109, Back Cover 
Adding Machines (Stylus) 
Reliable Tynewr. & A. M. Corp 225 
Adding Machines, Rebuilt and Used. 
Reliable Typewr. & A. M. Corp. ..225 
Wholesale Typewriter Co 152 


Adding Machine Rolls and Paper 


Miller-Rrvant-Pierce Co 7a 

Rockwell- Barnes Co : 55 

Smith, Bradner & Co 196 
Adding Typewriters 


E. F 199, Back Cover 
Used, Rebuilt 


Underwood 


Addressing Machines, 


Pruitt, Ine 227 
Adhesives 

(See Inks. Adhesives, etc.) 
Arch and Clipboards 

Globe-Wernicke Co 113, 137, 159 

Rockwell-Barnes C« 155 
Ash Trays, Office 

Defiance Sales Corp 217 

Oakville Company 149 

Precision Metal Workers 211 
Bankers’ Note Cases 

Art Steel Co 188 

Currier Mfg. Co 227 

General Fireproofing C« 119, 111 

Globe-Wernicke Co 113, 137, 15 

Victor Safe & Equip. ¢ 128 
Billing Machines 

Bill-O-Type Corp 133 

Remington Rand, Inc 162 

Underwood, E. F 109, Back Cover 
Binders, Catalog and Periodical 

Acco Products, In 138 

Aigner, G. J.. Co 184 

McBee Co.. The 186 

Mitchell Binder Co 173 

Stationers Loose Leaf C 170 


Biackboards, Framed 


Weber Costello Co 


Should subscribers be 


subscribers the lines advertised are here cla ssified 
interested in any article 


Many of the 


bureau, through which the inf ormation will be promptly and 
without obligation. 
Blank Books Calculatina Devices 
Boorum & Pease Co 186 Meilicke Systems, Inc............ 227 
National Blank Book Co 189 Reliable Tw. & A. M. Corp.......225 
Rockwell-Barnes Co 55 Calculating Machines 
Blue Print and Plan File Cabinets Allen-Wales Add. Mach. Corp... .158 
All-Steel-Equip. Co. ............ 2n9 ee. oe Cc.. — pence a: 223 
Art Metal Construction Co...... 5S undstrand... 09. Bac over 
Rrowne-Morse Co SP Calculatina Machines, Used z 
Columbia Steel Equip. Co........ 181 Reliable Tw. & A. M. Corp.......225 
Corry-Jamestown Mfg. Corp. 179 Wholesale Typewriter Co 152 
General Fireproofing Co ..110, 111 Carbon Papers 
Globe-Wernicke Co 113. 137, 159 (See Ribbons and Carbons) 
Shaw-Walker Co. The............ 189 Card Index Boxes and Trays 
Yawman and Erbe Mfg. Co...... 193 All-Steel-Equip. Co. .........++.. 209 
Bond Boxes Art Metal C onstruction Co........ 153 
> | Serre 188 Art Steel Co.... 188 
General Fireproofing Co 110, 111 Bentson Mfg. Co veeeee DOL 
Globe-Wernicke Co 37, 15! Cameron, Cal. .. . +++ +200 
Book Cases Columbia Steel “Equip. | “SEES 18 
All-Steel-Equip. Co one Corry-Jamestown Mfg. Corp. ..... 179 
Alma Desk Co...... 7 198 ee ee ancstsosesss ***t99 
Art Metal Construction Co 153 ~~ _ Electric Co ee 
Rrowne- Morse Co 228 pm ap nny Se 
Corry-Jamestown Mfg. Corp 179 + an System A upply Co... “ae 
General Fireproofing Co 119, 111 ae. see Methods Co............ Ly 
Globe-Wernicke Co 13, 137, 159 nvincible Metal Furn Co —_ 185 
Yawman and Erbe Mfg. Co.....:.193 By ee 
Book Rings ro Ww a La MED. ccccees 189 
Adams ,_ T.. Mfg. Co 224 Weis Mfe oe 5 16.17 18 
Carpenter. E. W.. Mfg. Co 226 Teumen ead Erbe Mfg Co . 
Oakville Company seeee .149 Cash Boxes . a oe 
Borkkeepine Machines Art Steel Co.. Inc.. 188 
Bill-O-Type Corp . TT Gene 1F eproofine Co. _.. 110. 111 
Underwood, E. F.....109, Back Cover Casters, Caster Bearings, Slides 
Box Letter Files Faultless Caster Corp............ 190 
Art Steel Co te neee 188 Kilian Mfg. Corp pidigehsekanae 
Globe-Wernicke Co... . 113, 137, 159 Celluloid Envelopes 
Hedges Mfg. Co.... evedes 213 Markilo Co +: SRR 298 
Rockwell-Barnes Co 55 Chair trons 
Brief and Zipper Cases Collier-Keyworth Co. ..........+. 120 
Doppelt, Charles, & Co secceme Chair Mats 
National Brief Case Mfg. Co 222 Sh, Gk Me, Gihsccesaseunensan 210 
Stein Bros. Mfg. Co 184 Chairs 
Bulletin Boards American Seating Co............. 210 
Weber Costello Co 207 Artility Metal Products, Inc....... 144 


requirements 
of office equipment not listed here, the 
cheerfully furnished by letter 


of the modern business office 
they are cordially invited to 


SI CEL: ccncneniinddweuied 20 
General Fire proofing Co 110, 111 
High Point Bending & Chair Co. .126 
Howell Company 209 


Jasper Chair Co.... 161 


Jasper Seating Co 219 

New Indiana Chair Co nen ee sane 

Sturgis Posture Chair Co..........195 
Chairs (Posture) 

American Seating Co 219 

Artility Metal Products, Inc 144 

General Fireproofing Co ocebee. on 

Harter Corp. ........ scnneses 200 

Jasper Chair Co..... ccoeseeccnn 

SOUEP TORTS GO. ccc cccccccece 219 

Sturgis Posture Chair Co — 

Toledo Metal Furniture Co 202 
Check Protectors and Writers, Used 

Reliable Tw. & A. M. Corp.......225 
Checks, Stamped Metal 

2 145 
Clips, Paper (See Paper Clips) 
Coin Bags, Trays and Wrappers 

Downey, C. L., Co 2n6 
Copyholders 

Acco Products, Inc 138 
Crayon, Blackboard 

Weber Costello Co | 
Cushions and Pads, Chair 

Bickett, L. M. Co 210 

Sponge Rubber Products Co . 199 
Cuspidor Mats 

Bickett, L. M. Co... 210 
Cuspidors 

i Pk, Ch cssesese 210 


Dating Stamps 
Amer. Number. Mach. Co — 
Fulton 4 Co... -— 21 
Meyer & Wenth ioe 
Desk Caleadar Pads and Stands 7 


Defiance Sales Corp............ 217 
Desk Lamps, Electric 

Adjustable Fixture Co............207 

Calvert Lamp Co., The n&euaee 

Faries Mfg. Co........ sasennnue 

Marks Mfg. Co nenee ..219 
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Desk Pads Browne-Morse Co. .........++.005 226 Library Eoulpment Oakville Company .....+++-+s+e005 149 
Aigner, G. J. Co.... peégenkannn 184 er 200 All-Steel-Equip. Co. ......+.+05++ 209 Rockwell-Barnes Co, ......5..+++ 155 
Bickett, L. M., Co asic Columbia Steel Equip. See 181 Ast Gheed Gacccocccocvesscesesccce 188 Vail Manufacturing Co..... eereces 125 
Sainberg & Co ccoee Corry-Jamestown Mfg. Corp.......179 Corry-Jamestown Mfg. Corp....... 179 Paper Fastening Machines 

Desk Pending-Letters Holders General Fireproofing Co... 110, 111 General Fireproofing Co. ..... 110, 111 Ace Fastener Corp.........- eecces 136 
Acco Products, Inc .138 Globe-Wernicke Co. .....113, 137, 159 Globe-Wernicke Co. ..... 113, 137, 159 Acme Staple Co....... ececesecece 226 

Desk Trays Invincible Metal Furn. Co........ 185 Security Steel Equip. Corp........ 127 Automte. Pencil Sharpener Co... .214 
Aigner, G. J., Co 184 Bee Ge, TD coceceesececess . 166 Shaw-Walker Co., The............ 169 Bates Mfg. CO. ......eceeessecees 1 
Art Metal Construction Co 153 Metal Office Furniture Co. — Lockers and Storage Cabinets Bump Paper Fastener Co.........222 
Art Steel Co., Inc 188 Peerless Steel Equipment Co......148 All-Steel-Equip. Co. .....++..005+ 209 Cameron, eocceecsccees cece 200 
Corry-Jamestown Mfg. Corp 179 Remington Rand, Inc. ............ 162 Art Metal Construction Co -. 153 Compo Mfg. & Sales Co........-. 
General Fireproofing Co 110, 111 Security Steel Equip. Corp....... 127 Art Steel Co....... . 188 Hotchkiss Sales Co......... 
Globe-Wernicke Co 113, 137, 159 Shaw-Walker Co., The a al 169 Browne-Morse Co. — | Neva-Clog Products, Inc.......... 
Imperial Methods Co 172 Victor Safe & Equip. Co...... . 128 Corry-Jamestown Mfg. Corp....... 179 Parrot Speed Fastener Corp 
Sainberg & Co .. 208 Yawman and Erbe Mfg. Co........193 General Fireproofing Co...... 110, 111 Sibley, Edw. L., Mfg. Co... 

Yawman and Erbe Mfg. Co 193 Filing Cabinets, Wood Globe-Wernicke Co. ....113, 137, 159 Victor Safe & Equip. Co......... 1 

Desk Work Distributors Globe-Wernicke Co. .....113, 137, 159 Invincible Metal Furn. Co........ 185 Paste (See Inks, Adhesives, Etc.) 

Art Steel Co......... 188 Imperial Methods Co.......... ..172 Lefebure Corporation ............. 129 s -~-y* _ RASSERAS 

Bristow, Stanley R.. 224 Wagemaker Co. .............++..197 Metal Office Puskure C — npeepeentet 174 McBee Co. onc sceerseeeees +++ 166 
Currier Mfg. Co...... 227 Weis Mfg. Co. .115, 16, 17, 18 Security Steel Equip. Corp........ 127 Pen and Peneit Ciips 

Globe-Wernicke Co......113, 137, 159 Yawman gna Erbe Mfg Ne .193 Shaw-Walker Co., The. pis iiieninia tem ais 169 Oakville Company ........6ss5. ..149 
Sainberg & Co.... . 208 Filing Supplies Yawman and Erbe M Eee 193 Pencil Sharpeners 

Victor Safe & Equip. Co = Acco Products, eee 13 Loose Leaf Books and | AS Automte. Pencil Sharpener Co... .214 

Desks Aigner, G. J., Co. . tne Adams, Henry T., Mfg. Co........ 224 Graff, George B., Co. .......++05- 
Alma Desk Co 198 Art Metal Construction OR. cicevse eee Oh Oe ee ee 184 Pencils, Wood Cased 
Art Metal Construction Co 153 Barkley, C. L., Boorum a eee 186 Faber, A. W., Inc........ ecoeccoeen 
Browne-Morse Co. ... — Browne- <4. a « 26 RP, BD. Bee. Gai .ccce iaiesakeipadin’ 225 General Pencil Co... ......6«<++0+218 
Cameron, Cal. .....0:. wi -.-200 Bushnell, Alvah, Co. .........+.. 131 Meee Co.. TRO ccccoscccccccces 166 Mohican Pencil Co. .......++..ss++ 221 
Columbia Steel Equip. Co 181 Cameron, Cal. .... peaeeerele isi 200 National Blank Book Co.......... 189 Staedtler, J. S., Inc, ....... 191, 192 
Corry-Jamestown Mfg. Corp 179 Corry-Jamestown Mfg. Corp ...179 Sheppard, The C. E., Co. ........ 134 Pencils, Mechanical 
General Fireproofing Co 110, 111 General Fireproofing Co......110, 111 Stationers Loose Leaf Co.......... 170 Autopoint Company ............ + 167 
Globe-Wernicke Co, ....113, 137, 159 Globe-Wernicke Co .-113, 137, 159 Trussell Mfg. Co. .......ccce.ee: 205 Carter’s Ink Co... .......0seseeeeee 123 
Gunn Furniture Co... — Guide System & Supply Co..... .140 Loose Leaf Envelopes, Celluloid Esterbrook Steel Pen Mfg. Co..... 229 
Howell Company ... 209 Imperial Methods Co............. 172 Markilo Co. ......... sassensadsndl 226 Sheaffer, W. A., Pen Mfg. Co..... 135 
Imperial Desk Co.. 201 Metal Office Furniture Co........174 Loose Leaf Metals Penholders and 
Indiana Desk Co... 206 Nat'l FiberstoK Envelope Co... 183 Adams, Henry T., Mfg. Co Sengbusch Self-Cl. Inkst. Co..... 198 
Invincible Metal Furn. Co 185 Oxford Filing Supply Co....... .157 Conpenger. E. W., Mfg. Co.. ** "226 Pens 
Jasper Desk Co.... : «++ - 205 Quality Park Envelope Co.........15 Loose Leaf Metals Co............. Esterbrook Steel Pen Co.......... 229 
Jasper Office Furniture Co 192 Rockwell-Barnes Co. ......... .. 155 Mail Distributors Sengbusch Self-Cl. Inkst. Co..... 198 
Metal Office Furniture Co 174 Shaw-Walker Co., The - 169 Bristow, Stanley R. .............. 224 Turner & Harrison Pen Mfg. Co. .226 
Security Steel Equip. Corp 27 Victor Safe & Equipment Co Je Globe-Wernicke Co...... 113, 137, 159 Picture 
Shaw-Walker Co., The 169 Wagemaker Co. ...... 9 6 Wie Victor Safe & Equip. Co.......... 128 Moore Push-Pin Co...........++. 225 
Wagemaker Co. ........ 197 Weis Mfg. Co. .... 115. ‘16, 17, 18 Map Tacks Pins and Pin Containers 
Weis Mfg. Co......115, 116, 117, 118 Yawman and Erbe Mfg. Co....../193 Acme Card System Co............ 165 Oakville Company ........-ss0++5 149 
Yawman and Erbe Mfg. Co ...193 Folders (See Filing Supplies) Graff, George B., Co.........++++ 146 Prym, William, of America....... 225 

Dictation Machines, Mfrs. of Fountain Pens Moore, Push-Pin Co.............. 225 Vail Manufacturing Co......... «125 
Dictaphone Sales Corp : 176 Autopoint Company a Maps, Globes, Ete. Platens, Ty 

Dictation Machines (Used) Carter’s Ink Co.......... pan téteaticeee Cram, The George F., Co........ 218 American Writing Mach. Co...... 132 
Pruitt, Inc, ..... 227 Esterbrook Steel Pen Co : 229 Replogle Globes, Inc.............. 203 Ames Supply Co. ......... oeccces 189 

Duplicating Machines. Sheaffer, W. A., Pen Co ‘ 135 ., ££ . T Seeeeeeqeqeeees 207 Shipman-Ward Mfg. Co........... 175 
Automatic Mastergraph Co 227 Globes, Geographical Matched Office Suites Wholesale Typewriter Co.......... 152 
Dick, A. B., Co.... ‘ 105 Cram, George F., Co., The 218 Art Metal Construction Co........ 153 Postal Scales 
Harding, Milo, Co. : 219 Replogle Globes, Inc. .... ...203 General Fireproofing Co... ... 110, 111 Hanson Scale Co............s0005 215 
Heyer Corporation, The 231 Weber Costello Co.. 207 Globe-Wernicke Co. ....113, 137, 159 Pelouze Mfg. CO. .........eee000e 225 
Mimeograph, The .. 105 Gummed Cloth Rings Gunn Furniture Co. ............. 202 Triner Seale & Mfg. Co.......... 229 
Niagara Duplicator Co 177 Graff, Geo. B., Co... axe 146 SOs SD oc wcscceccescseer . 209 Publis 
Pruitt, Ine 227 index Card Sianals Memorandum Books Bridges, FP. W.. TAG. ..cccccccces 228 
Royal Duplicator Co 222 Graff, George B., Co — Boorum & Pease Co. ............ 186 Punches 
Smith, L. C., & Corona Tws 107 Moore Push-Pin Co : . -225 National Blank Book Co......... 189 Acco Products, Inc.............+. 138 
Speed-O-Print Corporation 201 Victor Safe & Equip. Co..........128 Rockwell-Barnes Co. Bates Mfg. Co... .....ceeeeseceees 187 
Standard Mailing Machines Co...121 index Tabs r,t & RRR OES: Boorum & Pease Co. ........+++: 186 

Duplicating Machines (Used) Aigner, G. J., Co : eo Memorandum Devices Defiance Sales Corp........... 
Pruitt, Inc. 227 Barkley, C. L., & Co... .. 219 Acme Card System Co Globe-Wernicke Co. - 

Duplicating Machines Supplies Globe-Wernicke Co ...113, 137, 159 Bates Mfg. Co......... ee Mitchell Binder Co 

Columbia Ribb. & Carb. Co 130 Guide System & Supply co secant DUD, GHG BR. cécccaceceoss National Blank Book Co 

Dick, A. B., Co 105 Markilo Co. . 226 Currier Mfg. Co... ......+scseeeees 22 Push Pins 
Dunham-Watson Co 227 Shaw-Walker Co., The .. . -169 Moisteners Moore Push Pin Co.........+0++6+ 225 
Duplicraft Co 215 Victor Safe & Equip. Co ae 128 Sengbusch Self-Cl. Inkst. Co...... 198 Ribbon Dispensing Machine 
Fawn Brands, Ltd 216 Inks, Adhesive, Etc. Motors, Electric ie Ci sc sndsaceheccosoneece 226 
Fibroin Stencil Corp 204 Carter’s Ink Co . oeeseeel ZB General Electric Co............:: 182 Ribbons and Carbons 
Frankel Carbon & Ribbon Co 211 General Pencil Co oeases .-213 Numbering Machines Bee & GB, caccoccccosccccesse «+ +220 
Harding, Milo, Co.... 219 Harriman-Welts Prod. Co... 224 American Numbering Mach. Co. . .226 ees Te Gk. +o caceueuneeten 139 
Heyer Corporation, The 23 Higgins, Chas. M., & Co 171 tee TE, Gio c ccs cocctnonchesce 187 Buckeye Ribbon & Carbon Co... .229 
Ink Specialties Co .-212 Ink Specialties Co.......... : 212 Office Machines, Used and Rebuilt Carter's Tak CB....cccsccccccvves ..128 
Miller-Bryant-Pierce Co 178 Sanford Mfg. Co. . 156 PONE, I cedeccenenssanhsanene 227 Gado Bile. Game 60ccsveccccccers 209 
Mimeograph, The ... ' 105 Sheaffer, W. A., Pen Co 135 Office Partitions and nein Columbia R. & C. Mfg. Co....... 1380 
Mittag & Volger, Inc 163 Inkstands " Globe-Wernicke Co. 113, 137, 159 Crown Ribbon & Carb. Co....... 217 
Niagara Duplicator Co Defiance Sales Corp 217 Pads, Figuring Frankel Carbon & Ribbon Co..... 211 
Pruitt, Inc a Sengbusch Self-Cl inks? Co .198 Boorum & Pease Co. ...........-. 186 Imperial Mfg. Co. .......ceeeeeees 180 
Roosen, H. D., Co....... Leads for Mechanical Pengils National Blank Book Co.......... 189 TAttio, A. Pic BRO. ccccccccccsccce 188 
Royal Duplicator Co 222 Autopoint Company .......... -. 167 Rockwell-Barnes Co. ...........++ 15 Manifold Supplies Co...........- 
Smith, L. C., & Corona Tws 107 Faber, A. W., Inc eer Paper Miller-Bryant-Pierce Co. ........ 
Southern Carbon & Ribbon Co 224 Sheaffer, W. A., Pe Ge. can<cx cae Eaton Paper Corporation ......... 208 Mittag & Volger, Ime............. 1 
Speed-O-Print Corporation 201 Leather Goods Northwest Paper Co., The........ 147 Pacifie Carbon & Ribbon Co 
Technygraph, The ... 224 Doppelt, Charles, & Co........... 204 Rockwell-Barnes Co. ........+++++ 155 Phillips Process Co. .........056. 
Victor Safe & Equip. Co 128 National Brief Case Mfg. Co......222 Smith, Bradner, & Co............ 196 Queen Ribbon & Carbon Go....... 

Engraving, Copper Plate Stein Bros. Mfg. Co............+. 184 Paper Clamps Remington Rand. Ine........ oe 
Wiggins, The John B., Co 223 Leather Upholstering Furniture A Acco Products, Inc. .......... _— Roval Typewr. Co., Inc...... 

Envelopes Bright Chair Co.............++5+ -213 Automatic Pencil Sharpener Co...214 Smith, L. C., & Corona Tws...... 
Bushnell, Alvah, Co..... 131 Jasper Chair Co. tntite samen Esterbrook Steel Pen Co.......... 229 Southern Carbon & Ribbon Co.... 
Globe-Wernicke Co. .....113, 137, 159 Leathers, Upholstering . Paper Clips he bh yg. Ge PEER Hey: 
National FiberstoK Envelope Co. .183 Eagle-Ottawa Leather Co... . -203 Acco Products, Inc. ...........+. 138 Cee Gs aca. 090sukiowesvnsean 226 
Quality Park Envelope Co 15 Letter Trays (See Desk Trays) Defiance Sales Corp. .......+.+++- 217 Underwood, E. F..... Back Cover 

Envelopes, Celluloid Letterheads Fulton Specialty Co.............. 217 U.S. Typewriter fin. ‘ate Co.. — 
Markilo Co. .........- , 226 Wiggins, The John B., Co..... . .223 Graff, George B., Co...........++ 145 Woeheter, FW. DB. Giicocecccctccces 

Envelope Openers Rubber Bands 
Oakville Company ... 149 Weber, A. W.. BiO.ccccocccecccess 143 

Envelope Sealers Rubber Stamps 
Standard Mailing Machines Co .121 Meyer & Wenthe ..........-.++++ 145 

Eradicators. In Rubber Type Outfits 
Carter's Ink Co.... . 23 Fulton Specialty Co...........++- 217 
H. A. Ink Eradicator Co 225 Safes 
Heyer Corporation, The a Art Metal Construction Co........ 153 
Sanford Mfg. Co . 156 ° ° ° ° . ..110, 

Erasers, Blackboard of Office Appliances is maintained for the exclusive Goneees Percqsenens G2. 5.» ED int 
Weber Costello Co. ... 207 : . : , 

use of subscribers and advertisers. In the execution Meilink Steel Safe Co., The...... 209 

Erasers. Rubber e ; i a par “ P Remington Rand, Inc............- 162 

Aviomatio Peneil Sharpener Co. ..214 of its various commissions this bureau calls upon prac- Security Steel Equiv. Corp........ 127 
Ape Z e c . « . 
Oakville Company ...... "149 tically every member of the staff. It answers by per- ay we a ng ano secenoonatam 

ee ee ns _ sonal letters all inquiries upon matters germane to Yawman and Erbe Mfg. Co....... 193 
Oakville Company . 149 the field, it furnishes special reports upon articles of Oo is Seale Co 218 

eNwres Mie. Co 187 office equipment, supplies names of manufacturers of Peteune Mie. O8s0066c0 00+ ccknetes 235 

pnibleg, Edw. L.. Mfg. Co 160 any article wanted, puts man and a together, prepares oe te ee 

ee ST Eieute Ce 182 advertising copy, furnishes list of desirable agents and Higgins, Chas. M., & ©0.....-+»: 1m 

File Boxes. Collapsible Corres. : , i ; i an B. CO... -- 20s ssereees 
> Tam, Cum © aa dealers in nearly every country, aids foreign dealers in Seals. Notary and Corporation ‘ 
Barkley, C. L., & Co... 219 securing U. S. A. lines, and in many other ways per- —. & Wenthe peererererrrrr. 14 
Sale fees bh he ae te forms useful service, all without charge. Subscribers TT Ctcndiien Gs. ..... 153 
Oxford Filing Supply Co 57 in every land have made, and are making, good use General Fireproofing Co...... 110, 111 
Pronto File Corp.. 150 f this b f . . f th _ — Co, ....113, 187, 159 
Weis Mfg. Co. ...... 115. 16. 17. 18 of this bureau; manufacturers in every section o e Shelf B 
‘ - - - 3 

Fite Gomee, Gate se C va field have had evidence of the service. Subscribers = Stel" a Equip. Co. ....++++++ a 

Meta ons i) 0 lull lc es Cl. lt Ot ee oe Oe... 2.8. Bee. . Be ee 
Art Steel Co 188 requests for catalogues to bring their files up to date, General Viregrosiins Os... 110, 111 
Corry-Jamestown Mfg. Corp 179 or to replace the file in case of fire or other form of Globe-Wernicke Co. ....113, 137, 159 
Currier Mfg. Co ‘ ical Weis Mfg. Co. ........ 115, 16, 17, 18 
Rockwell- Barnes Co 155 destruction, are broadcasted in a bulletin which is Shelving tin oa 
Victor Safe Equi Co 12 eel-Equip. CO. ....ccecsseee 

Filing Cab. Ball and Roller Bearings mailed frequently to leading manufacturers. Art Metal Construction Co...... 153 
Kilian Mfg. Corp 229 Art Steel Co. ......csseeeee eee el B8 

Filing Cabinets. Metal Browne-Morse Co. .......+- oveeeete6 

: All-Steel-Equip. Co : 2n9 es Corry- Jamestown atte, h, Ou pesnese 179 
Art Metal Construction Co 153 General Pinel ne bec eee 110, 111 
Art Steel Co.. : 188 THE ELASSIFICATIONS 
continued on page 
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continued from page 5 a —_ Book Co 189 
Globe-Wernicke Co 113, 137, 159 Tromell Mis. Co ” +4 
Invincible Metal Furn. Co 185 , _ oa 
Security Steel Equip. Corp 127 Stools . 

Shaw-Walker Co., The 169 Harter cor.. —. 200 
Sturgis Posture Chair Co 195 
Smoking Stands, Office welaie Metal Wr lt 2 
Precision Metal Workers 211 .. ae Sun Seen O = 
Sorting Devices fa? Sat Trqneter, Gases - 
Currier Mfg. Co 227 2] pon 152 
: am Art Metal Construction ( 153 
Speedo, Inc 1y¥6 Art Steel C 188 
Stamp Affixers tankers Box Co 124 
Standard Mailing Machines ( 21 Barkley, C. L.. & Co 219 
Stamp Pads tentson Mfg. Co 191 
Bates Mfg. Co 187 Browne-Morse Co 226 
Carter's Ink Co 123 Columbia Steel Equip. Co 181 
Fulton Specialty Cx 217 Corry-Jamestown Mfg. Cort 179 
Meyer & Wenthe ; 145 General Fireproofing Co 110, 111 
ey ws Co 155 Globe-Wernicke Co. ....113, 137, 159 
lector Safe & Equip. © 128 Guide System & Supply Cc: 140 
Stands for Office Machines Hedges Mfg. Co. . 213 
= _— Baulp Co 38 Imperial Methods Cx 172 
y, e 0 Ss t ~ ® 
Corry-Jamestown Mfg Cor; 179 awe n yt b = 
General Fireproofing Co 110, 111 , - ' _ a - 
Globe-Wernicke Co 113, 137, 159 Oxford Filing Supply C aoe 
Harter Corp The 200 Peerless Steel Equipment C: 148 
Metalstand Co. 234 Pronto File Corp 150 
Nu-Mark Office Equip. ¢ 227 Rockwell-Barnes Cx 155 
Sherman-Manson Mfg. Co 212 Security Steel Equip. Cor; 127 
Sturgis Posture Chair C« 195 Shaw-Walker Co., The 169 
Toledo Metal Furniture ¢ 202 Weis Mfg. Co ll 16, 17, 18 
Tubular Specialty Mfg. Cx 218 Yawman and Erbe Mfg. ¢ 193 
Staples, Paper Fastening Store Fixtures and Equipment 
Ace Fastener Corp All-Steel-Equip, Co ait) 
Acme Staple Co G ae , Fir - ofing < 110 ill 
Bump Paper Fastener ( penetra eee ~ ae 
Cameron, Cal Globe-Wernicke Cx 113, 137, 159 
Compo Mfg. & Sales ( Swinging Typewriter Stands 
Hotchkiss Sales Co 195 Globe-Wernicke Co 11 137, 159 
Neva-Clog Products, Inc 168 Weis Mfg. Co eee 115, 16, 17, 18 
Oakville Company 149 Table 
Parrot Speed Fastener Cor; 141 ~. . ’ . " 
. Art Metal Construction (* l 
Vall Manufacturing ( 125 Art Steel Co 188 
Stationery, Engraved. Lithographed trowne-Morse Co 226 
Wiggins, The John B., ¢ 22 Corry-Jamestown Mfg. Cor; 179 
Stencils, Brass General Fireproofing ( 110, 111 
Meyer & Wenthe 145 Globe-Wernicke (« ll 137, 159 





APPLIANCES 


OFFICI 






Shaw-Walker Co., The 169 Typewriters, Mfrs. of 4 

St. Johns Table Co 217 Corona Typewriter 107 
Tabulating and Statistical Machines Coxhead, Ralph ¢ Cor} 223 

temington Rand, In 162 temington Rand, In 162 
Telephone Accessories Royal ewriter ¢ <0) 

Bates Mfg. Co. . 187 Smith, L. ¢ & ( t Tw 107 

Meilicke Systems, In 227 Underwood, E, F Ba Cover 

Victor Safe & Equip. ¢ 128 Varityper 223 
Telephone Stands : Woodstock Typewriter ¢ 194 

Art Metal Construct ‘ 153 Typewriters, Rebuilt and Used 

General Fireproofing (« 11, 111 Aone Weitine Mochine ¢ 

Globe-Wernicke C 113, 137, 159 a tn 

Yawman and Erbe Mfg. ¢ 1 ruitt, sm 

Regal Typewriter ¢ 


Thumb Tacks 


Galt, Geeree B.. ¢ 14 Reliable Tw. & A. M. ¢ 


Shipman-Ward Mfg. ¢ 








Moore Push-Pin Ce 225 T; n . , 
Oakville Company 149 ypewriter Ci le Ce 
Vail Manufacturing Co 125  — Typewrite ‘ 
Woodstock Typewrit« 
Time Clocks and Recorders istock Typew , 
Dorson Time Instruments (¢ 214 Visible Systems Equipment 
Trimming Boards heme Cord System © on 
deal School Supply ¢ 164 Aigner, G. J., Co 184 
Type, Typewriter —~ a Seene a eee ~- 
Amer. Writing Machine ¢ 132 re ease Ut oo an on as 6am 
Ames Supply Co , 139 Globe-Wernicke Cx 113, 137, 159 
Shipman-Ward Mfg. ¢ 17 Nat'l Blank Book ¢ 189 
Typewriter Cleaning Material Remington Rand, In 162 
Amer, Writing Machine Co 132 Sheppard, C. E., C« 134 
Clarotype Co 225 Stationers Loose Leaf ¢ 170 
Mittag & Volger, In 16 ; Victor Safe & Equip. ¢ 128 
Sanford Mfg. Co 15 Yawman and Erbe Mfg. ¢ lv 
Webster, F. S.. © - Wardrobes 
Typewriter Cushion Keys All-Steel-Equip. ¢ 209 
Munson Supply ¢ Art Steel (« 188 
Peerless Key Ci Browne-Morse (C« 22% 
Speed Key Mfg. ( 220 Corry-Jamestown Mfg. ¢ 179 
Typewriter Cushion Knobs and Bases General Fireproofing 110, 111 
Amer. Writing Machine ¢ 132 Globe-Wernicke C 137, 15 
Ames Supply Co 139 Waste Baskets 
Bickett, L. M., ¢ 210 Art Steel Cx 188 
Peerless Key Co 151 Cameron, Cal 200) 
Sponge Rubber Products ¢ 19 Corry-Jamestown Mfg. Cort 179 
Typewriter Parts and Tools General Fireproofing ¢ 110, 111 
Amer, Writing Machine ¢ 132 Globe-Wernicke ¢ ll 137, 159 
Ames Supply ) 139 Metal Office Furniture ¢ ° 174 
Shipman-Ward Mfg. ¢ 175 Nat'l Vulcanized Fibre Co 221 
Wholesale Typewriter ( 152 Shaw-Walker ¢ The 169 


WANTS AND LOR SALE 


The rate for classified advertisements is 


SITUATIONS WANTED 


OFFICE SPECIALTY SALESMAN now located near Chicago, with experi- 
ence as salesman, sales agent and as partner in specialty business, is open 
for connection as representative, preferably in Chicago. Always has had 
fine record. Can give an interesting story of definite accomplishments. Will 
consider any specialty of merit whether high in price or low. Address 
L-119, care Office Appliances, Chicago 


AN EXPERIENCED TYPEWRITER SALESMAN and branch manager who 
has been engaged in sales work outside of the fleld during the past several 
years, desires to return to the office appliance industry. In addition to sale 
of typewriters, his experience includes establishment of dealer outlets for 
typewriter supplies. He has an established clientele in Minneapolis. Ad 
dress L-120, care Office Appliances, Chicago 

STATIONERY SALESMAN AVAILABLE. Eighteen years’ experience sell 
ing general stationery, office supplies, loose leaf, office furniture and filing 
cabinets. Knows the leading lines and can recommend purposefully. Has 
served as buyer, store manager and inside salesman. References will verify 
record of integrity and effectiveness. Stationer whose business offers oppor- 
tunity of growth is invited to write L-116, care Office Appliances, Chicago 


SALESMAN, LARGE ACQUAINTANCE with trade from Coast to Coast, 
successful in developing dealer organization, seeks connection with Manu 
facturer of office equipment or stationery items. Highest reference. Travel 
anywhere, salary or commission. Address L-121, care Office Appliances 
Chicago 

BUYER WITH 20 YEARS’ experience in stationery store in large city, now 
employed, desires to make a change. Will locate anywhere in this country 
Thoroughly reliable and efficient. Address L-117, Office Appliances, Chicago 
TYPEWRITER MECHANIC six years, all makes, rebuilding experience, now 
employed, desires connection with reliable concern, go anywhere for reason 
able salary. Address L-122, care Office Appliances, Chicago 
TYPEWRITER MECHANIC. Ten years foreman with large Royal Dealer, 
twenty-three years all makes. Producer. Rebuilding experience. Would 
like change. Address L-123, care Office Appliances, Chicago 

SALESMEN WANTED 





High grade line of office chairs and leather uphol 
stered furniture available to an energetic salesman. The highly remunera 
tive territory of Texas, Oklahoma, Arkansas and Louisiana open. Good 
business coming in all the time from accounts in this section. Conscientious 
attention to accounts in this territory will prove very profitable. Write 
direct to Newark Chair & Furniture Co., Newark, N. J., attention H. J 
Mooney, Director of Sales 


NEW—RIGHT NOW—NEW! YEAR'S INCOME in 3 months. New Federal 
and State Tax Laws create immense demand for simplified record system 
every businessman must have to protect himself against fines and penalties 
Million users must buy again now. Our men selling 5 to 25 daily our offi 
cially approved, copyrighted Liberty Tax Record. $4.10 cash profit every 
sale Repeat commissions without callbacks Live leads furnished Big 
season now. Choice territories going fast. Commonwealth Publishing Com 
pany, 508 South Dearborn, Chicago 


SALESMAN WANTED 














Ww ANTED ~ Salesman for high-grade pencil line Give personal history, 
lines now carried. Territory including Illinois (except Chicago), Iowa, Mis- 


sourl, Nebraska, Wisconsin, Minnesota, North and South Dakota will be 
open between December Ist and January Ist by reason of promotion of man 
now in territory 


Address Z-160, care Office Appliances, Chicago 


eight cents a word, minimum charge, $1.60. 


PROMINENT COMMERCIAL STATIONER with important agencies would 
like to hear from salesman experienced on stencil duplicating machines 
An opportunity for a capable producer with the right personal qualities 
to make permanent connection with reliable organization. Send complete 
information to Z-162, care Office Appliances, Chicago 
SALESMAN WANTED: Salesman and manager for retail furniture depart 
ment. One familiar with all kinds of wood office furniture, chairs and 
accessories, and metal furniture, preferably the Art Metal line. Send com 
plete information concerning past experience, age, etc. Address Z-155, care 
Office Appliances, Chicago. 
SALESMAN WANTED to sell high class Office Specialties direct to con 
sumer. Items used in every office, retail $1.00-$6.00. Liberal commissions 
Give references and other lines carried. Address Z-152, care Office Ap 
pliances, Chicago. 
SALESMAN WANTED calling on stationery and office furniture trade in 
New England and Middle West, for line of rubber chair cushions. Address 
Z-161, care Office Appliances, 100 East 42nd Street, New York, N. Y 
BANK SUPPLY SALESMAN of stock bound and 
loose leaf bank accounting records Address Z-153 
care Office Appliances, Chicago 
SALESMEN calling on office equipment dealers, to carry a line of office 
desks. Southern and south western states. Chicago factory. Address Z-157, 
care Office Appliances, Chicago 

SALES MANAGER WANTED 
SALES MANAGER TO ORGANIZE COMPANY to market machine which 
mechanically corrects objective examination questions. Widely acclaimed 
by leading educators Every school and college a prospective purchaser 
Address Z-156, care Office Appliances, Chicago 

MECHANICS WANTED 

WANTED—BURROUGHS Adding Machine Mechanic by an independent 
adding machine exchange in mid-western city of 100,000 population. Must 
give satisfactory references. All applications confidential. Address Z-154, 
care Office Appliances, Chicago 
BURROUGHS MECHANIC—must know Moon Hopkins. Good opportunity 
Accounting Machines Corporation, 343 South Dearborn, Chicago 


REPRESENTATIVES AVAILABLE 
STATIONERY SPECIALTIES SALESMAN in Europe desires several addi 
tional ‘‘live’’ items. Write giving details about product. Address L-118, 
care Office Appliances, Chicago 

REPRESENTATIVES WANTED 

MANUFACTURERS’ AGENTS wanted for fast selling office appliance. See 
our ad on page 173 of this issue. In reply, state territory covered and lines 
now handled. Address Mitchell Binder Co., Hagerstown, Md 
IF YOU SELL DIRECT to offices you can sell our high grade Typewriter 
Specialty profitably. Liberal profit on each sale. Protection given. Quickly 
becomes a major line. Write for details giving territory you cover. Address 
Z-158, care Office Appliances, Chicago 
REPRESENTATIVES WANTED for line of office specialties of popular 
grades in good demand. Several good territories available. Can be han- 
died advantageously with two or three non-competing lines. Write men- 
lines now handled and territory covered to Z-163, care Office 
Chicago 
WANTS AND FOR SALE continued on page 


to sell our complete line 
Strictly commission 


tioning 
Appliances, 








NOVEMBER 


WANTS AND FOR SALE Continued f: page 6 
FOUNTAIN PEN REPAIRING 


ALL MAKES FOUNTAIN PENS REPAIRED for the trade since 1904 
Standard Prices—-regular trade discount All work guaranteed Prompt 
service. Send all makes t ne place—-saves postage and time. Send a trial 


today Welty Pen & Repair Co iss 


BUSINESS OPPORTUNITIES 
WANTED Proven articles of merit for stationery trade, office and factory 
ist Exc.usive royalty only. Our progressive manufacturing and merchan- 
dising facilities established over ten years can help you Address Z-159, 
are Office Appliances, Chicago 


PATENT ATTORNEY 
PATENT ATTORNEY pec 
Address O. A 
Washington, D. ¢ 


package State St Chicago 


ializing in office equipment and 
Gustafson, P. O. Box 707, Benjamin Franklin 


appliances. 
Station, 


SALES LETTERS 
LETTERS WILL BUILD SALES For years I have built letters that pull 
sales. You need them more than ever now. Send me your data for new 


letters, or unsuccessful letters for reshaping Particulars on request 


Address H. M. Goldthwait, 123 Washington Ave., Santa Fe, N. Mex 
ADDING MACHINE PARTS 
NEW ADDING MACHINE PARTS-—-Write for Price List. I. A. Dehn, Jr., 


1450 102nd Ave., Oakland, Calif 


FOR SALE AND WANTED TO BUY 


ELLIOTT-FISHER MACHINES Adding Machines, all office 
equipment, bought and sold. Chi Appliance Co., 533 So. Dear- 
born, Chicago 

BILLING AND BOOKKEEPING 
Underwood, Burroughs, et bought and sold 
S. Dearborn St., Chicags 
ELLIOTT-FISHER MACHINES 
equipment bought and sold. W 
Milwaukee, Wisconsin 


ELLIOTT-FISHER billing and bookkeeping machines, also all office ma 
chines, bought, sold and rebuilt. Teeter-Warsh Co., 309 W. Kilbourn Ave., 
Milwaukee, Wisconsil 

BOOKKEEPING AND BILLING 
Moon Hopkins 
md sold 


Typewriters, 
ago Office 


MACHINES, late models 
Maloney 


Elliott-Fisher, 
Gilmore Co., 508 


Typewriters, Adding Machines, all office 
Crowley Company, 434 Caswell Bldg., 


MACHINES—-Specializing in Burroughs, 
Elliott-Fisher and National Accounting Machines-—Bought 
Accounting Machines Corporation, 343 S. Dearborn St., Chicago 
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FOR SALE 
wood Bookkeeping Machines, model 3/14 serials 21,000 
Bookkeepers serials 121,000. Adding Machine Sales & Service Co., 
Superior Ave., Cleveland, O 


WANTED BURROUGHS Bank Bookkeeping Machines Class 2300 and 1300 
Chattanooga Typewriter Co., Chattanooga, Tenn 


Burroughs class 2300 Bank Bookkeeping Machines. Under- 
Elliott Fishers, 
1004 


MULTIGRAPH RIBBONS re-manufactured 
ribbons. Established over 10 years. Write us, save money 
N. 4th St., Milwaukee, Wis 


WILL BUY Line-A-Time Copyholders regardless of condition. You can 
take them in trade for desks and other equipment. We pay you cash 
Modern Office Appliance Company, 53 Park Place, New York 


WORLD'S LOWEST PRICED Stencil and Hectographic Duplicators mean 
more and easier sales for you-—-same after-profits on supplies as costlier 
machines. Write Mailmarts, OA-11, Cincinnati 


Duplicator inks and typewriter 
Lewis Co., 953 


ADDRESSOGRAPHS, Duplicators, 
Folders, Typewriters, Adding Machines 
Circular. Pruitt, 527 Pruitt Bldg 


VISIBLE EQUIPMENT Bought and Sold Established over ten years 
and the first concern to deal exclusively in all makes of visible filing 
equipment. Special attention to dealers. Commercial Card System Co., 
401 Broadway, New York 


Sealers, 
Making 


Dictaphones, Multigraphs, 
Write for FREE Money 
, Chicago 


FOR SALE— 1,000 Duplex IVI panels for 442" and 5” card, 500 8” panels 
$1.00 each in lots of 25. Visible equipment, all makes, dictating, address 
ing and duplicating machines bought and sold. Hanover Office Equipment 
Co., 80 Greenwich St., New York City 


WANTED—-Kardex, Acme, Postindex, Comptometers (Models F-H-J), Rem 
ington No. 23 Bookkeeping Machines. Universal Office Equipment, 434 
Broadway, New York 


DICTAPHONES, EDIPHONES, 
bought, so.d—Wholesale, Retail 
19 S. Wells St., Chicago 


SUPPLIES headquarters machines 
Write us. Chicago Dictating Machine Co., 


DICTAPHONES, EDIPHONES-—rough or rebuilt 
Increase your sales and profits——write us 
Co., 1141 Broadway, New York City 


CHECKWRITERS. 100% Rebuilt 
all machines. Send for catalogue 
Place, New York 


special prices to dealers 
American Dictating Machine 


All makes in stock. Repairs. Parts for 
Check Protector Corporation, 53 Park 


Export Statistics By United States Department of Commerce 


United States Exports of Typewriters, Duplicating Machines, Typewriter Ribbon, 
Carton Paper and Office Supplies—July, 1935 
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Filing folders, chines, 
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and other 9392 Typewriter supplies 
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Countries Lb Value Lb Value Doz Value. Value 
Ethiopia 40 
British East Africa 2ZNS 1 U7 205 
Union of South Africa. 1,201 sot 1,203 R42 47 1,404 Sid 
Egypt 200) “4 
Madagascar rh is 10 21 
Other French Africa 10 5 l 2 il 
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7770 7772 7774 7775 
Standard Portable Used and Type 
typewriters, typewriters, rebuilt writer 
new new typewriters parts 
Countries Number Value Number Value. Number. Value ‘alue 
Austria 29 $ 2.008 ow $ 2,621 27 658 §$ 15 
selgium , 219 15,791 75 2,505 125 4,914 1,170 
Bulgaria } 197 . 
Czechoslovakia 232 16.869 x8 2,603 130 3,157 59] 
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Norway 78 ots x6 3,098 12 
Poland and Danzig 47 3, 066 85 2,451 l 
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Pamama ........+.:. eee 14 846 11 431 eee Se 5 
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Newfoundland and 
Labrador peeve : 1 6 108 . 
eee 1 70 . 1 74 
DEEN sccncdccheten «hs . 3 83 
Jamaica ....-.+++. see 3 202 es ores * 
Trinidad and Tobago 8 560 6 216 3 135 45 
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PATENTS 





Copies of patents shown here can be obtained 

from the Commissioner of Patents, Washington, 

D. C., for ten cents each in cash, postoffice 

money orders or certified check. Stamps and 
personal checks not accepted, 


Design Patent No. 97,133. John P. Hunter, East 
Orange. N. J. (assignor to Safeguard, inc., New 
York, N. Y.,. a corporation of Delaware). Applica- 


tion Aug. 2, 1935. Scrial No. 57,917. 


Arthur Marowitz. 


Envelope and folder. 
Serial 


2,013,644. 
Calif. Application Oct. 23, 1933. 


Los Angeles, 
No. 694,879. 


2.013.677. Typewriting machine. Burnham C. Stick- 
ney (assignor to Underwood Elliott Fisher Company, 
New York, N. Y., a corporation of Delaware). 


2.013.832. Duplicating machine. Ingwald M. New- 
gard, Los Angeles. Calif. (assignor to Jiffy Dupli- 
cator Company, Wilmington, Del.). Application April 


10, 1933. Serial No. 665,458. 

2.013.844. Continuous feed envelope assembly. John 
Q. Sherman, Dayton, Ohio. Application June 4, 1934. 
Serial No. 729,035. 

2,014,013. Calculating machine. Harold T. Avery 


and Gustav Lerch, Oakland, Calif. (assignors to Mar- 
chant Calculating Machine Company, a ccrporation of 
California). Application July 15, 1931. Serial No. 
550,855. 


2,014,047. 
K. Keoka, Honolulu, |S ie of Hawail. 
July 11, 1934. Serial No. 734,688. 


2,014,290. Globe and support. Edward J. 
Chicago, Iii. (assignor to Rand McNally & 
pany. Chicago, I11.; a corporation of IIlinois). 
cation March 25, 1935. Serial No, 12,943. 


2,014,560. Calculating machine. Birney Dysart, Cn- 
cinnati, Ohio; Eva Perin Dysart, executrix of said 
Birney Dysart, deceased (assignor to Eva Perin Dy- 
sart, West Hartford, Conn.). Application Jan. 5, 
1935. Serial No, 565. 


2,014,780. Paper fastening device. 
Lafayette. Calif. Application Dec. 26, 1933. 
No. 703,928. 


2,014,884. 
Chicago, til. 


Statement lifter for ledger trays. Albert 
Appl cation 


Pohiman, 
Com- 
Appli- 


Alvin Powell, 
Serial 


Duplicating machine. John E. Euth, 
—. to United Autographic Reg- 
ister Company, Chica ill.; a corporation of tili- 
nois). Application 1 "21, 1931. Serial No. 558,601. 


2,014,994. Howard Britten Stone, 
Croydon, England. 677,492. Application 
July 6, 1932. 

2,015,247. Drawing board clamp. Stephen Tindal, 
Carnoustie, Angus, Scotland. Application Jan. 25, 
1933. Serial No. 653,530. Renewed Jan. 25, 1933. In 
Great Britain, Feb. |, 1935. 


2,015,306. Book cover. Max H. Gronauer, Memphis, 
Tenn, Application Nov. 3, 1934. Serial No. 751,399. 


2,015,368. Advertising layout board. Oscar F. Ryan. 


Loose leaf book. 
Serial No. 


Huntington, W. Va. Application Dec. 9, 1933. Serial 
No. 701,683. 
2,015,461. Paper fastener. Benjamin G. Rand, North 


(assignor to Remington Rand, tnc., 
1934. Serial No. 


Tenawanda, WN. Y. 
Buffalo, N. Y.). Application April 6, 
719,263. 


2,015,507. 
nold, Rechester, N. 


Envelope seal'ng machine. Schuyler Ar- 
Y.. and Frederick Statt, Coldwa- 


ter (said Statt assignor to said Arnold). Application 
March 7, 1935. Serial No. 9,814 
2,015,519. Visible index card holder. R. A. Fur- 


long, Rochester, N. Y. (assignor to Yawman and Erbe 
Manufacturing Company, Rochester, N. Y., a corpora- 


tion of New York). Application Dec. 15, 1932. Serial 
No. 647,325. 

2,015,673. Mechanical pencil. Paul S. Hauton, At- 
lanta, Ga. Application Aug. 21, 1929. Serial No. 
387,542. 

2,015,728. Paper feeding mechanism. Henry Resch, 
Bayonne, N. J. (assignor to Raiph C. Coxhead Cor- 


poration, New York. N. Y., a corporation of De'a- 
ware). Application Aug. 15, 1931. Serial No. 557,236. 


2.015.787. Coin freed locking device for typewriters. 
Kari Dietrich, Hanover, Germany. Application May 
, 932. Serial No. 612,554. In Germany May 23, 
1931. 


2,016,138. Package and method of making same. 
Lewis M. Dixon, Bloomfield, N. J. (assignor to Co- 
lumbia Ribbon & Carbon Manufacturing Company, 
Inc., Glen Cove, L. I., N. Y.). Application Aug. 13, 


1932. Serial No. 628,668. 


2,016,166. Duplicating machine. Clarence Edward 
Boutwell, Birmingham, Ala. Application April 23, 
1932. Serial No. 630,084. 


2.016.205. Typewriter ribbon spool. 
hoff, Syracuse, N. Y. Application 
Serial No, 743,724. 


2,016,242. Autographic Register. Fritz G. Dies- 
bach, Hamilton, Ohio (assignor to Krauth & Ben- 
ninghofen, Hamilton, Ohio). Application Feb. 24, 
1933. Serial No. 658,329. 


2,016,258. Envelope. Fred A. Schmitz, Cincin- 
nati, Ohio (assignor to The Globe Wernicke Co., Cin- 
cinnati, Ohio, a corporation of Ohio). Application 
April 19, 1933. Serial No. 666,469. 


2,016,505. Recording device. Joseph M. Lucarelle, 
Bridgeport, Coen, (assignor to Dictaphone Corpora- 
tion, New York, Y.. a corporation of New York). 
Application April “a 1932. Serial No. 607,958. 


2,016,588. Temporary binder. Ernest J. Bloore and 
Willlam H. T. West (assignors of one-half to The 
onto, Canada. Ap- 
Serial No. 744,882. 


John C. Kuck- 
Sept. 12, 1934. 


Luckett Loose Leaf, Inc., Ltd., Tor 
plication Sept. 21, 1934, 
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2,016,715. Eraser. Carl C. Harris, Orange, Mass. 
Application May 8, 1934. Serial No. 724,529. 
2,016,807. Black lead pencil leads. August Schwarz 


and Kari Kreutzer, 
J. S. Staedtler, a firm of - wo) 
tion. Application March 14, 1933 ial 
719%. In Germany, April ti, 1932. 


Nuremberg, Germany No fas to 
——- 
No. 660,- 


2,016,922. Typewriter line stop. Edwin S. Hall, 
New Haven, Conn. (assignor to Remington Rand, Inc., 
Buffalo, N. Y., a corporation of Delaware). Appli- 


1934. Serial No. 731,497. 
————~<>____ 
Permanent Exposition for Guatemala 


The Chamber of Commerce of Guatemala is 
sponsoring a plan to maintain a permanent ex- 


cation June 20, 


position of that country’s manufactures. The 
exhibit is to be located in the Palace Hotel, 
Guatemala, where practically all tourists can 
see it. This is one of numerous ventures of 
this kind in foreign countries, says Commerce 
Reports. 
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New Goods at Auction in South 
Africa 


The South African Printer And Stationer com- 
plained of the growing practice of selling new 
goods at auction. The plan is followed by some 
dealers who ‘‘raise the wind’’ in this manner, 
and disrupt business for dealers who adhere to 
orthodox methods. The problem was to be dis- 
cussed by the Associated Chambers of Commerce 
at a congress held at Port Elizabeth in Septem- 


ber. 
en 


Havana Fair Postponed by Building 
Program 


Commerce Reports] The opening date of the 
Agricultural and Industrial Fair at Havana has 
been postponed to January 11, 1936. The con- 
struction of additional buildings has necessitated 
this change. 
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The Office Equipment Industry 


One will not turn the pages of this number without being impressed with the im- 
portance of the office equipment industry, by which every department of the world’s 
business is facilitated; nor read the reports of the thirtieth annual National Stationers’ 
convention and the thirty-fourth Natienal Business Show without better understand- 
ing of the interdependence of the several divisions of the industry, all of the manu- 
facturers of which are parts which compose one structure. 

More than thirty years ago, this journal set out to promote consciousness of the 
common interest of these several divisions and to develop the idea of an office equip- 
ment industrial entity which is now fixed. 

In its campaign the journal accentuated commercial stationery—all of which is for 
office usage—and advocated the inclusion therein of office furniture and office ma- 
chines. And thus helped to extend the boundary lines of the stationery business and 
to establish it as the logical outlet for office requirements theretofore distributed 
through other channels. 

Organizations national and local (now numbering one hundred or more) were 
formed in many divisions of the industry. The meetings and special conventions of 
these associations, the National Business Shows and local exhibitions made by co- 
operation of dealers and agents, helped to impress the public with the important 
function of the manufactures and to develop a prestige for the industry which has 
given it rank with the leading industries of the country. In the federal government’s 
Department of Commerce, office equipment is a division of importance. Not only 
because of its position in the domestic market but because of extensive operations 
abroad. 

To be connected with an industry the manufactures of which are not only necessi- 
ties, but which function as economies in the conduct of all business is to have part in 
promoting the country’s material progress. 


Ihree Notable Trade Events 


The convention of the National Stationers Association discussed a number of im- 
portant subjects, among which price maintenance was, perhaps, the one most thor- 
oughly gone into in discussing the California Fair Trade Act and its possible results, 
as well as similar acts in other states. The convention was addressed by prominent 
men inside and outside this field, who gave freely of their ideas, and the discussions 
on the floor were interesting and replete with practical suggestions. The election of 
B. J. Bristoll of Des Moines as president brings to the fore a man who for years has 
been unostentatiously active in association work. Probably no man has a clearer 
understanding of the work and purposes of the organization. 

* 


The National Business Show in New York attracted a large attendance. The dec- 
oration of the great exposition hall and the individual booths was unusually impres- 
sive with a note of modernity. The lively interest in the various exhibits was indica- 
tive of the desire of business people to see the new products and new applications 


of the old ones. 
* 


The Canadian Stationers convention was the first gathering to include office equip- 
ment dealers from all parts of Canada. The attendance was excellent and the inter- 
est was sustained during every moment. The convention served to bring Canada to 
the fore as an important factor in the industry. Manufacturers put on some excel- 
lent exhibits which were examined with interest by the stationers from all sections. 
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Thirtieth Annual Convention 


Establishes New Record 


yen: 600 delegates and visitors 
attended the thirtieth annual con- 
vention of the National Stationers As- 
sociation at Kansas City to participate 
in an important and interesting pro- 
gram, to witness the election of a new 
president and the choosing of the 1936 
convention city. The four-day session 
which ended October 10, passed into 
history as one of the largest and most 
successful in the annals of the organ 
ization 

Although every session of the con 
vention was greeted with intense inter 
est by the delegates the two concluding 
meetings were easily the highlights of 
the conclave because they were the 
gatherings at which B. J. Bristoll, of 
Koch Bros., Des Moines, was elected 
president, and Chicago was chosen as 
the 1936 convention city over spirited 
opposition. 

The convention was not slated to 
begin until Monday, October 7 but 
visitors began arriving in “The Heart 
of America” as early as Saturday morn- 
ing. They came by rail, auto, bus and 


Problems of Price 
Maintenance Thor- 
oughly Discussed— 
B. J. Bristoll Elect- 
ed President—Chi- 
cago Picked for 
1936 Convention 


plane and by Sunday afternoon ac- 
commodations were at a premium. 

Although the total number of reg- 
istrations was 466, convention officials 
said at least another 100 men and 
women journeyed to Kansas City for 
the big four-day event. 

Sunday, October 6, marked the be- 


ginning of convention activities. 
New Rules Adopted 


The national executive committee 


held a session on the morning of that 
day. Several rules were adopted, one 
of which provides that freedom of the 
floor shall be extended to non-members 
only at the option of the chair. The 
committee also set up new requirements 
for membership in the National Asso- 
ciation, intended to admit only those 
definitely in the commercial stationery 
and office equipment business and pri- 
marily interested in daily distribution. 
The committee drew up a resolution 
directed to the Stationers Association 
of Great Britain and Ireland, express- 
ing appreciation of the convention over 
the participation of G. Stewart Vivian 
of that organization. A resolution was 
also drafted expressing the sorrow of 
the convention over the untimely pass- 
ing of William Henry Brooks, Jr., the 
resolution to be forwarded to Mr. 
Brooks, Sr. and Mrs. Brooks, Jr. The 
committee manifested approval over the 
election of the general manager for 
three years as a member of the board 
of directors of the American Trade 
Association Executives. A resolution 
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of appreciation of the services of the 
members of the organization who acted 
as national code authority for the com- 
mercial stationery and office outfitting 
trade was passed, also a resolution of 
appreciation and good will to Harry A. 
Morgan for his fine services to the as- 
sociation as president during the last 
two years. 

The executive committee authorized 
the general manager to proceed with the 
formation of such divisions of the in- 
dustry as may be necessary to effect 
progress. 

On behalf of the association, the com- 
mittee received the Hansell member- 
ship cup and drew a resolution in ap- 
preciation of Morris Hansell, its donor. 

Immediately following the meeting of 
the executive committee, there was a 
convocation of the Gridiron Commit- 
tee, whose proceedings were shrouded 
in mystery until the night of the ban- 
quet. 


Meeting of Board of Control 

The attendance at this meeting held 
on Sunday was very large and con- 
sisted of officers, governors, past gov- 
ernors, etc., present from all sections of 
the country. President Morgan pre- 
sented a report dealing with the services 
of the association. He recommended a 
material increase in the number of reg- 
istered local associations and assured 
the members that the National Asso- 
ciation is giving greater service for the 
dues paid than any like organization in 
the country. He also suggested meth- 
ods of attracting to the association de- 
sirable dealers and manufacturers. 

Following Mr. Morgan’s remarks, 
General Manager Charles Garvin pre- 
sented a talk on the Economic Outlook, 
Problems of Business, etc. Following 
Mr. Garvin’s talk, the meeting became 
on open forum which provided an hour 
and a half of valuable discussion. 

One of the features of Sunday’s ac- 
tivities was a timely and well considered 
address to the regional governors by 
President Morgan. The text of Mr. 
Morgan’s remarks appears on another 
page and will be read with interest by 
stationers throughout the country. 


First Formal Session of Convention 

On Monday, October 7, the first ses- 
sion of the thirtieth anniversary con- 
vention of the National Stationers As- 
sociation was called to order by Presi- 
dent Morgan at 1:15 P. M. The 
president opened the proceedings by 
asking the secretary to read several tele- 
grams which had been received from 


well wishers of the association. These 


telegrams came from various sections 
of the country and included messages 
from Eberhard Faber of New York 
City; Arthur C. Moench of the H. S. 


Crocker Company, Inc., San Francisco; 
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William E. Ward, New York City; 
D. C. McMillan, San Francisco; Fred 
Smart, general secretary of the Sta- 
tioners Guild of Canada, and P. K. 
Smith of St. Petersburg, Fla. All of 
the foregoing telegrams expressed re- 
gret over inability to be present at the 
convention, with the exception of the 
telegram of Mr. Smart, which voiced 
greetings and sincere good wishes. 

Following the reading of the tele- 
grams, the president introduced Will 
Reuter, Crowley-Reuter Stationery 
Company, Kansas City, first comment- 
ing on the fine accomplishments of Mr. 
Reuter and his committees in arranging 
for the convention and promoting it. 
Mr. Reuter responded briefly, and then 
introduced H. E. Boning, Jr., of the 
Kansas City Chamber of Commerce, 
who presented appropriate welcoming 
remarks. Mr. Boning’s talk was fol- 
lowed by an address of welcome by 
William Pitt of the Pitt Corporation. 
Mr. Pitt’s eloquent speech was fol- 
lowed by an appropriate and moving 
response by Arthur L. King, president 
of the Boston Stationers Association. 

Mr. King’s remarks were followed by 
some witty and appropriate observa- 
tions by the secretary and general 
manager. After some preliminary shots, 
the secretary introduced President Mor- 
gan, who thereupon submitted his an- 
nual report. 

All reports and addresses presented 
at the convention will be found in an- 
other section of the present issue. 


Vivian Is Introduced 


After the president’s report, the sec- 
retary gave some interesting facts about 
the Worshipful Company of Stationers 
in Great Britain, the oldest organiza- 
tion of its kind in the world, dating 
from 1557. Over in the great old coun- 
try, they have the Stationers Associa- 
tion of Great Britain and Ireland, 
which includes the Worshipful Com- 

ny and in the last twenty-five years, 
eight of the lord mayors of London 
have been chosen from the ranks of The 
Worshipful Company of Stationers. 
Secretary Garvin then mentioned Mr. 
Vivian, who, he declared, — become 
an American citizen before he got out 
of town because he seemed to have a 
singular ability to “pick up American 
customs quickly and improve upon them 
rapidly.” He referred to other visitors 
at previous conventions from overseas 
—Herbert Marsh, Barringer, Jacob- 
sen, Jones and Tollitt, and then intro- 
duced Mr. Vivian. 

Mr. Vivian responded with a witty 
and eloquent address, concluding his re- 
marks by reading a message from the 
Stationers Association of Great Britain 
and Ireland and a letter from Herbert 
Marsh to the association in the United 
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States. He followed the reading of 
these messages by some remarks on 
what has been accomplished since Mr. 
Marsh visited the United States. He 
referred to the formation of a direct 
trading committee and commented on 
other matters. 

President Morgan, introduced Harold 


]. Hampton, who made an interesting 


Stationers 


tenance Act. 


Edward H. Wobber of Wobber’s, 
Inc., San Francisco, president of the 
Association of Northern 
California, presented a clear and cogent 


address on The California Price Main- 


The president next introduced Stan- 
ley Weigel, an attorney of San Fran- 
cisco, who spoke briefly, after which the 





OFFICE APPLIANCES 


R. A. Maish, Dennison Manufactur- 
ing Company, Framingham, Mass., an- 
nounced that the resolutions committee, 
appointed to handle the resolutions 
coming out of the manufacturers’ meet- 
ing and also those which come out of 
the dealers’ meeting would include 
Craig Sheaffer, Frank Waterman, Her- 
bert Elmer, Herman Price, Richard 








The Resolutions 


WHEREAS, it is the policy of the trade papers to publish the 
names of individuals, firms and corporations desiring to be furnished 
manufacturer's catalogues and wholesale price lists, 

BE IT RESOLVED, that it is the sense of the distributors in 
session that the names of such individuals, firms or corporations should 
be submitted to the National and/or Local Associations before publication 
to ascertain whether such requests are from legitimate stationery distribu- 
tors. 

WHEREAS, there appears to be a tendency on the part of some 
manufacturers to employ the combination sales plan in the distribution 
of their merchandise which involves the giving away of free merchandise, 

BE IT RESOLVED, that the distributors in session are unalterably 
opposed to such a plan of distribution which deprives the dealer of 
the possibility of selling such merchandise. It is recommended that a 
joint committee of the distributors and manufacturers be appointed by 
the incoming administration to act as an approving committee in refer- 
ence to such deals. The facilities of the committee will be at the service 
of all manufacturing members, 

BE IT RESOLVED, that it is the unalterable conclusion of the 
Distributors in session that any manufacturer who, under any circum- 
stances or condition, sells through jobbers or direct himself to the user at 
prices which eliminate the retail dealer, shall not be recognized as a 
legitimate trade manufacturer by the trade. 

(To clarify its meaning, the above resolution was reworded by the 
executive staff of the Association after the convention.) 

BE IT RESOLVED, that the Dealers in session at this convention 
believe that manufacturers can obtain most successful distribution through 
Dealers, who regularly carry representative stocks of commercial sta- 
tionery items; who have and maintain regularly equipped stores for resale 
purposes; who continuously promote the sale and use of commercial 
stationery items through selling organizations and publicity programs, and 

BE IT FURTHER RESOLVED, That the Manufacturers who 
distribute through Dealers who do not furnish the above requisites, should 
do so only at a materially lower discount. 

WHEREAS, the Distributors of Commercial Stationery, as is all 
American business, is confronted with substantially increased cost of 
distribution resulting from the ever-increasing tax burden, and 

WHEREAS, it becomes inevitable that the distributor must in- 
crease his profits to meet this increased cost of operation, or pass from 
the distribution picture, 

BE IT RESOLVED, that the distributors in session urge the man- 
ufacturers to consider most seriously the advisability of the adoption of a 
discount basis calculated to assist the dealer in acquiring this additional 
profit to meet these increased burdens; that it is the sense of the distribu- 
tors in consideration of present cost of operation and contemplated 
increase, a minimum discount of fifty per cent is necessary. 

A RESOLUTION FROM THE COMMERCIAL STATIONERY 
AND OFFICE OUTFITTING DISTRIBUTORS 
DIVISION. 

WHEREAS, the commercial stationers consider loose leaf merchan- 
dise an item of the greatest importance, and 

WHEREAS, the commercial stationer is the only real outlet for 
these goods which carries complete stocks of loose leaf merchandise, and 

WHEREAS, the commercial stationer desires and intends to be 
recognized as the logical and only real outlet for this merchandise, and 

WHEREAS, the loose leaf industry or certain loose leaf manufac- 
turers have at times made sudden drastic and unwarranted reduction 
in loose leaf prices without taking into consideration the obvious and 


unnecessary loss to the dealers, and 

WHEREAS, the loose leaf industry or individual loose leaf houses 
in so doing have disregarded the interest of the great majority of the 
commercial stationers who have devoted their time, energy, facilities and 
money to the promotion and sale of loose leaf products, and 

WHEREAS, the commercial stationer is the outlet through which 
the trade manufacturer has distributed his product for the past thirty 
years and is the only logical outlet today for this merchandise, and 

WHEREAS, the loose leaf industry or certain loose leaf manufac- 
turers are now recognizing printers, book binders, chain stores, depart- 
ment stores and many other forms of outlets who do not carry complete 
stocks or perform the full function of distribution and in addition are 
eliminating the commercial stationer entirely by making sales direct to 
the user or consumer, and 

WHEREAS, the loose leaf industry or certain loose leaf manu- 
facturers have expanded to a point where volume at any cost has become 
their policy without regard for the effect that it has upon the commercial 
stationers of the country, and 

WHEREAS, the commercial stationers feel that the loose leaf in- 
dustry owes a definite obligation to the commercial stationer for the 
part that he has played in the building up of the industry, and 

WHEREAS, there are some loose leaf manufacturers who are at- 
tempting to and willing to follow a policy designed for the protection 
of the commercial stationer, but who are harassed in their effort by 
vicious practices confronting them in daily com petition, and 

WHEREAS, individual protests have fallen on deaf ears and the 
general feeling exists today that the only remedy lies in the united front 
of the commercial stationers of the entire country, 

BE IT RESOLVED, 

1. That this resolution be presented to every loose leaf manu- 
facturer selling his products through the commercial stationer 
and office outfitter. 

That each manufacturer shall be asked to accept or reject the 

intent of this resolution on a form provided for the purpose 

and attached hereto. 

That a committee of five commercial stationers shall be 

appointed by the incoming President of the National Stationers 

Association to be known as the Dealers’ Committee on Loose 

Leaf Manufacture Policy. 

4. That the office of the General Manager shall inform the mem- 
bers as to the decision of each manufacturer in accepting or re- 
jecting this resolution. 

5. That each loose leaf manufacturer accepting this resolution shall 
agree not to make major changes in list prices or general changes 
in discount policy without first notifying the Dealers’ Com- 
mittee on Loose Leaf Manufacture Policy and further agrees 
to appear before this Committee for a hearing on the subject 
before such change in policy is made. 

6. That the results of such hearing shall be sent to the members 
of the Association. 

a. If the Committee agrees with the manufacturer that 
such change in policy is warranted and is in the interest 
of the trade, the members shall be so notified. 

b. If the Committee disagrees on the contemplated change 
and such change is made regardless of the Committee, 
the membership shall be so notified. 

7. Complaints as to policy, method of operation or any other cause 
against any loose leaf manufacturer shall be made to the Chair- 


~) 


we 








Carter, Guy Hamlin, Jerry Sprott and 





and timely address on Trade Relations. 
Speakers Address Crowd 

The secretary humorously introduced 
Charles F. Collisson, Minneapolis Trib- 
une farm editor, who spoke on “The 
Road Back to Prosperity.” 

Mr. Collisson’s address was replete 
with interesting facts and readers will 
take pleasure in perusing it 


president introduced General Manager 
Garvin, who presented his report, which 
is given in full along with the other 
reports and speeches in another section 
of this issue. 

The report of the general manager 
included by request the report of the 
treasurer and that of the auditor, which 
were received and approved. 


H. P. Rockwell. 
On motion of Mr. Mitchell, the ses- 
sion adjourned. 
Manufacturers’ Session Tuesday 
Morning 
At the manufacturers’ 
Tuesday morning, a pattern of legis- 


lation, prepared by Washington au- 


session of 
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thorities was read. E. A. Keeling pre- 
sented a discussion of federal legisla- 
tion affecting wages, hours and collec- 
tive bargaining, prepared by John C. 
Gall, associate counsel of the National 
Association of Manufacturers. Claude 
Conger, vice-president of The Trussell 
Manufacturing Company, read a paper 
on Federal Taxation prepared by John 


Eagle Pencil Company read an address 
on Fundamental Principles of Sound 
Employment Relations prepared by 
Homer D. Sayre, commissioner of the 
National Metal Trades Association. 

In the afternoon session of the man- 
ufacturers, Mr. Weigel presented The 
History and Application of the Cali- 
fornia Fair Trade Act, and following 
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California fair trade act; need for im- 
mediate improvement; the intolerable 
situation of wholesale competition and 
in conclusion the speaker averred that 
the National Stationers Association has 
a wide reputation as being ahead of 
“the procession” in association work. 
This address is one of those presented 
in full on another page. 








man of the Committee. It shall be the duty of the Chairman 
of the Committee to correspond with or interview the party 
against whom the complaint is made and if possible, reach a 
settlement with him. If this is not possible and the majority 
of the Committee deems the matter of sufficient importance, 
the Chairman shall have the authority to call the Committee 
together with the manufacturer complained of, after reasonable 
notice has been given. The General Manager of the Association 
shall be the Chairman of the Committee. 

8. In view of the importance of the loose leaf commodity to the 
commercial stationery and office outfitting trade, it is the sense 
of the dealers that the Loose Leaf Division shall be continued 
in full activity and is the logical machinery for the carrying out 
of this resolution. 

9. Whenever it shall be necessary to call together this Committee 
it shall be at the expense of the Loose Leaf Division of the 
National Stationers Association. 

10. The report of the proceedings of such hearings shall or shall not 
be made public to the members of the Association at the dis- 
cretion of the Committee. 

WHEREAS, there prevails a policy on the part of the manufacturers 
in supplying certain types of distribution outlets with merchandise of 
equal quality with that sold to Commercial Stationers in varying sizes 
of package and count, but at prices lower than available to the Com- 
mercial Stationer. 

BE IT RESOLVED, that the Distributors in session condemn such 
as an unfair trade practice and call upon the manufacturers to give the 
stationers the privilege of buying such special packages at the same price 
as made to the other outlets of distribution, 

BE IT FURTHER RESOLVED, that where these outlets are sold 
packages similar in size or appearance to those generally handled by the 
Commercial Stationer, the same should be plainly labeled as to quality 
and quantity, 

BE IT RESOLVED, that it is the sense of the Thirtieth Annual 
Convention of the National Stationers Association that the process of in- 
dustrial recovery and reemployment would be materially enhanced if the 
Government itself, in its purchasing, were to adopt a policy of decen- 
tralization of buying and more spread of business into the various sections 
of the country which would, in turn, translate to a more even spread of 
re-employment. It occurs to us that perhaps the possibilities in such an 
action from the standpoint of unemployment may have been overlooked 
and we make the suggestion that this is one way to get quick action on 
this most important subject. The Government should take cognizance of 
the fact that the Government in its buying policy should make sure that 
its method provides enough profit for the merchant so that he can employ 
more people. 

BE IT RESOLVED, that the Thirtieth Annual Convention of the 
National Stationers Association hereby expresses its deep appreciation 
and sincere thanks to the Chairmen and members of the Kansas City 
Convention Committee; that we congratulate them on a wonderful ac- 
complishment and that we appreciate the tremendously hard work and 
careful thought that has been devoted to the accomplishment of this most 
successful convention, 

BE IT FURTHER RESOLVED, that the General Manager’s office 
is instructed to send a copy of this resolution to Chairman Will Reuter 
and each member of the Committee, 

BE IT RESOLVED, that the Thirtieth Annual Convention of the 
National Stationers Association hereby expresses its great appreciation 
of the splendid work and assistance and cooperation of the Eighth District 
Convention Committee; that the trade is indebted to these gentlemen for 
their part in the success of this splendid convention, 


BE IT FURTHER RESOLVED, that the General Manager is in- 


structed to send a copy of this resolution to Chairman Herman Cast and 
to each member of his Committee, 

BE IT RESOLVED, by the Thirtieth Annual Convention of the 
National Stationers Association that we send fraternal greetings best 
wishes to the Stationers Association of Great Britain and Ireland; that 
we express our sincere appreciation of their courtesy in sending to us a 
delegate at this Thirtieth Annual Convention, 

BE IT FURTHER RESOLVED, that we particularly appreciate 
the quality of manhood, the fraternal spirit and the fine friendship of 
Mr. G. Stewart Vivian, whose visit to America and to this Convention will 
ever be remembered as an opportunity to add to those closest to our 
hearts, this splendid representative of a splendid old Association, 

BE IT RESOLVED, that the Thirtieth Annual Convention of the 
National Stationers Association hereby addresses a sincere wish to Mr. 
G. Stewart Vivian, Delegate of the Stationers Association of Great 
Britain and Ireland, that he may make his visit to this convention an 
annual affair; that he has endeared himself to all with whom he has come 
in contact and that we shall look forward to the next visit of this man 
who is now our dear friend. 

BE IT RESOLVED, that the Thirtieth Annual Convention of the 
National Stationers Association wishes to express its sincere appreciation 
for the splendid entertainment tendered its delegates by the Travelers; 
particularly do we commend them for the high class of entertainment 
and beautiful Costume Ball conducted on Tuesday night, October 
8, 1935, 

BE IT RESOLVED, by the Thirtieth Annual Convention of the 
National Stationers Association that we record with great pride the fact 
that this Convention has been honored with the largest delegation from 
California in the history of the Association and that we are particularly 
gratified that during this Convention the California delegation provided 
us with the information necessary for our complete backing of our Cali- 
fornia brothers in their endeavor to get full effectuation of the California 
Fair Trade Act; that it is particularly pleasing to note that at this con- 
vention much progress was made and that we pledge our continued 
support. 

RESOLVED, that the convention records with great pleasure the 
cordial invitation of the City of San Francisco to the National Stationers 
Association to meet there in the year 1938 during the celebration of the 
completion of the two bridges now under construction; that the Con- 
vention takes this unusual action in accepting this invitation of our Cal- 
ifornia brethren and assuring them that we shall be looking forward with 
great anticipation to the 1938 convention. 

RESOLVED, that the Distributors Division of the National Sta- 
tioners Association in convention assembled at Kansas City reaffirms 
the resolutions passed at former conventions which recognized that the 
trade manufacturer and his distributors are dependent one upon the other; 
that the trade manufacturer makes the goods and employs the distributor 
to stock the goods and promote the ab thereof; therefore, BE IT RE- 
SOLVED, that before any manufacturer makes a major change in policy 
or discount, it is only reasonable that he should take into his confidence 
and receive advice from his distributors. It is the sense of the Dis- 
tributors Division that definite agreements in reference to this matter be 
entered into between the business office the individual manufacturers. 

BE IT FURTHER RESOLVED, that the Distributors Division 
commend to all of the manufacturers a careful study of the function 
performed by various types of distribution outlets and also consider the 
fact that the Distributors Division seriously doubts the standing of certain 
institutes and other organizations who buy on a dealer basis, but do not 
perform the dealer selling function. 

BE IT FURTHER RESOLVED, that a joint committee be ap- 
pointed to definitely consider and study and make recommendations in 
reference to this whole subject. 








E. Walker, secretary of the Cellulose 
Plastics Manufacturers Association. 
This was followed by a paper on Social 
Insurance prepared by Glenn A. 
Bowers, director of unemployment in- 
surance of New York state, and read 
by Craig Sheaffer of the W. A. Sheaffer 
Pen Company. Herman Price of the 


his remarks, answered a number of 
questions with reference to the act. 
President Morgan gave an address 
to the manufacturers touching upon 
the subjects of distribution, conferences 
of manufacturers and dealers before 
major changes are made; price main- 
tenance; the measurement plan; the 


Among the addresses presented dur- 
ing the convention was one on Sales- 
man’s Compensation by Guy F. Brisen- 
dine; some remarks on The Tax Situa- 
tion as it Affects the Stationer by L. 
R. Kendrick of the Kendrick-Bellamy 
Company, Denver. President - Elect 


Bristoll spoke on Inter-Dealer Relation- 
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ships. General Manager Garvin gave 
an illuminating address on The Dealer 
Discount Situation. 

Officers Are Elected 

Wednesday morning opened a joint 
meeting of distributors and manufac- 
turers for members only. Mr. Morgan 
again presided and introduced Arthur 
J. Walker, Farnham Stationery & 
School Supply Company, Minneapolis, 
Minn., who spoke on “Competitive 
Outlets.” He was followed by Mr. 
Maish whose subject was “The Neces- 
sity for Adequate Statistics in the Com- 
mercial Stationery and Office Outfit- 
ting Trade.” 

Mr. Garvin again delivered an ad- 
dress which was followed by an open 
forum. His subject was “Adequate Sta- 
tistics in the Stationery Business and 
How They May be Secured Through 
the Measurement Plan.” 

The highlight of the Wednesday 
afternoon meeting was the election of 
officers at which Mr. Bristoll was named 
president of the association. His ap- 
pointment was received with round 
after round of applause from the as- 
sembled members and retiring officers. 

Others appointed were: 

R. A. Maish, Dennison Manufac- 
turing Company, Framingham, Mass., 
chairman, manufacturing division. 

Craig Sheaffer, W. A. Sheaffer Pen 
Company, Fort Madison, Iowa, vice 
chairman. 

E. H. Wobber, Wobber’s, Inc., San 
Francisco, chairman distributors and 
wholesalers division. 

Arthur L. King, Ward’s, Boston, 
vice chairman. 

Herman Cast, Western Lithograph 
Company, Wichita, Kan., chairman of- 
fice furniture and outfitting division. 

William Schmiederer, Buxton & 
Skinner, St. Louis, Mo., chairman 
manufacturing stationers division. 

Paul W. Cheney, Southworth Paper 
Company, West Springfield, Mass., 
chairman field division. 

William E. Stockett, Stockett-Fiske 
Company, Inc., Washington, D. C., 
treasurer. 

Woodson P. Waddy, Everett Wad- 
dey Company, Richmond, Va., auditor. 
Governors-Elect for 1935-36 

The following men, nominated as 
governors of the districts in which they 
are located, were confirmed in their of- 
fices: 

District No. 1. W. R. Dolliver, 
Providence Paper Company, Provi- 
dence, R. L. 

District No. 2. A. G. Preston, Utica 
Office Supply Company, Utica, N. Y. 

District No. 3. J. A. Brown, J. R. 
Weldin Company, Pittsburgh, Pa. 

District No. 4. Morris Hansell, 


governor of Western division, F. F. 


Hansell & Bros., Ltd., New Orleans. 
Harold Carithers, governor of Eastern 
division, Carithers-Wallace-Courtenay, 
Adlanta, Ga. 


District No. 5. Harold Hampton, 








The New President 


Blaine J. Bristoll, new president of 
the National Stationers Association 
hails from the middle-west. He was 
born in 1892 on a farm in Monroe 
County, Michigan. In 1905 he en- 
tered the stationery field as an em- 
ployee of John P. Lambert, a a 
at Bay City, Michigan. esides 
achieving success from a business 
standpoint, he brought the truth to 
the old legend by marrying the boss’ 
daughter, Vivian. 

In 1918 he became sales manager 
to one of the large printing com- 
panies in Memphis, Tenn. He con- 
tinued with this firm until 1925 
when he made his first connection 
with Frank J. Koch. From this 
acquaintance sprung a friendship 
which, coupled to Mr. Koch’s long 
search for a sales manager, resulted 
in “‘B. J.”’ being appointed a vice- 
president of Koch Brothers in 1926. 

From this point onward the new 
association president made an envi- 
able record for himself which in- 
cluded building Koch sales to an 
increase of nearly 400 per cent. This 
success did not in the least change 
the man and he was, and still is, 
“*B. J.”’ to the many friends who 
annually visit him in the Koch store 
in Des Moines, Iowa. 

“*B. J.” is now forty-two—a young 
man as modern times have it—ad- 
mittedly plays a bad game of golf 
and appreciates a fine saddle horse. 

In addition to his many business 
activities the new president finds 
time to be an active member of the 
Hyperion Club, Co-Operative Club 
and to act as secretary of the Iowa 
Blank Book Manufacturers Associa- 
tion. He also serves as a director of 
the Convention Bureau of the Des 
Moines Chamber of Commerce, and 
is a past president of the Des 
Moines Master Printers Association. 





Under the title, “An Organization of 
‘Career’ Men," Office Appliances for October 
contained an impressive story of Mr. Bris- 
toll’s policies and practices under which the 
Koch Brothers business has flourished 
despite the circumstances of recent years. 
About which a Pacific Coast subscriber 
wrote—“I have just read the article ‘An 
Organization of ‘Career’ Men’ and am in- 
clined to believe Mr. Bristoll’s success is 
attributable in no small part to the state- 
ment he makes in thirteen words—They 
get the list price for their transactions 
there is no other way.’ I shake Mr. Bris- 
toll’s hand—we must have attended the 
same school—I have never cut a price.”’ 








Indianapolis Office Supply Company, 
Indianapolis, Ind. 

District No. 6. Leo Blied, Blied’s, 
Inc., Madison, Wis. 

District No. 7. Joe Popple, Will H. 
Zaiser Specialty Company, Des Moines, 
Iowa. 

District No. 8. 
Downs-Randolph Company, 
Okla. 

District No. 9. W. C. Northern, 


Stafford-Lowdon Company, Ft. Worth, 


Texas. 


Fred Downs, 
Tulsa, 
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District No. 10. Frank Winfield, 
Winfield’s, Grand Junction, Colo. 

District No. 11. W. A. Mont- 
gomery, J. K. Gill Company, Portland, 
Oregon. 

District No. 12. William F. Johns- 
ton, Schwabacher-Frey, Los Angeles, 
Calif. 

District No. 13. A. J. Kerin, Tower 
Bros., New York, N. Y. 


Delegates Hear Sheaffer 


The assembled delegates were treated 
to a rare session on Wednesday after- 
noon when they were addressed by W. 
A. Sheaffer, W. A. Sheaffer Pen Com- 
pany, Fort Madison, Ia., and J. S. 
Sprott, Globe-Wernicke Co., Cincin- 
nati, Ohio. The commercial stationers 
problem—Price-cutting Versus Over- 
head, was Mr. Sheaffer’s subject, while 
Mr. Sprott spoke on “Prison Made 
Goods.” 

Another interesting subject was that 
of “The Problems Confronting the 
Printers and Commercial Stationers 
After NRA.” This was delivered by 
Oliver Wroughton, secretary-councilor 
of the Graphic Arts Organization, Kan- 
sas City. Mr. Garvin then closed the 
second and last business session with 
a talk on “The Year Ahead.” 

Another interesting speaker at the 
closing session Wednesday afternoon 
and not on the program, but who was 
called up without advance notice was 
Mr. Erle O. Kistler of the W. H. Kist- 
ler Stationery Company, Denver, Colo., 
who was asked to tell something about 
his company’s experiment with radio ad- 
vertising. 

Mr. Kistler stated that his company 
has used and will continue to use the 
several other forms of advertising and 
that their use of the radio was something 
of an experiment. It proved quite in- 
teresting but there is appreciation of the 
fact that a substantial portion of radio 
coverage is beyond the boundary lines 
of potential business for the company. 

To a question about direct returns, 
the speaker said that they were naturally 
limited by the nature of the business but 
on one occasion the company used one 
of its brief periods on the air for a cer- 
tain book of which three hundred copies 
were sold as a result. There is no sim- 
ilar experience, however, with stationery 
items. 

The greatest value to the experiment, 
Mr. Kistler feels to be in acquainting the 
public within their selling reach of the 
entire scope of the company’s activities, 
stock and service. He asked his audi- 
ence, however, not to interpret his state- 
ments as unfavorable to direct mail and 
the other familiar forms of advertising. 
He concluded his remarks by stating 
that the net results of the experiment 
in their particular field left the company 
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1. Larry Goodhand, Oxford Filing 
Supply Company. 

2. G. M. Favor, Koh-I-Noor Pencil 
Company. 

3. W. K. Meyers, The Bassick Com- 
pany. 

4. George Walker, Underwood Elliott 
Fisher Company. 

5. Standing: Ted Caswell, Pete Me- 
Laughlin, Roy Clarke, all F. S. Webster 
Company. Seated: Mrs. McLaughlin 
and Mrs, Caswell. 

6. Standing: A. C. Metz, Eastern Tab- 
let Company; Frank Zeller, Koch Bros. 
Company, Des Moines. Seated: J. D. 
MacMorris, C. Howard Hunt Pen Com- 
pany; Maxim Konecky, William Prym 
of America; F. W. McAninch, Combe 
Printing Company, St. Joseph. 

7. John Smythe, Geyer’s; G. H. 
Griffith, Koh-I-Noor Pencil Company; 


Elmer Krumwiede, manufacturers’ rep- 


resentative. Seated: Erle Steinbeck, 
S. K. Smith Company; Russell Carpen- 
ter, Sanford Manufacturing Company; 
Harry Balch, Quality Park Envelope 
Company. 








uncertain as to whether or not the 
broadcasting contract would be renewed 
upon its expiration in December. 

The meeting of governors and of- 
ficers of local associations was held 
Thursday morning when most of the 
visitors were either attending the golf 
tournament or were beginning their 
homeward journeys. 

Several matters were discussed in- 
cluding the naming of Chicago for the 
1936 convention. 

The next important decision relative 
to future convention sites came when 
San Francisco was chosen as the city for 
the 1938 conclave. This news was re- 
ceived with acclaim by the delegates 
from the Golden West. 

The invitation for the association to 
convene in the Bay City at a time when 
all California will be celebrating the 
completion of the two famous bridges 
across the Golden Gate, was received by 
wire during the Kansas City gathering 
from city officials of San Francisco. 


Manufacturers’ Exhibits 


Another feature of the convention 
which won the interest and acclaim of 
the delegates was the manufacturers ad- 
vertising exhibit on the mezzanine floor. 
Among the firms whose products were 
on display were the following: 

Eaton Paper Corporation, Pittsfield, 
Mass.; Boorum & Pease Company, 
Brooklyn; Ace Fastener Corporation, 
Chicago; Bankers Box Company, Inc., 
Chicago; C. L. Downey Company, Cin- 
cinnati; Esterbrook Steel Pen Manu- 
facturing Company, Camden, N. J.; 
Fibroin Stencil Corporation, Jackson- 
ville, Fla.; Eagle Pencil Company, New 
York; Art Steel Company, Inc., New 
York; Automatic Pencil Sharpener 
Company, Chicago; Joseph Dixon Cru- 


cible Company, Jersey City, N. J.; H. 
C. Cook Company, Ansonia, Conn.; 
Dennison Manufacturing Company, 
Framingham, Mass.; Hall & McChes- 
ney, Inc., Syracuse, N. Y.; Koh-I-Noor 
Pencil Company, New York; Charles 
M. Higgins & Company, Brooklyn, N. 
Y.; Hotchkiss Sales Company, Nor- 
walk, Conn.; Globe-Wernicke Co., Cin- 
cinnati; Gibson Art Company, Cincin- 
nati; Oxford Filing Supply Company, 
Brooklyn; Polar Manufacturing Com- 
pany, Philadelphia; Weldon Roberts 
Rubber Company, Newark, N. J.; Rus- 
sia Cement Company, Gloucester, 
Mass.; Sainberg & Company, Inc., New 
York; Scripto Manufacturing Com- 
pany, Atlanta, Ga.; Markwell Manu- 
facturing Company, Inc., New York; 
Frank Mashek & Company, Chicago; 
J. S. Staedtler, Inc., New York; Na- 
tional Blank Book Company, Holyoke, 
Mass.; Noesting Pin Ticket Company, 
Inc., Mount Vernon, N. Y.; Oakville 
Company, Waterbury, Conn.; W. A. 
Sheaffer Pen Company, Fort Madison, 
Iowa; Victor Safe & Equipment Com- 
pany, North Tonawanda, N. Y.; U. S. 
Pencil Company, Philadelphia; Trussell 
Manufacturing Company, Poughkeep- 
sie, N. Y.; Triner Scale & Manufactur- 
ing Company, Chicago; Toledo Metal 
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Furniture Company, Toledo, Ohio; 
L. E. Waterman Company, New York; 
Wagemaker, Grand Rapids, Mich.; F. 
S. Webster Company, Inc., Cambridge, 
Mass.; Wilson-Jones Company, Eliz- 
abeth, N. J.; Weis Manufacturing 
Company, Monroe, Mich. 


Entertainment Features 


Despite the many business sessions 
of the convention an elaborate program 
of entertainment for the visitors was 
thoroughly enjoyed over the four-day 
period. In addition to the shows, 
dances and dinner arranged for every- 
one a special program for the ladies 
was given under the leadership of Mrs. 
C. S. Demaree. 

On Monday evening the delegates 
gathered informally in the ballroom of 
the Hotel Muehlebach and listened to 
an unique musical program which in- 
cluded a high-grade mixed quartette; 
Sandy Sinclair, district manager of Dun 
& Bradstreet, who led the crowd in 
community singing; a clever and humor- 
ous talk on “Luck” by Tom Collins, a 
Kansas City newspaperman, and a 
piano selection by Mr. Garvin. 

Mrs. Demaree, as chairman of the 
ladies’ entertainment committee, was 
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hostess to the ladies at a luncheon held 
in the Women’s City Club. This was 
followed by a drive through the city, 
showing the various points of interest. 
The speaker at the luncheon was Mrs. 
Carolyn Denton Cockefair, popular 
book reviewer and professor of English 
literature, extension division of the Uni- 
versity of Missouri. Her subject was 
“New Plays and Books.” 

Tuesday evening saw a colorful en- 
tertainment unique in the history of the 
Association. This consisted of a mas- 
querade ball and was given by the Mid- 
West Travelers Association. Many 
and gorgeous were the costumes while 
quite a sprinkling were of a humorous 
variety ranging from policemen of the 
old slapstick movie variety to clowns, 
tramps and babes in arms. 

Following a grand march to the music 
of a fifteen-piece orchestra, prizes were 
awarded for winners in the various 
types of costumes. The winners and 
their prizes were as follows: 


Costume Ball Winners 
Matt Dillon, Associated Stationers 
Supply Company, Chicago (outstand- 
ing costume), cocktail service set; Mrs. 
R. C. Moore (best lady), $25 cash; 
Jack Ellis, F. S. Webster Company 








(best man), $25 cash; Mr. and Mrs. 
Bill Braden, Stationers Loose Leaf 
Company (best couple), servidor; Mrs. 
G. N. Steinmetz (most original), foun- 
tain pen set; Mrs. Harold Graves (fun- 
niest woman), electric heater; Ben Du- 
Pre, Fibroin Stencil Company (fun- 
niest man), smoker’s servidor, and Carl 
Kaufman, National FiberstoK Envelope 
Company (most amusing), card table. 

The grand finale of the entertainment 
program was the banquet held in the 
Muehlebach ballroom Wednesday 
night. Besides the “Gridiron,” a special 
and clever form of entertainment pat- 
terned after the Washington Press Club 
annual show, highlights of the evening 
were the presentation of a gold watch 
to Mr. Vivian and a beautiful diamond 
ring to Mr. Morgan, the retiring presi- 
dent. Both gifts were presented by Mr. 
Garvin amid a running patter of com- 
ment and playful kidding that left the 
two gift recipients apparently unaware 
they were about to receive presents 
until the last minute. 


The Golf Tournament 


The annual golf tournament of the 
convention was played Thursday at the 
Milburn Country Club in Kansas, about 
fifty miles from Kansas City. The sta- 
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1. Standing: George Dawson, Wilson- 
Jones Company; Guy Boyd, Shaw- 
Walker Company. Seated: Arthur L. 
King, Ward's, Boston; George Wolcott, 
Wilson-Jones Company; William P. 
Kelly, Stationers Association of Louis- 
ville. 

2. Standing: Joseph D. Landes, 
Schooley Printing & Stationery Com- 
pany, Kansas City, Mo.; Edward Nugent, 
Security Steel Equipment Corporation; 
George Hausam, Hutchinson Office Sup- 
ply Company, Hutchinson, Kas. Seated: 
Horace Hamilton, manufacturers’ rep- 
resentative; Mrs. L. V. Perry, Fawn 
Brands, Inc.; Sam Plant, The Globe- 
Wernicke Co. 

3. Standing: R. F. Magnus, Bill 
Lloyd, Fred J. Burt. Seated: G. F 
Lueking, Edith Caldwell, C. Lee Dow- 
ney, all C. L. Downey Company. 

4. B. J. Bristoll, Koch Bros. Com- 
pany, Des Moines, newly elected presi- 
dent of National Stationers Association. 

5. L. M. Bickett, L. M. Bickett Com- 
pany. 

6. E. L. (Gene) Rosenberry, Mohican 
Pencil Company. 

7. George C. Ohland, Metal Office 
Furniture Company. 








tioners played from 8 o'clock in the 
morning until dusk, each player being 
given a souvenir golf ball as he teed 
off. 

At the end of the day, which in- 
cluded time out for lunch at the club- 
house, the following were winners in 
the order named: 


Low Gross 
Mel Borders, Jr. ........... PO 
PRs. FRR ts.. « .cdsmabadec wal 80 
Fs. C, BEd ok So unenceee 84 
Low net score with handicaps: 
Class A 
Gross Net 
George Hausam .......... 81 73 
. o, eee 88 76 
We. G, Cie, inc speaete Ee 
OR Pr 93 «C88 
Class B 
pe. 90 72 
Tee GE «. oc 6 0 vu dae 96 76 
CED ov eccessgtaun 9 78 
CAG. Gels vxosnsatvace 97 79 
Class C 
C. A. Be. Te. . oss ss ee 92 68 
aaa ay 
mH. Bs vce cisco mee ae 
W. BR DOP. oi cic ceus 101 76 
Class D 
oC eee 113 83 
E. Krumwiede ............ 114 84 
Wa Se is ccsns cde 114 84 
Bh. Leavis os<ans sae 119 89 
Blind Bogies 
A. G. Frost....... First Blind Bogie 
B. 5. Lec, ws; Second Blind Bogie 
John Gilbert ...... Third Blind Bogie 
Karl King ....... Fourth Blind Bogie 
Dick Lanhan ...... Fifth Blind Bogie 
Special Prizes 
Bet Rated ...<sacckinas Most Fours 
: Gp RS. csvivcen Most Fives 








z0 

Paul Baird .............Most Sixes 
C. F. Underwood. ......Most Sevens 
R. L. Larson ...Longest Drive No. | 
Fred Pitt . .. Proxies Hole No. 3 
Ted Caswell ...Proxies Hole No. 5 
R. L. Larson...Proxies Hole No. 6 


G. M. Steinmetz.Proxies Hole No. 15 
A. Schooley. . Fewest Putts, First Nine 
A. W. Williams i 
nitemewe Fewest Putts, Second Nine 
Ted Rentz. ... Fewest Putts, 18 Holes 
H. J. Walsh. .Most Putts, First Nine 
George Bacon 
..Most Putts, Second Nine 
Sam Clayton. ..Most Putts, 18 Holes 
G. Steinmetz Youngest Player 
A. Schooley. . ...Oldest Player 
R. V. Maneval. .Fattest Player 
Kellogg Smith Thinnest Player 
C. R. Barry. . Highest Score, 18 Holes 
M. Popper. . Highest Score, One Hole 
Guy Boyd 
Best Poker Hand, 5 Blind Holes 
]. Sydnor 


...First Best Score, 3 Blind Holes 


..Second Best Score, 3 Blind Holes 
PRD sichotwcnnccecoas 

.. First Same Score on Both Nines 
PE ET Wivesancsccevess 

Second Same Score on Both Nines 

Mr. Thom was awarded a cup for 
the low net score of the day. He had 
a score of 92 with a 24 handicap—net 
68. 

Other prizes won by the various golf- 
ing visitors were donated by the follow- 
ing manufacturers: 

Ace Fastener Corporation, Art Metal 
Construction Company, Associated Sta- 
tioners Supply Company, The Auto- 
point Company, Automatic Pencil 
Sharpener Company, The Bassick Com- 
pany, Bates Manufacturing Company, 
L. M. Bickett Company, Binney & 
Smith Company, The Buzza Company, 
Byron Weston Company, E. W. Car- 
penter Manufacturing Company, Car- 
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ter’s Ink Company, The Chilton Pen 
Company, Incorporated, The Conklin 
Pen Company, Columbian Art Works, 
Incorporated, The W. H. Compton 
Shear Company, The Cooke & Cobb 
Company, The H. C. Cook Company, 
Dennison Manufacturing Company, 
Defiance Sales Corporation, The C. L. 
Downey Company, Eagle Pencil Com- 
pany, Incorporated, Eaton Paper Cor- 
poration, Esterbrook Steel Pen Manu- 
facturing Company, Ever Ready Calen- 
dar Manufacturing Company, Eberhard 
Faber Pencil Company, A. W. Faber, 
Incorporated, General Pencil Com- 
pany, C. R. Gibson & Company, The 
Globe - Wernicke Company, Hanson 
Scale Company, Charles M. Higgins & 
Company, Incorporated, C. Howard 
Hunt Pen Company, The Jenner Com- 
pany, McDonald Products Corporation, 
The Moore Pen Company, The Nagel- 
Chase Manufacturing Company, Na- 
tional Blank Book Company, National 





1. Jack Crow, The Hall Stationery Company, Topeka; 
Bob Sainberg, Sainberg & Company; Karl King, The 
Office Engineers, South Bend, Ind.; Harold McPike, Weis 


Manufacturing Company. 


2. Fred Pitt, The Pitt Corporation; Pete McLaughlin, 
F. S. Webster Company and caddy extraordinary; Dick 
Minogue; Ted Caswell, F. S. Webster Company. 

3. Bob Latsch, Latsch Bros., Lincoln, Nebr.; George 
Hausam, Hutchinson Office Supply Company, Hutchin- 
son, Kas.; R. P. Towne, National Blank Book Company. 

Center: Kellogg Smith, treasurer, Schooley Printing & 
Stationery Company, Kansas City, chairman of golf com- 


mittee. 


4. Herb Walsh, Southworth Company; Morris Popper, 
New York; Paul Cheney, Southworth Company. 


Company. 


5. E. J. Lessard, Lessard Printing & Stationery Com- 
pany, St. Louis; Lou Wingert, manufacturers’ representa- 
tive; Dr. R. L. Lawson, guest; Hy Linden, Ace Fastener 


6. William Clegg, The Clegg Company, San Antonio, 
Tex.: Frank Ryan, Sanford Manufacturing Company; C. 
C. Shee, Oakville Pin Division, Scoville Manufacturing 
Company; Ray Weissenborn, General Pencil Company. 


7. J. R. Sydnor; Herman Price, Eagle Pencil Company; 
Ben Kulp, Wilson-Jones Company; M. W. Borders, Jr. 


8. A. G. Frost, Esterbrook Steel Pen Manufacturing 


Company; W. R. Dolliver, Providence Paper Company; 


Arthur L. King, Ward’s, Boston; R. N. Wood, Ester- 
brook Steel Pen Manufacturing Company. 
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1. Gordon Steinmetz, Sanford Manufacturing Company, 


and Mrs. Steinmetz. 


2. Harold Hawkins, Stationers Loose Leaf Company; 


4. Club House of Millburn Country Club. 


5. C. Manning, Joplin Printing Company, Joplin, Mo.; 


Charlie Thom, Gregory, Mayer & Thom Company, De- cisco. 


troit; Bill Cromwell, Eaton Paper Company; Sam Clay- 
ton, New York; Frank Palmer, Eaton Paper Company. 
3. Parker Pen auto. It ambles over the fairways with 


the greatest of ease. 


Vulcanized Fibre Company, Neva-Clog 
Products, Incorporated, Oakville Com- 
pany, Oxford Filing Supply Company, 
The Parker Pen Company, Parrot 
Speed Fastener Corporation, Pelouze 
Manufacturing Company, The Pitt 
Corporation, Reynolds Manufacturing 
Company, Sainberg & Company, In- 
corporated, Sanford Manufacturing 
Company, Schell Leather Goods Com- 


i 


fl 
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Left: M. D. Hasty, G. J. Sengbusch, Arnold Sengbusch, Ward 
Silliman, all Sengbusch Self-Closing Inkstand Company. 

Center: Bert Morris, manufacturers’ representative, Los An- 
geles; John Uden, Burnap-Meyer Inc., Kansas City; George 
Hausam, Hutchinson O. S. & Prtg. Co., Hutchinson, Kas. 


Charles R. Barry, Charles R. Barry Company, San Fran- 


6. Ted Rentz, Johnson Chair Company; Ralph Maneval, 
A. W. Faber, Inc.; Harry Balch, Quality Park Envelope 
Company; Elmer Krumwiede and Lou Wingert, manu- 


facturers’ representatives. 


pany, Scripto Manufacturing Company, 
W. A. Sheaffer Pen Company, Shaw- 
Walker Company, Southworth Com- 
pany, S. S. Stafford, Incorporated, Sta- 
tioners Loose Leaf Company, H. M. 
Storms Company, Trussell Manufac- 
turing Company, Victor Safe & Equip- 
ment Company, Incorporated, The 
Wahl Company, Weis Manufacturing 
Company, Wilson - Jones Company, 


Right: 


White & Wyckoff Manufacturing Com- 
pany, Yawman and Erbe Manufactur- 
ing Company, Jasper Chair Company, 
Markwell Manufacturing Company. 

The eastern team was again victori- 
ous in the annual East-West tourna- 
ment for the Eberhard Faber Cup which 
was played one day before the major 
event. East won by a score of 1314 
points to 1014 for the West. 





Charles H. Hucke, manufacturers’ representative, 
Atlanta; Harry Frater, McMillan Book Company; C. P. Hanes, 
Office Equipment Company, Tampa; Jim Cooper, manufacturers’ 
representative, Atlanta. (The first three named seem to be look- 
ing for something on the ceiling.) 











Convention Side Lights 


[he huddle of Frank Waterman 
and Walter Sheaffer on the mezzanine 
Tuesday morning of the convention had 
no fountain pen significance. It was 
only a couple of “organists” comparing 
notes. A certain number of years ago 
young Walter Sheaffer of Bloomfield, 
Iowa, sold most of the farmers in his 
community an organ. About the same 
time young Frank Waterman of Kanka- 
kee, Ill., was increasing his monthly 
earnings by pumping the pipe organ in 
a local church. 

Out of their organ experience, each 
attained eminence, Mr. Waterman being 
a highly distinguished member of “The 
Guild of Former Organ Pumpers,” a 
national organization, many of the mem- 
bers of which have high standing in the 
business and professional world. It 
would seem that pumping an organ de- 
veloped some special faculties which en- 
able a man to overcome many resist- 
ances. 

And Mr. Sheaffer holds high place as 
a distinguished member of the “Ancient 
and Honorable Order of Organ Sales- 
men.” Be it known that to achieve suc- 
cess in selling organs in rural communi- 
ties required the tact of the diplomat 
and the persistence of an enamored 
suitor. Those best acquainted with the 
Walter Sheaffer of later years are aware 
that the qualities mentioned above have 
not only endured, but have expanded. 

The careers of the two gentlemen 
make it appear that those who never 
sold organs or pumped pipe organs have 
been at great disadvantage through the 
past half century. 


San Francisco is looking ahead to the 
completion of its two big bridges and 
the day when it can show them in actual 
use to the world. Hung from the railing 
of the mezzanine floor of the Muehle- 
bach was a large banner advertising San 
Francisco for the convention in 1938. 
The Bay City had a large delegation ev- 
ery member of which was an ardent and 
enthusiastic “Frisco” booster. 

ees 

Ted Caswell bought some golf balls. 
That isn’t particularly unusual but the 
quantity might have been. A Pullman 
porter in making up the berth for the 
night put Ted’s golf bag next to the 
steam pipe. The heat was on and next 
morning every one of the balls had de- 
veloped an acute attack of mumps and 
had to be replaced. 

eee 

One of the most spectacular costumes 

at the masquerade Tuesday night was 


that of W. R. Dolliver of the Provi- 


dence Paper Company, Providence, R. I. 
He was dressed as a Rhode Island Red. 
An impressive rooster standing six feet 
high. 
ees 
It adds much to the interest of golf 
to have a man like Pete McLaughlin 
around. There are no dull moments 
when Pete plays the part of caddy. His 
originality was refreshing. 
e*ee 
Everyone present wondered who do- 
nated the handsome red, white and blue 
automatic pencils bearing the inscrip- 
tion “National Stationers Convention, 
Kansas City, 1935—Chicago, 1936.” 
The donor was the Autopoint Pen- 
cil Company, Chicago. 
eee 
Did anyone outside of the golfers see 
the snappy and beautiful prize which 
was awarded George Hausam, Hutch- 
inson Office Supply & Printing Com- 
pany, Hutchinson, Kansas, for securing 
the low gross of 81 in Class A of the 
golf tournament? It was a beautiful 
Parker pen and pencil set with a dia- 
mond set in each of the two clips. Try 
and borrow his pen when you meet 
George sometime! 
eee 
A place of rest and seclusion for the 
tired convention visitor was provided 
by the four doctors in their suite of 
rooms in the Phillips across the street 
from the Muehlebach. The principal 
personnel of the establishment were Dr. 
Paul Cheney and Dr. Herb. Walsh, 
the Southworth Company; Dr. Charles 
Underwood of Fulton Specialty Com- 
pany, and Dr. Milton Shuster of 
Chas. M. Higgins & Company. What 
with their operating room, emergency 
room, anesthetic room and sundry other 
rooms including morgue and laboratory, 
they were fully equipped to diagnose the 
ills, if any, of their visitors, prescribe 
rest, radio entertainment or other treat- 
ment, and generally make themselves 
useful to visitors when the convention 
was not in session. Stepping from one 
profession to another, the doctors par- 
ticipated in the entertainment at the 
masquerade and the annual banquet. 
eee 
Typewriter men were much in evi- 
dence at the stationers’ convention. 
Among those prominent in the industry 
who made their appearance were James 
P. Ward, Shipman-Ward Manufac- 
turing Company; Earl Wynn, Wynn 
Typewriter Company, Kansas City; La- 
mont Wood, Midwest Typewriter 
Company, Kansas City; Joe Mills, 
Wholesale Typewriter Company, New 


York; George Walker, Underwood 
Elliott Fisher Company, New York, and 
Irwin Vincent, Western Typewriter 
Company, Topeka. A number of the 
stationers who attended the convention 
sell typewriters and other mechanical 
lines. This group includes Jim Gaf- 
faney of Fargo, N. D., Dick Healy of 
Santa Fe, the Rollosson brothers, with 
their two stores at Lake Charles and 
Crowley, La., and others. Next summer 
the typewriter and office machine dealers 
will gather in Kansas City for their an- 
nual convention. 


Harry G. Tehan, the handsome and 
genial representative of Charles M. Hig- 
gins & Company, knows how a mailman 
feels on his day off. Harry was ap- 
pointed master-at-arms for the conven- 
tion sessions and his sole duty was to 
stand (not sit) outside the convention 
room doors. Before the four days ended 
he developed a walk similar to the one 
adopted by Charlie Chaplin. 

eee 

And that wasn’t all. Some wag re- 
membered that Harry won a live duck 
recently at another convention and 
added to his troubles by passing the 
word around. Other wags joyously took 
up the task of reminding him that a 
certain famous stage comedian has a 
duck, too, until Mr. Tehan actually 
counted 1433 versions of the “Wanna 
Buy a Duck” gag! 

eee 

Perhaps Mrs. Lora V. Perry, pres- 
ident of Fawn Brands, Ltd., manufac- 
turers of stencils, inks and duplicator 
supplies, New York City, completed one 
of the longest trips on record to reach 
the convention. Driving her own car 
and quite alone, Mrs. Perry interrupted 
a road trip in which she had already 
traveled nearly 3500 miles to be in Kan- 
sas City for the thirtieth conclave. 


A number of the ladies present were 
sketched by Louis Reeves, artist of the 
Kansas City Star. These were in the 
nature of caricatures and each lady re- 
ceived her sketch as a souvenir of the 
convention. Credit for this feature was 
due Mrs. C. S. Demaree, general 
chairman of the ladies entertainment 
committee, and the services of the artist 
were supplied through the courtesy of 
the C. L. Downey Company of Cin- 
cinnati. 

e@ees 

Erle ©. Kistler treasurer of the 
W. H. Kistler Stationery Company, 
Denver, is not the man to pick on in 
a traffic argument, at least in the state 
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1. Ed. Cooper, Boorum & Pease Company; Elmer Dall- 
dorf, John Leslie Paper Company, Minneapolis; E. J. Kuch, 
Hotchkiss Sales Company; J. W. Tamany, Boorum & Pease 
Company. 

2. Lionel Colomb, H. C. 
Manufacturing Company. 

3. E. L. Nugent, Security Steel Equipment Company; W. 
Irving Mackey, Cooke & Cobb Company; Pete Jamerson, 
Gallup Map & Supply Company. 

4. The four “Doctors,” Herbert Walsh, Southworth Com- 
pany; Charlie Underwood, Fulton Specialty Company; Mil- 
ton Shuster, Charles M. Higgins Company; Paul Cheney, 
Southworth Company. 

5. Fred Fenne, Neva-Clog Products, Inc.; John Pydlek, 
Eagle Pencil Company; M. D. Hasty, Sengbusch Self-Closing 
Inkstand Company; Norman Pearce, Eberhard Faber Pencil 
Company; Harry Balch, Quality Park Envelope Company. 

6. Fred A. Rollosson, W. H. Rollosson & Sons, Lake 
Charles, La.; James P. Ward, Shipman-Ward Manufacturing 
Company: G. W. Rollosson, W. H. Rollosson & Sons, Crow- 
ley, La. 


McPike, Karl Castle, all Weis 


7. Norman Watts, Office Equipment Company, Louisville; 
Harry Short, manufacturers’ representative; Henry D. Prae- 
torius, J. P. Morton & Company, Louisville, Ky. 

8. Fred Rollosson, W. H. Rollosson & Sons, Lake Charles, 
La.; Walter Doerr, Scripto Manufacturing Company; E. G. 
Hopper, Winfield’s, Grand Junction, Colo.; Van Holt Hall, 
Scripto Manufacturing Company. 

9. Frank Hodgkinson, Eagle Pencil Company; C. P. Hanes, 
Office Equipment Company, Tampa; Charles H. Hucke, 
manufacturers’ representative, Atlanta; Harry Shockley, 
Bramwood Press, Indianapolis; S. M. Obstfeld, Markwell 
Manufacturing Company. 

10. G. L. Ortega, Blaisdell Pencil Company; Bert Abrams, 
Modern Stationer; Merritt Ober, Stationers Inc., Indianapolis. 

11. Arthur King, Ward’s, Boston: L. W. Burt, Burt & 
Jeffers, Hartford, Conn.; W. R. Dolliver, Providence Paper 
Company, Providence, R. I. 

12. Bert Morris, manufacturers’ representative; Raynes 
Davis, Swan Pencil Company; Russ Wright, Parrot Speed 
Fastener Company; S. Flateau, Parrot Speed Fastener 
Company. 
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of Colorado. During one of the meet- 
ings Mr. Kistler was asked for his card 
and produced a wallet. Pinned on the 
inside of the leather billfold was an as- 
sortment of police, deputy sheriff and 
highway police badges which could settle 
an afgument anywhere, any time and 
any place. 
e®ee 

A welcoming committee composed of 
members of District Eight made sure 
they would be recognized in a crowd. 
This jovial bunch was equipped with 
white badges as big as small soup plates. 
The report that delegates were asked to 
remove the badges when going outside 
the hotel for fear of scaring horses was 
a canard. The horse and buggy age pre- 
dicted by the president has not come. 

ees 

And speaking of badges, Fred 
Schaefer of Sanford Ink, and corre- 
spondent of the Northwest Travelers 
Club, knows what they are for. Fred 
wore seven, including the miniature soup 
plate, and a long ribbon bearing the leg- 
end “Ask Me.” Then he spent the 
rest of the convention dodging people 
who tried to take him at his word. 


eee 
Automobiles from nearly every state 
in the Union were parked outside the 
Muehlebach hotel during the four-day 
session. Cars from California and Ore- 
gon rubbed fenders, so to speak, with 
machines from New York, Maine and 
Massachusetts. 
eee 


No one could understand how M. L. 
Poundstone, of All-Steel-Equip, who 
lives in Tulsa, Okla., happened to be 
on the Kansas City welcoming commit- 
tee. For the benefit of the wonderers he 
cheerfully explained that he has been a 
member of the Mid-West Travelers for 
years. 

eee 

Nearly a score of the visitors and 
their wives, domiciled in the Kansas 
Citian hotel, whiled away their spare 
time with a game known as “Where’s 
Elmer!” It was a good game for the 
players and it was surprising how quickly 
they gained recruits. The idea was to 
walk (in a body) into some delegate’s 
room, demanding in no uncertain terms 
to know the whereabouts of “Elmer.” 
The hapless visitor who did not know 
the answer (and who did?) was then 
and there called upon to summon a 
waiter with sundry bottles, glasses and 


cracked ice,—and sign the check! 


@ees 
Another interesting feature of the con- 
vention was the “girl in the fishbowl,” 
an optical illusion rigged up outside the 
ballroom. Besides water and fish, in the 
bowl was a miniature lady who waved, 
threw kisses and answered questions. 


The delegates found it extremely intrig- 
uing from a scientific point of view, they 
said. 

ees 

And did anyone see the famous 

doughnut dunker, invented by no other 
than Sterley Jerue, of McClain & Hed- 
man Company, St. Paul. It was an in- 
genious arrangement patterned out of a 
long spoon, equipped with a grappling 
hook to hold the doughnut and a min- 
iature steam shovel to prevent land- 
slides. Mr. Jerue modestly refused to 
permit anyone to photograph his brain- 
child and so it may well be that this 
useful article may become known to only 
a few in the doughnut-dunking world. 

eee 


George Rector, famous the world 
over for his cooking, his articles on truf- 
fles and his lobster a la Newburg, was 
another celebrity seen in the lobby of the 
Muehlebach. Luckily for him the ladies 
were away on a sight-seeing trip. 


The Gridiron was a series of short 
acts, most of which were burlesques on 
matters pertaining to the association. 
Among those who fell victim to the 
good-natured chaffing of the one-act 
playlets was Secretary Garvin and his 
Yardstick Plan. The entertainment was 
clever, humorous and replete with gags. 

Those who participated in the Grid- 
iron and thereby exhibited their hidden 
talents were: R. A. Maish, who stage- 
managed the show; Paul Cheney, Fred 
Schaefer, H. J. Walsh, William 
Schmiederer, Milton Shuster, Fred 
Downs, George Mason, Harry Tehan, 
William F. Johnston and Ed. Wobber. 

eee 

A solemn note was touched for a 
moment during the gaiety of the banquet 
when, following a short speech, Mr. 
Garvin unveiled a large portrait of the 
late William B. Irving, of the former 
Irving-Pitt Company. Mr. Garvin 
spoke with feeling upon the many ac- 
complishments of Mr. Irving and his 
numerous contributions to the industry. 

eee 

Many acceptable gifts were tendered 
delegates and their ladies by the various 
office supply firms as souvenirs of the oc- 
casion. Among the tokens and their 
donors were the following: An “Ace” 
staple remover, Ace Fastener Cor- 
poration, Chicago; cigarette lighter and 
leather key container, C. L. Downey 
Company, Cincinnati; a road map in 
booklet form, including a map of every 
state in the country and some comment 
about interesting places, Gallup Map & 
Supply Company, Kansas City; 
FiberstoK portfolio containing a supply 
of paper for taking convention notes, 
National FiberstoK Envelope Com- 
pany, Philadelphia; souvenir package 
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of two writing pads, Graham Paper 
Company, Chicago, and bridge score 
cards, Eberhard Faber Pencil Com- 
pany, Brooklyn, N. Y. 


George C. Ohland of Metal Office 
Furniture Company, Grand Rapids, was 
a surprise visitor at the convention. One 
of the vertebrae in his neck was broken 
in an automobile accident in July. He 
was released from his physician October 
4 and went to Kansas City for the con- 
vention at once. One would never sus- 
pect that he had gone through such a 
serious experience. 


A very popular young woman at the 
convention—Miss Elizabeth Smith of 
Chicago—whose attentions to “Dad” 
(yes, Bill) and “Uncle Joe” (sure, Joe 
Hildreth) made it possible for these 
two convention veterans to be first in 
the breakfast room and first of the 
morning greeters in the lobby. Miss 
Smith’s charming personality and gra- 
cious manner brought her many com- 
pliments of which she was unaware. 

eee 


One morning in the lobby. Charlie 
Lipman to a friend: “There goes the 
man responsible for more family dissen- 
sion than any other.” Friend: “Who is 
he?” Charlie: “The guy who caused 
that controversial question—‘My dear, 
why did you make hes lead?” Friend: 
“But what’s his name?” Charlie: “Ely 
Culbertson.” 

eee 


During the height of the convention 
when familiar faces of conventionites of 
former years were keenly missed, the 
California delegation sent the following 
telegram to Fred Bingham, Boorum & 
Pease Company, at his New York Park 
avenue home: 

“This most successful and fruitful 
convention is not truly complete be- 
cause we miss the inspiration and sound 
counsel of you our true friend and we 
of California want you to know that 
above all the emotion of the moment we 
are deeply conscious of our debt of grat- 
itude to you for the leadership which 
has made possible our present success 
Fred your friends will not forget you 


God bless you.” 
eee 


To this message Mr. Bingham wired 
the following reply through President 
Morgan: 

“During the stress of convention ac- 
tivities the thought prompting and the 
expression of good will contained in the 
message from the California delegation 
are demonstrations of friendship and 
loyalty for which no words can express 
the full depths of my appreciation stop 
your success thrills me stop the earnest- 
ness and potent cooperative association 
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SomME OF THE Lapies AND Laptes’ Arp 


1. Mrs. R. B. Valleau, St. Paul, Minn.; Miss Elizabeth 
Smith, Chicago; Mrs. E. L. Isaakson, Sioux City, lowa; Mrs. 
R. D. Latsch, Lincoln, Nebr. 

2. Mrs. C. C. Holly, Des Moines, Iowa; Mrs. Neill Stewart, 
Dallas, Tex.; Mrs. Maude Thom, Detroit, Mich. 

3. Mrs. B. J. Bristoll, Des Moines, Iowa; Mrs. Andrew 
Geyer, New York, N. Y.; Mrs. W. H. Locke, Sioux Falls, S. D. 

4. Lora V. Perry, New York, N. Y.; Mrs. Robert S. Crow- 
ley; Mrs. Kellogg Smith; Mrs. William Pitt; Mrs. M. J. 
Aker; Mrs. O. A. Teague; Mrs. C. S Demaree, all of Kansas 
City; Mrs. P. F. McLaughlin, St. Joseph, Mo.; Mrs. F. H. Cas- 
well, Cambridge, Mass. 

5. Mr. and Mrs. Russell P. Carpenter, Chicago, Ill.; Mrs. 


C. G. Consodine, Chicago; Mrs. Sterley E. Jerue, St. Paul, 
Minn.; Mrs. A. R. Skibbe, Chicago; Mrs. T. K. Nickerson, 
Chicago; Mrs. C. F. Cody, Dubuque, Iowa; Mrs A. W. Wil- 
liams, Philadelphia, Penna. 

6. Mrs. Guy C. McKenzie, Omaha, Nebr.; Mrs. J. W. Ras- 
mussen, Omaha, Nebr.; Mrs. A. R. Sengbusch, Kansas City, 
Mo. 

7. Mrs. Frank M. Hughes, Oklahoma City, Okla.; Mrs. D. 
R. Pinney, Chicago; Mrs. H. L. Fellowes, Chicago. 

8. Mrs. W. H. Norton, Huntington, W. Va.; Mrs J. H. 
Morgan, Huntington, W. Va.; Mrs. E. A. Keeling, Jamestown, 
N. Y.; Mrs. F. E. Lynch, Wichita, Kas. 


gether lip service should cease and ac- 
tion begin stop I pledge for the Boorum 
& Pease Company our continuance of 


industry must follow your trail or sur- 
render to price cutters and ultimate ex- 
tinction stop now that you are all to- 


activities of the California dealers is in- 
fectious stop the trail has been blazed 
by you to industry prosperity stop the 








26 


policies which have been formulated for 
the purpose of protecting all legitimate 
stationers wherever located and to fur- 
ther that end we will cooperate with any 
of our competitors who publidy main- 
tain similar policies stop with the best of 
luck and deep appreciation of your 
splendid message Fred C. Bingham.” 
eee 


Several months in the “mahogany 
box stall” at Wilson-Jones headquar- 
ters have not diminished George Wol- 
cott’s vim and vigor. He still radiates 
the spirit of the wide open places of the 
Rockies and the coastal plains. George’s 
plans for the Old Stationers Home on 
Wolcott Acres, Redlands, Calif., are 
being held up a bit by the activities of 
the Townsendites. If those necroman- 
cers succeed in making silk purses out of 
sows’ ears and in drawing blood from 
turnips, the Old Stationers Home 
would have no occupants. Under the 
Townsend plan, superannuated station- 
ers and publishers will be on Easy street 
the first time in their lives. The Old 
Stationers Home was to be a great ha- 
ven but with two hundred a month to 
be spent to the last penny, the ancients 
will probably be looking for night clubs 
instead of libraries and checker boards. 
Nevertheless, architect’s drawings for 
the Home will be completed. We hope 
to show them in an early number. 


Several of the visitors at Kansas City 
were inoculated with convention enthu- 
siasm at the Canadian gathering the 
week preceding in Toronto. R. A. 
Maish of the Dennison Manufacturing 
Company was one of the principal 
speakers at the Canadian gathering. He 
was prominent in the affairs of the Kan- 
sas City meeting and managed the grid- 
iron program at the annual banquet. 
Harry Tehan of Chas. M. Higgins & 
Company, Herman Price of Eagle 
Pencil Company, Frank Waterman of 
L. E. Waterman Company, and Reg 
Tussing of Victor Safe & Equipment 
Company also invested their time in 
both gatherings. In addition to renew- 
ing old friendships and making new 
ones they must have acquired enough 
inspiration to help them along in a big 
way. 

eee 

Beside all the other things he does at 
the convention, Ed. Little revealed his 
skill as prestidigitator at the closing din- 
ner. He entertained the company by 
making all sorts of things appear and 
disappear and by giving ocular demon- 
stration on how profits vanish under the 
blighting influence of “cut price and bad 
management.” And how contrariwise 
profits flourish like a green bay tree. 


Of four of Governor Laffoon’s Ken- 
tucky Colonels in the industry, only one 


was present at the convention. Colonel 
James P. Ward, Sr., president of the 
Shipman-Ward Manufacturing Com- 
pany of Chicago. 


Ivan Allen, ex-president of the as- 
sociation, and convention veteran, was 
among the missing. The hope of many 
of his old friends that he would appear 
was not abandoned until the last day of 
the meeting. 


The absence of Sidney Collins, 
president of the Automatic Pencil 
Sharpener Company, and Mrs. Collins, 
long faithful attendants at the conven- 
tions, was explained by their being in 
England. A business trip—with prob- 
ably some incidental pleasures. 


Great state Kansas. Its history fur- 
nishes one of the most thrilling chap- 
ters in the story of our country. There 
is that Charles Sumner speech on the 
Kansas-Nebraska bill in the fifties 
“This spacious and mediterranean 
country has already drawn to its bosom 
a population greater than Athens 
crowded within her historic gates when 
her sons under Miltiades won liberty for 
mankind on the field of Marathon.” 
Etc. Etc. 

Then there was John Brown of Osa- 
watomie. And Senator John J. In- 
galls. You may have forgotten Mr. 
Ingalls’ political achievements but you 
will not forget his lines on Opportunity 
beginning “Master of human destiny am 
I.” And there is William Allen White 

of Emporia and Ed. Howe, the sage 
of Potato Hill at Atchison. Then there 
was Jerry Simpson of “sockless” fame: 
Carrie Nation, who cut her way to the 
front page with her hatchets. Walt 
Mason who rimed his way to affluence 
And a great number of others. 

But the past performances of Kansas 
are no greater than her present achieve- 
ments. Observe Governor Alf M. 
Landon (looming larger and larger 
among presidential possibilities), who 
has minimized need for “federal assist- 
ance” in Kansas, balanced the state’s 
budget. reduced the taxes. No “bed- 
time talks.” No reiterating the obvious 
No hokum, political or otherwise. Just 
getting the thing done. 

And there is that bright star in the 
Kansas galaxy, Charles L. Mitchell of 
Topeka, whose pride in the glories of 
the Sunflower state makes him one of 
its best advertisers. Whether traveling 
at home or abroad, the Colonel always 
gets Kansas over. 

But what we set out to record is the 
fact that the shy but distinguished Col- 
onel wields some sort of uncanny in- 
fluence upon the governorship of his 
state. Through the years, its governors 
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serving a single term have come and 
gone in turn, but the three—Governors 
Harry J. Allen, Ben S. Paulen and 
Alfred M. Landon—who were able to 
secure Charlie Mitchell as Colonel and 
Chief Aide were given second terms. 
Candidates for governor in the next elec- 


tion should take notice. 

Note.—Col. Mitchell served Gor. Landon 
as Chief Aide until last Spring when tem 
porary ill health caused him to resign. He 
has “assisted,” however, upon several recent 
occasions and is now carried on the permanent 
roster of the Kansas National Guard as “re- 
tired Lieutenant Colonel.” 


Claude F. Myers of Myers Office 
Furniture Company, Kansas City, was 
observed at the convention in the com- 
pany of Francis Yawman and Har- 
vey Rockwell of Yawman and Erbe 
Manufacturing Company, whom he 
represents. Mr. Myers is an energetic 
office furniture dealer. Now and then 
he likes to play hookey long enough to 
use a hook and line. He fishes on the 
quota system with excellent results. 


The air of gaiety which was felt 
throughout the entire convention period 
was added to by the cheery politeness 
of everyone connected with the Hotel 
Muehlebach. All of the clerks were 
unusually helpful and ready to answer 
questions despite their heavy duties and 
bellboys were instantly ready to antici- 
pate smokers desiring a light. 


Going to the convention was like 
going home to Claude Conger ot 
Trussell Manufacturing Company. 
Claude was brought up in the Irving- 
Pitt Manufacturing Company at Kansas 
City. After the untimely passing of 
]. B. Irving he became president of the 
company, holding that position until 
Irving-Pitt was merged with Wilson- 
Jones Company. The convention af- 
forded him an opportunity to visit with 
old friends whom he had not seen for 
several years. 


A. L. King of Ward’s Stationers, 
Boston, and W. H. Dolliver of Provi- 
dence Paper Company were as insepa- 
rable as the Gold Dust twins. They 
attended the sessions together, played 
golf together and were photographed 
together. Each has won a reputation 
as a sound, progressive merchandiser. 


Another fond recollection. Being the 
guest of Mr. and Mrs. Frank E. 
Gallup, together with Mrs. Lora V. 
Perry, of Fawn Brands, Ltd. The 
head of the Gallup Map & Supply 
Company, Kansas City, helped to make 
the masquerade ball something to be 
remembered. 








The stationers’ convention held in 
Toledo in 1909 will always be outstand- 
ing in association annals, not only for 
the achievements of the organization, 
but for many pleasant experiences of the 
delegates and visitors. Certain old 
timers still get a kick out of one ex- 
perience, when Charlie Meilink led some 
visiting Indians to the tepees of the 
Maumees and to the lotus beds to see 
the blooms at sunrise. 

On the first day of the meeting, news- 
papers blazoned the story of the tidal 
wave which brought disaster to much of 
Galveston’s gulf front and great dis- 
tress to many of the people of the city. 
Members of the trade from Galveston 
and elsewhere in Texas were at the con- 
vention. On the second day, tele- 
graphic news bulletins from the scene 
of the disaster were displayed in con- 
spicuous places in the hotel lobby. 
Later in the day there appeared other 
bulletins announcing that Pecan Gap 
had escaped the ill effects of the storm. 
The day following “Pecan Gap” bul- 
letins paralleled the news of the day 
announcements. These bulletins were 
all signed by the mayor of Pecan Gap. 
A good bit of interest was developed 
and in reply to the inquiry, “who is re- 
sponsible for this Pecan Gap stuff,” 
some one remarked “that kid in the 
white flannel pants. Charlie Garvin 
He travels down in Texas for the F. S. 
Webster Company of Boston.” 

The distinguished speaker at the clos 
ing dinner of the convention was To- 
ledo’s noted mayor, Mr. Brand Whit- 
lock, who was United States minister to 
Belgium at the outbreak of the World 
War. who won the approval of his coun- 
try for his fine judgment. 

At the convention dinners, it was the 
custom for the delegations from the 
larger centers to enter in a body usually 
singing an appropriate song. There 
was a good bit of rivalry among the 
delegations. When the groups from 
New York and Chicago had entered, 
there marched into the room the “Pe- 
can Gap” group, consisting of most of 
the delegates from Texas. Appropri- 
ately garbed to represent the cow coun- 
try and the wide open spaces they came 
swinging down the aisle to their table 





The 
General 
Manager 


with resounding cheers for Pecan Gap. 

When Mayor Whitlock arose, he ob- 
served that he had always prided him- 
self somewhat upon his knowledge of 
the geography of his country and Texas 
in particular, and was embarrassed to be 
forced to admit unacquaintance with 
Pecan Gap, which was so impressively 
represented at the meeting. He would 
make amends for his ignorance by is- 
suing orders at his office that its repre- 
sentatives at the convention should have 
special consideration in event of any in- 
volvement with Toledo’s officers of the 
law. To which “The Mayor of Pecan 
Gap” made appropriate response, to the 
enjoyment of the assembly. 

At the Kansas City convention, one 
who saw the general manager in action 
at the sessions and at some of the en- 
tertainments, felt something pleasantly 
reminiscent of the “kid in the white 
flannel pants” at the Toledo convention. 
There was a note of it in his running 
over the keys of the piano and accom- 


panying himself in the song Monday 
night, and a note of it another evening 
in the grill, when in the policeman’s coat 
and hat before the microphone the gen- 
eral manager made infectious gayety and 
gave the professional entertainers a run 
for their money. There was a reminder 
of it in the good humored railleries, in 
the introductions of speakers and the 
reference to subjects at the sessions and 
in the pleasantries during the closing 
dinner. 

But the most impressive note of it was 
when the general manager was in se- 
rious action on the platform at the ses- 
sions and in committee rooms where the 
important results of the convention were 
achieved. The impression taken there 
was that the general manager’s versa- 
tility and his ability to perform his mul- 
tiplicity of duties in his association work 
were foreshadowed in the initiative and 
enterprise displayed at Toledo so long 
ago by the “kid in the white flannel 
pants.” 

Addenda.—A shower of telegrams of 
good wishes on October 30 from friends 
throughout the country reminded the 
General Manager that it was his fiftieth 
birthday. 

We congratulate the General Mana- 
ger upon attainment of this special an- 
niversary and congratulate him upon the 
satisfaction with which he must look 
back over the way he has come. And 
we wish for him and for Mrs. Garvin 
full measure of happiness through the 
years with only those tempering difficul- 
ties which impel the deeper sentiments 
and make life rich and full. 

Also we congratulate the General 
Manager upon entering his sixth decade 
through which he approaches the golden 
gates (soon to be opened) of the Town- 
sendian Elysium, happily located on this 
mundane sphere. He will a we hope, 
apply the daylight savings plan in re- 
Pat to the lauiie to speed the day 
of his entry as he visions the elders 
bowling over the high ways in chro- 
mium plated motor cars with gold disc 
wheels, or taking their ease and comfort 
in the way of their choice, the liberal 
spending for which is to make the one 
hundred ten millions under sixty joyous 
and grateful beneficiaries. 








AM confident after reviewing the events 

of my two years’ administration, that no 
man ever elevated to the presidency of the 
National Stationers Association has ever been 
afforded the privilege of participating in so 
many activities of national importance as has 
fallen to my lot. 

Two years ago at Cincinnati, when this 
honor was tendered me, I accepted with some 
uncertainty, realizing to some degree the re- 
sponsibility attendant to the position; and 
pledged the best of my judgment and ability 
to the service. For two years I have tried to 
fulfill faithfully everything you expected of 
me. I trust in your forgiveness for any mis- 
takes which I may have made. A year ago 
at Buffalo, when I submitted my report as 
President of the National Stationers Associa 
tion, it did not occur to me that I would again 
this year be making a report to you as Presi- 
dent of the Association 

No report rendered by me would be com- 
plete without paying a measure of tribute to 
those officers with whom I have served. May 
I thank these men, and the membership at 
large, for their unswerving loyalty to me and 
the administration office at Washington, D. C. 
Time does not permit of a lengthy detailed re- 
port of the numberless unselfish sacrifices of 
time and money made by the various members 
of our Executive Committee and Vice-Presi- 
dents who, without thought of reward, save 
for the personal satisfaction of knowing that 
they gave of their best, worked for the up- 
building of our Association and industry. A 
debt of gratitude is owing to them. I, par- 
ticularly, am under obligation to these men 
for whatever success my administration may be 


credited. 


Association Marches Steadily On 


1935 presents to us the Thirtieth Anniver- 
sary of the National Stationers Association. 
We of the industry have profited greatly by 
this grand achievement through so many years 
of faith, work and courage to bring to an 
actuality thirty years of uninterrupted service. 
We trust the anniversary date we mention will 
meet with just acclaim throughout the entire 
stationery industry over the whole nation. 

It is fitting and proper at this time that we 
review some of the milestones that have marked 
its progress during the thirty years of its ex- 
istence, and that we pause for a few moments 
and pay tribute to those men of our industry 
who gave so unselfishly of their time and 
money in pioneering and organizing this great 
movement—those men who laid the founda 
tion of the Association’s structure that those 
of us who took up the work of carrying on 
from year to year might profit by their wis- 
dom, knowledge and experience in organiza 
tion work. In reviewing the work and pro- 
gress of the various administrations down 
through all these years, it should be gratifying 
to all of us to know that this Association has 
never digressed from the cardinal principles 
laid down by these pioneers. I think it is 
most remarkable that notwithstanding the un- 
usual times and the depressing factors that we 
have had to face during the last five years, 
our Association has been marching steadily on, 
making more than normal growth and progress, 
and stands today as a monument to the vision 
and ability of the men who have headed it on 
down through the years; and through its ac- 
complishment has gained a high place among 
all the associations of the country and a pro- 
found respect in the minds of the men who 
head these associations. 


Report of the President 
By Harry A. Morgan 


Wide Range of Association Services 


As I pointed out last year, the services of 
this Association range from information as to 
where to buy merchandise through to procure- 
ment of employment for those out of work; 
research and planning, such as the surveys and 
individual figures furnished the members to 
solve their own peculiar problems; the work 
of the Dealer’s Recovery Committee and the 
National Council in facing the basic prob- 
lems of the industry; the carrying on of the 
code work through the time of its inception 
up to its discontinuance; the inauguration of 
our own N.S.A. Yardstick and Measurement 
Plan; the bulletin service covering every con- 
ceivable sort of subject; the Washington News 
Letter, which now has become one of the busi- 
ness’s best known publications of its kind; the 
National Stationer, which is one of the few 
magazines published by an organization and 
devoting its entire space and editorial policy 
to a single individual business and the firms 
comprising that business. As I review all of 
these activities and the hundred and one other 
activities that are conducted by our business 
office, and by our Regional Governors, and by 
our Officers and our Committees, I must make 
the observation that for the extremely small 
amount of dues that members pay into this 
organization, it seems to me there is nothing 
in our business that we buy from which we re- 
ceive anywhere near as much profit as we dc 
from the membership in the National Sta- 
tioners Association. The Association deserves 
more support than it gets. I do not believe 
that the average trade association in Wash- 
ington would believe that it is possible to get 
so much work done for such a small amount 
of money. I call your attention, gentlemen, 
to the fact that this Association spends less 
money in a year than many other organiza- 
tions spend in a month who perform a far 
smaller function and get a far smaller result. 


“The Hansell Cup” 


It is particularly interesting to note that one 
of our fine members, one of our new Govern- 
ors of the Association, has contributed a mag- 
nificient cup which is at this convention on 
display and which will be awarded to the re- 
gion making the largest percentage of gain in 
membership in the National Stationers Asso- 
ciation during each year. Mr. Morris Hansell 
is entitled to the real gratitude and apprecia- 
tion of every member of the trade for his fine 
cooperative spirit in devising this most unusual 
membership contest and this beautiful mem- 
bership cup will stand as a monument to the 
fine spirit of this Commercial Stationer who 
is interested in seeing his organization grow in 
numbers and in power so that it may seek and 
achieve greater accomplishments in the future 
than even it has been able to achieve in the 
past. 

Our Association has been honored in many 
ways during the past year. We believe that 
it was particularly significant that this great 
old organization was able to take us through 
the code era at a smaller expense than any 
sizeable trade in the whole country. The busi- 
ness office assimilated the work of the codes 
and proceeded to serve some two thousand 
firms, fifteen hundred of whom were not mem- 
bers of the Association. We not only pro- 
ceeded to serve these firms, but had to do so 


in the face of antagonism and hostility from 
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many of them who evidently did not believe 
either in codes or in associationized endeavor 
but who nevertheless knew that they had to 
have codes. It is particularly significant that 
those who paid the most liberal assessments 
were those firms who have always been the 
most liberal in their support of the Associa- 
tion. There seems to be in every trade, and 
in every movement, a group of men possessed 
of cooperative spirit who always stand ready 
to assume their share of the burden, and more 
of their share of the burden. If it were not 
for this type of men, I do not know what 
would become of organized business or of 
the country itself. 

Our General Manager and the business 
office put in hundreds of hours of extra work. 
The General Manager was obliged to attend 
over one hundred and sixty meetings connected 
with the codes. For all of the work that he 
did on the Commercial Stationers Code, he 
made no charge whatever for his services, not- 
withstanding the fact that the combination of 
Association work and code work not only used 
up all of his available business days, but most 
of his nights as well. 


After N.R.A.’s Invalidation 


The Supreme Court decision invalidating 
the N.R.A.. injected a measure of confusion 
and uncertainty in the business world. Very 
few of the business groups were prepared for 
this decision. I think that most of us did 
not expect as drastic a decision. But business 
executives quickly re-adjusted their affairs to 
meet the new conditions and business has been 
carrying on as usual. There is no doubt that, 
with the courage and cooperative spirit of our 
membership, we will be able in our industry 
to meet the new responsibility arising out of 
the present situation. 


Association Activities on Codes 


The codes came and went. It is interesting 
to note that in the archives of the Association, 
there is now a history of the code of fair com- 
petition for the Commercial Stationery and 
Office Outfitting Trade which indicates that 
the group known as Commercial Stationers 
and Office outfitters performed their patriotic 
duty, met the requirements of the government, 
and expended so little money that it was a 
source of wonderment to the government 
officials. The record of this business as far 
as N.R.A. is concerned is one to be proud of. 

It is particularly interesting to note that 
notwithstanding all of the work of the Asso- 
ciation on codes. and the added work that has 
been necessary due to legislation and changes, 
the money in the treasury on Oct. Ist, 1934 
was $4,826.19 and the balance in the treasury 
on Oct. Ist, 1935 has actually been increased 
to $5,445.71. 

For two years it has been my privilege to 
read scores of letters passing through our As- 
sociation office. Many of them were letters 
of commendation on the great accomplishments 
of the business office and many of them letters 
of complaint and criticism. As a merchant 
in the industry, I think I am mindful of most 
of the disappointments you have all suffered 
by the failure of N.R.A. and the codes to 
give us the much needed relief that these na- 
tional experiments promised. These new ex- 
periments generated new conditions in business 
that called for leadership by men who were 
willing to sacrifice selfish ambitions and assume 
the double responsibility of action as well as 
thought. It is comforting to know that the 
National Stationers Association has had that 
type of leadership during these years of eco- 
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nomic disturbance. We have been 
blessed by the inspirational guidance 
of a man who, through his vision, 
confidence, courage and physical ac- 
tion, has stood by his guns in the 
face of discouragement, criticism, 
disappointments and delays and has 
fought the battle of the trade, win- 
ning for himself not only a warm 
spot in the hearts of men and women 
in our industry, but also winning for 
our Association and our industry na- 
tional recognition in the administra- 
tion circles in Washington, D. C. 
It would be difficult to place a value 
on this type of leadership which has 
been so beautifully exemplified by 
my friend, your friend, our friend 
and General Manager, Charles P. 


Garvin. 
Fair Trade Act of California 


In 1931 my home state of Cali- 
fornia enacted the first Fair Trade 
Act by means of which manufac- 
turers and wholesalers could enter 
into contracts with distributors and 
stipulate the price at which trade- 
marked articles might be resold. The 
law was amended in 1933 by the ad- 
dition of Section 11/, so as to reach 
non-signers of contracts and make it 
unfair competition for retailers, even 
though not under contract with man- 
ufacturers, to sell below the resale 
prices stipulated in the contracts be- 
tween the manufacturers and other 
retailers. During 1935 eight other 
states passed similar legislation. It 
is generally conceded by close ob- 
servers of the trend of times that this 
type of legislation will become uni- 
versal in the near future and will in 
all probability become a_ national 
issue. 

Now the question arises as to what 
we are going to do with this Act 
now that we have it. I am going to 
answer that question from the stand- 
point of a California  stationer. 
About a year ago, a group of sta- 
tioners, comprising dealers from the 
north and the south in California, 
became conscious of the fact that the 
California Fair Trade Act could be 
made applicable to the stationery in- 
dustry as well as any other industry. 
With the help and guidance of 
counsel, we invited manufacturers of 
various commodities to join with us 
in our effort to stabilize not only 
prices but the stationery business as 
well. We asked the manufacturers 
to sign contracts with the dealers of 
California for maintenance of their 
recommendation of resale prices. We 
met with considerable opposition 
from many manufacturers owing to 
the fact that their legal advisers 


strongly advised against signing apolis. 


these contracts and questioned very 
much the validity of the Act. Yet, 
notwithstanding this opposition, we 
have received support from many of 
the major manufacturers of various 
commodities and we now have in operation in 
the state of California many contracts. While 
the Act is not perfect, neither is it a panacea 
for all our ills, yet we are meeting with a 
measure of success. It is our hope that as 
time goes on all commodities usually sold in 
: stationery store will be sold on a contract 
ais. 


Amendment Protects Fair Trade 
Contracts 
The whole story of the Fair Trade Act of 
California is that we have at least come to a 
time when the State has enacted a type of 
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legislation that has been before the Congress 
of the United States for the past twenty 
years. In the decision of the Superior Court 
in the State of California sustaining the Cali- 
fornia Fair Trade Act, this was a case that 
went further than anything we have consid- 
ered. The decision of the Superior Court 
held that a violator was subject to the pro- 
visions of the Act even though he had not 
signed a contract and the defendant was 
enjoined from selling below the price ad- 
vised by the distributor. The conclusion is 
inescapable; the law is there and we are oper- 
ating under it. And more people are going 


Arthur J. Walker, 
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to work under it, to their profit and 
— f the amendmen 

e of the a t or 
addition of Section 14 is to pro- 
tect contracts anhicieed by the re- 
maining provisions of the Act. Con- 
tracts entered into between manufac- 
turers and their distributors are be- 
ing upheld by the Courts in Cali- 
ornia. No manufacturer has a rea- 


er Sym for refusing to enter 
into oro 
por Poe =~ designed to 


tect the outlets, of dealers or via 
salers, that the manufacturers must 
have if they are going to get eco- 
nomical distribution of their mer- 
chandise. This does not apply only 
to members of our Association. 
These contracts can be entered into 
with any dealer whether he is a 
member of any association or not. 
There is no plan that we have thus 
far found that offers the hope of 
price stabilization compared to the 
California Fair Trade Act contracts. 


Commercial Stationers Indus- 
trial Committee and National 
Policy Board 


The Commercial Stationers Indus- 
trial Recovery Committee, which I 
mentioned in my report last year, 
has continued its good work. It has 
provided the business office with a 
reliable source of information as to 
dealer thinking and as a substantial 
dealer forum for the treatment of 
trade relations between the manufac- 
turer and the dealer. 

It has become apparent during the 
past year however that more and 
more the dealers must first adjust 
their thinking regionally and then 
try to adjust whatever differences 
which may exist, nationally. 

The work of the Dealer’s Recov- 

ery Committee in conjunction with 
i work of the National Council, 
which is composed now of a selected 
group of representative manufac- 
turers, can be built up to a point 
where we shall be in possession of 
the best merchandising thought in 
the business at all times. More ai 
more it becomes apparent that not 
only the affairs of business but the 
affairs of the world can only be 
reconciled amicably, through calm 
discussion and conferences and con- 
sideration of the problems which con- 
front business and the world, by all 
of the groups who are concerned in 
those problems. 

I recommend strongly that the 
idea of conference between manu- 
facturers and dealers before major 
changes are made become the basic 
principle of this business. We can 
achieve this result in no other way 
except by friendly cooperation and 
coordination between the dealers and 
the manufacturers. I think it will 
become apparent to everyone, after 
the Measurement Plan as it stands 
at the present time has been explained 
and illustrated to this convention, that the 
N. S. A. Yardstick in conjunction with the 
united support of the legitimate dealers and 
the trade manufacturers can achieve a re- 
sult that can be obtained in no other way. 


The N. S. A. Measurement Plan 


At the various Regional Meetings which 
were held throughout the country, the Gen- 
eral Manager outlined his N. S. A. Yardstick 
and Measurement Plan to the members. This 
is a tremendous job that has been under- 
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taken by the business office of this Associa 
tion. In July the first releases were made and 
they are being released at the present time 
The releases are being confined to the mem 
ber Local Associations and to the members 
of the National Stationers Association. It is 
not felt by the administration of our Associa 
tion that the National Association can under 
take to service all of the Commercial Sta 
tioners in the trade, who are not members of 
the National Association, on this most im 
portant work. It is felt that there are definite 
benefits that will accrue from the working of 
the Measurement Plan. I am sorry to say 
that there has been some thoughtless opposi 
tion to the Plan, notwithstanding the fact that 
the business offic e h is made every conceivable 
effort to meet every objection made by anyone 


in good faith. Art the present time the Plan 
has progressed to a point where many of the 
basic features either have been submitted to 
the membership or are in the process of being 
submitted to the membership. At the meet- 
ing tomorrow the General Manager will pre 
sent special studies which have been made on 
policies. These will soon be in the hands of 
the membership. 

The N.S. A. Yardstick and Measurement 
Plan comprehends a new method of thinking 
in our business and is going to do a great 
deal in determining who the trade manufac 
turers are by showing who the manufactur 
ers are that wish to distribute through the 
dealers. The Measurement Plan will show to 
the dealers the desirability of backing up the 
free manufacturer; the manufacturer who is 


cooperative, the manufacturer who gets into 
the Association and pulls along with his deal- 
ers for the common interest of the dealer as 
well as himself. We must find out in the busi 
ness who the firms are who really wish to 
have our business stabilized and placed on a 
firmer foundation and then those factors must 
cooperate together in a common protective 
effort to make this business 2 business worthy 
of the effort and worthy of the people in it. 
Membership of Local Associations 


It is astonishing to me that out of some 
seventy-five or eighty Local Associations only 
fifteen or twenty are members of the National 
Stationers Association. Local Association 
membership is only thirty dollars a year and 
it does not even cover overhead incurred by 
the National Stationers Association in serving 
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the Local Association. I earnestly suggest to 
all Local Associations that they should have 
an individual membership in the National 
Association in order that the Association may 
go on and do work that it can do, but is 
precluded from doing because of the fact that 
it has had to carry so much of a burden for 
those who do not pay their share of the over 
head. Every Local Association in the country 
ought to be a member of the National Asso 
ciation. 


More Legislation Coming in Next 
Congress 
The activities of Congress during the last 
year have resulted in more legislation affecting 
business than any other Congress within the 
history of the present generation. We are 
going to have more and more laws in the 


1. A. S. Matthews, Hall Lithographing Company, Topeka; 


country. This is indicated by the bulletins 
from our business office that show that in the 
next session of Congress there will be much 
legislation introduced designed to stabilize 
prices and stabilize conditions. Our business 
office has kept our members thoroughly in 
touch with the developments of this legisla- 
tion, and how it would affect the business, 
through a medium known as the Washington 
News Letter. 


The Washington News Letter 


The Washington News Letter is similar to 
other services gotten out by people in Wash- 
ington who make a very substantial charge 
for the service. It is not a major move of 
the Association or business office. It is 
simply a commentary of what is happening in 
Washington. Its object is to bring attention 
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to those things that directly affect us as an 
industry. About once a week you receive this 
News Letter written in popular language. It 
is an interesting, easy to understand picture 
of national affairs. You are brought up to 
date on each subject discussed and given all 
the background. The meaning of every im- 
portant event is explained to you and you are 
told what to expect. 

It is significant along this line to note that 
our General Manager, during the past year, 
has been serving as Chairman on the Pub- 
licity Committee of the American Trade Asso- 
ciation Executives, having been drafted for 
that position because of his intimate knowl 
edge as to what was going on in legislation 
and because the Committee in charge felt 
that his interesting way of presenting the 
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information would be of value to trade asso- 
ciations everywhere. We have maintained an 
extremely close contact with the departments 
of the United States Chamber of Commerce 
and the National Association of Manufac- 
turers. The General Manager is a member 
of the Trade Association Executives Advisory 
Committee in Washington which is composed 
of twenty representatives of the largest indus- 
tries in the land. It is extremely gratifying 
to find the National Stationers Association 
recognized on this committee as one of the 
basic trades and industries and one that is 
considered in every move that is made by the 
various business groups in their desire for 
progress. 
Plans to Oppose Prison-Made 
Merchandise 

The subject of Prison-Made merchandise 
will be thoroughly covered at this convention 
by one of our members, Mr. J. S. Sprott, who 
is Chairman of our Committee on Prison- 
Made Goods Competition. I would be remiss 
if I did not mention in my report however, 
the fact that this subject is of tremendous 
importance to every merchant in the country 
and for that matter, to every manufacturer in 
the country. 

Certain it is that it is unfair to subject free 
men to the competition of those who have 
achieved free housing, free food and free em- 
ployment as a result of having broken the 
laws of the nation. Prison-Made competition 
is another aspect of Government competition 
with private enterprise. It never yet has been 
proven that politically appointed individuals, 
financed by money gained from taxes on 
legitimate business, are particularly ethical in 
their methods of competition with the private 
firms. 

This organization should very vigorously 
go on record as being opposed to the utiliza- 
tion of convict labor in any enterprise where 
it interferes with the employment of free men 
and the possibilities of success on the part of 
individual private enterprise. 

Investigation of Chain Store 
Competition 

Last year in my Buffalo report I made 
comment on this type of competition with a 
recommendation that a joint committee, com- 
posed of dealers and manufacturers, be ap- 
pointed at that Convention to make a survey 
of this problem and make a report and recom- 
mendations to our headquarters office in 
Washington. I am pleased to announce that 
many dealers and manufacturers as well have 
made an exhaustive study of this problem as 
it affects the Commercial Stationer and that 
a great deal of work has been done and much 
information turned in to the Washington 
office. You will hear more of the results of 
this investigation as we proceed with the con- 
vention. A debt of gratitude is owing to 
these men for their efforts. There has been 
wonderful cooperation between these dealers 
and manufacturers who are interested in this 
type of distribution. Many of the manufac- 
turers have definitely stated their policies of 
supplying to the Commercial Stationer mer- 
chandise similar as to quantity count, quality 
and selling price which would place the Com- 
mercial Stationer in a position whereby he 
could meet this type of competition. So seri- 
ous has this situation become that it is im- 
perative that public opinion be aroused in an 
effort to find ways of combating and counter- 
acting this serious menace. It is interesting 
to note that the legislative trends, both 
nationally and in the individual states are 
running contra to the chain store interests. 
It is only a matter of time when the accumu- 
lation of taxes and other restrictive burdens 
on chain stores are going to raise their over- 
head to a point where they will at least be 
obliged to assume comparable burdens to 
those carried by the independent dealers. Our 
Association is alive to the chain store prob- 


lem. It is not a matter that can be handled 
by ballyhoo or loud speaking but must be 
worked out through careful study and a 
careful application of merchandising. 

Compilation of Necessary Statistics 

I am particularly regretful that during my 
administration it has been so difficult to get 
proper statistics from the members. We have 
a business office ready and willing to accumu- 
late the figures and to get them back to us 
in workable and usable form and yet we find 
it impossible to get figures from more than 
forty or fifty firms. In order to get the type 
of figures that are needed, we should have 
figures from two hundred or three hundred 
firms at least. It is gratifying to report that 
recently we have been able to get figures on 
sales from over two hundred firms regularly. 
But we need basic expense figures and the 
figures on the cost of doing business from at 
least two hundred firms. I am hopeful, before 
we leave this convention, that we will be able 
to get a definite agreement from individual 
firms to furnish basic statistical information to 
our business office so that we may be able to 
possess ourselves of the type of information 
statistically that we all need in order to con- 
duct our businesses in a profitable and pro- 
gressive way. Years ago, we used to take up 
collections and spend $7,000 or $8,000 for 
one research job with the Harvard Bureau of 
Business Research. If my figures are not 
wrong, I think we spent between $14,000 and 
$15,000 on two jobs of this kind. Now we 
have a business office equipped and ready and 
willing and anxious to do this same type of 
work with no added cost to the membership 
and we find it almost impossible to get ade- 
quate figures from the membership. Of course, 
we all realize the reluctance of firms during 
these days of close figuring to submit figures 
that are not the type that we can crow about, 
but we are going to submit at this meeting a 
very simple set of requirements and endeavor 
to get a definite number of members the 
percentages, at least, that will enable us to 
know how we are operating in our basic 
expenses and how we compare with other 
businesses doing a comparable job. 

Advertising Service 

The General Manager tells me that he is 
contemplating the inauguration of a new 
service by the Association to be known as the 
Advertising Service. This is an idea of sup- 
plying to those dealers, who wish it, regular 
issues of advertising matter that they can re- 
produce themselves and circularize to their cus- 
tomers and their prospective customers. Natur- 
ally, this is a big undertaking. It is my opinion 
that if this can be developed, and our busi- 
ness office generally develops what they say 
they will, the individual firms using such a 
service ought to be willing to pay some sort 
of fee in addition to their regular member 
ship for this service. This may not be neces- 
sary at the beginning but, in any event, it is 
a most interesting undertaking and an added 
service from a business office that seems de- 
termined to achieve an output of material and 
work that seems unbelievable when compared 
with the cost of membership. 

Regional Meetings Largely Attended 

During this year, I was privileged to par- 
ticipate in some most interesting meetings 
held in San Antonio, Texas; Peoria, Illinois; 
and Kansas City. These meetings enjoyed the 
largest attendance of any Regional Meetings 
ever held in these respective districts. It was 
a new experience to me to note the interest 
manifested in these meetings. The large at- 
tendance by delegates from the entire sur- 
rounding territories is indicative of an unusual 
amount of interest in industry problems and 
Association work as well. A great deal of 
credit is due to the Governors of these dis- 
tricts who handled these affairs. Also, we 
must give particular credit to the traveling 
fraternity for their participation in making 
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these state and Regional Meetings such a 
success. I think I am mindful of the tre- 
mendous importance of these meetings and 
their relationship to our National Association. 
As this is a time when no business in the 
land is enjoying perfect conditions, it is all the 
more important for our Local Associations to 
put forth a tremendous effort to unscramble 
some of the merchandising problems that con- 
front our industry today so that whatever is 
done at these Regional Association Meetings 


is done for the good of all. 


Commercial Stationers Institute 
Suggested 

I would like to offer the following for the 
consideration of the new administration. This 
is, of course, based upon my own personal 
experience of the past two years. In view of 
the changing business conditions which re- 
quire definite equipment and thinking in order 
to meet unusual situations, I recommend that 
the incoming officers study the possibilities of 
a new division of the Association to be known 
as the Commercial Stationers Institute. This 
would be composed of two sections: First the 
distributors, who would agree upon becoming 
members of the Institute, would furnish defi- 
nite statistics at stated times for the purpose 
of establishing comprehensive and sound 
figures on the cost of doing business and in 
reference to other basic elements of the busi- 
ness. The other section would be composed 
of manufacturers, who, in turn, would submit 
to the business office regularly information on 
the trend of sales and other statistics to be 
determined upon by the members of the Insti- 
tute themselves. From time to time, the Insti- 
tute could meet, or, either section could meet, 
to consider definite problems of the industry. 
For instance, if the distributor’s section were 
to meet and come to a conclusion, they could 
then meet with the manufacturers section of 
the Institute and endeavor to come to a con- 
clusion there. This would set up a very defi- 
nite body within the Association of those men 
who are willing to study the basic and funda- 
mental principles of the business and en- 
deavor to apply their intelligence and their 
effort to a solution of those problems in the 
interest of the whole business. 

Call for Cooperation 

I do not feel that I can end this report 
without commenting on some very definite 
facts that confront the industry and the 
trade. It has been our experience this year 
and through our business office that one of 
the basic needs of the industry is a stronger 
group of trade manufacturers—manufacturers 
who are committed in their basic selling policy 
to dealing through distributors and not direct 
to the distributors’ users. The codes brought 
out the astonishing fact that there were hun- 
dreds of manufacturers, in practically all of 
the basic lines, that we had never heard any- 
thing about before and that our trade manu- 
facturers are subjected continually to the com- 
petition of these manufacturers. Necessarily, 
if these fly-by-night manufacturers are not to 
gain too great a foothold, there must be a 
closer and more cooperative attitude between 
the trade manufacturers and his distributors. 
There are people in our business and there 
are people in many other businesses who be- 
lieve that the future is fore-ordained; that 
despite what we do, certain things will happen 
anyway and that it is a waste of time and 
effort to endeavor to shape the future when 
we have so little control over it. This does not 
seem to me to be a wise attitude or frame of 
mind. There are many men sitting in this 
room who would never have been proprietors 
or executives of the businesses that they head 
today if they had considered that the future 
was all framed for them and that what they 
did in order to shape that future to their own 
ends would be of small account. We all know 
that the Commercial Stationer of today is 
larger and better equipped than he was twenty- 
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1. Elmer Krumwiede, manufacturers’ representative; Wal- 
ter Ruedy, S. G. Adams Company, St. Louis; C. A. Kennedy, 
W. J. Kennedy Stationery Company, St. Louis; M. T. Wein- 
gaertner, Egyptian Stationery Company, Belleville, Illinois. 

2. Charlie Hyatt, Jerry McEvoy, Jim Cooper, Grenville 
Davis, sales manager; Bob Eberhardt, Jack Kennedy, all of 
Acco Products, Ine. 

3. Standing: A. S. Arnold, Shaw-Walker Company; W. H. 
McNiff, Shaw-Walker Mastercraft; R. H. McGowan, Shaw- 
Walker Company. Seated: F. J. Van Natta, Shaw-Walker 
Mastercraft; Guy F. Boyd, Shaw-Walker Company; Owen A. 
Teague, Schooley Printing & Stationery Company, Kansas City, 
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Company, Atchison, Kas.; Pete McLaughlin, F. S. Webster 
Company; Ernest Hazel, Sr., Lockwood-Hazel Company. 

5. Jack Lenahan, Wilson-Jones Company; C. C. Wall, Boo- 
rum & Pease Company; Martin J. Aker, Wilson-Jones Com- 
pany; Jack Haage, Blaisdell Pencil Company; Herb Beck- 
man, Boorum & Pease Company. 

6. Charles R. Barry, San Francisco; Mrs. Barry; Mrs. Pat- 
rick; Howard Patrick, San Francisco. 

7. A. F. Misch, Misch & Sons Printing Company, Coffeyville, 
Kas.; H. L. MecFarlan, Esterbrook Steel Pen Manufacturing 
Company; Charles H. Curtis, H. C. Leipsner & Company, Kan- 


Mo. 
4. Standing: 
Fixture Manufacturing Company. 


five or thirty years ago. We all know that 
for the type of merchandising job that is 
required to be done in office supplies and 
equipment, the Commercial Stationer is not 
only the most economic outlet but he is the 
most aggressive and most logical outlet. We 
also know that the Commercial Stationer has 
no inherent rights in the future, but he cer- 
tainly is entitled to protection in the job that 
he is attempting to do. The solution of the 
problems of distribution in this business and 
in many other businesses is not going to come 
from the use of force, from intimidation, or 
from any vicious method but is going to come 
because of cooperation developed to such a 
high point that both the manufacturer and 
the distributor will be served, that both will 
prosper as a result of the cooperative work, 
and that both will become increasingly com- 


R. E. Krueger and Albert Erlandson, Steel 
Seated: 
rum & Pease Company; Ernest Hazel, Jr.. Lockwood-Hazel 


Cc. C. Wall, Boo- 


mitted to a finer and closer cooperation be- 
cause of the fact that such cooperation pays. 
We have seen my home state of California 
enact laws for the purpose of achieving stabi- 
lization. At the same time, we have found 
people who were not willing to admit that 
these laws had any chance for success. This 
definitely is a place where cooperative thinking 
is necessary. We must find out whether such 
laws can work. We must find out if it is 
possible to stabilize prices on a basis fair to 
the public and protective of the compensation 
to the merchant and to his employees. We 
must find out whether this whole country of 
ours and all of its distribution is headed for 
such a cheap level that no one can make a 
decent living in it, much less than develop a 
decent business within its confines. We must 
find out if we can longer maintain establish- 


sas City, Mo.; R. F. Frederickson, Autopoint Company. 

8. H. J. MacNeil, Binney & Smith; J. R. Musgrave, Musgrave 
Pencil Company; Joseph D. Hill, Rite-Rite Company; Dick 
Lanham, Binney & Smith. 


ments that are a credit to the industry. We 
must find out if we can continue in locations 
that are most logical for our type of business. 
We must find out if we can continue to main- 
tain a personnel of such intelligence as to 
maintain the high standard that has been set 
for this industry. No man has a right to say 
that cooperation will not work. It has to work. 
It must work if we are going to remain in busi- 
ness and command the respect of the buying 
public and be classified as something more 
than just “storekeepers.” 

Gentlemen, I commend you for your sym- 
pathetic understanding and cooperative spirit 
manifested toward your Officers, the General 
Manager, and his very efficient staff of work- 
ers in the Washington office; and I commend 
to you the possibilities of this organization for 
the future. 











Report of the General Manager 


HAVE a long report written out here, and 

as usual I won’t pay much attention to it, 
and won’t keep you long. I notice at the be 
ginning of these remarks which I intended to 
make, and which simply duplicate many of 
the things Mr. Morgan has spoken about in 
his report, I refer to the fact that a friend of 
mine from Great Britain coming over here a 
short time ago, upon going back home was 
asked what was the most interesting and un 
usual thing he met in America. He said the 
most unusual and interesting thing he had 
met in America was a game called “Oh, 
Hell.” His friends were much interested in 
knowing what that game meant. So he de- 
scribed it this wise He said a great group 
of people were seated in a room about tables, 
and had cards. He said “They have these 
cards, and they lay them out. And they had 
a chap at another table, who had a basket 
full of numbers, and from time to time he 
drew out a number and announced it, and the 
people in the room that had that card would 
put a card on that number And after a time 
some one would ac hieve a row of cards, and 
in a loud voice would say ‘Keno,’ and then 
everyone else in the room would say ‘Oh, 
Hell’.”” (Laughter.) He thought that was a 
very interesting game 


This Interesting Game Played Often 


When you think of what has been going on 
in American business over the period of the 
last two or three years, perhaps that game has 
been played more than we think. 

I suppose the highest point we could possibly 
arrive at in business cooperation would be a 
place where every element and every individ 
ual man in the business would arise and cheer 
every time anything happened that was good 
for his competitor, even though he did not 
benefit directly from the result. In other 
words, the achievement of a philosophy in the 
business that would induce people to feel 
good any time anything happened good for 
any one in the business, realizing that a benefit 
of that kind could in the long run only re- 
bound to his benefit, that it was bound to come 
back te him 

As we review very briefly the experiment 
known as the NRA and other things that have 
been tried, it seems to me that perhaps we 
have been approaching our problems in a 
mathematical way instead of through the heart, 
and through appeal for the building within 
the business of some of those things that with 
out them we cannot hope to achieve the things 
that we want to do 


Things Designed to Better Our Business 

I do not think any of the work done in the 
last year or two has been wasted. Of course, 
I do not think the work that has been done 
over the last 25 years has been wasted, but 
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I do think this, that if we are going to go 
anywhere in American business, if we are go- 
ing to create anything or build ourselves into 
some other of the usual types of business men, 
we have got to be willing to try the things 
that are submitted, that are designed to do 
better things for our business and provide bet- 
ter opportunity for the people in the business, 
because if we are going to turn it down with- 
out looking at the card, how are we going to 
know what the card is? I can understand 
why any business, over a period of a few years 
at a time when none of the rules seemed to 
work, that people got into a situation where 
they felt that because rules didn’t seem to 
work, it was impossible to make rules work. 
But we are moving out of that. Art the lowest 
point of this so-called something that my 
friend Vivian refuses to listen to, when we 
did have our backs up against the wall, the 
probabilities are we were doing more business 
in this country, even at that low point, than 
any nation in the world had ever done at any 
time. The trouble with all of us people who 
have inherited the present business structure 
of the world, is that we inherited something 
great, and many times we do not realize that 
there was a job for us to do on that struc- 
ture. We proceeded to move in, to enjoy all 
of the things it contained, and to figure that 
it mever would depreciate, and the roof 
wouldn’t leak, and nothing in it come down. 
And then came the time when the structure 
did begin to break, and then we found our- 
selves confronted with the necessity for quick 
action, and without adequate experience which 
can only be obtained and tested in times of 
stress and test. 


Basic Principles That Everyone Can 
Appreciate 

I could go on and report to you—I try it 
every year—to make a report about this Asso- 
ciation and what it does and what it tries to 
do. And each time I find myself closing the 
book and turning it away, because after all is 
said and done, it is not what the Association 
tries to do, or what the Association intends to 
do, or thinks it might do. That is all inci- 
dental to the main job, and that main job is 
to build into this business certain basic prin- 
ciples that everybody can recognize and hon 
estly join together on, and that everybody will 
realize must be put over if the business is to 
go on and prosper. 

I do not fear these things, because I have 
been in the business since I was a child. I 
have never been in any other business. I do 
not know what the problems in some of the 
other businesses are, except as I find them in 
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contact with our confreres in Washington. 
And they seem to have worse problems than 
we, because they haven’t the things that we 
have in this business, and that is the faces and 
families and names that go on generation after 
generation, and build strength into the busi- 
ness, due to the fact it has a strength and lure 
that keeps people with it. Our difficulties 
come entirely from those factors who come in 
from the outside, and do not understand our 
merchandising language. They do not un- 
derstand and appreciate that wonderful his- 
tory that lies behind this business, the type 
that Bill Pitt spoke about and Mr. Vivian 
spoke about on the other side, and that any- 
one who has been in this business for any 
length of time realizes the value of. 


Only Vertical Associations Can 
Succeed 


So I do not make you good reports, because 
as a matter of fact the thing we did yesterday 
is pretty well gone, and after all the thing 
we are interested in is the thing we are trying 
to do from now on. 

I want to talk to you briefly of a few basic 
things I think are reasonable and can be 
adopted all through American business. I am 
committed more than ever now to the prin- 
ciple that vertical associations of business men 
are the only kind that can possibly succeed. 
I think the failure of the governmental experi- 
ment came from the fact that government tried 
to break business down into too many smal! 
units, forgetting that business is composed of 
a system of relationships that bring so many 
businesses together with common problems; 
that when you take them away, one breaks 
through on the created antagonisms that did 
not exist before. And it was hard to convince 
the Government that that was the case, because 
they did not know this frame of mind or 
method of thinking that only exists in the mind 
of a man who has been in the business and 
considers that business as the greatest business 
in the world, and the business in which he is 
his only chance to build himself high enough 
so that perhaps out of this great maelstrom we 
are in he may achieve something of an im- 
mortality, even though it is only known or 
apparent to those people with whom he has 
daily, monthly and yearly contact. That is 
an intangible thing, but it comes back to the 
fact that if you are going to get anywhere in 
business, you must get the elements that are 
interdependent and interrelated, who affect 
one another close enough together so that one 
is willing to give up a little of what may seem 
to be his prerequisite that the other man may 
gain, and out of the whole may come an av- 
erage. 

Following that method of thinking, and fol 
lowing that method of association endeavor, 
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1. D. R. Pinney and H. L. Fellowes, 
Bankers Box Company. 

2. Jim McKibben, Security Stationery 
Company, Kansas City, Mo.; Peter J. 
Murrett, Ryan & Williams, Buffalo. 

3. Milton Shuster, Harry Tehan, both 
of Charles M. Higgins Company. 

4. T. C. Wanty, Gunn Furniture Com- 
pany; Bob Latsch, Latsch Brothers, Lin- 
coln, Nebr. 

5. J. M. Tompsett, Isler-Tompsett 
Company, St. Louis; Herb. Walsh, 
Southworth Company. 








it is Not so important how you do it. More 
important is what you do, and how you do 
what you do, and how you think about your- 
self and your business and about the other 
fellow. And that is the only kind of report 
to make. The kind of report I want to make 
to you is this. This is more significant than 
any detail. The thing I want to say is this: 
For the first time in the last five years I find 
people in this business thinking not about the 
troubles, but about the things that can be 
done. I find them emerged from this valley, 
this low valley we are in, coming into the 
situation where now they can think freely, and 
to feel they can afford to try the experiment. 
That was one of the psychological aspects of 
the Government experiment. It was started 
at a time when no man could dare to try the 
experiment, because he didn’t know whether 
he was going to be here Saturday or not. He 
didn’t know how he could go on and carry 
his sales force, and necessarily he didn’t dare 
try the unusual thing. 
Business Can Now Proceed with New 
Plans 

But now we are coming to a point where we 
are again in that economic situation or condi- 
tion where a man need not fear to try the new 
thing that seems to be necessary. And the 
Lord knows it is necessary that we prepare our- 
selves for even more unusual conditions than 
we have experienced in the past. Every one 
has agreed that the rest of this year is going 
to be good. We are going to do business. It 
is agreed that early next year we are going to 
do business, better business, and the factors 
are there. The farmer that Mr. Collison has 
spoken so eloquently about has more money, 
and he spends it. He spends it quick; he 
doesn’t put it in a bank and let it rot. He 
moves it out. And there are other elements 
building a pattern into American business that 
can only result in a much greater circulation of 
money into business, and we are a business that 
gets the money and gets it pretty early in the 
game. And then, after that, we have the 
greatest replacement market the country has 
ever known. An absolute release of that re 
placement market would mean ten years of 
good business in this industry without the sale 
of a single bit of new business. We have 
something to look forward to. That to me is 
the kind of report you want to get, because 
giving that kind of a report, it means we are 
approaching the point where we can try the 
thing necessary. 

Only a Few Things Needed for 

Success 

To my mind there are only three or four 
things that need to be accomplished, in order 
to give us at least the headway we need in 
order to go on. We are not going to achieve 
a period in business, or a time, when every 
man is going to be so honest, there wouldn’t 
be any fun in it; in other words, having a 
complete success. We are never going to find 
a time when it is easy to do business, because 
if it were as easy as that, we wouldn’t need 
iny associations You fellows wouldn’t stand 
it. What we are looking for is something 
harder, and which stabilizes the principles and 
policy, which means that it will be harder for 
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a man to do the daily job, because he is going 
to have to do it by the rule. Instead of taking 
the easy way, the way of swapping the mer- 
chandise for no compensation at all, or for an 
inadequate compensation, he is going to find 
out how to create places for business that were 
not existent before. The minute you levelize 
conditions or prices, it puts everyone on his 
merit, and you find a sifting system where the 
fellow who wants to do the job right finds 
himself gravitating to the top by the very 
force of circumstance, and as you do that you 
will naturally find left in the business the 
highest quality of selling, of management and 
of manhood, which is the thing we want to 
retain, the thing we want to keep in here, 
because without that we are helpless. 


Friendliness and Cooperation We Must 
Preserve 

We honestly believe, whether we are kid- 
ding ourselves or not, that we have in this 
business an unusual type of people. It is the 
most friendly business I know anything about. 
It is the only business I know of where I can 
sit in my office and think of men in almost 
every city in this country, not as dim faces 
and forms, but as Bill and Dick and Sam and 
Tom. I could stand here and name nearly 
every man in this room, and would not have 
to be formal. How many businesses do you 
know that are like that? That is the thing 
we must preserve and hold. And if we are 
going to hold that, we must build boundaries 
to our business, so that no Tom. Dick and 
Harry, making no contribution to the common 
good, not sincere or honest in getting into the 
business, will not be able to come in and 
muddy the waters and spoil it, and make it 
impossible for us to live in the type of struc- 
ture we are willing to live in. We want close 
conference. When any element is going to 
make a major change, we want to get together 
and talk it over, and see if it is safe to make 
that change. How is it going to affect the 
dealer? How will it affect the legitimate 
trade manufacturer, or the business? Let’s 
get our heads together, and when we do 
that let us be sure that every step of that 
kind. every major change, every method has 
the best effort and the best brains of those 
who are going to live with that change. That 
is not unreasonable. Yet that is something 
the men in Washington, who call themselves 
economists, think is strange. They never 
thought of that. That doesn’t appear in any 
mathematical table. You do not find it in 
books. You almost have to look to baseball 
to find that. because in baseball when any 
one man in the gang doesn’t do what the boss 
says, the jig is up, and Detroit doesn’t win 
the pennant. That is all there is to that. 
Where would we be if the batters decided they 
wouldn’t cooperate? Where would they be 
and where would they get? 

There is nothing wonderful about that, but 
that seems to be an entirely new principle that 
everybody jumps at, and they think that will 
take us somewhere, and there isn’t any doubt 
about it. 

Forward with Fair Trade Acts 

A second thing: We fought for years for 
legislation similar to the California Fair Trade 
Act. That isn’t anything new. That is only 
the Capper-Kelley legislation, legislation the 
Congress was afraid to pass, because certain 
powerful interests were able to get in there 
and make themselves heard. That blocked it. 
There was a time when it passed the House 
of Representatives. and then they mutilated it 
until no one could recognize it. And the 
states. which are much more progressive than 
the National Government on forward legisla- 
tion, have taken the job up themselves. Why 
not try it? Why not see where we can go 
with it? I do not think the Department of 
Justice is going to get into trouble with the 
State of California, especially on the eve of 
an election. I cannot conceive anything like 
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1. Irwin Vincent, Western Typewriter Company, Topeka, 
Kas.; R. E. Hodge, Gary Office Equipment Company, Gary, 


5. R. H. McGowan, Shaw-Walker Company; Sterley Jerue, 
McClain & Hedman Company, St. Paul; A. S. Arnold and 


Ind.; Bill Smith, Ace Fastener Company; Hy Linden, Ace Guy Boyd, Shaw-Walker Company. 


Fastener Company. 


2. Ted Caswell, F. S. Webster Company; Claude Hanes, 
Office Equipment Company, Tampa; Jim Cooper, manufac- 
turers’ representative; E. L. Isaakson, Verstegen Printing Com- 


pany, Sioux City, Iowa. 


3}. G. J. Sengbusch and A. F. Sengbusch, Sengbusch Self- 


Closing Inkstand Company; W. A. 


Hazel Company; T. L. Pinckney, J. S. Staedtler Company. 
1. J. H. Morgan, Swan-Morgan Company, Huntington, W. 
Va.;: Mrs. Morgan; Mrs. Norton; W. H. Norton, Swan-Morgan 


Company. 


that he Department of Justice, we used to 


see them around in our offices They inves 
tigated us so much We had to adonr im 
proved methods of filing, so that these fellows 
could find all the stuff they wanted to find 
there (I sughter ), and we even put a desk in, 
so that when an investigator came in he would 
be comfortable I told the Senate Investigat 
ing Committee that. Now, instead of coming 
into our offices, and examining our methods 
and searching our files, those fellows are G 
men, killing off the Dillingers, and they have 
is And that is what they 


dropped all th 
should have been doing all the time, instead 
of spending their time in the offices of busi 
ness men, trying to make criminals out of the 
business men, whose only thought and effort 
und desire was to build themselves up, to m ake 
» better contribution to this country. And if 
they had been allowed to do it over the last 
ten or fifteen years, we wouldn’t have a relief 
roll today is big Ss it 1s And don’t forget 
business men don’t forget this thing, 


and the bus ness men pay the bills, and they 


that the 


are not going to get much interference from 
1 
the Government now in trying to work out 


6. Maarice Mann, 


Automatic Pencil Sharpener Company; 
John Kolb, C. Howard Hunt Pen Company; Claude C. Bar- 
tholomew, Burnap-Meyer, Inc., Kansas City, Mo.; Fred Fenne, 
Neva-Clog Products, Ine. 


7. Harold Hampton, seerctary, Stationers Club of Indi- 


W. R. Diehl, Jr. 


problems the Government itself hasn’t been 
able to work out. 


An Organization Not Without Critics 


We believe in cooperation in this organiz 
ation. Harry said in his report today that we 
get some letters in the office at times that are 
critical. I don’t think an organization with 
out a few constructive critics is worth a cuss. 
And one of the things I like about our busi 
ness is that we don’t have many letters that 
kick just for the fun of kicking. We have a 
few non-members who would like to discipline 
our members. Just as an unusual note—The 
only two really critical letters we have had 
this year, that I really got sore about, were 
from guys who were stealing a ride, that were 
not members of the Association. One of them 
actually wanted us to remove the Governor in 
his district because he didn’t like him. The 
Governor wasn’t doing things the way he 
wanted them done. He doesn’t belong to my 
gang and don’t want to. We don’t have much 
of that. 


Not in Favor of Elaborate Programs 


I think we can confine ourselves pretty much 


anapolis; Merritt Ober, Stationers, Inc., Indianapolis; C. C. 
Blomberg, Lockwood- Shee, Oakville Pin Division, Scovill Manufacturing Company; 
Harold Graves, Wilson-Jones Company. 

8 W. R. (Billie) Diehl, Diehl Office Equipment Company, 
Columbus, Ohio: Mrs. W. R. Diehl: Mrs. W. R. Diehl, Jr.: 


to our dealings, and working out our prob- 
lems with the folks that we know. I do not 
think there is any element in this business that 
would consider for a minute refusing to take 
a chance on anything that he thought might 
benefit the other folks in the business. We 
are not going to try to work into elaborate pro- 
grams. The latest thing down there is volun- 
tary agreements, without any way of enforc 
ing them; get together and agree to maintain 
hours and wages, without any help from the 
Government whatever in the stabilization of 
our principles, so we can pay those wages and 
maintain those hours. That is a lot of bunk. 
That is only to keep the remaining 2300 em- 
ployees of NRA out of each other’s offices. 
We get fellows that haven’t much to do, and 
they visit too much. You have to give them 
something to do. They are writing histories 
and obituaries. Of course we have helped 
them to write some of those, and they run 
them out. And if they were using decent sta- 
tionery, I wouldn’t care how long they worked 
(Laughter), but they are using one cent pen- 
cils, and rotten looking mimeograph paper, 
and so on, and the guys that sell it don’t make 
anything on it, so NRA is doing us no good 
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any more. Voluntary agreements are out. 


“Working It Out for Ourselves” 

We took a slogan that said we would work 
it out for ourselves, and if we can do that we 
can get a million dollars worth of advertising 
throughout American business, just by reason 
of the achievement, because any industry to- 
day that has enough ability in its own ranks 
to work out its own problems is doing some- 
thing that an organization with 5300 clerks 
and a payroll of $7,000,000 a month could not 
do. And I believe we can do it, and the most 
significant thing about our chance of doing it 
is that at this Convention we have all these 
boys from California, not sitting off by them- 
selves and wondering what they might do, but 
coming down here and gathering with all the 
other fellows throughout the country, so that 
whatever we do, we will all be with it and 
behind it, and it will have force. And we 
have the men here from Texas and from the 
East and every other section of the country. 
Why? Coming in here with individual com- 
plaints? No. Coming in here because they 
are intrigued with the idea of working it out 
for themselves. And I knew when we wrote 
that slogan, it would get you, because you are 
the fellows here that like to work it out for 
themselves. You are not a lot of merchan- 
dising cripples. I addressed a meeting of 
merchants a week or two ago. You do not 
know what you have done. You do not realize 
what you can do. But meetings of this kind 
indicate to me that there is a growing realiza- 
tion of what you can do. 

Talk Closes with a Suggestion 
Now all I want to do is to close with a 


suggestion. I would like to write my report 
after the meeting, and not before. I want to 
see enough accomplishment and equipment set 
up here, so that when we move out we will 
have the thing Charley would like to have in 
agriculture, and that is human equipment set 
up and prepared to go through with the job 
for twelve months, not the writing of a resolu- 
tion and its relegation to the files, but the 
writing of a principle, the setting up of a 
group of men to carry it through, and to 
study it and stay with it, and those groups 
composed of all the elements in our business. 


An Army That Will Never Be on 
Relief 


If we can take three things, and do them 
this year, or four things, we will be so far 
ahead of the procession that we will actually 
have time, Ladies and Gentlemen, to devote 
some thought to creating more business, be- 
cause we live on creative business, we live on 
the new things we supply to American busi- 
ness. This is one of the most changing busi- 
nesses I know anything about, because they 
come to us with the results of inventive genius, 
and they hire from us, as Cal Coolidge would 
say, our facilities for placing that at the serv- 
ice of the people of the country. We have 
12,000 salesmen on the street, we have 11,000 
salesmen in our stores—and I am only talk- 
ing now of the legitimate commercial stationer. 
There is an army that will never be on relief, 
because those men create each day that they 
go out to work enough so that there is some- 
thing left to pav them, and something else 
left for the common good. We have the 


Reports of Treasurer, Auditor, and Budget and 


(Report read by C. P. Garvin) 
Cash balance as of September 30, 
PE ciktekice Genk anes 


...$ 4826.00 
Cash balance as of September 30, 


SN is aes ed ies cs ; 5445.00 
Receipts for the year....... 35195.93 
Disbursements for the year 34576.41 


Respectfully submitted, 
WILLIAM E. STOCKETT, 
Treasurer. 
(Report made by C. P. Garvin) 

Mr. Waddy asked me to make his report, 
and as Mr. Waddy would make his report 
I shall make it. He would have said: “Ladies 
and Gentlemen. I have looked over the books 
and they are all right.” 

WOODSON P. WADDY, 


Auditor. 

The following budget for the ensuing year: 
CEE igh cdardecnctcann $25,000 
Me ancwhabs eee oe 
Printing and Stationery . 4,000 


Office Expenses .......... 3,500 
Traveling Expenses ...... 500 
Regional Divisional Expenses 1,000 
Dues and Subscriptions .. . 300 
COMBOS on cic scccnes 1,000 

TOR vckendanaueens $37,700 


Respectfully submitted, 
The Budget Committee: 

J. OGDEN PIERSON, 

Chairman 

J. S. SPROTT 

ED. CRANDALL 

G. B. BINGHAM 

GUY HAMLIN 


There were in attendance at this convention 
between 550 and 600. Of these 466 have 
registered. This registration is divided as 
follows: 

104 Manufacturers 
182 Distributors 
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greatest sales army in the world. We have 
probably one of the oldest merchandising busi- 
nesses in the world. We have a business with 
a background, a business with a legend, a 
business that is as strong today in its human 
capabilities as it ever has been in any period 
of its history. I see down here a father and 
son in the same business. Just while we were 
going on in the code work, a boy passed out 
whose father used to be President of this 
Association, young Bill Brooks. 


Government Doesn’t Understand That 
Phase of Business 


Gentlemen, think of the business we are 
building up all over this country, which has 
business men who grieved as if they had lost 
a relative because of the death of that boy. 
Those are the things that really count in busi- 
ness, and those are the people we love and can 
respect. Now that is not a bad aspiration, is 
it? It sounds crazy in a business meeting, 
doesn’t it? Tne Government doesn’t under- 
stand that phase of business, but we under- 
stand it. Let’s write a report the day this 
meeting closes, and if we can write into that 
report that we have set ourselves up to work 
out for ourselves a few things that are not so 
difficult after all, then I would like to read 
that report to Mr. Roosevelt, and I could 
very properly add to it, “Sir, you cannot get 
this done by politicians. It can only be done 
by the men of business, the patriotic men of 
business, who aways have responded to the re- 
quest of any president, regardless of what his 
politics are.” I hope we can write that kind 
of a report. 


Credentials Committees 


94 Manufacturers Representatives 
10 Publications Representatives 
76 Ladies 


466 Total 
I want to take this opportunity to thank the 
delegates and to express my sincere appre- 
ciation of the fine cooperation exhibited by 
everyone in assisting on the difficult problem 
which confronted us on seating at the Ban- 
quet. What might have been a very con- 
fusing situation worked out beautifully due 
to the 100% cooperation of everyone ap- 
proached and I want to thank you most 
heartily for this assistance. 
Respectfully submitted, 
Credentials Committee: 
EDWARD L. LITTLE, 
Chairman 
NELSON BUSHNELL 
AUSTIN LEFTWICH 
WALTER R. DOLLIVER 


Report of the Necrology Committee 


(Made by C. P. Garvin for the Chairman of the Committee) 


At this point in every convention we ap- 
proach a duty that is a sad one and yet one 
we look forward to because to those men who 
have just passed we must pay a tribute. I 
am going to ask this assemblage to rise and 
stand in silence while I read this report. 

Alexander Agronick, Secretary of Rhode 
Island Stationers Association, Providence, R. I. 

Alvah Bushnell, President Alvah Bushnell 
Co., Philadelphia, Pa. 

Eugene H. Clarke, E. H. Clarke & Bro., 
Memphis, Tenn. 


Joseph Emmet Mannen, Stationers Loose 


Leaf Co., Atlanta, Ga. 


Raymond H. Barker, President of S. Bark- 
er’s Sons Co., Cleveland, Ohio. 

Joseph R. Kelly, President of Clarence R 
Smith & Co., Louisville, Ky. 

James S. Mittag, Mittag & Volger, Inc., 
Park Ridge, N. J. 

Albert Blake Dick, A. B. Dick Co., Chi- 
cago, Ill. 

Frank H. Fisk, President of Stetson-Fisk, 
Inc., Albany, N. Y. 

H. B. Anderson, Neva-Clog Products, Inc., 
Bridgeport, Conn. 

T. E. Bryant, President of Bryant & Doug- 
las Staty. Co., Kansas City, Mo. 


Arthur E. Perkins, William M. L. Mec- 
Adams, Inc., Boston, Mass. 

Charles Westphal, Boorum & Pease Co., 
New York City. 

Richard Best, President of the Richard Best 
Pencil Co., Inc., New York City. 

Arthur W. Eaton, Eaton Paper Corp., 
Pittsfield, Mass. 

Lee S. James, Quality Park Envelope Co., 
Chicago, IIl. 

John T. Bailey, Ward’s, Boston, Mass. 

William Henry Brooks, Jr., Wm. F. Mur- 
phy’s Sons Co., Philadelphia, Pa. 
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Louis H. Blakemore, Pounsford Stationery 
Co., Cincinnati, Ohio. 

Charles M. Butler, President of the Provi 
dence Paper Co., Providence, R. I 

John Ewing Blaine, treasurer of the Globe 


Wernicke Co., Cincinnati, Ohio 


John M. Sandoe, The Wahl Company, 


Palo Alto, Calif 
Leon G. Bigelow, President of Quality Park 


Box Co., St. Paul, Minn. 


George W. Hyde, Moore Pen Co . Boston, 


Mass. 

George Henry Wiswall, Thomas Groom & 
Co., Boston, Mass 

Leonard A. Baer, Baers’, Canton, Ohio 


Arthur Harris Cooley, J. C. Blair Co., 


Columbus, Ohio 


John Hamlin Gordon, Boorum & Pease 
Co., New York City. 

William E. Haggerty, Joseph Dixon Cruci 
ble Co., Jersey City, N. J. 

Thomas Marshall Keely, Wilson-Jones Co., 
Washington, D. C. 

Charles W. Honeywell, President of 
Deemer & Co., Wilkes-Barre, Pa. 

Fred C. Ziegler, Ziegler, Redeker & Dick, 
Cincinnati, Ohio 

Theodore A. Steinmueller, President of 
Lucas Bros., Inc., Baltimore, Md 

J. C. Parsons, President of the Wahl Co., 
Chicago, IIl. 

Frank W. Bailey, honorary member and 
past President of the National Stationers 


Association, Melrose, Mass. 





OFFICE APPLIANCES 


W. C. Drury, John W. Graham Co., 
Spokane, Wash. 
Charles K. Wadham, Boston, Mass 
Edward J. Hussion, President, Standard 
Printing & Lithographing Co., Houston, Tex. 
During this year we have lost many men. 
We cannot replace them but we can carry in 
our hearts our memories of them and of the 
associations we have had with them. 
Let us stand in silence a moment while we 
think of these good men. 
This report is respectfully submitted, 
The Necrology Committee: 
HERMAN PRICE, 
Chairman 
ARTHUR KING 
BOB JOHNSTON 
FRED DOWNS 
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Lockwood Bushnell, Nelsor Alvah Bushnell Co., 


Top Row Standing: Ed. Little, Wabash Cabinet Company; 
Paul Mule and Austin Leftwich, Tropical Printing Company, 
New Orleans; Tom Emerson, The Conklin Pen Company; L. 
W. Burt, Burt & Jeffers, Hartford, Conn. Seated: W. R. Dol- 
liver, Providence Paper Company, Providence, R. L.; Joe 
Hildreth, Esterbrook Pen salesman emeritus; Will Reuter, 
Crowley-Reuter Stationery Company, president, Kansas City 
Stationers Association; Bill Smith, Ace Fastener Company; 


Arthur L. King, Ward’s, Boston; H. C. McPike, Weis Manu- 
facturing Company. 

Bottom Row: F. J. Yawman and Harvey Rockwell, Yaw- 
man and Erbe Manufacturing Company; Phil Anderson, 
Kansas Book Dealers Association; C. L. Mitchell, Crane & 
Company, Topeka, Kas., holding a copy of a well-known pub- 
lication; Horace T. Hamilton, manufacturers’ representative, 
Dallas; C. F. Collisson, Minneapolis Tribune. 


a fe oe ot 
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Convention Addresses 


T IS a real pleasure to appear before you, 

and it has been a distinct pleasure to work 
with Mr. Meyer, Mr. Maish, and the other 
members of the Kansas City Committee of Ar- 
rangements, and with your genial and most 
capable General Manager, Charley Garvin. 
We plac ed the services of our organization 
at their disposal to help them plan this con- 
vention. They have done a fine piece of work, 
and you are in for an enjoyable and worth- 
while program. I now have the honor and 
privilege of presenting to you a man whose 
name is a by-word in your industry, a man 
whose life and history are a definite tie be- 
tween Kansas City and your business. You 
know him very well. He came to Kansas 
City some fifty years ago. As a lad he looked 
forward to a business career. He developed 
into an expert machinist and tool designer, 


T IS indeed a great privilege, this coming 

again before you, and looking into the 
faces of the older men and also into the faces 
of my younger acquaintances. The National 
Association has always had a strange attrac 
tion for me, during all of my years in trade 
work. I wrote Mr. Fletcher Gibbs of Chicago, 
asking him to send to me a list of the past 
presidents of the Association. He sent to me 
a photograph made in 1904 of the group that 
met in Chicago and formed the National 
Association of Stationers and Manufacturers. 
This picture has been interesting to me. Some 
of the black-haired young men seen in this 
photograph are now gray-headed, some are 
bald, some have lost their whiskers and some 
have shed their mustaches. When we think of 
the contribution these men and the other old 
timers have made to association work, devot 
ing their energies, time and thought toward 
steps that would improve conditions in the 
industry, make business more of a pleasure 
and less of a drudge, we are grateful to them. 

I cannot recall many of the names off-hand. 
I would not attempt to speak of them all, but 
there is a long list of the past presidents alone. 
Think of the years of devotion that Fletcher 
B. Gibbs gave to your Association. He devoted 
time that he owed to his business, and finally 
gave up his business and devoted all his time 
to your Association work. Charley Mann of 
Philadelphia, Bill Kennedy of St. Louis, Frank 
Bailey of Boston, Millington Lockwood of 
Buffalo, Bob Patterson, George M. Court, 
Charles Lent and Charles M. Bellman. Recall 
his smiling, optimistic face and his energy 
that he put forth continuously during the 
years of his life. Ogden Pierson, radiating 
the hospitality of the South, and Ivan Allen. 
Charles Marshall, Arthur Walker, and many 
others, and at the foot of the list is our pres- 
ent President, Harry A. Morgan. When you 
consider the work these men have done, doesn’t 
It inspire you to renewed effort to make your 
Association worth while? Doesn't it revive 


Address of Welcome 


By H. E. Boning, Jr. of the Kansas 
City Chamber of Commerce 


eventually operating a machine tool and tool 
die works in the then young Kansas City. 
About thirty years ago he made his first con 
tact with the stationers, when the late J. B. 
Irving induced him to perfect a ring binder 
for commercial use. His efforts were so suc- 
cessful that his device became the model 
for all similar utilities. Subsequently, with 
Mr. Irving, he produced many loose leaf de- 
vices that came into general use. In 1903, 
with his Kansas City associates, he formed the 
Irving-Pitt Manufacturing Company, which, as 
you know, proved to be one of the great con- 
cerns in your industry, and arrived at a bus- 


Address of Welcome 


By William D. Pitt, President, The 
Pitt Corporation, Kansas City, 
Mo. 








Mr. Pitt 


your hope that eventually we shall arrive at 
an understanding of Association work, realiz- 
ing that improvement in the Association is an 
improvement in conditions for your competitor 
as well as yourself? An unselfish contribution, 
a work of service, is required to make Associ- 
ation work a success. 

Kansas City welcomes this group of men 
and all it stands for. We are proud of our 
group, we are proud of our Charley Meyer, a 
man who rates men in proportion to their 
ability to work. I challenge any district to 
produce a better group of workers than we 
have in the Eighth District. 

We have all gone through years of stress. 
The last four or five years have been hard 
years. They have tested the fiber of men; they 
have brought out the best that is in men. It 
has left the workers, and I foresee the time 


iness international in its scope. He retired 
from that organization in 1925. 

During his active days with the Irving-Pitt 
organization he was always greatly interested 
and very active in promoting and finding 
means for establishing better trade relation- 
ships in your industry. His activities were 
many and very successful, and much credit 
is due him for the cordial relationships that 
now exist within the industry between manu- 
facturer and stationer. 

About a year ago this gentleman returned 
to the loose leaf industry. He was welcomed 
back to your ranks. He is resuming his mem- 
bership in your organization, and today, on 
his sixty-fifth birthday, it is his privilege to 
welcome you to Kansas City, his home city. 
Gentlemen, it is a great privilege to present 
to you Mr. William Pitt, of the Pitt Corpo- 
ration of Kansas City. 


when this organization will be made up chiefly 
of workers. It seems to me that that high 
ideal of a man that has been so beautifully 
portrayed by Rudyard Kipling should be 


aimed at, when he says: 


If you can keep your head when all about you 
Are losing theirs and blaming it on you; 
If you can trust yourself when all men doubt 

you, 

And make allowance for their doubting too; 
If you can wait and not be tired of waiting, 
Or, being lied about, don’t tell any lies; 

Or, being hated, don’t give way to hating, 
And yet don’t look too good or talk too 
wise. 


If you can bear to hear the truth you’ve spoken 
Twisted by knaves to make a trap for fools; 
If you can see the things you gave your life to 
broken, 
And stoop and build them up with worn- 
out tools. 


If you can make a heap of all your winnings, 
And risk it on one turn of pitch and toss, 

And lose, and start again at your beginnings, 
And never breathe a word about your loss. 


If you can force your heart and nerve and 
sinew 
To serve your turn long after they are gone, 
And so hold on, when there is nothing in you 
Except the will which says to them “Hold 
on. 


If you can talk with crowds, and keep your 
virtue, 

Or walk with kings, nor lose the common 
touch; 

If neither foe nor loving friend can hurt you; 

If all men count with you, but none too 
much. 


If you can fill the unforgiving minute 
With sixty seconds’ worth of distance run, 
Yours is the earth, and everything that’s in it, 
And, what is more, you'll be a man, My 
Son. 


Response to Address of Welcome 


T IS a great privilege and personal pleasure 

for me to attend this Convention. I know 
no man who could extend so courteously the 
pledge of welcome than Mr. William Pitt, a 
gentleman who has meant much to this in- 
dustry. 


By Arthur L. King, President, 
Boston Stationers Association 
Just forty-seven years ago this month the 


organization of which I have the honor to be 
President was founded by a group of men in 


the old Parker House in Boston. It is from 
such groups as this that all you men come, 
and in pledging the unfailing loyalty of all 
delegates to this thirtieth Convention, I will 
remind ail delegates of their accountability to 
their own groups back home. 
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WO years ago at Cincinnati, and last year 

at Buffalo, when I was privileged to ad 
dress you manufacturers, I made one state 
ment that stands out in my memory above all 
others. That statement was: that I felt the 
manufacturers of our commodities had a big 
job on their hands in their effort towards sta 
bilization of prices, and that I felt that the 
distributors had equally as great a respon 
sibiliry. Those remarks seem more appropri 
ate today than ever 

I think we are approaching a solution of the 
problem of stabilization owing to the fact that 
many individual states have passed legislation 
that has long been sought by all independent 
merchants and independent manufacturers of 
the country for many years. That means that 
this type of legislation is going to assist us 
very materially in bringing about stabilization, 
and will very definitely take care of the dis 
astrous effects of predatory price cutting 


Distribution 


The manufacturer is primarily interested in 
the proper distribution of his products. This 
distribution must necessarily be through the 
legitimate Commercial Stationer who main 
tains an intelligent, high-standard personnel; 
does a good job of constructive selling; whose 
store is a representative type of outlet for ca 
tering to the consuming public for their re 
quirements in our business; who keeps faith 
with both the consumer and manufacturer; 
lends his support to a betterment of the in 
dustry; and strives to educate the public to 
regard the stationery business as one of the 
highest types of retail businesses. In return 
for this type of representation, it is only nat 
ural that the stationer should desire to know 
who the friendly manufacturers are. It is ob- 
vious that the successful stationer is going to 
deal with the manufacturer whose policy is 
directed toward the best interest of the in 
dividual stationers dealing with him. It is 
equally obvious that the trade manufacturer 
who really needs dealer distribution must have 
a higher appreciation of the value of such 
dealer distribution. The retail stationers of 
this country definitely need, more than at 
any previous time in their existence, the fullest 
cooperation of the manufacturers. It is of the 
utmost importance that the manufacturers who 
market their merchandise through them as a 
final outlet to the consumer, so distribute their 
merchandise that it will be possible for the 
stationer to sell his goods at a profit. When 
manufacturers do this, the manufacturer will 
have strengthened his own position and will 
have built up a strong dealer outlet that will 
be a credit to the commodities he manufac 
tures. 

There are those among us who believe that 
it is useless to try to straighten out distribution 
There are those among us who felt that it 
was useless to try to pull out of the depres 
sion. There are men in business who believe 
that business cannot be conducted on a high 
plane and that it is possible to succeed in bus 
iness. There are men in business who are con 
tent to let things ride along until an impossible 
situation arises, and then would be content to 
go on relief. I cannot believe that this bus 
iness, with its long record of constant building 
and constant merchandising development, be 
lieves that it is impossible to work out better 
conditions in this business 

We recognize that in some of the commodi 
ties, there are other legitimate outlets in addi 
tion to the Commercial Stationer. The sta 
tioner is looking only for one thing and that 
is for a definite understanding on what all 
of the commodity manufacturers want to do, 
what they are willing to do in order to pre 
serve the best interest of their stationery outlets 
It is easily recognized that the manufacturers 


Address to Manufacturers 


By President Harry A. Morgan 





Mr. Morgan 


know the value of these outlets and, therefore, 
are in a position where they must consider the 
value of these outlets to them, and how these 
outlets may be perpetuated, protected and pro- 
moted. 


Conferences of Manufacturers and 
Dealers Before Major Changes Are 
Made 


I strongly recommend that the idea of con 
ferences between manufacturers and dealers, 
before major changes are made, become the 
basic principle of this business. We can achieve 
this result in no other way except by friendly 
cooperation and coordination between the deal 
ers and the manufacturers. 

Recently there have been innumerable letters 
coming into the Washington office from deal- 
ers all over the country complaining about 
the manner in which many manufacturers are 
handling the matter of price reductions—and 
there is no question but what many dealers 
suffer from these price reductions, particularly 
as to investment in inventories. While we know 
that manufacturers as a rule are compelled 
to make drastic changes in their price lists, 
either upward or downward, as competitive 
and market conditions demand, yet, wherever 
it is possible and practical to do so, I per- 
sonally think that manufacturers should con 
sult with a committee representing the dealers 
before these changes are put into effect. You 
will recall that this was a question that was 
discussed at quite some length at the con- 
vention held at Buffalo last year. For your 
information, I am going to read the resolution 
that was passed at the Buffalo convention per- 
taining to this very matter: 

“RESOLVED: That it is the sense of 
this meeting of the Distributors and Whole- 
salers Division of the Commercial Station- 
ery and Office Outfitting Trade that manu- 
facturers when formulating a new distribu- 
tion policy which involves price changes or 
any other type of change, including resale 
prices, are invited to confer with this Di- 
vision and to ascertain from the Distribu 
tors information that will guide them in 
making such policies; the Distributors and 
Wholesalers Division further goes on rec- 
ord that it considers that it is the right 
of the Distributors and the Wholesalers to 
be considered when such policies or changes 
are in contemplation. It is obvious that the 
Distributor will direct his business along 
the lines which are considered most cooper 
ative.” 

It is further my opinion that, if the spirit 
and the letter of this resolution were carried 
out by the manufacturers, it would have a 





tendency to create a great deal more harmony 
in the trade and would be most beneficial to 
both manufacturers and dealers alike. 

My observation has been, that difficult prob- 
lems are very seldom solved by clever haggling; 
while they can always be made much easier 
to solve by mingling good will and good 
faith. If dealers can convince manufacturers 
that what they want is “not victory,” but 
simply peace and fair dealing, more than 
half of our difficulties will melt away. We 
can get no results with the distributors in one 
corner and the manufacturers in the other mak- 
ing faces at one another. The only way we 
can possibly get anywhere is to get in a 
corner together with our problems and corner 
our problems and work them out by support- 
ing one another and cooperating with one an- 
other. This is where our Association can, and 


does help. 
Price Maintenance 
We have all read and have all heard prob- 


ably more about price hearings, price control, 
price maintenance, destructive price cutting, 
violation of the anti-trust laws, and what have 
you, than any other matters pertaining to 
N.R.A. with a possible exception of hours of 
labor and the minimum and maximum of pay. 
It has been noticeable in most of these meet- 
ings pertaining to the above that American 
business men are becoming more and more 
united and aggressive. These price hearings 
were a good thing, for they brought out the 
fact that the great majority of business men 
realized that if there is to be a fixed price 
for labor, there must be some place where 
destructive price cutting must stop. These 
meetings brought business men to the forefront 
who are not in favor of the elimination of fair 
competition, who believe in the old adage “live 
and let live,” and who are willing to take 
their chance on an even basis with any com- 
petitor. All of these men are in favor of 
price protection. I am firm in the belief that 
this price control must necessarily come from 
the manufacturer and be carried on through 
to the ultimate consumer. 

It would be a futile effort on my part to 
attempt to enter into any discussion at this 
time of such an intricate and deep subject 
as price cutting. We all know that it is illogi- 
cal in its conception and destructive in its 
practice and operation. We all know that it 
is a crime against the manufacturer who makes 
the goods, and that it is a crime against the 
industry as well. That is the reason, to my 
mind, why it is so necessary for us to achieve 
stabilization as quickly as possible. 

Toward that end, if we would, each of us 
individually, pledge ourselves to make just a 
normal contribution toward the establishment 
of stabilization of both prices and business by 
trying to understand another’s views as well 
as our own, we would be contributing some- 
thing to make possible real friendship by dis- 
couraging the cause of irritation and we would 
establish quickly, peace and harmony all 
through the industry. 


Measurement Plan 


Our General Manager, realizing the neces- 
sity of price stabilization and closer relation- 
ship between the manufacturer and the dealer, 
has worked out a scientific plan to measure 
our problems and develop this closer relation- 
ship in the trade between manufacturers and 
dealers. He has worked out an absolutely defi- 
nite method for measuring the policy for man- 
ufacturers, one compared with the other; for 
measuring the possibility of selling any com- 
modity, or group of commodities; and also for 
measuring the sales force on a new basis. As 
a matter of fact, the plan that he has worked 
out is adaptable to all of the problems of 
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our business and comprehends the measure- 
ment of outlets by the manufacturer as well 
as the measurement of the manufacturers by 
the Commercial Stationer. 

The Plan is designed for the benefit of the 
manufacturers, as well as for the Commercial 
Stationers and Office Outfitters. However, we 
are not going to try to sell it to every stationer, 
or, for that matter, to sell it to anybody. We 
have a plan that is going to be of enormous 
value to those who see fit to use it, but we 
are not going to force it on anyone. 

This Plan is not only workable, but is one 
that will have enormous possibilities in the 
development of strength and merchandise 
stamina in our business. 

The Plan is not a price plan. It has to 
do with the very fundamentals and vital things 
in the business. It is not designed to put any- 
one on the spot, and no one need have any 
fear of the Plan, as it is simply an honest 
approach to our problems and is so com- 
prehensive that it will be applied to every 
problem in our business. We are going to re- 
lease it carefully; and we are only going to 
release it where it is going to be used and the 
benefits of the Plan are going to be applied 
primarily to the interests of our member deal- 
ers and manufacturers and our member Local 
Associations. 

You will hear more of the Measurement 
Plan, as the Convention progresses, from the 
General Manager. 

California Fair Trade Act 

There is no doubt that all of you in at- 
tendance at this meeting today are familiar, 
to some extent, with the law enacted in the 
State Legislature of California in 1931, and 
amended in 1933 by the addition of Section 
11/4, known as the California Fair Trade Act, 
which sets up a very definite contractual re- 
lationship between the manufac:urer and the 
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dealer for the maintenance of re-sale prices. 
This Act is a similar type of legislation that 
has been before the Congress of the United 
States for the past twenty years. The palm 
must go to California for being the first indi- 
vidual state to give us sensible legislation of 
this kind, which is our only hope for a solu- 
tion to our stationery problems. For years we 
have had various types of voluntary agree- 
ments which were broken before they had a 
chance to operate. In the first place, they set 
up situations that were questioned from the 
angle of the law and business men hesitated 
to join very heartily in any agreement having 
to do with price control or trade practices. 

During the year of 1935, eight other states 
enacted similar laws, and now the attention of 
all dealers and manufacturers is focused upon 
our common problem of price stabilization. 
This convention could hardly have been held 
at a more favorable time for an informal open 
forum discussion of this all-important subject. 
Maintaining retail prices on commodities is of 
paramount importance, and the California Fair 
Trade Act gives us the lawful means and 
methods of protection against unfair competi- 
tive merchandising methods. 

Pressing Need for Immediate 
Improvement 

Business men are suffering, almost to the 
point of discouragement, and there is a press- 
ing need for an immediate improvement in our 
industry. Business men have been fighting a 
great war against depression since the Fall of 
1929, and we are still in a state of agitation, 
facing what might be termed a great crisis. 
Many reforms have been suggested that might 
bring about a readjustment and harmony in 
our industry, but there has been nothing sug- 
gested that offers as perfect a solution to our 
problems as the California Fair Trade Act. 
That is why you have witnessed such a strong 
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representation at the convention from the state 
of California; representing almost ninety per 
cent of the purchasing power of the stationery 
industry of California. This body of men is 
representative of both the dealers and whole- 
sale distributors of stationery commodities in 
the state. I believe they are more united in 
their efforts and in their thinking than they 
have ever been before in the history of the 
business. 

While the California Fair Trade Act may 
not be perfect, neither is it a “cure-all” nor 
a miraculous approach to a bunch of unsolv- 
able problems; it is a sensible business action, 
devoted to an approach to our most difficult 
problem, and to a capitalization of a unique 
position occupied by the Commercial Station- 
ers and Office Outfitters in the world of busi- 
ness. It is an ambitious undertaking and it 
certainly does give the manufacturer the right, 
for the first time in the history of our business, 
to insist upon a maintenance of recommended 
re-sale prices within the border lines of the 
state of California. There is no gainsaying the 
fact that this is the thing the distributors want 
and are striving for, and we believe are going 
to get. The California stationers are asking 
that manufacturers prepare their own prices 
and require adherence to such prices on the 
part of their dealers. 


Intolerable Situation of Wholesale 
Competition 

We are confronted, in the state of Cali- 
fornia, with an almost intolerable situation in 
the matter of wholesale competition. There- 
fore, we do not think we are asking anything 
unreasonable of the manufacturer when we ask 
him to sign contracts under the California Fair 
Trade Act, issue his recommendations of re- 
sale prices, and agree to see that those prices 
are adhered to by his dealer distributors: for 
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if he does not protect his dealer distributors, 
then his dealers will eventually be eliminated. 

Surely these Acts are worth trying out 
Surely they are worthy of the cooperation of 
every forward looking factor in the business 
If there are obstacles and obstructions in the 
way, then those obstacles and obstructions can 
be ironed out in conference between the dis 
tributors and manufacturers; but it certainly 
is not reasonable to assume that anyone can 
take the position that these Acts will not work, 
bec ause they don’t think they will work 

Conclusion 

Gentlemen, the National Stationers Asso 
ciation extends to you a cordial invitation to 
use its facilities and offices as a clearing house 
tor your problems. There is no better observa 
tion pom mn the country today to observe the 
serious conditions that are confronting our in 
dustry as a whole than your Washington of 
fice, where there is a continual flow of mate 
rial every day in reference to the multiplicity 
of problems which are before the industry 
You should recognize the fact that there is 
only one organization, through which the man 
ufacturers can all work to solve their problems, 
and that is through the efforts of the National 
Stationers Association, its Officers, and Gen 
eral Manager 

The manufacturer membership in the Na 
tional Stationers Association is comparatively 
small. It is confined pretty much to manu 
facturers whose chief reliance is upon dealer 
distribution. It is to afford a greater coopera- 
tion to these manufacturers that the Associa- 
tion directs its efforts and its plans. 
Association Has Record of Leading 

the Procession 

The National Stationers Association has a 

wide reputation among all trade associations as 
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being ahead of the procession. After all is 
said and done, the chief effort of the Asso- 
ciation is to endeavor to place at the service 
of the real trade manufacturer a real backing 
from the distributors of the country. As com- 
pared to the total number of people who call 
themselves “stationers” in this country, the 
number of “Commercial Stationers’ is com 
paratively small; yet the Commercial Stationer 
does the bulk of the business that is done on 
many of the lines. 

The success of the work depends entirely 
upon the sincere, honest, cooperative purpose 
of all in the business who are willing to help 
in order that the business may be re-established 
on a sound, economical basis. We owe this 
to our country; we owe it to ourselves; and 
we owe it to our industry. 

Gentlemen, I thank you for the privilege 
accorded me of addressing you and I am very 
grateful to the manufacturing division of our 
industry for your support and cooperation 
during my administration. 


The Stores of Kansas City 


By Martha E. Hanson of Mid- 
West Travelers Club 


HE progressiveness of Kansas City mer 

chants is commented upon enthusiastically 
by the manufacturers’ representatives and the 
many out-of-town visitors who have occasion 
to call on them 

In gathering material to present as “an 
other” reason why Kansas City is the place 
where the eyes and ears of the stationery in 
dustry will be focused October 7th, 8th, 9th 
and 10th, I visited several stores in Kansas 
City as a prospective customer 

An attractive display of greeting cards of 
every description caught my eye in one of the 
places visited. The polite and helpful sales 
man allowed just the right amount of assis 
tance and, to my surprise, that store was ahead 
inother sale! 

A complete set of drafting instruments 
graced a window in another Kansas City’s lead 
ing stationery stores. This was contained in a 
large glassed-in display island immediately in 
front of the main doorway. Passageways on 
both sides converging to the main entrance al 
low those interested an unobstructed view from 
ill four sides. The drafting table, stool, many 
rules, triangles, compasses, and other appur 
tenances were displayed in such an interesting 
manner as to have unusual sales appeal. 

I was particul arly impresse d by one displ ay 
to the extent that I came back to my own of 
fice a pretty good prospect for this distributor 
\ window showed a complete business office 
wutfitted in such a manner as to obtain the 
naximum efficiency from the employees who 
might be so lucky as to work in such an office 
Substantial, efficient desks; comfortable chairs; 
filing cabinets to match; bronze lamps that 


would add im artist t uch to any home, and 


yet in extremely good taste for the office; blot- 
ter pads and fountain pen sets; modern type- 
writers—these were well grouped. 

From these complete displays of offices, 
ready and complete for operation, any dealer 
visiting the various stores will be able to take 
home at least one valuable suggestion. 

Fully half of the first floor of another store 
was given over to a parade of some fifteen or 
twenty desks. Desks to suit any purpose 
small and large desks, executive and secretarial 
desks, steel and wood desks. They were dis 
played with matching chairs, so a customer 
could walk around them, sit in the chairs, 
inspect everything thoroughly. 

The windows of one of the leading printers 
in Kansas City contained a beautiful display 
of art work for sales promotional purposes 
which spoke well for the advertising tastes of 
Kansas City merchants as well as the person 
nel of the printing company. 

A duplicating machine company had a com 
plete floor given over to the display of the 
many models of machines of their manufac 
ture, the work produced by the machines, and 
the manner in which it is accomplished. 

Visitors attending the National Stationers 
Association convention in Kansas City this 
week will find it well worth their while and 
a great pleasure to visit Kansas City stores 
A warm welcome will be given. The recep- 
tion committee will have cars at their disposal 
at all times for their convenience in making 
the visits. Cars will also be at the disposal 
of visitors for trips over the many miles of 
beautiful Kansas City boulevards, as well as 
to the various points of interest throughout 
the city. 
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Trade Relations 


By Harold J. Hampton, Indianap- 
olis Office Supply Company, In- 
dianapolis, Ind. 


RADE relations are important, but if we 

talk about building up trade relations be- 
tween everybody in this country that calls 
himself a commercial stationer and everybody 
that calls himself a trade manufacturer, we 
won’t get any place. Many fellows who call 
themselves commercial stationers do not fit into 
the picture, and the time we spend trying to 
get them in the Association is wasted time, 
fellows who do not fit in the picture in the 
way of giving legitimate service, dealing in a 
legitimate way, and making a legitimate profit. 
On the other hand, there are many men who 
claim to be trade manufacturers who are not 
so. They may start out with every intention 
of being a trade manufacturer, but because 
their merchandise doesn’t measure up with 
others, they haven’t been able to induce sta- 
tioners to take their line on generally. They 
have to have distribution, and they cannot get 
it through fellows like you and me. They 
have to have other sources. No one has a right 
to tell them to go out of business. Trade rela- 
tions, therefore, must be built up between 
these legitimate stationers and legitimate man- 
ufacturers, a smaller group than we have been 
trying to build with. 


Most Blame Belongs to Dealers 


A lot of fellows blame everything on the 
manufacturer. I think sixty per cent of the 
trouble is not with the trade manufacturer, but 
with the stationer. I do not think any sta- 
tioner should buy his merchandise from a 
cheap manufacturer, a cheap wholesaler; a 
fellow who hasn’t a clean record has no right 
to go to any trade manufacturer and ask for 
protection. Before a commercial stationer can 
go to a trade manufacturer and ask for pro- 
tection and better and definite relations, he 
had better clean up his own yard. We should 
quit some of the things we are doing. We put 
a legitimate trade manufacturer’s goods into 
our store. Along comes some cheap fellow 
who never belonged to the Association, who 
doesn’t advertise, who usually copies some 
other manufacturer’s merchandise, and makes 
us a low price. Instead of turning that man 
down, we think here is a chance for extra 
profit. But you don’t make extra profit, be- 
cause every cheap dealer in the territory is 
buying the merchandise, and you hurt the 
man who has built up the business for you. 

On the other hand, some trade manufac- 
turers forget their arrangements. Many manu- 
facturers, after their business has been built 
up through the efforts of their salesmen in 
helping our own salesmen, and we have done 
the missionary work, suddenly decide to be- 
come a big factor in the industry, and perhaps 
the leader in sales. They want to be not only 
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a leader, but to be the largest. They want 
volume, and they forget everything about 
ethics to the dealers and to the other trade 
manufacturers, and grasp for everything. In 
stead of spending the time making better 
dealers, they seek new outlets, new sources of 
distribution. The statement of policy they gave 
us when first we put in their merchandise 
must be thrown aside, because they must 
have volume, no matter if it starts new sources 
of competition for his dealers who did his 
missionary work. 


Things Dealers Must Do 


There are certain things dealers must do, 
just as we say there are certain standards for 
manufacturers. A manufacturer who chisels 
in one part of the country, if he finds it prof- 
itable will chisel in every other part. A manu- 
facturer who chisels in New Orleans because, 
he says, he hasn’t proper distribution there, 
will chisel in Kansas City and New York, if 
it is profitable. We must work together all 
over the country. A manufacturer says to me, 
“Here is a $10 article, with a $5 profit to 
push it.” Other dealers and I push that article 
and then we find that manufacturer in other 
parts of the country is selling direct, or 
selling to someone who works from his home, 
or sells through a printer for a retaining fee, 
or sells to a consumer at less than $5, and he 
is taking our money under false pretenses. 
It wasn’t a $10 article, because the manufac- 
turer’s salesmen are better salesmen that we 
are. If they ask us to get $10, they should 
be able to get $10 for it. 

When we build up these trade relations, let 
us not ask the manufacturer for anything un- 
less we are able to do something for him. We 
have made certain decisions, and then some 
cheap fellow comes along and gives an extra 
ten, and some of the boys buy. We must pay 
more for our stuff, and must stop looking for 
extra cheap profit. Let’s find out what we 
want, and then go to the trade manufacturers 
and make them a definite promise. We won't 
get any place through threats. We must offer 
the manufacturers intelligent cooperation be- 
fore we look to them for cooperation. There 
are too many stationery salesmen over the 
country who are not preparing for the job, 
because it has been too much trouble. If the 
stationers train their salesmen, the manufac- 
turers will find it is a cheaper outlet to go to 
the commercial stationers, because when the 
manufacturer builds up a business, and turns 
prospects over to the dealer, and he lets the 
information lie about for several days be- 
cause he has no one big enough to go out 
and handle the job. he should not complain. 
There must be intelligent cooperation. 

Some weak-kneed dealers who have not edu- 
cated their salesmen or themselves haven't 
started on the right path, because there are 
too many factories looking for volume. They 
have their salesmen go into a town, they con- 
tact a purchasing agent, and sell him the idea 
of volume. I cannot understand how any 
manufacturer can allow his men to go through 
the country and contact dealer salesmen, and 
say “Here is an order for 25 gross of samples. 
You must handle that on five per cent.” I 
don’t know any one in our industry willing 
to do business on 5, 10, 15 per cent. There 
has been competition built up among sta- 
tioners throughout the country among the 
weaker type by factory men trving to get vol- 
ume, and telling them to handle it on a 5 or 
10 per cent basis. The manufacturers should 
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have their men do constructive work in edu 
cating dealer salesmen. Instead of having a 
man go into that town and spending three or 
four days telling how to get volume accounts, 
how much better to have them come and spend 


HERE are certain principles of fair play 

and a difference between right and wrong 

the best guide to business conduct that I 
know of is one’s own conscience follow it 
and the burden won't be quite as heavy to 
carry 

Don’t snitch on your friend over in the 
next state, when you go over there you are 
damaging him. He has a prior claim on that 
business because he lives there, pays taxes 
there, and will receive preference. Whenever 
you go over, you demoralize his market be 
cause your only excuse Is a lower price. 

This does not mean that one should hide 
his light under a bushel, but the facts are, that 
there is actually more business in our own 
front yards than most of us are equipped to 
handle well 

A great measure of confidence can be at 
tained by continued effort. Confidence that 
your salesmen and employees have in you 
in your good judgment and your sense of fair 
ness. Every man in your industry in your 
community is on the spot—he is either a 
square shooter or he is not. If he is not, he 
creates trouble for all and it is best to be 


rid of him 


Head of Concern Must Assume 
Responsibility 


The head of each concern must assume his 


a little time with us, and educate our sales- 
men to sell their line of office supplies at a 
profit. Ir seems to be a crime to talk about 
quantity business and profit at the same time. 
If there is no profit in quantity business, may 


Inter-Dealer Relationships 


By B. J. Bristoll, Koch Brothers, 


Des Moines, Iowa 


responsibility to all others in his trade area 
for the unreasonable acts of his salesmen— it’s 
his job to everlastingly preach to that over-en 
thusiastic group, to keep them within bounds 
and restrain them from taking that little unfair 
advantage of your competitor that so often 
means an order. 

Let’s get down to fundamentals and begin 
right now to change conditions that are bad 
because we have made them so. 

Start in by becoming intimately acquainted 
with the worst scoundrel in the game and see 
how swell you feel when he begins to refer 
to you as his friendly competitor. 

Up in Des Moines where I live, those of 
us in this industry are very intimately ac 
quainted. 

Conditions under which we operate are per 
haps not comparable to those existing in the 
metropolitan centers. But we ourselves are re- 
sponsible for our manner of conduct and that, 
Gentlemen, determines the state of affairs in 
your community. 

Big Operators Grab from Small 
Neighbors 

The principles of inter-dealer relationship 

should be the same in any city; if they are 
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be we should make a few more average sales. 
I hope we adopt a definite program. I hope 
the Governors decide as to what we want, and 
then tell the manufacturers what we will do 
for them in return. 


not the fault lies in the hands of the larger 
operators. 

They more often than otherwise exhibit 
a violent tendency to appropriate for them- 
selves that which belongs to, or at least should 
be shared, with their less fortunate neighbors. 

Greed is the cause of it all, relentless com- 
petition, the keen desire to eliminate the man 
on the other street and have for one’s self that 
small part he is taking. The great majority 
of the larger operators fail to give the other 
fellow a chance for his white alley. 

Proud of himself is the man who can sit 
among his business associates and be looked 
upon as one willing at all times to live and 
let live. To give when the occasion demands 
giving and take in his turn. 

Success of our business today, depends, not 
on the price we ask for our merchandise or 
service; we can give it away and leave a path 
strewn with unsatisfied customers, or we can 
sell at a profit and leave a host of friends. 

If we will adopt a policy of never selling 
anything that does not produce a fair margin 
and live up to it, we would eliminate 90% 
of the chiseling immediately. Who can afford 
to employ men and women to do something 
for nothing? Who can buy expensive ma- 
chinery and operate it at a loss? Replace- 
ment days always arrive and equipment man- 
ufacturers usually insist on collecting. 
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Price-Cutting Versus Overhead 


Note.—By way of preface to his talk, Mr. 
Sheaffer asked his hearers to think of him as 
a dealer rather than a manufacturer as what 
he had to present was out of his experience as 
a retailer once confronted with the same prob- 
lems his hearers were called upon to solve. 
He paid a fine compliment to the National 
Stationers Association which he believes does 
more constructive work than any of the or- 
ganizations with which he is acquainted in the 
field of business. The management of the con- 
vention and the facility with which its program 
was accomplished he considered an inspiration. 

Mr. Sheaffer also made interesting com- 
ment upon the talk on Prison-Made Goods 
made by ]. S. Sprott, who preceded him on 
the program. Mr. Sheaffer mentioned his 
familiarity with the subject acquired through 
long residence in Fort Madison, where the 
Iowa State Prison is located, and voiced some 
impressive ideas for the control of criminals. 

The speaker's address covered two subjects 
to which he has given long and careful con- 
sideration—Price Maintenance and Selective 
Profit-Sharing Plan. 

To present them separately to our readers, 
we have segregated the passages referring to 
each, thus changing somewhat the order in 
which they were given. 


RICE cutting and price maintenance is a 

very serious matter. If laws similar to the 
price maintenance law in California were to be 
passed in all the states a great advancement 
would be made. But no matter how many 
laws you pass or how thoroughly you make 
price maintenance for the standard lines of the 
country, you are going to have certain lines 
and certain manufacturers who do not want 
price maintenance. They do not make their 
living by price maintenance. So whatever the 
laws, you must still face the situation of the 
dealer and the manufacturer who are going 
to sell (or pretend to sell) their merchandise 
at cost or less than cost. 

Nothing appeals to people so much as the 
idea that they can buy something for their 
needs for less than the generally known price. 
It is something of a habit. It is almost gen- 
eral. But if you sound out the average Amer- 
ican, you discover that he really wants the 
better things. He prefers them. Takes pride 
in their possession. But is responsive to the 
“cut” price proposals because the price and 
not the quality of the merchandise is contin- 
uously brought to his attention. 

With the “cut” price situation the sta- 
tioner is confronted. It cannot be disregarded, 
for no dealer can afford to have the impression 
created in his community that some other dis- 
tributor is under-selling him. How can this 
competition be met and the profits of the legiti- 
mate business maintained? Our experience as 
retailers forty years ago convinces me that 
there is a way. The method applied to meet 
the competition of the mail order houses at 
that time should be effective in meeting the 
“cut” price competition. 


How Mail Order Competition Was 


Overcome 


Forty-four years ago we were running a 
little jewelry store in Iowa, depending for the 
bulk of our trade upon the farmers in the 
community. In practically all of those farm 
houses were two mail order catalogues. Twice 
as many catalogues as Bibles in the com- 
munity. In these great catalogues was listed 
much general merchandise bearing a fine mar- 
gin of profit. And many well known brands 
which were singled out as leaders at prices 
that were intended to convince the farmer 
that the mail order houses were underselling 
the independent retailers. Certain well known 
articles of merchandise were quoted low. For 
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instance, a seven-jewel Elgin watch. And such 
a watch was a seven-jewel Elgin no matter 
who sold it. Or Rogers Brothers 1847 knives 
and forks. Standard. And a fifteen-jewel 
Waltham watch. Which was the same in 
whatever store it was found. 

There were fourteen thousand farmers in 
the community of sixteen thousand people. In 
the catalogues on their tables were five items 
that constituted seventy per cent of the items 
we sold during the year. Wedding rings, 
Rogers Brothers knives and forks, a seven- 
jewel Elgin watch, a fifteen-jewel Waltham 
and one other article. Every one of these five 
items was priced below the actual cost to the 
mail order house. 

Our trade started to leave us. We did not 
believe in price-cutting or loss leaders, but we 
did not want to go into bankruptcy. We put 
in the window a fifteen-jewel Waltham watch 
priced $3.95 which was thirty cents below our 
actual cost. We put Sears, Roebuck and 
Montgomery Ward catalogues on our show 
case, and we advertised that we undersold 
them. Then we selected one well-known 
watch and marked it $14. Now that was quite 
a jump. We took a Dennison tray that held 
twelve watches, and put the watch we were 
selling for $3.95 in the two front rows, and 
the other ten spaces we filled with $14 watches 
which bore a fair margin of profit. Those 
farmers would come in and say “I want to see 
that watch you sell cheaper than anybody 
else.” We didn’t hand out that $3.95 watch 
because we wanted them to buy it. We 
wanted them to buy the $14 watch, but in 
handing out this tray we laid the $3.95 watch 
out, as though we expected to sell nothing 
else. They would say “Do you sell them 
cheaper than Montgomery Ward?” “Here is 


the catalogue.” “Do you sell this ring cheaper 
than Sears Roebuck?” “Here is the cata- 
logue.” It wasn’t ten months before Sears 


Roebuck and Montgomery Ward were elimi- 
nated from that field. We had undersold 
them. But in doing so by the few “leaders” 
on which we took a loss, we were able to sell 
the majority of our customers better watches 
al prices profitable to us. By offering the 
$3.95 watches, but not selling them, we filled 
the county with $14 watches to the greater 
satisfaction of the purchasers. 


Applying the Plan to Stationery Sales 


In the stationery field you must meet “loss 
leaders.” You say you won’t have them. If 
you don’t, you will not have the customers 
come in so that you can sell them what you 
want to sell them. 


Only a few “loss leaders” are required. I 
do not like them and I would not cut prices 
on an article the manufacturer did not want 
so sold. But you cannot wait until everybody 
is observing all fair trade rules. You must 
meet the situations as they develop. 

You may say you won't have five-cent pen- 
cil leads in your store. You will never get 
much of the trade on the fifteen-cent leads 
without them. It would be better to sell them 
for four cents. And the practice applies to any 
competitive line in the general list. 

Alongside the cheaper leads, you have 
something in a nice package such as that of 
the Wahl Company to sell for fifteen cents. 
Then every time five-cent leads are asked for, 
set that fifteen-cent package out also. Many 
will inquire about it. And a certain percent- 
age will walk out with it who would not have 
come in the store had they not seen the cheap 
leads displayed. 

Too many “loss leaders” do not impress, 
but if one article at cut price, and only one, 
is shown in the window every day in the year 
it will bring dozens of people into the store 
on the price alone and with the system of re- 
warding the sales persons according to merit 
they send many out with a better article. 

You must help to create in the minds of 
the purchasing public that it costs no more to 
trade with the stationer than with anyone else. 
Do that and you will be surprised how many 
customers who come in to buy a five-cent ar- 
ticle, will go out with a twenty-five or thirty- 
five-cent article—if you do not urge it upon 
them. We know it can be done for it is being 
done every day. The key to its certain suc- 
cess is a system of rewarding the sales person 
for selling the good values at profitable prices. 


Selective Profit-Sharing Plan 
Note. — Mr. Sheaffer's Selective Profit- 


Sharing Plan as a means not only of defeating 
the price cutter, but to establish the prestige 
of a store for its values, is not to be confused 
with the “premium” system under which 
sales persons are paid extra to dispose of un- 
desirable or unprofitable articles in the stock. 
The plan is to be applied only to higher 
quality merchandise in the purchase of which 
the customer gains by virtue of the fact that 
he comes into possession of something of 
higher grade which is of greater benefit to him 
in the long run. 

The plan contemplates a basic salary for 
sales persons with specific increase for sale of 
each of the selected high grade articles 
throughout the stock. As all salary advances 
thus come through the sale of the more profit- 
able goods in the higher price brackets which 
afford the best service and value to the cus- 
tomers all parties to the transaction are ad- 
vantaged. In the incident of the watches re- 
ferred to above, the salesmen were informed 
that the sale of the $3.95 watches would add 
nothing to their salaries, while the sale of the 
$14 watches, which were the better buy for 
the purchasers, would increase their income. 

It requires no considerable study to per- 
ceive, that if properly directed, the plan will 
work in any business. 


Any stationer who has a cut price store ap- 
parently underselling him, who will select the 
high-grade items with which he is doing the 
most business and train his sales force to create 
a desire in the minds of the customers for the 
thing they should have for their own advan- 
tage, will turn a moderate profit into a good 
one. But the system is not to be enforced at 
the expense of the customer. 

Not long ago a man said to me “I use that 
system on quality stuff. The other day we 
sold a cloak that had been in stock three years. 
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It was even touched by moths. But we got 
ten dollars more than the price we had put on 
it. And the sales woman got five dollars.’ 
My reply was “You cheated your customer 
Why didn’t you sell the cloak at the proper 
price? Ultimately you would have sold a 
dozen and the clerk would have made more 
money and each of the customers had been 
given better return for theirs.” 

The plan is not to urge the better merchan 
dise on the customer, but to leave it for his 
choice. For an illustration: If you have a 
reduced price pocket book on sale, follow the 
same practice explained in the sale of the 
leads. On the tray with it have the better 
ones at the same time. Do not say “Here is 
» better one.” But if the salesman is to make 
an extra quarter on the better book, he will 
use his diplomacy to create a desire for it im 
that customer’s mind and the salesman will 
realize whenever he sells the better merchan 
dise of whatever kind and goes to the cash 
register his value and income are increased. 
They ire not to msist upon people buying the 
better goods. Any system can be ruined by 
bad management. 

The sale of better goods by this plan in 
all the lines carried not only increases the in 
come of the seller, but automatically raises the 
wages of the factory worker who made them. 
It raises the salary of the salesman on the 
road. It expands employment, and above all, 
gives the purchaser more for his money. 

Besides the stationery business, there is an 
other business which we have to consider It 


1. Claude Conger, Trussell Manufac- 
turing Company; Ernest Hazel, Jr. 
(standing), Ernest Hazel, Sr., Lock- 
wood-Hazel Company, Atchison, Kas. 

2. Evan Johnson, Office Appliances; 
Richard Carter, The Carter’s Ink Com- 
pany. 

3. Al Skibbe, Associated Stationers 
Supply Company; Neill Stewart, Stewart 
Office Supply Company, Dallas; Harry 
Horder, Horder’s Inc., Chicago. 

1. James J. Maguire, Chicago Asso- 
ciation of Commerce; R. F. Vail, Vail 
Manufacturing Company. 

5. J. L. Wren, Western Bank & Office 
Supply Company, Oklahoma City; L. R. 
Mark, A. B. Dick Company; Ray G 
Castlebury, Palace Office Supply Com- 
pany, Tulsa, Okla. 








is the biggest business in the world. It is the 
business of running these United States. If 
everyone of us will go home and do what we 
can to choose a man of common sense, of 
vision, of economy, and who will be fair to 
industry and not tell men to sit on the fence 
and let the weeds grow, we can vote for some- 
body in the next presidential election who will 
be fair to industry. 

Note.—In closing, Mr. Sheaffer informed 
the group that his company had made ar- 
rangemenis to sign the California far trade 
compact and urged all of their California 
dealers to do the same. 


After the Code, What? 


By Oliver Wroughton, Secretary- 
Counselor, Graphic Arts 
Organization, Kansas City, Mo. 


NE of the problems confronting — the 

printing industry during the many years 
I have been afhliated with it has been this 
problem that we call price cutting. I think 
that affects every industry. I have spent 
twenty-five years of my life trying to solve 
that problem for the printing industry I 
must apologize for even coming before you 
gentlemen today, to try to offer any sugges 
tion that might be a solution of the problem 
I do not believe I would have taken the re 
sponsibility for any other man except Charles 
Garvin, but I have known him many years, 
and if I could do anything to promote the in 
terests of his organization and your industry, 
I would be happy to do it 

Notwithstanding, I suppose you gentlemen 
have heard the old story told about Colum 
bus when he discovered America, since we 
have gone through the experiences of the last 
four or five years, I almost feel the story is 
apropos, so far as my own status is concerned 
They said, you know, that when Columbus 
started he did not know where he was going, 
that when he reached his destination, he did 
not know where he was, and when he got 
back home he did not know where he had 
been. And I am afraid we are almost in that 
situation today in solving these many com 
plex problems. When I heard the gentleman 
get up and tell us what happened forty years 
ago, and realize the same problem is the prob 
lem we are discussing today, I wonder what 
we will be discussing forty years hence. 

The great problem before the American 
people in the matter of merchandising is to be 
able to reach some common understanding in 
the industry as to what the merchandise really 
is worth We see at times in the paper every 
day, and they talk about this and that and 
the other thing, and what the value is, and 


what they will take for it, and I wonder how 


many of you really believe many of these ad 
vertisers’ statements. 

What we need in this country is the estab- 
lishing of confidence between business. The 
Secretary said I would talk to you on the prob- 
lems of the printer, because some of you have 
a printing plant. We do not think there is 
any difference between the problem of the 
printer and that of the stationer, except the 
technical detail of merchandising his particu- 
lar product. The underlying principle is fun- 
damentally the same, and I understood I was 
expected to tell you something about what we 
were going to do, to take the place of the 


so-called NRA in industry. 
Attempts to Stop Price Cutting 


We have for many years in every or- 
ganization meeting had continuous discussion 
abeut bringing about some concerted method 
whereby people would be forced to desist from 
price cutting. Finally that thought became 
germane in the NRA. We learned many les 
sons in the experience of the NRA. One of 
the outstanding lessons we learned was this, 
that the problem of cooperation and merchan 
dising in industry depends upon the coopera 
tion of all industry. 

There is no one industry that can come to a 
given conclusion regarding its particular prod- 
uct, and build a plan of merchandising their 
product, which is entirely foreign and out of 
touch with the problems of competing proc 
esses and competing industries. We found 
under the Code that every craft industry had 
a code, and each one of those industries had 
a particular definite idea of what they wanted 
to accomplish for themselves, and most of 
those codes were written from the standpoint 
of what that industry wanted to accomplish 
for themselves, disregarding the interests and 
considerations of competing industries or proc 
esses of merchandising, and many times in 
total disregard of the public interest and wel 
fare. 
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1. Craig Sheaffer and Walter A. Sheaf- 
fer, W. A. Sheaffer Pen Company. 

2. Harold Hawkins, Stationers Loose 
Leaf Company; Trice Bryant, Bryant & 
Douglas Stationery Company, Kansas 
City, Mo.; Joseph Mills, Wholesale 
Typewriter Company. 

3. Mr. and Mrs. Elmer Krumwiede. 

4. Mrs. Edgar R. Hooper, Chicago; 
Mrs. D. R. Pinney, Chicago, and Mrs. 
F. E. Lynch, Wichita. 

5. Clarence E. Page, Oklahoma City; 
Ray Eichenlaub, Service Steel Products 
Corporation. 








Trade Practice Acts 

I am very much in favor of the idea of 
passing trade practice acts. I believe our state 
should pass certain laws that will determine 
what are honest and honorable policies in in- 
dustry, as well as any other forms of con- 
duct. But I believe we would do well to re- 
peal many laws we have in this country that 
have to do with business and industry. We 
have been going along for some forty years in 
business and industry, and certain laws which 
forbade industry to come together and co- 
operate, and it has often been said it would 
be impossible for industry to solve their prob- 
lems by voluntary cooperation. That may be 
true because of the fact that nearly every kind 
of concerted action industry might be willing 
to subscribe to, every kind of contract on 
which they would be willing to agree among 
themselves to formulate a policy for the up- 
building of their industry, is forbidden by law. 
and many times not only are they subjected 
to criminal prosecution, but the contract is 
illegal and unenforcible. What we need to- 
day is to have restored to business the right 
to run their own business for a while. 

I was much interested in Mr. Sprott’s talk 
about the prison-made goods, and it is my be- 
lief that this government cannot continue to 
compete with industry, tax its competitor, 
and expect industry to survive. That is a 
fundamental principle that must be recognized. 
We must have the freedom of industry to es- 
tablish conditions in the industry that will 
reduce our costs, and enable us to merchandise 
our product on a level that will be at par value 
with the service value of that product. When 
we were asked to increase wages in the industry 
to the point that costs are increased, just that 
moment we are curtailing the consumption of 
our product. 

Farmer Cooperation 


We have heard much recently about the 
farm policy, and we understand that this farm 
program, so-called, was built upon the ability 
of the farmer to cooperate, and we understand 
that the government and government agencies 
have encouraged the farmer in this coopera- 
tion, and that their cooperation has brought 
results, and that the purpose of the farm pro- 
gram was to raise prices so that the farmer 
would be able to buy our merchandise. We 
must not forget the fact that whenever the 
wages of the workmen who manufacture prod- 
ucts are out of tune with the value of farm 
products, then the channel of merchandising is 
immediately curtailed. 

The great problem in this country, as I see 
it, is to balance values in our industries. No 
one industry can set up a particular program 
built upon their selfish desires and expect that 
program to succeed. The printing industry 
must coordinate with the stationer’s industry, 
and the latter industry with other merchan- 
dising industries, and a plan evolved that will 
consider the rights and interests of the people 
as a whole. 

One of the things contended by the gov- 
ernment for many years is that any effort on 
the part of industry to get together and for- 
mulate a common plan of action, by coordi 
nation, plans to restrict the price chiseler and 
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price juggler, tends towards price fixing, as 
against the public interest. Who is this pub- 
lic we speak about, other than the manufac- 
turers and the farmers and the workmen? 
They are all a part of and compose the pub- 
lic, and my opinion is that any policy which 
undertakes to protect a man when he is a 
buyer, and denies him that same protection 
when he is a seller is not a balanced program 
for industry or does not coordinate those prin- 
ciples which should be coordinated between 
industry and government. I believe the regi- 
mentation of business, such as was undertaken 
under the code, is entirely too expensive for the 
benefit of industry. We know that in many 
lines of industry the costs of manufacture are 
too high, and in many lines the cost of mer- 
chandising is too high. It costs too much to 
produce and market these products. Certainly 
the regimentation of business offered no solu- 
tion of reducing those costs. Costs were not 
reduced and could not be, under so expensive 
a program. 


The Need for Cooperation 


Therefore, I believe that we go to the sit 
uation of cooperation, and the need of the 
future for industry and agriculture, and for all 
those interested from a public standpoint in 
the promotion of the welfare of this govern- 
ment, bringing our people back to a perma- 
nent prosperity, the key is coordination and 
planning among all of the industries, educat- 
ing people to recognize the true values of 
merchandise, the true values of service, so that 
they will know what its value is when they 
go in to buy. Certain products today are 
well advertised, and the public are educated 
as to the value of those products. Those 
products that engage in an open plan or policy 
of merchandising are making better headway 
than those lines engaged in secret methods of 
merchandising. those who engage in price dis- 
crimination. That is one of the great evils 
in merchandising today, and any plan that 
could be evolved to eliminate price discrimina- 
tion, no matter in what form that price dis- 
crimination may appear, it is destructive and 
curtails the power of business to progress and 
serve those they are designed to serve. Any 
form of price discrimination, whether secret 
rebates or discounts, or secret contracts and 
agreements between the workmen and the em- 
ployer, or the employer and his customer, any 
of those forms of price discrimination are just 
plain ordinary price cutting. And I cannot 
see any value for industry in this country so 
long as we make a hero out of the chiseler 
and the price juggler. 


How the Code Served 


One of the great things of industry is to 
bring the facts and the truth to the surface. 
I think the code served a great purpose, not- 
withstanding the handicaps under the code, 
and notwithstanding the fact that when these 
codes came into operation -we found each in- 
dustry with its own code, and that it was 
absolutely impossible because competing proc- 
esses and competing industries each had their 
own code and their own distinctive interpreta- 
tion of what constituted ethics in business. Be- 
cause of these variations of ideas, based largely 
on their own notion of what they wanted to 
accomplish, many times on too narrow a base, 
there seemed no chance to coordinate these 
different industries and bring them under a 
plan of cooperation under the codes. Also, 
the customer or buver was not subject to the 
code, and we found in our industry that the 
man who complained under the code that 
some one was chiseling on him, as soon as 
that complaint was registered. immediately the 
customer learned about it, and the customer. 
if not in sympathy with the code, and of 
course if it cost him more money he was not, 
most of us think of ourselves first, rather than 
the interests of the public at large—and when 
the party against whom complaint had been 
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registered went to his customer and said to 
him, “The N.R.A. has filed a complaint 
against me, and I am going to have to do 
this or that,” the question was raised, “Who 
filed it?” On receiving the answer, “I don’t 
know,” the buyer simply scratched his head 
and if it appeared that Smith & Jones had 
been asked to quote on this job, he boycotted 
Smith & Jones, and he scared them to the 
point where they were afraid to have anything 
to do with the code 


Code Complaint 


The man who m ide the complaint was 
afraid to file a complaint, because he was pen 
alized by the customer. The Government 
found itself unable to do anything about the 
great problems of protecting the man who was 
an honest code observer, and the codes failed. 
I think every other process that comes under 
that category will fail. The great need is 
education, bringing about a common knowl- 
edge among all people interested in these 
products and services that compose these vari- 
ous industries, so that the buyer and seller may 
come to a common knowledge, a common un 
derstanding of the value of the merchandise 
involved, whether it be printing or stationery, 
and I think that is the real solution of our 
merchandising problem in this country. 

That is the problem that faces industry, and 
when we come to the point in this country 
where we have a Trade Practice Act, which I 
think would be a good thing—TI am familiar 
with the California Fair Trade Act, and I 
know they have recently put it into effect out 
there, and I believe it has virtue in it, and I 
think one of the outstanding efforts of any 
Fair Trade Practice Act would be a provision 
covering the right to enter into a contract 
establishing a resale value on merchandise, 
and permitting the party wholesaling that 
product to deny merchandise to the chiseler 
and the juggler. I think that is a fair basis 


of merchandising, and I hope under this Trade 
Practice Act, that may eventually be accom 
plished. Any of these conditions that will 
help make men observe those principles in 
industry which will eliminate the fraud and 
deceit, will be helpful to industry, but in my 
judgment you will find you will never be able 
to legislate honesty into men’s hearts. You 
can only educate honesty into men’s hearts, by 
bringing out fundamental principles of mer- 
chandising, and establishing in their minds 
that it is better to do business on a right than 
on a wrong plane. 


Service and Profits 


One of the most valuable and outstanding 
principles ever permitted to industry was the 
motto that “He who serves best profits most.” 
I think that should be an outstanding motto 
in every industry, and that every industry 
should promote that thought. We should 
have the encouragement of the government to 
cooperate in industry. These restrictions un- 
der which we have been operating in the 
past, the so-called anti-trust law, which forbids 
small manufacturers from getting together and 
agreeing on concerted action by establishing 
price values or establishing plans of coopera- 
tion, and at the same time permits the large 
industry to buy out its competitors, and operate 
chain stores and other methods of monopoly. 
This same law that permits the laboring men 
to get together and agree by common consent 
as to what their services are worth, and which 
permits a farmer to agree by common consent 
what his product is worth, and which denies 
the small business unit the same privilege, 
does not seem sound in principle. What pos- 
sible justice can there be in such a policy, 
and what reason is there that the small busi- 
ness man, the small business unit in this 
country, illustrated by the printers’ shops, the 
stationery shops and similar industries—what 
possible reason can there be that these men 
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should not have the same right to come to- 
gether and by common agreement work out 
their problems themselves, establish their own 
methods of discipline in the industry? If in- 
dustry was free to act, it would be easy to 
establish methods of discipline in the industry, 
methods that might go a step beyond educa- 
tion in the industry. 


Cooperative Solution of Problems 


Therefore, I am hopeful we may come to 
a point in this country whereby we will have 
the encouragement of government to industry 
to permit them to get together and work out 
their problems by cooperation, by education, 
and to assist industry in working out those 
problems by establishing certain definite trade 
practice principles for industry based upon 
fundamental and common interests, and which 
enable the establishment of true values in in- 
dustry, and repeal all the rest of the laws we 
have today that govern in industry, except the 
prevention of fraud. And I believe, if that is 
done, industry will be better served. 

Those are the problems that fundamentally 
are facing the printers of this country, the 
stationers and every other line of industry in 
this country. I believe the trade organizations 
should be brought together, and should en- 
courage the bringing about of this condition 
and the bringing about of an understanding 
throughout this entire country, that will per- 
mit industry to establish fair selling prices. 
Every trade organization should have the op- 
portunity of publishing a list of fair values 
for their industry, for the benefit of all those 
who are engaged in that industry, and that 
would be a very serviceable thing. They 
should have the opportunity to assist every 
man to know what his costs are, and with that 
information and the encouragement of gov- 
ernment to cooperate, I believe industry will 
work out their problems, and that we will have 
better conditions in all lines of business. 


The Dealer Discount Situation 


OOKING at the question of dealers’ 
discount from an economic angle, there 
are two controlling factors that must be dealt 
with before there is any possibility of a solu 
tion. The first one is the matter of inter 
manufacturer competition or inter manufac 
turer price wars which decrease prices to the 
consumer regardless of the published selling 
price lists and which affect directly the actual 
compensation received by the dealer regardless 
of the published dealer discount In other 
words, it is easy to say that the list is $1.00 
and the dealer's discount is 50%, but it is 
just as important to find out what the actual 
market price 1s, due to competition, and if 
the list is $1.00 and the actual market price 
is $0.75 then the dealer is not getting 50% 
discount from the selling price 
Another treatment of this is the established 
legitimate volume discounts which are existent 
in many of the lines. True enough, a number 
of manutacturing groups are undertaking to 
take care of this by giving dealers extra vol 
ume discounts based on volume purchases, but 
it must be taken into consideration that even 
though the list price may be $1.00 and the 
dealer’s discount 50%, if the dealer has any 
volume at all and there is an established vol 
ume discount to the user or consumer, then 
again the market price is not $1.00 and the 
dealer is not receiving 100% markup by any 
means. 


Inter-Dealer and Inter-Manufacturer 
Competition 
The second factor that must be taken into 
consideration is inter dealer competition. If 
the list price is $1.00 and the dealer’s dis 
count is 50% , but the manufacturer, through 
his choice of dealers, picks dealers who de 
crease the market, we will say, to $0.75 by their 
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competition, then the dealers themselves are 
not receiving a 50% discount or 100% 
markup. 

The question concealed in all this is whether 
we can approach the whole problem of dealer 
discounting by simply saying that we want a 
certain discount and yet neglect to cover other 
equally important factors which make it im 
possible for the dealer to get the discount, even 
though he gets it. 

Other angles of this problem come from the 
fact that in certain large industrial centers, 
the list price has no particular value because 
it is only used to establish unusual discounts 
to the user or consumer. There immediately 
arises a question, therefore, as to whether man- 
ufacturers are to base their policy with the 
whole country on the policy pursued in the 
centers where the list cannot be secured with 
a resultant decrease in the discount to all 
of the dealers in the country, or whether they 
must differentiate in their treatment of dealers 
in the large industrial centers and dealers 
throughout the rest of the country. Every 
time a general statement is made that the 
dealers do not get the list price, we imme 
diately find that in a good many sections of 
the country, the dealers do get the list price 
and they do not get large volume orders, with 
the result that they make a longer gross profit 
due to the fact that they don’t get volume and, 
naturally, they are seriously affected when the 
basic discount is changed to take care of the 
competitive situation in the larger centers. 
Therefore, it seems reasonable to assume that 


the only way to take care of this unusual 
situation is for a group of manufacturers and 
dealers to study the problem in the abstract 
and, through frequent meetings, endeavor to 
achieve some pricing and discounting philoso- 
phy that will insure to each individual dealer 
the compensation to which he is entitled and 
not penalize all of the dealers of the country 
because unusual competitive situations are ex- 
istent in some highly competitive markets. 


Proper Prices Is Most Important 
Problem 

Let me say this—that my observation of 
changing thought in the business brings me to 
the conclusion that the most important sub- 
ject that confronts the industry today, both 
from the standpoint of the trade manufac- 
turer and the distributor is to find a solution 
of the problem of proper prices to the con- 
sumer, adjusted to the highest point of po- 
tential consumer acceptance and yet compre- 
hensive enough to contain the necessary over- 
head of the dealer, plus a profit that will per- 
petuate him in the business. 

My I say that I have raised this interesting 
point with experienced economists in Wash- 
ington and they agree with me that as far 
as distribution is concerned, this is the most 
important subject confronting dealer distribu- 
tion businesses today and they also agree, 
after I have given them a description of the 
function performed in this business, that we 
are probably in the best position of any busi- 
ness in the country to lead the way toward 
a solution of this perplexing problem, but 
they emphasize the fact that no solution can 
be arrived at without the close cooperation 
of both the dealer and the manufacturer, with- 
out a complete sympathy between the two and 
without plenty of hard work and study. 
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Working It Out for Ourselves 


HE subject we chose for this little windup 
was really a combination of the slogan and 
the outlook for the year ahead. 

I sometimes think that perhaps American 
business has now moved into a place where 
having depended for some time on a synthetic 
impetus that might come from government 
so-called cooperation, they now find they need 
only their own motive power to go ahead, and, 
following the example of the most intellectual 
member of this organization, Mr. Ed Wobber, 
who just spoke to you a few minutes ago, I 
am somewhat induced to use a similar method 
of illustrating that point, and very shortly, too. 
Here is, I think, one of the first tales I ever 
heard in my life. It was of an old Irish lady 
who came up to a cop in front of the North 
Station in Boston, and said, “Can you tell 
me where I get a car to Charlestown?” He 
looked at her and said, “You will get it in the 
behind if you don’t get off that track.” I do 
not think there is anything on the track behind 
us, but there is a very definite track ahead of 
us that we must study carefully as we pass 
into the new year. Let us think what we have 
confronting us, what opportunities lie before 
us in this year to come. 


Convention Events Light the Way 


I know of no convention I have ever had 
anything to do with or attended, where so 
much happened in the convention that throws 
a bright light in the road ahead. The road 
now finds itself in good shape. There are 
not so many detours. We are beginning to 
find there is a straight way toward the solu- 
tion of some of our problems. 

Let us consider the effect of the convention 
on the possibilities of this year to come. The 
Fair Trade legislation gives us a thought for 
the year, a word for the year that means, for 
the first time, we are going to be able to at 
least trade under a type of business coopera- 
tive endeavor, unfettered by the restrictions 
of laws that were made many years ago in 
good faith, but which unfortunately have acted 
to promote the very thing they were intended 
to restrict. I think the most eminent attorney 
will agree with me that the anti-trust laws 
are possibly the one factor in business or in 
government today that have not adjusted them- 
selves to a changing condition. And unfortu- 
nately, whenever law passes strictly out of the 
confines of the previous days, and becomes po- 
litical, you always find yourself in a serious 
situation. You cannot talk about anti-trust 
laws to men who know nothing about law, but 
who feel there is a political value in using those 
laws as a slogan to show their extreme distaste 
of business. Now, for the first time, we see 
laws written that are sensibly and sanely writ- 
ten. We are coming up step by step, and 
that is something on the road during the year 
ahead that should lend encouragment, not only 
to those people who are thoroughly convinced 
that type of law is going to be a great asset 
to business and a great promoter of new efforts 
toward increasing business, but it is something 
also which will prove a happy thing for the 
man whose goodwill has been seriously in- 
jured and has had no way in the past to pro- 
tect that goodwill that is really the only heri- 
tage he has been able to build in the years 
gone in quality or value of that quality of 
product he makes to the person who is going 
to use it. 


Business Indications 


Another thing I think is particularly signi- 
ficant on the road to the year ahead, is the 
business indication itself. I do not know how 
definite this is. I have a feeling the next 
session of Congress is not going to be as radi- 
cal as we think they are. I agree we have prob- 
ably got to face the bonus question, and that 
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the bonus will probably be voted, but don’t 
forget that the American Legion went on rec- 
ord as being opposed to paying that bonus with 
imitation money. Perhaps some of you may 
think it would be better to pay it with imi- 
tation money, but don’t forget that money 
would soon come back to us, and we would 
find that all the money we had would have 
little value. So that there may be something 
to think about in that direction. 

Next to that is the fact that the newspapers 
no longer have to search around or rewrite 
business news in order to make it sound favor- 
able. I do not know how many of you use 
the financial and business sheets, on Sunday 
particularly, to chart your course and to make 
up your minds how things are going. But if 
you recall, looking back a year or eighteen 
months ago, at that time the patriotic news- 
paper that wanted to see the country go some- 
where was rewriting its news, so that you felt 
an impression when you read it, that the man 
who wrote it hated to write it, and, therefore, 
had painted it in the most pleasant color pos- 
sible, and even then he found the job too 
much for him. Now, almost from the day 
Congress adjourned, there seems to have been 
a release of business energy. The contra- 
seasonal trends of the past summer have been 
interesting to anyone a student of business, be- 
cause these contra-seasonal trends, particularly 
in steel, mean that as the months go on, that 
raw steel output will translate itself into so 
many other things, that what we are really 
going to get from that one industry is a release 
into the channels of business of a tremendous 
amount of new money created by the dupli- 
cating investments necessary to carry that steel 
through to its ultimate destination, which may 
be in durable goods industries or construction. 


Impetus from Building of Homes 


We are aware of the fact that residential 
building is moving up. I do not know how 
many of you have noticed in the past few 
weeks how many new homes were being built. 
For several years you would seldom See a new 
home going up, or a rehabilitation job on 
buildings, but today you find new homes being 
built. That is tremendously important. That 
has doubled up, and it will move up so fast in 
the next twelve months that I believe perhaps 
the thing we can look forward to with the 
greatest anticipation, as having the most effect 
on the possibilities of business for 1936, is 
this matter of construction, because the build- 
ing of homes affects two or three different 
great enterprises and industries, which are the 
great reservoirs for employment. 

Industry has been in the position of being 
on the spot. They were expected to put ten 


million people back to work, many of whom 
never were in industry. We were asked to do 
a job that was mathematically impossible. I 
do not believe that industry to go back to the 
1929 level, can take on more than two million 
or two and a half million more people. The 
other people that are to go on will go on in 
the service industries, that are outside of the 
direct thing we call industry, which is manu- 
facturing and trade. Those things will fol- 
low, because those people cannot go to work 
until the business reservoir begins to flow over, 
and the fellow who has no particular skill at 
any trade or profession finds work going on 
for the unskilled. I believe we have much to 


look forward to in that. 


Encouraging Factors 


We find many other factors in American 
business that are encouraging. One of the 
psychological factors is this, that the business 
wheel is beginning to turn, and the business 
snowball is beginning to roll up. It is not 
going to be good political thunder to try to 
stop it. Anybody that does anything in the 
next six to twelve months that can be trans- 
lated back into an obstruction in the path of 
business, is going to find himself in serious 
straits. Not only that, but there will be a 
great retribution in our next election. I make 
this prediction. I won’t predict how the elec- 
tion is going, or who will be elected, but I 
think the temper of the people, even among 
those who perhaps might not be called busi- 
ness men, is toward a better quality of Con- 
gressmen. 

The country has lost its confidence in Con- 
gress and the Senate. It is too bad. When 
I was a child I was brought up to believe 
that when a man had achieved the necessary 
political prominence to be sent to Washington 
as a public servant, he was a great man. And 
they were great men. I read a little article 
with some of those old names, Reed, the 
Speaker of the House—and the way those 
people handled things. True enough they 
had a machine. Everything was under con- 
trol. But, as someone said about Jimmie 
Walker in New York, “Yes, sure enough 
Jimmie got his, but while he was in office 
New York got a lot too.” And I am not so 
sure but perhaps we had best go back to those 
leaders, honest politicians, and not blessed 
with such ideals as the gentlemen we are now 
encountering; putting back a politician who 
needs two cops to watch him, and out of it all 
perhaps we get more. I am getting sick about 
honesty in public service, and sick of a lot of 
galloots attempting to manage things they do 
not understand, under rules written by some 
secretary, or by somebody else that had six 
votes in the family. And we are getting 
secondhand philosophy, which is bad. We 
haven’t a single leader in the United States 
Senate today that even approximates the lowest 
quality of some of the old Senators of old 
times. 


Carefully Selected Congressmen 


One of the bright things for the coming 
year is that we may get back into Congress 
some men who are a little more carefully se- 
lected. The suggestion was made this morning 
that we ought to suggest applying the yard 
stick to those fellows. I think we ought to 
get one of the little ones first. because it will 
be several years before we will be able to use 
the ordinary one on these fellows. 

Why should we feel good form the stand- 
point of the people in our own business? The 
reason is that on account of the very fact that 
we are beginning to throw that light away out 
ahead. people are beginning to realize that the 
individual can do his stuff again. That is 
great. Any industry or business that has 
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enough people interested, who believe they can 
RO somewhere and become some one in busi 
ness, that industry’s future is always bright 
The business you want to look out for, and 
the condition you want to look out for, is any 
economic condition where people are hanging 
on, mentally or physically, by their eyebrows 
And that is a bright spot on the road that 
leads to next year. I find people more ag 
gressive, more conscious right now about what 
1s happening I find people willing to take a 
chance and try something out, and I think 
that is going to translate through the year very 
r apidly into some very deAnite progress toward 
very definitely better business, that we will be 
able to measure, and that we will feel results 
from 


Preserving American Institutions 


As I see this year ahead, I think there is 
one job paramount to all the others, and that 
is that we people who work for a living, who 
have had to take our chances all down through 
the years, who have never had any assistance 
from the Government at all, and have been 
restricted by the laws of the Government—a 
sort of offset to the fact that a man who has 
brains must be laden with something to keep 
him on balance with the fellow who has not 
in fact, the business men of the nation, have 
got to give some thought to the type of think 
ing or the type of liberty that is being allowed 
to people who would like to tear down our 
American institutions 

In Congress we have people who say we 
are too severe on the Reds, and that we should 
not pay any attention to this, that and the 
other thing. I will make you this prediction, 
that unless it is stopped, you are going to find 
something in this country that has never been 
in any other country, and it isn’t going to be 
revolution. This country has a peculiar psy 
chology, and has had large experience in deal 
ing with propositions of that kind. In the 
old days, when these things came up, they or 
ganized vigilantes on the spot, and they took 
care of the situation. I will suggest to you, 
Stanley, and the lawyers of the country gen 
er ally, th it if the legal profession cannot keep 
this thing straight, there is going to be some 
thing else, but it is not the thing so many 
It is not the 
Facismo or Nazi proposition, or anything of 


that kind 


where we should not progress to, but it will 


people think ft is going to he 
It means we will progress toa point 


come when such things as have happened in 
the city of New York in the last year, where 
a patriotic celebration by the boys of a High 
School and the R.O.T.C. was interfered with 
by a bunch of radi als, who were not even 
citizens of the country They attempted to 
tear down the Flag of the United States, and 
it isn’t gong to go 
The Time for Flag Waving 

Some one has said that waving the Flag is 
always popular in an address, but I assure you 
that the time is coming when we have got to 
I do not know how you feel about 
it, bute I am glad I am in a country that has 
something behind it, and in a country that 
hasn’t yet had to look to one man to govern 


wave it 


it; that I am in a country that has given op 
portunity for all the people in this country to 
develop their individual business, without gov 
ernment restrain and guidance. And I think 
in this year before us that you are going to 
find a rising tide of appreciation for the insti 
tutions of the country among those people whx 
can enforce their will 

I believe, from indi ations we have seen in 
Washington, that we are rapidly approaching 
one pom in the unemployment problem that 
can be solved, and that is the deportation of 
1,800,000 aliens who are here on relief. They 
have got to be sent back. They can’t vote, so 
there is mo reason why they should be pro 
tected, and, God knows, there is no reason why 


‘ 


they should be supported That is a fine way 
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to take care of the most of the undesirable set. 

I have a feeling that people are getting back 
to where they are not growling about the coun 
try. We must stop growling against the 
country and against the Government. I am 
a Republican. I got my nose out of joint by 
joining every movement this administration 
proposed that I felt was in the interest of the 
people of this country. We worked with it 
and on it. And I would do it again, I don’t 
care who the President is, while he is in you 
must do the best you can because it is your 
country, and if you lose it, you can’t blame it 
on him. 


More Cheerful Attitude Apparent 


So I think there is something in this year 
ahead. People are more cheerful. You hear 
new stories up in the rooms. I find some good 
ones come from over seas, that we have an 
international trade in from eleven to three 
o'clock in the morning, stories. That is good 
in itself. Conventions are being attended 
more, and by a more selected group of men, 
men eager to do something. Almost every 
organization that meets today, and gives an 
opportunity to men to come together and study 
what is going on, and tries to do something 
under present circumstances instead of waiting 
for something else to happen, those meetings 
are being well attended! I find the trains are 
more crowded. You actually have gotten to 
the point now where you can go down to a 
train and find it is sold out. That hasn’t 
happened for years. I may say that one thing 
that I am glad to see is this single section 
thing, because I used to have a lot of trouble 
about that upper berth, particularly if I slept 
on my back. That is a distinct step forward. 

I think we are getting somewhere. People 
say that we haven’t got those great things that 
pulled us out of the depressions in the past. 
That is not so at all. We are just stepping 
into air conditioning. You can get up in the 
morning and decide whether you want winter 
or summer, or whether you want rain or sun- 
shine, and some of the Shriners will have a 
desert in their bathroom that they can cross 
every time that they want to, without going to 
a meeting. 


Evidences of Material Progress 


Then we have iceless refrigeration. New 
types of transportation are coming in that will 
be synchronized, and gradually the roads will 
unravel themselves, and they will widen them- 
selves, so you can get by a bus or a truck and 
particularly a beer truck. That is a vicious 
thing, gentlemen. Imagine riding for miles on 
a hot day behind a beer truck in a dry state. 
There should be a law against that. When we 
arrive at the day when we can begin to laugh 
at these problems, and go ahead in the old 
spirit, which made the country what it is, that 
will solve these problems, because we solved 
all the problems in the old days with a smile 
and a grin. 

I have with me some crazy pictures. They 
are of the different types on Main Street forty 
years ago. You should see them, the ideal 
types. If a fellow went in to sell goods today 
dressed on the face like those fellows used to 
be, they would throw him out. There is a 
lot to be thankful for. 

In 1932 we were hanging on by our eye- 
brows; in 1933, we got a finger hold; in 1934 
we got a little better grip; and in 1935 we are 
starting to pull ourselves up. We are getting 
so we can chin ourselves. And in 1936 we 
will get to be high enough so that we can see 
over the top of the problems and unpleasant 
things, and see those opportunities and that 
sunshine down ahead, and will have a chance 
to do something besides worrying about the 
things worth working for. We will get back 
to the time where all of these proprietors can 
build their golf scores up again, and won't 
have to be down in the store all the time mak- 
ing it unpleasant for their sales force, as they 
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do now They are trying to train their sales 
men to sell when they don’t know how to sell 
themselves. I don’t think there is anything 
so foolish as for the boss to tell a cracker 
jack salesman how to sell goods, and then see 
the salesman treat him sO respectfully If the 
guy had an ounce of brains, he would kill 
him 
Take Pride in What We Have 

We are getting somewhere ahead Let us 
have pride in the industry we have. Let us 
evaluate this country of ours and the people 
in it. Let’s not listen to anyone who says that 
we do not have the type of government we 
want. Let us get back and prove we are not 
a weakling in the long chain, much of it 


ahead of us, and a lot of it back of us, that 
long chain that has hauled this country up 
from the wilderness to a place in the world 
that is so much higher than many other na- 
tions, that really our problems do not mean 
much. 

I remember in a convention lately I spoke 
about talking to Dr. Sze, the Chinese Ambas 
sador. Imagine a nation where they never 
have had, not just enough food, but they 
haven’t had any type of food nourishing 
enough to keep the people alive, where 250, 
000 people could be blotted out overnight, 
and the news not reach the great metropolitan 
papers ot the civilized nations for four or five 
months! 
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We do not know how well off we are. 

I do not think our British cousins overseas 

God bless them—I do not think they know 
how well off they are. You, who came out of 
the depression, Merrie Olde England, and we, 
are leading the parade. We fight a lot among 
ourselves, but we seem to enjoy it—I noticed 
last night the way you broke into those Euro- 
pean stories—and we use the same terms. We 
will pull it through. We have much more to 
be happy about than we had a year ago. The 
road is clear, it is paved. We have the ve- 
hicle. We have always had it, and we can 
a little better afford to pay for the fuel now, 
so let’s step on the gas and go into °36 with 
the Flag flying. 


The Tax Situation as It Affects the Stationer 


’ HE TAX Situation as It Affects the 
Stationer”’ that is a cheerful earful 
for a convention gathering, isn’t it? I ap 


proach the subject as a babe in the woods 
In these United States there are more than 
175,000 lawful taxing agencies. In this be 
wildering labyrinth, I think most of us are 
babes in the woods I have no desire to let 
you go to sleep on me while I try to tell you 
about a great subject, vast and intricate, of 
which I know little. So I propose to change 
the subject to one I know more about. I’m 
going to talk to you about “Hay Fever.” 

We poor unfortunates who have it are all 
in the same boat. You all recognize the un 
happy symptoms—eyes watering, nose con 
gested, stuffy head, irritable temper and the 
blessed relief of a fine old sneeze. Then it’s 
all to do over again. We can’t help it; we're 
just built that way, so we do not do much 
about it. Every year it comes along at about 
the same time. If it gets bad enough, we call 
a doctor and try heroic measures. So with 
taxes—we are all in the same boat, we can’t 
help them, we do not do much about them 
until they get so bad that we call in an ex 
pert and take some heroic measures for relief. 

Politicians Will Listen to Electorate 

The tax situation, like everything else, is 
changing. If we do not do something soon 
this boat in which we all find ourselves, is 
going to sink. Most of our taxes go for local 
purposes, such as city, school, county and 
state use. Proportions vary in different states, 
but schools and cities get the biggest part of 
the tax dollar. In Colorado about 45% goes 
to schools alone. Now it is easy enough to get 
the ear of the local assessor, the mayor, the 
City Council, and the School Board, and tell 
them in no uncertain terms that taxes have 
to be held within reason. The electorate is 
close enough to them so that they will listen 
to reason In a less degree it 1s also possible 
to control State tax levies Heretofore the bur 
den of National taxes has been a small part 
of the load our boat has carried but that is the 
part of the load that is going to grow very 
fast and very soon! 

Levies for local purposes have been held 
down pretty well during the past few years 
Conditions have forced the politicians along 
with everyone else, to cut expenses and in 
many cases taxes have been reduced so that 
we have h ad a measure of relief, even if the 
amount has been small in individual cases 
We struggled with the appalling problem of 
relief through Community Chests and Strate 
Agencies for three or four years. Then, when 
the drought and dust storms added their 
troublesome burdens, in desperation we cast 
our Relief baby on the steps of the National 
Capitol, hauled down our flags of state’s rights 
und welcomed with open arms the advent of a 
socially-minded bureaucracy from Washington. 


By L. R. Kendrick, The Kendrick- 
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Willingly or not, the Administration at Wash 
ington had to raise the cash to feed the baby. 
They did this by the unspectacular method 
of selling bonds to the banks and we settled 
down to our routine of selling stationery in 
the naive belief that all our troubles were 
shifted to more capable shoulders and there- 
fore solved. (None of us had any money to 
buy bonds, so we are unaware of their exis 
tence. ) 

But I was talking about Hay Fever. When 
the frosts of autumn come, the ravages of the 
dread disease are quieted, our noses and eyes 
resume their normal functions and we have 
renewed energy. We look about to see what 
has been going on. And what do we see? 
Well, we note that a socially minded admin 
istration has been selling some bonds for pur 
poses other than raising our little baby. We 
learn with a surprised jolt that the Federal 
Government is spending in the three fiscal 
years, 1934, 1935 and 1936, almost as much 
money as it spent in the first 124 years of its 
existence. From the inauguration of George 
Washington in 1789, down to the first admin 
istration of Wilson, the government spent 
$24,521,846,000. In the three years above 
mentioned, it will have spent $24.208,535,000 
Over a third of that sum, $9,213,900,000, to 
be exact, have been borrowed in the last three 
years. We have had one budget after another 
out of balance and there is no prospect of 
a balance for any administration before 1938, 
and probably not before 1939. Our national 
debt stands about twenty-nine and one-half 
billion dollars at present, which is nearly 20% 
above our former peak of debt in 1919 at the 
end of the world war. Since 1932 when our 
debt was nineteen and one-half billion, we 
have added to it ten billions more, or more 


than 50%. That of itself is not the most 
alarming fact that stares us in the face. 
Through the game of government anagrams, 
we have learned something about the RFC, 
the NRA, the AAA and a host of others, in- 
cluding the social security act, old age pension, 
etc., and almost everything short of the IWW. 
As a nation, we have assumed ownership of 
railroad systems, industries, apartments, homes, 
farms, banks, cotton and many other proper- 
ties that have to be operated or liquidated at 
someone’s expense. As a government, the tax- 
payers will be called upon the meet the defi 
cits. We have devalued the dollar, removed 
the gold clause from our National bonds and 
set up a new banking system which put gold 
out of the picture as security and completely 
changed the credit structure of the national 
business. When the inevitable restoration of 
confidence takes hold of our business world, 
there is no telling what speed this new 1935 
model of the juggernaut of commerce may 
develop, but its possibilities for inflation are 
far beyond those of 1929. So much for a 
bird’s-eye view up to the present. It is not 
very reassuring. Whether we agree with the 
methods adopted or not, the results remain to 
face us. This game of Government Anagrams 
has obviously caused considerable adminis- 
trative indigestion in Washington. When the 
taxpayers wake up to what has happened to 
them, this indigestion is apt to result in a 
National political headache compared to which 
our Hay Fever affliction is truly mild. 


Three Short Months Before Congress 
Convenes 

There are but three short months of respite 
before we have to worry about Congress again. 
Probabilities are that the headlong spending 
of the past four or five years will be continued 
because the legislative agenda includes the 
Bonus Bill, shipping, railroad reorganizations, 
a modified NRA, relief, industrial contrel 
through hours and wages, and possible Con- 
stitutional Amendments. There has been no 
change in the political philosophy at Wash- 
ington to use the taxing power to accomplish 
social reform. Supreme Court decisions will 
likely add grist to the legislative mill. Our 
mess of political pottage promises to become 
more indigestible. 

Hay fever sufferers sometimes do crazy 
things. One friend I have took up golf. He 
was a true neophyte. He bought five wood 
and about thirty iron clubs and a new outfit 
of clothes from shoes up. When he arrived 
at the club house, the caddy master eyed him 
with careful appraisal. He figured that here 
was a chance to try the stamina of a new 
caddy. Any caddy who could carry that bag 
around eighteen holes would be worth adding 
to his string of caddies. So the two greenies 
set forth together to learn the game. The 
caddy handed out a new club for each shot. 
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4. A. G. Frost and Bob Wood, Ester- 
brook Steel Pen Manufacturing Com- 
pany. 

5. Frank Waterman, L. E. Waterman 
Company; G. Stewart Vivian, Stationers 
Association of Great Britain and Ire- 
land. 








He figured there were about enough to go 
around that way, after one look at the bag. 
They progressed without conscious error to 
the last short shot on the last hole, up and 
over a bank to the green. The caddy handed 
out the last club. Bang! went the shot right 
up into the hole, to the consternation of the 
caddy. My friend rushed up to the bank 
and shouted, “Did I make the shot?” “Yes,” 
said the caddy “but you're in a fix now 
how in hell are you going to get out of that 
hole?” 


We Must Face the Facts 


How are we stationers going to get out of 
our tax hole? It’s too bad that taxes and pol- 
itics are so closely knit together. But they are 
and we must face that fact. The tax measure 
of the last Congress was bad politics for it 
got nowhere. As a money-raising measure it 
was puny, as a method of social reform and 
business control it aroused opposition. Here 
are a few salient facts about the National 
Revenue Act of 1935. If your corporation 
has subsidiaries that show losses, study sec 
tions 110 which will permit you to liquidate 
that subsidiary and offset that loss against 
the gain in the entire corporation. You will 
at the same time eliminate intercompany divi- 
dends and so avoid the tax on them. You 
may fear that Congress will pass a more dras 
ti graduated income tax or “tax on bigness.” 
It probably will do so some day, but you face 
that danger anyway and you had better get 
rid of weak subsidiaries while you have a 
chance to offset their losses. New surtaxes 
imposed in Section 101 will apply with sever- 
ity on all whose income exceeds $50,000, but 
happily (or unfortunately) that does not ap 
ply to many of us. We will all welcome the 
just and long delayed provision that allows us 
to deduct contributions to community chests 
and similar organizations, up to an amount 
not in excess of 5% of the corporate earnings. 
The new Act imposes two new kinds of tax 
ation beginning with 1936. One is the unjust 
“tax on bigness” or graduated corporation 
tax; the other new provision subjects 10% 
of the dividends received by a corporation from 
another corporation to the corporation income 
tax and is a form of double taxation. The 
new Act increases the capital stock tax from 
$1.00 to $1.40 for each $1,000 of the ad 
justed declared value of the capital stock. 
It also gives each corporation the opportunity 
to declare a new value for capital stock tax 
purposes. So you should study your possibili- 
ties for profit in the light of this new de clara 
tion and act accordingly. Estate and gift 
taxes are m aterially ink reased by the new Act, 
beginning next year. After Dec. 31, 1935, 
the specific exemption for gift tax purposes 
is $40.000. Other increases imposed by this 
Act will not be reflected in the revenues until 
1937 but you must build up a reserve to meet 
them. The increased capital stock tax will be 
payable July, 1936. The additional $250,000, 
000 which it is expected this Act will raise 
Is a mere trifle in face of the more than 7. 
000,000,000 spent by the National Govern- 
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ment this year. For 1936 the Federal appro- 
priations for the fiscal year ending June 30th, 
total $9,573,000,000. 

The Social Security Act will impose bur- 
dens of great proportions. It is expected to raise 
for the fiscal year 1937, $5,000,000, for 1938 
a billion, with succeeding increases of huge 
totals year after year into the dim and dis- 
tant future. You must study this Act with 
attention, for it hits your pocketbook very hard. 

Under the Social Security Act, we pay two 
kinds of taxes; the first for unemployment 
insurance and the second for old age benefits. 
For the year 1936 the burden is light, but it 
increases thereafter very materially. 

For our own corporation, I have estimated 
that the taxes we will pay under the Social 
Security Act in 1936 will be approximately 
half of the taxes we now pay for all domestic, 
city, county and state purposes; that for the 
year 1937 it will exceed our domestic taxes 
and for the year 1938 it will be practically 
double our present domestic taxes. 

Regardless of the party in power, it is ob- 
vious that we face a very heavy increase in 
National taxation. Some day, and may that 
day be soon, Congress must face this issue. 
The best we can hope for is that their atti- 
tude will be sincere, patient and courageous, 
with the thought of the nation’s welfare above 
that of party. We must expect increased in- 
come taxes, both personal and corporate, and 
new forms of levies, possibly including a Na- 
tional Sales Tax. The collections must and 
will be made from millions now exempt. If 
the problem is not faced soon. the burden may 
easily be so great as to be intolerable and cause 
a change in our form of government, either 
to communish or the currently popular form 
of a dictatorship, as feared by Mr. Lewis W. 
Douglas, former director of the National 
budget. 

In the next Congress, do not look for any 
serious effort to levy taxes that will pay for 
these rising tides of government expense, for 
it is an election year. On the contrary, look 
for our tax hole to be further deepened by 
borrowings and by insidious indirect levies of 
which we are but vaguely conscious. There 
are customs, duties, cigarette and gasoline 
taxes, sales taxes, processing taxes and a host 
of others that we may not even have heard 
about and pay without knowing that we are 
paying them. For example, the farmer, the 
grain elevator operator, the miller, baker and 
grocer collectively pay some fifty odd taxes 
which come either out of their earnings or out 
of the consumer’s pocket, when he buys a loaf 
of bread. It is going to take some fighting to 
get anywhere. It will reauire enterprise, cour- 
age and the qualities of a thoroughbred to 
make headway against the onslaught of the 
hungry hosts at Washington. There was a 
farmer, his wife and their family of little 
ones, who lived on a nice farm near Kansas 
City. They had good crops, chickens, cows 
and all the luxuries that farmers are educated 
to expect, including some fine hogs. These 
pigs were this man’s pride and joy. One night 
the family retired, early as usual, but the baby 
was indisposed. and about 2 a. m. he began 
to cry. Then there was played that old game 
that all you married men know, between hus- 
band and wife, each to outsleep the other. Not 
a move, not a flicker of an eyelash, not the 
interruption of a regular snore from either of 
them. The baby yelled. wiggled and snorted 
in vain and at last subsided in sheer exhaustion 
and fell asleep again. Both dad and mother 
followed suit. But pretty soon there was an- 
other noise outside. One of the little pigs let 
out a squeal. Up jumped the farmer, without 
even stopping for pants or slippers; he dashed 
out to see what might be the matter. Well. 
the answer to this story is apparent . . . some of 
you, I see, get . . . the daddy of the little pig 
was a thoroughbred! Some of us little sta- 
tioners are going to have to let out some 
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mighty loud squeals to rouse the great Fathers 
at Washington 


One Best Remedy for Most IIls 


Hay fever sufferers have strange remedies 
I brought some of them along for I know 
many of you will appreciate the help they may 
bring to your suffering noses. Here they are 


( producing hoxes and bottles ) a lot ot 


DVERTISERS and manufacturers, seek 

ing new orders and larger outlets for 
goods, need not wait for Fall harvests this 
year, to go after business. The farm up-turn 
is here already, in the “bread and butter coun 
try,” formerly called “our golden grain belt.” 
Cash farm income in Minnesota alone, the 
first six months of this year. is $135,860.000, 
1 gain of 31 per cent or $32,013,000 over last 
vear, 59 per cent or $50,549,000 over 1933 
Only $11,600,000 of this is crop benefits, but 
more than $108,400,000 is cash sales of cow 
sow-hen livestock produce, raised on North 
western farms 

Our crop outlook is fine, feed prices are 
lower, livestock prices—butter, and eggs, live 
pork and beef and mutton are higher. Feed 
costs are lower all over the Northwest. 

Half a billion bushels over 1934 is the fore 
cast increase now for four major crops, wheat, 
corn, barley and oats—with a 13-million-ton 
hay crop. These are some of the blessings 
that Mother Nature promises on the October 
crop forecast, for our four states. 

So wheat has ceased to be the index of buy 
ing power, long ago 

City business men watch wheat so closely 
on the ticker that they forget that Old King 
Wheat has abdicated the throne of north 
western Agriculturia. Good Queen Bossy Cow, 
the Sow and the Little Red Hen now reign su 
preme in the old grain belt 

All our cash crops now bow the knee, in 
the Northwest, to four great feeding crops, 
corn, oats, barley and hay 

Minnesota grows more corn than any other 
state except Iowa, Illinois and Missouri. This 
summer's moist, sultry days and nights, un 
favorable to wheat, assure us of high yields 
of “tall corn” —an abundance of cheap feeds 
for our cow-sow-hen farmers. They now out 
number, by far, our wheat croppers. 

Corn alone will roll up a crop of 237,800, 
000 bushels in our four states—Minnesota, 
the Dakotas and Montana—or 143,500,000 
bushels more than last year 

Even larger will be our oats crop, 284,900 
000 bushels, or 192,600,000 over 1934. Bar 
ley promises a crop (142,000,000 bushels) 
nearly as large as this year’s wheat (148,600, 
000). 

This year’s grain, in these three feed crops, 
will be 442 million bushels over 1934. If we 
add to them the gain in wheat, our four crop 
increase is 528,000,000 bushels or more than 
half a billion bushels 

Crop Increased More Than Half a 

Billion Bushels 

The grand total of all four is forecast to 
be 815,400,000 bushels. It was little more 
than 284 million last year 

You may ask: “What can we feed all this 
stuff to, with our last year’s emergency slaugh 
terings of cattle and hogs, to feed the needy?” 

The answer is, that while hogs are reduced 
36% and 45% in the Dakotas, we still had 
three million pigs on farms January 1. Also 
seven million cattle and calves, or 18,000 more 
than five years ago. At that time, our feed 
supplies almost exactly equalled this year’s. 

We are still milking 3,111,000 dairy cows 
or nearly 400,000 more than in 1930, although 


different kinds spread out for you here. But 
the best of all of them is good old Sal He 
patica. There’s usually one best remedy in 
most diseases. Gentlemen, the thought is not 
that you recommend Sal Hepatica to your 
Congressmen, but that your Congressmen 
offers you the one and only relief from what 
may prove an intolerable burden of taxes. Arm 
yourself with good, hard facts and go fire them 


The Road Back to Prosperity 


By Charles F. Collisson, Min- 
neapolis Tribune Farm Editor 


they are fewer than last year. The killing off 
of thousands of cull and “scrub” cows has 
only improved our dairy herds, because most 
of them were always milked at a loss anyway. 

Minnesota, first butter-making state, second 
only to Wisconsin in dairy cows and dairy 
products, still has 1,734,000 cows and heifers. 
This is 7% less than last year, but 235,000 
more than in 1930. 

Even North Dakota has 90,000 more than 
in 1930, a total of half a million cows. South 
Dakota still has 539,000, or 48,000 more than 
five years ago. 

Consider now some of the striking claims 
of the Queen of the Dairy and of her two 
farm partners and rulers. Let’s see how they 
now rule the grain belt. 

Minnesota wheat last year brought farm- 
ers only $7,812,000. Yet 23,500,000 barn- 
yard biddies gave us $24,300,000 cash, more 
than three times wheat cash. That makes 
wheat look like chicken feed, eh? 

In our four states, wheat paid farmers only 
$36,472,000 cash. Yet 40,500,000 hens were 
on the job, laying their own relief, then rising 
up like good merchandisers, and advertising 
their merchandise. They gossiped about the 
heat and dust, yet gave us $40,500,000 worth 
of fried chicken and cream gravy, scrambled 
eggs and broilers—besides all these good 
things eaten by farm folks themselves. 

This shows what Mother Biddy does for 
us all, in hard times. 

We don’t appreciate her as we should. We 
joke about her, and ask: “Why does the old 
hen cross the road?” 

I'll tell you why. She’s going somewhere 
knows where she’s going and is on her way 
three speeds forward and no reverse. You 
never saw a hen walking backwards, even 
from a Ford car. 

As our former Congressman W. I. Nolan 
said in Washington: “She’s the great Amer 
ican bird—may her son never set.” 

Minnesota pigs sold for $40,000,000 cash, 
or exactly eight times wheat, for po’k chops 
and pigs knuckles, bacon sides, ham an’, and 
roast pork and apple sauce. (We raise lots 
of fine apple sauce in Minnesota, too, by the 
waters of Minnetonka.) Compare that with 
our four-state wheat cash of $36,472,000. 


The Contributors of “Queen Boss” 


Queen Boss gives Minnesota farmers a milk 
crop of 7 1-3 billion pounds—and a pint is 
2 pound—-second only to Wisconsin’s 10.5 bil 
lion. Minnesota milk brings $73,700,000 in 
cash and cream checks. 

Add to this the cow-offspring sold ($21, 
600,000) and we can chalk up a cash credit to 
the cow of $95,300,000; or more than 12 times 
Minnesota’s wheat. It is 2.6 times North- 
western wheat. 

Furthermore, it is more than all the wheat 
money last year in our four states, plus nine 
more, Michigan, Wisconsin, Iowa, Nebraska, 
Idaho, Wyoming, Colorado, Washington, Ore- 
gon ($94,150,000) 
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at him, by letter if need be, but better yet, 
go in person and tell him how you feel about 
this tax program. Then, if he doesn’t vote 
the way you think he should, get out and work 
for someone who will vote in Congress for a 
balanced budget and the lowering of a tax 
burden that you and I will never live to see 


paid. 


As Prof. Theophilus Levi Haecker, great 
dairying expert, told his students in Minne- 
sota University, “Treat the cow kindly, boys. 
Remember, she’s a lady—and a mother.” 

She mothered us last year by giving Minne- 
sota milkers $132,500,000 worth of fine cream- 
ery butter, nippy cheese, buttermilk, skim milk, 
ice cream, whipping cream, fresh milk and 
other delicacies. 

That is more money than all the flour 
brought in the two great milling states of the 
world, Minnesota, ($75,500,000) and New 
York ($56,060,000), a total of $131,580,000. 
Every dollar of this money was squeezed out 
of the friendly udder of Queen Boss—giving 
her the Minneapolis Tribune handshake night 
and morning. This is a gain of $16,500,000 
over 1933, because the butterfat price was 5.31 
cents higher. 

Minnesota makes more creamery butter than 
any other state, or all of Canada. Our cream- 
eries number 866, of which 639 are coopera- 
tives, owned by farmers and paying back to 
them all their profits. 

The creameries’ own cooperative marketing 
organization, to which most of them belong, 
is in Minneapolis: the Land O’Lakes Cream- 
eries. It handles $32,000,000 worth of dairy 
and poultry products a year. 

Minnesota creameries made 300,000,000 
pounds of golden butter in 1933, and 8.5 per 
cent less last year, because of the drouth. 
Yet the smaller make brought about $5,000,- 
000 more, or $67,185,000 in cash. 

Of this vast amount, 90 per cent was paid 
back into the blue jeans of the farmer who 
milked the cows, in the form of $66,500,000 
cream checks. This is the high return to pro- 
ducers that cooperative dairy marketing pays 
in Minnesota. 

So Queen Boss has completely made over 
the whole grain belt, into a land flowing with 
milk, and honey, and money. The livestock 
product income of Minnesota farms, from Jan- 
uary to July this year, was $108,500,000, 
30% or $25,400,000 more than 1934; 53 % 
or $37,600,000 more than 1933. 

She rules in North and South Dakota also. 
Notice these striking comparisons: 

North Dakota Farm Income 1934 


c. $ 8,332,000 
Milk . 18,302,000 
, eee .... 3,804,000 


Chicks and Eos 4,652,000 
South Dakota Farm Income 1934 


WE cacacs $ 89,000 
Milk .. 16,147,000 
Pigs . bien 10,823,000 
Chicks and Eggs 8,541,000 


What would the Dakotas have done, last 
year, without the Cow, the Sow and the Little 
Red Hen, to feed them and clothe them and 
furnish them with cash-buying power, in the 
midst of drouth and wheat-crop failure? 

Today, new crops are in sight and all but 
in the bin: Half a billion bushels more than 
last year. New money is already in circulation, 
buying new merchandise, filling farm wants 
too long denied. Again we say that the man- 
ufacturer need no longer wait to go after bus- 
iness. 
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Messages from Great Britain 


HAVE much enjoyed that speech of Mr. 

Garvin’s. When I came here, he found 
me a room with twin beds. He told you I had 
been with him two days and two nights. But I 
haven’t seen him sleeping. 

You have me down for an address. We 
have had some good men, some of the finest 
in Great Britain in the stationery trade. Don’t 
think you have one now, for you haven't. I 
will do the best I can, but you won’t get a 
speec h very eloquent. If I speak too fast, stop 
me; if I speak too slow, put up with me, but 
if I speak too long, shoot me. (Laughing. ) 

I have my message from the Stationers’ As- 
sociation. First of all I want to thank you for 
this marvelous welcome. I want to thank you, 
too, for this marvelous picture. I have never 
seen so many good looking men in my life. 

(Question from the floor: “How about the 
ladies?” ) 

That goes without Saying in America. I 
have been warned about that. (Laughing. ) 
That is thoroughly understood. I know now 
why our artists want to come to America, and 
I now better understand the beautiful pictures 
of ladies’ heads. One man I have something 
to say to, and that is the man at the door, 
Harry Tehan, and I want a promise from him, 
if, during my stay in the United States, I 
should get run over by a motor car and killed, 
before I do let me see that man, because he 
will see that I get up there instead of down 
there. (Laughter.) He has dragged me here 
and there, and I have shaken more jolly nice 
hands than ever before in my life. There is 
only one fault with it. It must all end, and 
I shall have to leave you, and when I leave 
I shall have but one question, and that is how 
soon can I come back again. I am going to 
talk with Mr. Garvin before I go about these 
naturalization papers. (Laughter. ) 

Mr. Garvin was telling about some happen 
ings over here, I feel I must tell you about 
the only Englishman I know of who thought 
he got the better of an American. He was 
over here with his wife, and spent a week or 
fortnight in a very famous hotel. When his 
bill was presented, he looked at it and 
saw the various things on it, and he came to 
an item, use of billiard room $50.00, use of 
tennis court $50.00, and use of all sorts of 
things. He didn’t like it, and went to the 
manager. The manager said: “What is your 
complaint?” “You have charged me for bil 
liard room, tennis court, and various other 
things, and I didn’t use any of them. I am 
not using them, and am not going to pay for 
them.” “Well, they were here if you wanted 
to use them, and you will have to pay.” The 
Englishman said, “I will see my wife,” and 
he went away and after a while he came back 
and went up to the cashier, and said, “I have 
made a slight correction on the bill.” He had 
put on the bill an account, “For kissing my 
wife $200.00.” He presented it to the cashier 
after he had deducted the $200.00. She sent 
for the manager. He came down and said, “I 
haven’t kissed your wife.” “I can’t help that,” 
he said, “she was here, if you wanted to.” 
(Laughter and applause.) That is the only 
time I know of an Englishman getting the 
better of an American. 

This is from the Stationers’ Association of 
England to you folks here, because they 
would not depend upon my memory. 


TO THE NATIONAL STATIONERS’ 
ASSOCIATION OF AMERICA. 

The President, Officers and Council of the 
Stationers’ Association of Great Britain and 
Ireland send their warmest greetings and sin 
cere good wishes to the National Stationers’ 
Association on the occasion of their thirtieth 
Annual Convention and trust their their de- 


By G. Stewart Vivian, British 
Delegate 





Mr. Vivian 


liberations will be the means of further cement 
ing the goodwill and relationship between the 
various sections of the trade resulting In pros- 
perity to all engaged in the stationery industry 
of your country. 

We value the connection which exists be- 
tween the two organizations representing the 
stationery trade of our respective countries and 
the opportunities which you have afforded our 
delegates to attend your Conventions from 
time to time, and on our part we have wel- 
comed the visits of your representatives to this 
country. 

We are glad that the visit to America of 
Mr. G. Stewart Vivian—a past Chairman of 
Council of this Association—synchronises with 
your convention in Kansas City as he will be 
able worthily to represent us and we are as 
sured will receive from you a most cordial 
reception. 

For and on behalf of the Council. 

(Signed) HERBERT W. HOLT, 
General Secretary. 

Now I have a nice letter from Mr. Herbert 
Marsh, who was with you in 1927. He asked 
me to read this to you. 


Letter of Herbert Marsh to Association 


September 23rd, 1935. 
Old Friends and Colleagues in the 
Stationery Industry: 

It is with unique pleasure and great joy 
that I seize upon the opportunity provided by 
the visit of Stewart Vivian to your country 
at the time of the Annual Convention of your 
Association to send you greetings and to wish 
for your deliberations at this time the maxi- 
mum amount of success and benefit to your- 
selves and the industry you represent. 

To some of you it may sound strange that 
I should address you as “Old Friends” but 
the wonderful reception which was accorded 
to me when, in the fall of 1927, I came 
amongst you as an emissary from the British 
Stationery Trade emboldens me to feel that I 
may ever regard you as such. 

Never from my memory will fade the faces 
of those with whom I then came into close 
contact—the generosity of Frank D. Water- 
man which did so much to make my trip a 
happy one, the real comradeship of W. Neill 
Stewart (your President at that time) who, in 
a volume which he gave to me ipon my de- 
parture from your shores, described me as his 
“English Cousin,” the geniality of Charles P. 
Garvin who has since become your able Gen 


eral Manager, the cordiality of Fred P. Sey- 


mour who received me in his country home 
and with whose children I romped upon the 
floor at the end of a tiring day (I have their 
signed photographs as a lasting reminder and 
a cherished possession), the delightfulness of 
dear old Charlie Mitchell who rescued me 
often from the enthusiasm of his colleagues 
and whose photograph (complete with tophat 
and frock coat) and that of his dear wife 
as they were presented to the late King Albert 
of Belgium— is before me as I write, all these 
fellows with Sidney Burgoyne, Ivan Allen, 
Eberhard Faber, Ed. Kastner, Mortimer Byers, 
Bill Dawson, J. S. Luckett and very many 
others did so much to make me feel that I 
was welcome amongst them that I can never 
forget that wonderful occasion. To them and 
to all old and new members of the National 
Association I send my sincerest regards and 
good wishes. If I may be permitted to add 
one other word of greeting it is to the ladies 
and, should they be present, especially to 
those two of their number who so kindly 
joined together in keeping me supplied with 
flowers for my coat during the period of the 
Boston Convention. 

Having been privileged, by the kindness of 
your General Manager, to read of some of the 
problems which you will have to discuss, I 
would express the hope that the result of your 
COLLECTIVE THINKING will be the im- 
provement of your industry and the elimina- 
tion of some of those difficulties which tend 
to hamper its progress. As you will imagine 
I have very good reason to know that, when 
there is whole-hearted co-operation and earn- 
est and persistent endeavor, evils can be over- 
come for have we not, in this old country, 
successfully battled with many intricate and 
difficult problems in the Stationery Trade to 
the end that we are the envy’ of those in many 
other industries? The one essential thing is 
that we all pull together to our full effective- 
ness and remember that “the strength of a 
chain is that of its weakest link.” If this is 
done we cannot fail and, if I may be permit- 
ted to conclude with an exhortation, it is that 
every member of your great organization 
should consider that his effort is of more im 
portance than that of any of his fellows and 
that by whole-hearted support of his Associa- 
tion and by acting as a missionary and enlist- 
ing the sympathetic interest and co-operation 
of those in his respective territory who have 
hitherto stood aloof, they can make it possible 
for still greater success to be achieved to the 
advantage of themselves and the Stationery 
Trade as a whole. 

With cordial regards, 

Believe me always, 
Your sincere friend and well-wisher, 


signed by HERBERT MARSH. 


Now I suppose you want me to tell you 
something of what has happened since Marsh 
was here. I am sure he has explained every- 
thing we have aimed at doing and have done. 
I take it he told you about our education 
scheme that we are proud of. I should be 
very pleased if you had an education scheme 
working in this country. You will be amazed 
at the benefits you will get from it, perhaps 
not today, but in twenty years’ time. The boy 
or girl, your assistant, educated by your asso- 
ciation, and who owes his success to your 
education, is never going to leave your asso- 
ciation. So you are building up the future. 
I would commend that scheme to you. And 
we are proud of our benevolent fund. We 
never got such a nice compliment as we have 
from that. We are only a small country, we 
are just so many rabbits in a small hutch. 


We have something like £5,000 now, 
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something like $25,000.00, but we have a 
certain amount coming in every year, and at 
the present time we are spending just what is 
coming in, so we are preserving our reserve 
fund. You will be amazed, if you start in 
that small way, how much relief, you, who 
have the pleasure of administering that sum, 
will have, when people get in distressed cir 
cumstances. 
Formation of Direct Trading Committee 
Then we have another committee, formed 
since Herbert Marsh was here, and that is 
known as the Direct Trading Committee. 
There was a lot of fuss about Direct Trading, 
but today we are very grateful and thankful 
for this Committee. Wholesalers and manu 
facturers in England, as well as in other coun 
tries, are sometimes tempted to go direct and 
secure business. We have had to stop it. This 
Direct Trading Committee, when anything is 


reported by a retailer, or a dealer as you Say 
here, that so-and-so manufacturer or whole- 
saler is dealing direct with some big consumer 
that matter is taken up by the Direct Trading 
Committee. They get the manufacturer or 
wholesaler, have him meet them, and they go 
into the matter. If they are able to settle it 
there and then, or perhaps after two or three 
meetings, nothing more is heard of it. It is 
settled and finished. One of the best things 
is this: If a man feels he is hurt, and the 
committee feels it is hurt, and finally both 
agree neither is hurt, both forget the past and 
go into the future. We have found that works 
very well. 

So far as our other work is concerned, I 
do not think I have anything new to tell you. 
One thing that struck me forcibly in this 
meeting, I haven’t heard the word “depres- 
sion.” In England we couldn’t understand 
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you and your word “depression.” Bless my 
soul! There isn’t any depression. To be de- 
pressed is to be ill, to be ill is to be sick, and 
if any of you are sick, and I was to be wel- 
comed again, then I would be sick. (Laugh- 
ter.) You aren’t sick. In England we won't 
have a word like that. I suggest you use an- 
other word. We say in England “Our back is 
to the wall, and we have to fight like hell or 
die.” The minute you get that fighting spirit 
into you, there isn’t any depression to that. 
With “depression” you breathe the air of a 
dirty draught, but when you say “Our back 
is to the wall,” you breathe the air of cham- 
pagne, and, My God, that is lovely. I am 
delighted I didn’t hear the word “depression” 
in this building from the speakers, and I 
shall tell England so, because we have never 
understood your using such a miserable God- 
forsaken word. 


Address to Regional Governors 


T affords me a great deal of personal satis 

faction to again meet with you Regional 
Governors and render to you a brief report of 
the activities of your Association during the 
past year and my participation in these activ 
ities as your President. It did not occur to 
me when making my report to you at Buffalo 
last year that I would again be afforded this 
pleasure and this privilege of addressing you 
at this convention, and still as your President. 

In this report I am going to mention only 
a few of the outstanding achievements of your 
Association and the business office in Wash- 
ington under the guidance and management 
of your General Manager and his very efh- 
cient staff of workers. It is not my intention 
at this time to go into detail of these various 
accomplishments as you will find them all 
fully explained in my report to the conven 


tion which convenes Monday, P. M. 
Commends Work of Local Associations 


Local Associations the country over are do 
ing a magnificent job in the establishment of 
better conditions. It is most encouraging to 
report that in the number of Regional Meet 
ings which I attended with your General 
Manager that I have never, in all my years 
of experience in Association work, witnessed 
such a keen interest in Association endeavors 
as I found at these meetings. This interest 
may be attributed to the fine cooperative spirit 
of the various Regional Governors, who are 
largely responsible for the success of these 
meetings. The General Manager reports to me 
that he found the same conditions prevalent 
in almost all sections of the country which he 
visited during the past year. Many of these 
Regional Meetings had the largest attendance 
in their history 


Tribute to Travelers 

I would be remiss in my duty if I did not 
pay a special tribute to the traveling fra 
ternity of our industry who have worked and 
cooperated so beautifully with the Regional 
Governors The formation of the various 
Travelers Clubs over the entire nation is, to 
my mind, one of the finest activities with 
which our Local and National Associations 
come in contact 

Our Association is, to my mind, worthy of 
your and my best efforts, not merely to in 
crease our income, but rather to get more 
representative dealers and manufacturers to 
work with us in our endeavor to bring about 
improved methods of distribution; the lack of 
which has been our industry’s biggest handi 
cap My thought further is that while we 
need increased numbers and members, great 
care should be exercised in the selection of 
those dealers and manufacturers whose posi 
tion in our industry is such that they should 
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benefit by the membership which we have to 
offer them. I think it is a most remarkable 
thing that we are able to go to a commercial 
stationery dealer or a manufacturer and offer 
to him the services of our National Stationers 
Association for the small sum of thirty dol- 
lars a year, which does not even cover the 
overhead expense of delivery of the service 
which our Association has to offer; for in- 
stance, information as to where to buy mer- 
chandise, procurement of employment for 
those out of work, research planning and 
surveys, the bulletin service covering every 
conceivable sort of subject, the Washington 
News Letter which keeps one in touch with 
National legislation and advice as to how 
this legislation affects the Commercial Sta- 
tioner, and the National Stationers magazine 
which devotes its entire space and editorial 
policy to a single individual business. The As- 
sociation deserves more support than it gets. I 
call your attention to the fact that this Asso- 
ciation spends less money in a year than many 
other organizations spend in a month and yet 
delivers a service many times greater. 

I am pleased to report that notwithstanding 
all of the work of the Association on codes, 
the added work that has been necessary due 
to legislation and changes, the money in the 
treasury on Oct. 1, 1934, was $4826.19 while 
the balance in the treasury on Oct. 1, 1935, 
has actually been increased to $5445.71. This 
report should be particularly gratifying to all 
members of our Association as it proves con- 
clusively that we have been able to balance 
our budget, which is something that the Uni- 
ted States Government has not been able to 
accomplish during these times of economic 
distress. 


Asks Utmost Cooperation for 
Association 


And still we have those within our ranks 
who state that the Association has outgrown 
the purpose for which it was formed. With 
this I disagree. I think we are closer to the 
original purpose than we have been for some 
years. This is not a time for any one member 
or non-member of our Association to ask, 
“what is the Association doing about this 
condition and that condition.” The question 
should be, “what am I doing to help the 
Association and to help all other merchants 
in the business in the solution of the problems 
that confront our industry today.” 

Let us all remember that organizations, as 
well as individuals, come and go. Some of our 
members during the two years of depression 
have been forced to economize and have 


dropped their membership in the National As- 


sociation. Others have become imbued with 
the thought that our Assdciation was of no 
material benefit to them and they have 
dropped out. It therefore becomes imperative 
that we each and every one appoint ourselves 
a committee of one to be continually on the 
lookout for new members to take the places 
of those who have dropped out. This is not 
alone a problem for the Board of Directors or 
for the business office in Washington, D. C. 
It is a problem for each and every one of us 
individually. I ask you in all earnestness to 
cooperate with us by being alert for a desir- 
able new member without delay. I also rec- 
ommend that a list of names of those who 
have resigned within the past year be fur- 
nished to the Governors of each District and 
an effort be made by these Governors, or 
their assistants, to see if these members can be 
brought back into the Association. 

I think one of the finest contributions to 
our Association that I have heard of has been 
made by one of our new Governors in the 
form of a magnificent cup, which is on dis- 
play at this convention and will be awarded 
to the Region making the largest percentage 
of gain in membership in the National Sta- 
tioners Association during each year. This 
contribution was made by Mr. Morris Han- 
sell, who is entitled to the gratitude and 
appreciation of every member of the trade for 
his cooperative spirit in originating this un- 
usual membership contest. 


Measurement Plan 


Our General Manager, realizing the neces- 
sity for price stabilization and closer relation- 
ship between the manufacturer and the dealer, 
has worked out a scientific plan to measure 
our problems and develop this closer relation- 
ship in the trade between manufacturers and 
dealers. He has worked out an absolutely 
definite method for measuring the policy for 
manufacturers, one compared with the other; 
for measuring the possibility of selling any 
commodity or group of commodities and also 
for measuring the sales force on a new basis. 
As a matter of fact, the plan that he has 
worked out is adaptable to all of the problems 
of our business and comprehends the measure- 
ment of outlets by the manufacturer as well 
as the measurement of the manufacturer by 
the Commercial Stationer. 

In July the first releases were made and 
they are being released at the present time. 
I call your attention to the fact that the re- 
leases are necessarily being confined to mem- 
ber Local Associations and to the members of 
the National Stationers Association. It is not 
felt by the administration of your Association 
that the National Association can undertake 
to service all of the Commercial Stationers in 
the trade who are not members of the Na- 
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1. C. F. Collisson, Minneapolis Trib- 
une; Mrs. Collisson. 

2. William Schmiederer, Buxton & 
Skinner Printing & Stationery Com- 
pany; Neill Stewart, Stewart Office Sup- 
ply Company, Dallas. 

3. E. A. and J. M. Keeling, Art Metal 
Construction Company. 

4. Jim Anderson, Wilson Jones Com- 
pany; W. R. Lindsay, West Coast Print- 
ing & Stationery Company, Los Angeles; 
Robert Sutton, Ekdahl & McCarty, Em- 
poria Kas.; Fred Pitt, The Pitt Com- 
pany. 

5. John Ford, Jr.. Peterson Litho- 
graphing & Printing Company, Omaha; 
M. L. Poundstone, manufacturers’ repre- 
sentative, Tulsa, Okla. 








tional Association on this most important work. 
You will hear a great deal about the Measure- 
ment Plan as the convention progresses. 

I am now quoting from a paragraph in my 
report which you will hear tomorrow. I think 
it is important that this report be read here 
today for I think that the Regional Govern- 
ors can play a very important part in helping 
us secure these statistics. 

“TI am particularly regretful that during my 
administration it has been so difficult to get 
proper statistics for the members. We have a 
business office ready and willing to accumulate 
the figures and to get them back to us in 
workable and usable form and yet we find it 
impossible to get figures from more than forty 
or fifty firms. In order to get the type of 
figures that are needed, we should have figures 
from two hundred or three hundred firms at 
least. It is gratifying to report that recently 
we have been able to get figures on sales from 
over two hundred firms regularly. But we need 
basic expense figures and the figures on the 
cost of doing business from at least two hun- 
dred firms. I am hopeful, before we leave this 
convention, that we will be able to get a defi- 
nite agreement from individual firms to fur- 
nish basic statistical information to our busi- 
ness office so that we may be able to possess 
ourselves of the type of information statisti- 
cally that we all need in order to conduct our 
businesses in a profitable and progressive way. 
Years ago we used to take up collections and 
spend $7,000 or $8,000 for one research job 
with Harvard Bureau of Business Research. 
If my figures are not wrong, I think we spent 
between $14,000 and $15,000 on two jobs of 
this kind. Now we have a business office 
equipped and ready and willing and anxious 
to do this same type of work with no added 
cost to the membership and we find it almost 
impossible to get adequate figures from the 
membership. Of course, we all realize the 
reluctance of firms during these days of close 
figuring to submit figures that are not the 
type that we can crow about, but we are going 
to submit at this meeting a very simple set of 
requirements and endeavor to get from a defi- 
nite number of members the percentages, at 
least, that will enable us to know how we are 
operating in our basic expenses and how we 
compare with other businesses doing a com 
parable job.” 

I think it is well to read another paragraph 
of the report at this meeting for if this service 
is put into effect, it will be necessary for the 
Governors of the various Regional Districts 
to assist the Washington office in getting sub- 
scribers to this service, which will be known 
as the Advertising Service. 

“The General Manager tells me that he is 
contemplating the inauguration of a new serv- 
ice by the Asscciation to be known as the 
Advertising Service. This is an idea of sup- 
plying to those dealers, who wish it, regular 
issues of advertising matter that they can 
reproduce themselves and circularize to their 
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customers and their prospective customers. 
Naturally, this is a big undertaking. It is my 
opinion that if this can be developed and our 
business office generally develops what they 
say they will, the individual firms using such 
a service ought to be willing to pay some sort 
of fee in addition to their regular membership 
for this service. This may not be necessary 
at the beginning, but, in any event, it is a 
most interesting undertaking and an added 
service from a business office that seems deter- 
mined to achieve an output of material and 
work that seems unbelievable when compared 
with the cost of membership.” 


Industrial Recovery Committee and 
National Recovery Administration 


The activities of the Commercial Stationers 
Industrial Recovery Committee and the Na- 
tional Policy Board are some of the finest of 
our National Associations. The men who have 
served on these committees have been doing a 
great work on behalf of the distributors. They 
deserve the gratitude and thanks of every 
legitimate Commercial Stationer and Office 
Outfitter. 

I think one of the outstanding achievements 
of our National Stationers Association was the 
filling of an order from the National Re- 
covery Administration asking for figures on 
employment, wages and a number of other 
things, for a period of five years. In asking 
for this information from our Association, 
they also sent forms out to each of the twenty- 
four distribution codes which come under the 
Distribution Division. Within twenty-four 
hours after the receipt of this order, our bus- 
iness office supplied them not only with all 
of the figures they wanted, but more figures 
than they needed. Furthermore, we were able 
to give them a report on the industry, together 
with suggestions as to the conduct of N.R.A. 
in its relations with industry. We were the 
only one of the twenty-four codes that was 
prepared to do this. In other words, the Na- 
tional Stationers Associatian was able in 
twenty-four hours to fill an order for informa- 
tion for the Government; whereas, twenty- 
three other organizations, most any one of 
which spends more money in a month than 
our Association does in a year, were unable 
to furnish this information. 


Training of Officers and Governors 

At this convention, a conference has been 
arranged of the newly elected Officers and 
Governors for Thursday morning. I strongly 
urge that even those men who love to play 
golf above anything else restrain from playing 
until the afternoon on Thursday and attend 
this conference which will be devoted to the 
consideration of possibilities of real accom- 
plishment on the part of the new Officers 
and Governors. 

We have had splendid backing from our 
Officers and Governors this year as I have 
mentioned before but it will be extremely help- 
ful to the new Officers to gather together and 
have the possibilities of their work thoroughly 
illustrated so that as we go back to our bus- 
inesses those who have the affairs of the Asso- 
ciation in their keeping for the coming year 
will be in a better position to cooperate with 
our business office in the working out of the 
troublesome things that confront us now and 
will continue to confront us as the business 
year rolls on. 

It has also been suggested that there should 
be a training course for Presidents of Local 
Associations. (This suggestion came from the 
President of a Local Association.) 

One of the most difficult things that busi- 
ness has to contend with is the fact that Local 
Associations are organized. operate for a cer- 
tain length of time and then some of them 
go by the boards. 

Every Local Association that expects to get 
anywhere should hold an individual mem- 
bership in the National Association and should 
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© willing t ive its President cooperate t 

the utmost with ti National Association It 
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we an get this condition of having all of the 


Local Associations hold individual 
memberships, the matter of training the Ofh 


egitimate 


cers will become a simple problem and we shall 
have cooperation that can easily translate itself 


into a tremendous amount of progress in this 


business and place behind our business office 
the necessary power it must have to represent 
the interests tf every section of the country 
in suct 1 way that the wr le business wi | bye 
benefited 

It must be kept in mind that ours is not a 


big Association; that our income is absolutely 


inadequate even for the work that is being 


done at the present tin e; that we must have 
support from the Local Associations and from 
the individua de alers in order that we may 
do a merchandising job that is comparable to 


ynfront the industry 


All of us are here in attendance at this 
convention be« use of some degree of mterest 
in Association work. We all have in common 
the de Sire ¢ know more about the business 


we are engaged in There has been a most 
interesting program prepared by the General 


Manager for this nvention. It is imperative 
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tmnat every nember Session so 





attend every 
that none of the topics that are to be dis 
These 
topics, such as, The California Fair Trade 
Act, the Chain Store Problem, Prison-Mad« 
Merchandise and its competition to the legi 
timate stationer, Direct Selling and Inter 
dealer Relationships, will be handled by men 
in the industry well advised and well posted 
on these important subjects 


j | 
issed at this convention will be missed 


These topics have 
all been arranged on the program by our Gen 
eral Manager and are free to all who desire 
to particpate 
Each Member Cooperating May Enjoy 
Satisfaction 
Chere is present in our organization a spirit 
of helpfulness; of support to all who desire 
to cooperate. Each member may enjoy the 
comforting sense of having played a definite 
part in the successful working out of the pur- 
poses of the Association. This participation 
should sustain the interest of the individual 
members and make the welfare of the Asso 
ciation something in which every member has 
a vital interest. The distinctly democratic na 
ture of our Association government when car 
ried out insures unified decisions and a better 
ment of conditions in the trade 
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I think we have just cause to be proud of 
our National 


| id the extreme h mor 


Association of which I have 
of be ing President. It 
years ago had fifteen 
Local Stationers Associations in the United 
States. Today there are This 
means that these groups are now meeting to 
gether, studying the problems of the business 
in a pleasant and harmonious way, and en 
deavoring to find out the thing they can do 
In other words, they are doing 


was only two tl it we 


about eighty. 


cooperatively 
more and more for themselves the things that 
only they can do for themselves, which indi 
cates that the business men in our industry 
are doing good, constructive and progressive 
thinking I believe it 1s the duty of every 
Commercial Stationer to contribute as much 
as he can of his time, his thought and energy 
in a promotional way for the betterment of 
the industry as a whole. These combined 
efforts are bound to prosper their businesses. 

May I take this occasion to express my 
gratitude for the privilege afforded me of 
being President of this National Stationers 
I am under especial obligation 
and assist 


Association 
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to you Governors tor your loyalty 


ince during my administr ation 
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ISCUSSIONS which I have heard indi 

cate that there is a feeling on the part 
of some retailers in this field that the attitude 
of certain manufacturers on this question of 
prison-made goods is due to the fact that the 
national government or government is 
interfering with their business in a direct way 
through production of articles which the man- 
ufacturer in this field makes The truth of this 
is that activity along this line caused 
us to investigate determine just how far 
reaching the practice of the state or the na 
tional government might be. The information 
secured was startling and indicated that you 
and we as a manufacturer were 


State 


matter 


as a retailer 
paying a far greater penalty through the 
roads made on organizations who were not our 
competitors but rather our customers and | 
hope to be able to present to you in a concise 
way, and in a very limited way due to lack 
of time, facts which will substantiate this 
statement and which will also bring home to 
you the need for aggressive action on our part 
to combat this trend. The announcement 
through a news bulletin over the radio that 
“President Roosevelt on the 26th of Septem- 
ber established a permanent Prison Industries 
Reorganization Administration to study re- 
organization of prison industries systems and 
eliminate prison made goods from competition 
with enterprise,” should not in any 
way reduce our efforts but rather increase 
them, and I feel confident that results can be 
obtained over a period of comparatively short 
time which will make it unnecessary to wage a 
continual war against this evil 


priv ate 


Volume of Prison Produced Equipment 


You have some appreciation of the 
value of products produced by the prisons 
in this country. In prisons in 1932 
articles were produced amounting to over 71 
million dollars, in federal prisons the volume 
of the products was over 4 million dollars, so 
that in the year 1932 when we were endeav 
oring to give work to honest men, 
million dollars worth of merchandise was pro 
duced in prisons. And million dollars in 
volume in any industry in this country in 
1932 was some volume. 
Practically every line of 
fected by this, for investigation developed the 
fact that in the merchandise were agricultural 
implements, bakery products, baskets, brooms, 
clay, cement and stone products, clothing 
from children’s play suits through overcoats, 
coal mining, coffee roasting, construction work 
ranging from railroad tracks to new buildings. 
farm products of all kinds, furniture of all 


may 


State 


over 75 


business was af 


kinds, highway markers, lumber and timber 
products, metal products ranging from alumi- 
num ware to electric switch boxes, printing 
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Prison-Made Goods 


By J. S. Sprott, President, The 
Globe-Wernicke Co., Cincinnati, 





Mr. Sprott 


from letterheads to blank and bound books, 
soap and soap powders, sugar, textiles and 
textile products, toys and whips. Shoes are 
made in many of the state penitentiaries and 
I was surprised to find in some of them that 
meat packers were receiving competition. 

Here is a report on prison industries issued 
by the Commonwealth of Pennsylvania, Jan- 
1934. “A brief review of the systems 
under which prison industries function and 
have functioned are listed by the Bureau of 
Labor Statistics: 


uary, 


Lease System 


Under this system the state enters into 
a contract with a lessee, who agrees 
to receive the convict, feed, clothe, 
house and guard him, to keep him at 
work, and to pay the State a specified 
amount for his labor. The State re 
serves the right to make rules for the 
care of the convict and to inspect the 
convict’s quarters and place of work. 
No institution is maintained by the 
State other than a place of detention, 
where the convicts can be held until 
placed in the hands of the lessee and 
in which to confine convicts who are 
unable to work. In other words, the 
prisoners themselves are leased to the 
contractor. 


Contact System 
Under this system the State feeds, 
clothes, houses and guards the convict. 
To do this, the State maintains an 
institution and a force of guards and 
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other employees. A contractor engages 
with the State for the labor of the con- 
vict, which is performed within or near 
the institution. The contractor pays the 
State a stipulated amount per capita 
for the services of the convict, supplies 
his own raw material, and superintends 
the work. 

These two systems show the viciousness of 
some phases of prison-made goods. Some 
contractor secures this labor at a figure below 
the price it would be necessary for him to 
pay free labor and he is in competition with 
our customers. In one case of which I know, 
this situation closed down two shoe factories 
in a small town and the result was the closing 
of a stationery store in that community. 

I am not posing as an authority on prison 
labor. I have read a number of articles cov- 
ering this subject and I do not find anything 
in any of the contentions of these individuals 
who are giving their time to the welfare of 
prisoners that should detract us in any way 
from our aggressive campaign against this evil. 


Treatment of Sick Criminals 


I have not been able to satisfy my own 
mind that the state or federal government 
should give treatment to criminals that they 
withheld from the honest man. Here is an 
article covering the treatment of sick crim- 
inals in mountain hospital prisons. “Inmates 
of Department of Justice medical center play 
baseball; several study law; one writes poetry. 
* * * Five major buildings cover 442 acres 
of the medical reserve. * * * An expert staff 
of specialists considers each case individually.” 
The prisoner must be treated as a human 
being. He must be given care when he re 
quires that attention up to the point where it 
is not taken away from the honest man and 
where in addition work is taken away from 
the honest man. In reality we give the honest 
individual an incentive for being a criminal. 

As I see it, there is no line drawn between 
labor and management. When this work goes 
into the prison, the wage earner, the salaried 
man and the merchant suffer. We suffer 
enough from the action of criminals before 
they are confined. We are taxed and pay con- 
tinually to keep him in confinement, in cloth- 
ing, in food and comfortable quarters. I can 
not see the justice of further penalties through 
the elimination of work and profit for honest 
men. I do hope you will see this as I do and 
that this convention will go on record in an 
emphatic way to show their opposition to this 
activity and their intention to combat it now 
and until some solution is found which will 
place the honest man above the criminal as 
far as consideration from the state and national 
government is concerned. 


or 
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The California Fair Trade Act 


ROM the Stationers of California, I bring 
“Greetings, and Best Wishes for the Suc 
cess of this Convention.” 

We acknowledge with thanks the kindy in 
vitation and the courtesies of the Kansas City 
division 

Our delegates are here seeking inspiration 
and education—and hoping to be helpful in 
the deliberation of these meetings. 

I am asked to tell you something about the 
Fair Trade Act in our state. 

I assume you all are familiar with the in 
tent and purpose of Fair Trade Acts, but for 
the benefit of any who may not be, I shall 
explain briefly 

“A Fair Trade Act” is a law enacted by the 
legislative body of a state 

It sanctions contracts between manufacturers 
and distributors for the sale of merchandise 
upon the terms and at prices stipulated in the 
contract by the manufacturer. 

It requires distributors to maintain prices 
agreed to, and provides penalties for failure 
to comply therewith 

Furthermore, it allows for payment of dam 
uges to the party injured thru price cutting, 
even though the violator be not a party to 
the contract—and, it grants restraining orders 
through the process of injunction 

Failure to heed the injunction is contempt 
of court and, of course, is a serious thing. 

The underlying purpose of the act is to 
protect the good name of favorably known 
brands and trademarks against disruption 

It gives to the legitimate dealer protection 
against the price cutter who utilizes “loss 
leaders” to induce prospects into his store, 
in order to sell something else upon which he 
makes a good profit 

In my opinion any Fair Trade Act, in any 
state would be a meaningless thing to any in- 
dustry not thoroughly organized to take ad 
vantage of the benefits which the act con 
templates 

Fortunately, however, stationers are in a 
better state of organization today than ever 
before 

Thruout the nation, dealers are getting to 
know and beginning to show their strength, 
and maufacturers admire and respect them 
for it. 

This condition of better organization is due 
to the efforts of one who labors unceasingly 
to bring about better understanding between 
the manufacturer and distributor 

Thru the stimulating influence of his splen 
did personality, associations have grown large 
in membership and important in the measure 
of their activities. 

His very heart and soul are interwoven with 
the welfare of this industry. 

We are fortunate—indeed we are blessed 
with the leadership of that sterling character 
and lovable fellow—-Charles P. Garvin. 


Not in Experimental Stage 


Operation of the Fair Trade Act in Cali 
fornia is no longer in the experimental stage 
we have demonstrated its feasibility and it is 
functioning to our entire satisfaction 

We look upon it as a “Golden Opportu 
nity” for all manufacturers. 

It is the means by which they are offered 
favorable consideration for the distribution of 
their product through the friendly channels of 
hundreds of reputable dealers—and thar, I 
maintain, is no small privilege. 

We oppose no man or manufacturer for 
doing what he thinks is right; yet we never fail 
to favor the manufacturer whose policy pro- 
vides for the rightful interest of his dealer. 

We aim not to make a contract with any man 
ufacturer until other makers of similar mer 
chandise have signified their intention of doing 
likewise thus we Mme ither glorify nor con 


By Edward H. Wobber, Wob- 
ber’s, Inc., San Francisco, Calif. 








Mr. Wobber 


demn, but, we do learn in the meantime, 
whether friendships cherished thru the years 
are really as sincere as they have seemed. 

Needless to say, price schedules in the con- 
tracts issued by the manufacturers are grad- 
uated to allow for lessening unit prices in 
increasing quantities. This enables the dealer 
to meet competition, protects the interest of 
the cooperating manufacturers, and discourages 
the intrusion of solicitation by mail order 
houses. 

The states of New York, Pennsylvania, IIli- 
nois, lowa, Maryland, New Jersey, Wisconsin, 
Oregon, Washington and Idaho have recently 
legalized Fair Trade Acts patterned after the 
California Law and doubtless the stationers 
of those forward states will find it to their 
advantage to sell “price-protected merchan- 
dise” at prices “established by the manufac- 
turer” and “accepted by the trade.” 

Eventually a Fair Trade Act will be ac- 
cepted and adopted by every state in the 
Union—and manufacturers with a product 
worthy of their good name will prove their 
wisdom by enlisting the selling support of legiti- 
mate dealers—for, after all, in the final analy- 
sis, while—“Output may be essential”—“Out- 
let 1s necessary.” 


Concerning Legality of the Act 


To those manufacturers who hesitate, be- 
lieving, or pretending to believe that it is il- 
logical or even illegal to cooperate under this 
law. I am happy to announce that Mr. Stan- 
ley Weigel of the eminent law firm of Weigel, 
Crocker & Landis of San Francisco is here at- 
tending the convention with us and will, at the 
proper time, explain the Fair Trade Act in 
a manner far more thoroughly than I am capa- 
ble of doing. 

In the matter of the Fair Trade Act in Cal- 
ifornia, Mr. Weigel not only represents the 
stationers but also represents the druggists and 
others. You will find his message interesting 
and enlightening. 

To those manufacturers who are already co- 
operating in California, I beg leave to take this 
opportunity to express appreciation on behalf 
of the dealers of our state. 

We are indebted to Boorum & Pease for 
their courageous stand in issuing a definite and 
inflexible consumer price list, and for openly 
announcing their intention not to sell to any 
dealer failing to maintain the prices thus es- 
tablished. 

That policy is well adhered to in our section 
and has meant many thousands of dollars of 
additional profit to all dealers handling their 
product 

We are indebted to Eberhard Faber for 


adopting and maintaining their constructive 
sales policy, for their helpfulness in many ways, 
and for their unhesitating willingness to cooper- 
ate under the Fair Trade Act. 

We are appreciative of the earnest assistance 
and the fine spirit shown in many ways by the 
following firms and their executives in bringing 
to a happy conclusion the issuance of gen- 
erally acceptable contracts under the Fair 
Trade Act. 

In the group of ink and adhesive manufac- 
turers we are indebted to: 

Carter Ink Co. Mr. Richard Carter 

Edwards Ink Co. Mr. Harry Edwards 

Sanford Mfg. Co. Mr. W. S. Carpenter 

L. E. Waterman Co. Mr. F. D. Waterman 

In the group of pencil makers we have con- 
tracted with, and are grateful to: 

American Pencil Co. Mr. C. Wadsworth 

Dixon Crucible Co. Mr. H. B. Van Dorn 
and Mr.J.H.Scherm- 
erhorn 

Mr. Berolzheimer and 

Mr. Price 

Eberhard Faber Co. Mr. Eberhard Faber and 
Mr. H. B. Elmer 

Reliance Pencil Corp. Mr. M. I. Levine 

Wallace Pencil Co. Mr. Asa Wallace 

The Oakville Company, through the efforts 
of Mr. C. C. Shee and Mr. Charles Barry 
are cooperating and have published a very 
comprehensive consumer price list. 

We have contracts with the Neva-Clog 
Company and are indebted therefore to Mr. 
Curtis and to Mr. Davidson. 

The Standard Diary Company through the 
efforts of Mr. Wallace Lovett, is working 
with us. 

And the desk and wall calendar manufac- 
turers, (all of them) have entered into agree- 
ment with our dealers, and so I have pleasure 
in acknowledging their patience and helpful- 
ness toward the issuance of uniform contracts. 
Here are their names: 

Bainbridge, Kimpton Mr. A. C. Bainbridge 

& Haupt Mr. T. W. Norris 
Columbian Art Works Mr. E. T. MacIntyre 
Defiance SalesCorp. Mr. C. H. Ramsey 
Ever Ready Calendar and Mr. J. B. Kemp 

Mfg. Co. Mr. E. J. Huott 


Eagle Pencil Co. 


Frank A. Weeks Mfg. 
Co. 


We have the very encouraging promises of 
probable cooperation from Yawman and Erbe, 
Globe-Wernicke and Weis Manufacturing 
Company. 

We are particularly anxious to have the 
cooperation of all loose leaf and blank book 
manufacturers. Before this convention ad- 
journs we hope for a favorable announcement 
indicating the intention of all firms engaged in 
the production of this most important com- 
modity. 

Nothing could give our delegation greater 
pleasure than to go back to our constituents 
in California and to tell them we have found 
others who would have their names inscribed 
upon our Roll of Honor. 

And so, I appeal, not in tones of admoni- 
tion, but rather in a spirit of sincerity and 
friendliness for all manufacturers to think 
well before refusing to cooperate with the 
dealers of the nation—to mingle a bit of 
sentiment with their reasoning—and to show 
a common regard for that part of the industry, 
without which, no manufacturer could ever 
have become great. 

And when the time comes—(and the dealer 
finds a lot of happiness as a compensation for 
his endless efforts) you will find him willing 
to share with those whose cooperation has 
made his prosperity possible. 
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In conclusion—I beg leave to express my 
affection for one, who, having made a success 
of his own business, gives freely of his time 


NE thing about the truth is that if it is 

twice stated it is the same thing. I say 
that by way of apology to those sitting here 
who may be manufacturers, and who have suf- 
fered through substantially the same thing 
that I am privileged to discuss with you, but 
a few moments ago. 

I will first state the things which the Cali- 
fornia Fair Trade Act is not. It is not a 
code. It has nothing to do with either State 
or Federal codes. It is not a compulsory sys- 
tem of price maintenance. It is nothing more 
than permissive legislation, which permits a 
manufacturer or a distributor of a trade- 
marked, branded or named commodity to rig- 
idly control, if he desires to do so, the retail 
or wholesale price of that commodity. 

By way of indicating the fact that the Fair 
Trade Act is not necessarily a local product 
of the sunny California climate, may I point 
out to you that the following states, eleven in 
number, now have in existence fair trade acts 
which are virtually identical with the Califor- 
nia Act. So that in these remarks, while they 
will deal with the California Fair Trade Act, 
will be equally applicable, except as to the 
background and history, to the fair trade acts 
also of New York, Pennsylvania, Illinois, 
Iowa, Maryland, New Jersey, Oregon, Wash- 
ington, Wisconsin and Ohio. 

The best way to explain something to a 
group unfamiliar with it is perhaps the nar- 
rative or story-telling way. I shall simply 
recite the facts behind two cases decided by 
the Supreme Court of California in 1909 
and 1912. 

Cases in Point 

The case in 1909 was that of Grogan v. 
Chaffee. Grogan was a California producer of 
olive oil. He felt and announced that he had 
a superior product, and claimed a superior 
method of refining olive oil for table use. He 
put his label on every container in which that 
oil was sold, and it was known as Grogan olive 
oil, or some such designation which identified 
it as his product. He decided the best way to 
market that product was to confine its sale to 
retail dealers who would agree with him, for 
the sake of example, to sell olive oil at one 
dollar per quart, no more, no less. And if you, 
as stationery men, were selling olive oil, be- 
fore you bought his merchandise you would 
sign a contract under the terms of which you 
would agree that in reselling that merchandise 
you would sell it for a dollar a quart, and at 
no other price. 

Grogan felt that had two distinct advan- 
tages. It advertised the trade name Grogan. 
He felt that by tying in that advertisement 
of a standard commodity at a standard price, 
he would gain the benefit of the public know- 
ing that his was a good product, the price a 
dollar, and it way always the same price and 
the same product. 

His system of doing business prospered. He 
built a fine reputation and a fine business. 
One reason was the tying in of mark and 
standard price. The other was that, since 
his goods were not subject to price-cutting, the 
dealers were glad to sell his goods and recom- 
mend them to their customers, because not 
only were they intrinsically good, but the 
dealer got what was a fair price. Things went 
well until 1909, when a grocer in Pasadena, 
California, whose name was Chaffee, having 
signed the contract and having agreed to sell 
at one dollar a quart—the figure is illustra- 
tive—one day plastered his store window with 
a sign “Grogan Olive Oil, 79 cents a Quart.” 
The figures again are illustrative. He had 


and his talents to help others in the industry 
to make a success of theirs. 
In humble compliment, I pay my utmost 
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By Stanley Weigel. of Weigel. 
Crocker & Landis, San Francisco 
Lawyers 
the contract with Chaffee’s signature on it, 

and he went to court. 

Chaffee said to the trial judge, in effect, 
“This is a monopolistic and price-fixing con- 
tract, and is against the policy of the Federal 
Government and the State Government, and 
also against the principles of the common law. 
I signed the contract, but those goods were 
mine, and if I want to sell them at 79 cents, 
or give them away, that is none of Grogan’s 
concern. I can do with them as I please. The 
contract is, for the reasons I have given, null 
and void.” The trial judge, one of the judges 
of the Los Angeles County Superior Court, 
agreed with the contention of Mr. Chaffee’s 
counsel, and threw Mr. Grogan out of court. 
The legal method was that the defendant 
interposed a demurrer. He said in effect, “I 
admit everything that has been charged, but 
even so Grogan hasn’t a cause of action at 
law.” 

Grogan wasn’t content with the decision of 
the trial judge, and he took that case to the 
Supreme Court of the State of California. It 
reached there promptly in 1909. The Supreme 
Court reversed the trial court, and this was 
the reasoning of the Supreme Court: “Monop- 
oly? There is no monopoly here. Everyone 
knows, and we can take judicial notice of the 
fact, that there are plenty of other olive oils 
on the market besides Grogan’s, branded and 
unbranded oils. If there is any monopoly here, 
it is a monopoly of the name Grogan, and it 
is his name, and he has a right to monopo- 
lize it. With respect to its being in restraint 
of trade, the only thing that happens to the 
public, the only thing there is in the way of 
monopoly, is that if they want this particular 
olive oil, they must pay the manufacturer’s 
price for it. They can get other oils at other 
prices, and nobody else has to sell his oils at 
the same price that Grogan does. He wasn’t 
under obligation to produce olive oil or sell it. 
He could shut down his factory today, and 
neither this court nor any one else could pre- 
vent him. And it seems reasonable to us, 
under the circumstances stated, that it is 
sound and legal for him to establish his 
prices by contract.” 

That was their reasoning, in 1909, and 
theirs was a final decision of the highest 
court in the State of California. 


Difference in 1912 Case 


In 1912 almost the same case arose, with 
one important distinction. It was known as 
Ghiradelli v. Hunsicker. Ghiradelli is a large 
producer of chocolate products. They had a 
system of business substantially this — and 
again I will resort to illustration. They as 
manufacturers distributed their products to 
wholesalers, and the wholesalers in turn sold 
to the retailers. The company required a 
contract from its wholesalers by which the 
wholesaler agreed not to sell Ghiradelli prod- 
ucts unless the retail dealers would agree with 
the wholesalers to maintain the manufactur- 
er’s price in selling the product, this chocolate. 
In the 1909 case it was a contract between 
the manufacturer and the retailer. In the 
Ghiradelli case it was two contracts; cre the 
manufacturer with the wholesaler, by which 
the wholesaler agreed to sell only to those 
retailers who would sell at the agreed price, 
and there was an agreement between the 
wholesaler and the retailer that the goods 
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respects “to his broad mind and to his gen- 
erous heart—"to the president of ALL the 
stationers—our own—Harry A. Morgan. 


would be sold by the latter at the manufac- 
turer’s price. 

I think Mr. Hunsicker was located in San 
Francisco, which will make the Los Angeles 
people feel better. (Laughter.) He broke that 
contract, and instead of the wholesaler bring- 
ing suit, the Ghiradelli Company brought it. 
For the same reasons substantially as were 
set forth in the case of Grogan v. Chaffee, the 
Court held Hunsicker could be compelled to 
maintain that price. 

The Court did one other thing. The Su- 
preme Court said this contract did not violate 
the state anti-trust law, which is very similar 
to the Sherman Anti-Trust Act of the Fed- 
eral Government. The Supreme Court said 
there was no monopoly there, the only monop- 
oly being the name of the Ghiradelli Com- 
pany. There are other chocolates. 

The 1931 Fair Trade Art 

In those two cases you have the California 
Fair Trade Act as passed in 1931. Why 
should the Act be passed, if it was already 
the law? Well, the average business man and 
legislator doesn’t know what is in the law 
books. There was prior to 1931, for many 
years, a very vicious price-cutting cycle, par- 
ticularly in the drug industry, due to the 
invasion of chain stores, featuring well known 
drug commodities at cut prices. There was a 
sufficient public demand for the correction of 
that situation for the Legislature to place the 
Fair Trade Act on the statute books as of 
August, 1931. The Fair Trade Act is noth- 
ing more than a definite statement upon the 
statute books, as distinguished from the com- 
mon law or court-made law, of the principles 
laid down in Grogan v. Chaffee and Ghira- 
delli v. Hunsicker. 

Section 1 of the California Fair Trade Act 
provides substantially, “No contract relating 
to the sale of commodities of standard qual- 
ity bearing a trade-mark brand or name of the 
owner or producer thereof, which commodity 
is in fair and open competition with other 
commodities of the same general class’ —that 
no such contract is illegal because it contains 
any of these provisions: (1) That the vendor 
require the vendee to sell at a stipulated 
price. (2) That the vendor require of the 
vendee that the vendee shall not resell such 
commodities unless he shall require from his 
subsequent vendee, the second purchaser, that 
the subsequent vendee shall sell at a stipu- 
lated price. That was the Ghiradelli v. Hun- 
sicker case. The Act provides three exceptions. 
The price stipulated in such a contract need 
not be maintained if the goods (1) are dam- 
aged or deteriorated in quality, and the pub- 
lic is given notice thereof. If the merchandise 
is perishable and spoiled, it may be sold for 
less, as long as the public is advised that it is 
damaged. (2) The contract price does not 
apply to bona fide close-out sales, for the 
purpose of discontinuing delivery of the par- 
ticular commodity. (3) The contract does not 
apply to sales made by any court or an officer 
acting under the orders of any court. And, 
finally, the California Fair Trade Act says, 
what was already implied in those two cases, 
that these agreements may not be made be- 
tween competitors. 

Not Designed to Raise Prices 

The California Act is not designed to en- 
able the raising of prices generally. It is 
designed simply to protect the good will at- 
taching to a mame and to a standard price. 
For example, take the Coca Cola Company, 
the name is extremely valuable. If the Coca 
Cola goods began to be sold for less, it is 





62 





OFFICE APPLIANCES 


possible that the public would suspect that the druggists felt this was the answer to the in- tracts. The only question which exists is the 
ingredients were not as good. Or if the Ford vasion of the cut-price operator. The inde question as to the constitutionality of these 
automobile sold much below its advertised pendent druggist can say to the manufa sixty-five words, this amendment, Section 1!/> 
price, people would begin to wonder if Mr turer, “We won't buy of you unless you We have 48 counties, I think, in Califor 
Ford, or any other manufacturer, had not operate under the California Fair Trade Act nia. Each county has a superior court, known 


cheapened his car or commodity. 

And, in the second place, the manufa 
turer would suffer, not only because the public 
would suspect the quality of the goods, but 


and refuse to sell to people that cut prices.’ 
The independent druggist, as distinguished 
from the large chain outlets, does at least 
55 % of the entire drug business in nationally 


as the superior court of such and such a 
county in and for the State of California. 
Those county judges are not bound by the 


decisions of their colleagues elsewhere, or 


also the chances are that he hasn’t cut his advertised and other lines, and gradually man even in the same county. It is possible in the 
prices to the dealer, and that dealer is simply ufacturers, some reluctantly and some whole highest trial court for there to be a diversity 
using the manufacturer's standard commodity heartedly, began to operate under the 1931 of judicial decision until the question is set 
it a lower price to trick customers into the Act, and to require these contracts. tled by the Supreme Court. 

store, with the expectation that the dealer sells The druggists were soon to learn the boom The first suit which was brought under this 


everything at correspondingly low prices. If a 
certain standard commodity retailing regularly 
i dealer for Sixty cents, 
If the other 


dealer meets the price, he has no profit, and 


for a dollar is sold by 

the public will go there for it. 

if he doesn’t, he doesn’t get the business 

Competitors Cannot Act in Concert to 

Fix Prices 

So competitors cannot get together under 
Fair Trade Act, and fix the price of a 

product. But a manufacturer can contract with 


the 
a retailer that the retailer will not sell at less 
than the price stated. He can contract with 
the wholesaler that the wholesaler won’t sell 
to the retailer at less than the price. You can 
protect a particular product vertically. Manu 
tacturers cannot get together and horizontally 


erang that Act was, because this is what hap 
pened. The independent druggist would sign 
a contract, and agree not to sell at prices other 
than those stipulated. When some pharma 
ceutical manufacturer would come to a cut-rate 
operator and ask him to sign the contract, the 
operator would say “No.” “All right, I won't 
sell you my goods.” The price-cutter would 
laugh at him, because he would get the goods 
in one way or another. Trucks carrying na 
tionally advertised drug commodities have 
been hijacked on the California roads, and 
those goods have been found in the stores of 
cut-rate operators. In one instance, where a 
manufacturer had a particularly effective con 
trol of distribution, the cut-rate operator got 
his supply of that commodity by buying it for 
in San Francisco through a Japanese cor 


Amendment against a price-cutter who had not 
signed a contract, was brought by a manu- 
facturer of cosmetics against a retail dealer in 
Los Angeles named Kunzman. Kunzman 
argued to the trial judge, an able judge in 
Los Angeles named Wilson, that Section 11/ 
was unconstitutional because it violated the 
due process clauses of the State and Federal 
constitutions. That clause says that no person 
may be deprived of life, liberty or property 
without due process of law. Kunzman’s argu- 
ment was that since he acquired this property 
without contract, and since it was his, and 
since one of the incidents of ownership is the 
right to transfer it freely, this Act, in requir 
ing him to maintain a price agreed upon be 
tween persons besides himself, interfered with 
his right under the “due process” provision of 


fix prices. It protects the product against this use 

particularly vicious form of unfair price com respondent. So the drug manufacturers could the Federal and State constitutions. 
petition. That is all there is to the Fair Trade not, under existing laws, get effective control The Wilson Decision 
Act. No manufacturer has to go under it. If over their distribution, and the cutter would 


ve wants to, the law says it is all right, in 
und these other states. If one man 
to, other manufacturer 
If a manufacturer 


comes under it, and he wants to change prices 


California 
ufacturer wants 


nee d 


no 
come under it 
afterwards to meet competition, he can change 
prices 

One of the concerns of the Fair Trade Act 
is to protect the public from its being used as 
1 means to unconscionable profit and price 
It one man charges an outrageous price, sooner 
or ] iter some one will offer the public an 
equally good product at a fair price. That is 


get the goods. And then what happened? The 
independent druggist was tied by a contract, 
and against this competition he was at the 
mercy of the manufacturer as to permission 
to meet the price But the price-cutter did not 
have a contract. He had the goods, and he 
could cut prices, and since the independent 
druggist could not meet the price, the thing 
pl ayed into the h ands of the price cutter 
Amendment in 1933 

The next session of the Legislature in 1933 
did something about it A very distinguished 
attorney of Chicago and New York, who rep 


Judge Wilson agreed with that view, and in 
the first case we got into the California courts 
it was a very black day for those interested 
in price maintenance, the case was 
thrown out of court and the amendment de- 
clared unconstitutional But brighter days 
were to come. That decision was appealed, 
and is now pending before the Supreme Court 
of California. I had the pleasure of appear 
ing at the oral argument two or three weeks 
ago in that appeal. The Supreme Court's 
decision on the constitutionality of that Sec- 
tion 11/, is expected within the next four to 


bec ause 


eight months. 


the substance of the California Fair Trade resents many of the larger manufacturers of Since that day in 1933 in October, when 
Act and those of these other states drug products, and who has had a lifetime dee Wil f 
Your Mr. Garvin was right, that there is he field of f Judge ilson rendered this unhappy, for us, 

( : arvi ent, put. the fie nf: > n, : 
aes 2 Oe ae eC ee oe decision, there have been thirty to thirty-five 


about the Fair Trade Act 
the old Capper-Kelly 
been before the Federal Government for many 
years, due to the efforts of the late 
Congressman Kelly and Senator Capper. Con 
gressman Kelly was instrumental 
that legislation through the House of Repre 
it was killed in the Senate 


was undoubtedly as interested 


Ie 1s 
legislation, which has 


nothing new 


valiant 
In seeing 


sentatives, but 

Mr. Garvin 
is I was in the proceedings in New York. The 
I egisl ature there Fair Trade Act 
ilmost word for word like the California Act 
that bill, 
and to those hearings 


p assed a 


Governor Lehman, before signing 


he ld publ ic } earings 
came the so-called consumer leagues and the 
expert economists of the Macy Department 
Store in New York City 


' 
decry fair trade legisl TION as Monopolisti and 


T hey were there to 


raising and price-fixing And after a full 
the signed the bill, and 


wrote his approval of it in unmistakable terms, 


price 
hearing Governor 
pointing out that it was nothing more than a 
reasonable means to a reasonable end, that of 
unfair ompetition 


preventing price « 


trade mark infringements. and the like, was 
wsked by a group in California to draft an 
amendment to this 1931 California Fair Trade 
Act which would solve the problem. He did 
With characteristic terseness and ability, that 
amendment consisted of only sixty-five words. 
That amendment was passed by the 1933 
Legislature and became effective in August, 
1933. The sixty-five words were as follows: 
“Wilfully and knowingly advertising. offering 
for sale or selling any commodity at less than 
the price stipulated in contract entered 
into pursuant to the provision of Section One 
of this Act, whether the person so advertising, 
offering for sale or selling is or is not a party 
to such contract, is unfair competition and is 
actionable at the suit of any person damaged 


any 


thereby.” 

So now, even if the cutter did not sign the 
contract. and even if he got his goods from 
Japan, if he violated that Section 11/4, he was 
committing unfair competition and was subject 
to an mmyunction suit 


You should know 


the history of this Sec 


actions brought in the superior courts of Cali 
fornia under the same amendment. And as 
one who is sold on the inherent soundness 
and decency of this legislation, I am pleased 
to say that the only judge in California who 
agreed with Judge Wilson was Judge Wilson. 
All of the other judges have either written 
sustaining the constitutionality of 
this Section, or have granted relief under it, 
which shows they believe it is constitutional. 
So that, except in Los Angeles, where Judge 
Wilson handles all these matters for injunc- 
tions, the situation in California as to prod 
under the Fair Trade Act is a very 
happy one. There are no less than 287 manu 
facturers of pharmaceutical and drug _prod- 
ucts operating in California under the Fair 
Trade Act. I know of very few important 
pharmaceutical manufacturers who are not op 


opinions 


ucts 


erating under the Act 

Please understand me—There is no dispar 
agement of Judge Wilson. I know him per 
sonally. I have discussed the Fair Trade Act, 
have been in court before him on different 


Experience of Druggists tion 114. Bear in mind that as between the 
When the California Fair Trade Act came parties who actually sign those contracts, there matters, and I respect him greatly, and he is 
yn the statute books, it came to the attention is no question of their legality in California, honest and sincere, and his views coincide with 
1 us men, part cul arly druggists The and no question of the v ilidity of those con the views of certain able lawyers 
(Registration—Continued from Page 58) 
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Esterbrook Steel 
Camden, N 


Office I quipt. 


Hildreth, Joe H 
Pen Mfg. Co., 

Hodge, R. E., Gary 
Co., Gary, Indiana. 

Hodgkinson, Frank W Eagel Pen 
cil Co., New York, N. Y 

Hoge, Bill, General Fireproofing Co., 
Youngstown, Ohio. 

Holley, C. C., L. W. Holley & Son, 
Des Moines, lowa. 

am, L. E., Commercial Furniture 

Chicago, Ill 

Pe Edgar K., 
Chicago, Ill 

Hopper, Ff G 
Junction, Colo 

Horder, H. G 
cago, Ill 

Horr, Cortland B., Victor Safe & 
Equipment Co., La Grange, Ill. 


Stuart Hooper eR 
Winfields, Grand 


Horder’s Inc., Chi 


Hosselet, Ferd, Swan Pencil Co., New 
York, N. Y 

Hucke, Charles H., Mfgrs. Represent 
ative, Atlanta, Georgia. 

Hughes, Frank M., Standard Office 
Supply Co., Oklahoma City, Okla 

Hunter, A. D., Missouri-Interstate Pa 
per Co., Kansas City, Mo 


Hyatt, Charles H., Defiance Sales Co., 


New York City 


I 

Irving, C. B., Wilson-Jones Co., Chi 
cago, Ill. 

Isaakson, E. I 

Sioux City, 


Verstegen Prg Co 
lowa 


J 
Gallup Map & Sup 


Jamerson, P. T 


ply Co., Kansas City, Mo 

Jaques, Wash. L., Jaques & Co., Inc., 
New York City 

Jerue, S. F., McClain & Hedman Co 
St. Paul, Minn 

Jesse, W. Rhodes, Mexico Bank Sup 
ply Co., Mexico, Mo 

Johnson, Evan, Office Appliance Co., 
Chicago, Ill 

Johnson, John, American Pencil Co., 


Hoboken, N 
Johnson, R. E 
Omaha, Nebr 
Johnston, Wm. F : Frey 
Co., Los Angeles, Calif 
Josephson, Benjamin, Josephson Manu 
facturing Corp, New York City 


Omaha Stationery Co 


Walter R., Eberhard Faber Pen 
, Kansas City, Mo. 

National FiberstoK 
Philadelphia, Pa. 
Art Metal Construc- 


Kane, 
cil Co. 
Kaufman, ” Carl I 
Envelope Co., 
Keeling, E. A., 
tion Co., Inc., Jamestown, N 
Keeling, John M., Art Metal Con 
struction Co., Kansas City, Mo 


Kelly, Homer, Western Litho. Co., 
Wichita, Kansas. 

Kelly, William P., Stationers Ass’n of 
Louisville, Louisville, Ky. 

Kemp, John B., Ever Ready Calendar 
Mfg. Co., Jersey City, N. ] 

Kendrick, L. R., The Kendrick-Bel 
lamy Co., Denver, Colo. 


Kennedy, C. A., Wm. J. Kennedy 
Staty. Co., Se. Louis, Mo 

Kennedy, J. F., Trussell Mfg. 
Poughkeepsie, N. Y 

King, A Ward's, Boston, Mass 

King, Karl G., The Office Engineers, 
Inc., South Bend, Ind 

Kistler, E. O., W. H. Kistler Staty. 
Co., Denver, Colo 


Co., 


Koch, William, Koch Bros., Des 
Moines, Iowa 
Kohl, P. L., Ruxton Products Co., 


Ohio 
Howard Hunt Pen Co., 
J 


Cincinnati 
Kolb, John, C 
Camden, N. | 
Konecky, Max, Wm 
Long Island City 
Kranzberg, Harry 
Louis, Mo 
Kretchmer, O., Peerless Key Co., Inc 
New York City, N. Y 
Krohme, A. H., American Pencil Co., 
Hoboken, N. J 
Krumwiede, Elmer, G. ] 
Co., Chicago, IIl 


Prym of Amer., 
New York, N. Y 
The Scram Co., St 


Aigner & 


Kuch k J Hotchkiss Sales Co 
Norwalk, Conn 
Kulp Benjamin Wilson-Jones C 


Chicago, Ill 


L 
Landes, J. D., Schooley Preg 
Co., Kansas City, Mo 
Binney & Smith, New 


& Staty 


Lanham, Dick 


York, N. Y 


Latsch, R. D., 
Lincoln, Nebr. 

Laws, Jack, Globe-Wernicke Co., Cin 
cinnati, Ohio. 

Lawson, Dr. R. | 
Chicago, IIl. 

arg Austin, Tropical 

New Orleans, La. 

beeend C. W., Leonard & Co., De 

troit, Mich. 


Latsch Brothers, Inc . 


Ace Fastener Co 


Printing 


Lessard, Ernest J., Lessard Prg. & 
Sta. Co., Se. Louis, Mo. 
Lewis, R. H., Dennison Manufac 


Chicago, Ill 
Ace Fastener Corp., Chi 


turing Co., 


Linden, Hy., 


cago, Ill. 
Lindsay, W. R., West Coast Staty. & 
Prtg. Co., Los Angeles, Calif. 
a, Charles W., George B. Graff 


, Cambridge, Mass. 
Little, E. L., Wabash Cabinet Co., 


7 W. H., Will A. Beach Printing 
Sioux Falls, S. Dak. 
e.., 'C. Guy, The Office Supply Co 


Jackson, Miss. 
Lynch, F. E., Johnston Press Co., 
Wichita, Kans. 
M 
oe, W. I., The Cooke & Cobb 
Brooklyn, N. 
MacMorris, John D., Hunt Pen Co 
Camden, N. J 
MacNeill, H. J., Binney & Smith Co., 
New York, N. Y. 
Maish, R. A., Dennison Manufactur 
ing Co., Framingham, Mass 
Maneval, R. V.. A. W. Faber, Inc., 
Newark, N. J. 
Mann, Maurice F., Automatic Pencil 
Sharpener Co., ¢ shicago, Ill 
Mann, O. D., Manufacturers’ Repre- 


sentative, Houston, Texas 

Manning, G. A., Joplin Printing Co., 
New York City 

— L. R., A. B. Dick Co., Chi 

Ill 

Marshall, John A., John A. Marshall 
Co., Kansas City, Mo 

Mason, George E., Bryant & Douglas 
Staty. Co., Kansas City, Mo. 

—— A. S., Hall Lithographing 
‘o., Topeka, Kans. 

sak. Charles, Goldsmith 
Staty. Co., Wichita, Kans. 

McAninch, F. M., Combe 
Co., St. Joseph, Mo 

McDaniel, L. H., Mfgrs 
tive, Fe. Worth, Texas 

McEvoy, Jerry, Acco Products, Inc., 
Long Island C ity, N. Y 

Mc a. H. L., Esterbrook Steel Pen 

, Chicago, ill 

a 3, ies 
Kansas City, Mo. 

McGowan, R. H., The Shaw-Walker 
Co., Muskegon, Mich 

McGuire, Jr., Clarence, Hoover Bros., 
Inc., Kansas City, Mo 

McKee, S. C., Ozark Pencil Co., Sr. 


Book & 
Printing 


Representa- 


Graham Paper Co., 


Louis, Missouri. 

McKenzie, Guy C., Corey-McKenzie 
Co., Omaha, Nebr. 

McKibben, James I., Security Station 
ery Co., Kansas City, Mo. 


McKinley, C. J., Kansas City 
ouse, Kansas City, Mo 
McLaughlin, P. F., F. S. Webster Co., 
St. Joseph, Mo 

McLeod, Donald, Spencerian Pen Co., 
New York City 

McPike, H. C., Weis Manufacturing 
Co., Monroe, Mich 

Meason, H. E., Office Appliance Co., 
Chicago, Ill 

Metz, A. C., Eastern 
Albany, N. Y 

Meyer, (¢ i Burnap-Meyer, Inc 
Kansas City, Mo 

Meyer, C. M., Burnap-Meyer, Inc., 
Kansas City, Mo 

Meyer, F. M., Burnap-Meyer, Inc 
Kansas City, Mo 


Paper 


Tablet Corp., 


Miller, Chas. E., Wallace Pencil Co 
Sr. Louis, Mo 
Miller, D. C., Office Appliance Co 


Chicago, IIl 
Mills, Joe Ww holesale 
Chicago, III 


Typewriter Co 


Mills, I F., Mills Co., Sheridan 
Wyo 

Mitchell, C. I Crane & Company, 
Topeka, Kansas 

Mitchell, E. J., Levison & Blythe Mfg 
Co., Ste. Louis, Missouri 

Montgomery, Richard, The J. K. Gill 
Co., Portland, Ore 


Moore, R. C., Columbia Ribbon & 
Carbon Mfg. Co., Kansas City, Mo. 


Morgan, Fred A., The Brinn & Jen- 
sen Co., Omaha, Nebr. 
Morgan, H. A., Stationers Corpora 


tion, Los Angeles, Calif. 

Morgan, J. Hanley, oo Morgan Co., 
Huntington, W. 

Morris, Bert., a Rep., 
Los Angeles, Calif. 

Morse, Frank C., Browne-Morse Co., 
Muskegon, Mich. 

Morton, John P., John P. Morton & 
Co., Inc., Louisville, Kentucky. 

Mule, Paul, Tropical Prg. Co., New 
Orleans, La. 

Murrett, Peter } 
Buffalo, N. 

Musgrave, J. Raford, Musgrave Pen- 
cil Co., Shelbyville, Tenn. 


N 
Neary, James E., Geyer’s Stationer, 
New York City. 
Neuhaus, David C., H. M. Storms 
Xo., Brooklyn, N. Y. 
Frank R., Columbia Ribbon 


Ryan & Williams, 


Nichols, 
& Carbon Mfg. Co., Glen Cove, 
Long Island. 

Noel, J. T., Carpenter Paper Co., 


Oklahoma City, Okla. 
a Ws Sia 
Fr. Worth, 


Stafford Lowden 


Texas. 


pares W. H., Swan-Morgan Co., 
Huntington, W. Va. 

Nuffer, C. W Howland’s Book 
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Nugent, Edward L., Security Steel 
Equipt. Co., Avenel, N. J. 
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Ober, M. L., Stationers Club of In- 
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cil Co., Chicago, IIl. 
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Co., Led., New Orleans, La. 

Pinkney, T , J. S. Staedtler, New 
York, N. Y. 
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Chicago, Ill. 
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Kansas City, Mo. 

Pitt, William, The Pitt Corporation, 
Kansas City, Mo. 


Plant, W. S., Globe Wernicke Co., 
Cincinnati, Ohio. 
Popper, Morris, Stationers Board of 


Trade, New York, N. Y. 
Popple, J. O., Will H. Zaiser Spe- 
cialty Co., Des Moines, Iowa. 


Priesing, C. W., The Wahl Co., Chi- 
cago, Ill. 
Herman, Eagle Pencil 
New York City 


Price, 

Prym, H. A., William Prym of Amer- 
ica, Long Island City, N. Y. 

Pydlek, John, Blaisdell Pencil Co., 
Philadelphia, Pa. 


Co., 


R 
Charles H., Ever Ready Cal 
Jersey City, N. J. 
Omaha Prg. Co., 


Ramsey, 
endar Mfg. Co., 
Rasmussen, J. W., 
Omaha, Nebr. 
Reuter, Will, Crowley-Reuter 

Co., Kansas City, Mo. 
Richards, Jr., J The Richards Co., 
Fort Scott, Kansas. 


Staty. 


Ridley, R. J., Office Specialties Co., 
Fargo, > 

Riley, T. C., Eberhard Faber Pencil 
Co., New Orleans, La. 

Rockwell, H. P., Yawman and Erbe 
Mfg. Co.., Rochester, N. Y. 

Rollisson, Fred A., Rollisson Station 


ery Co., Inc., Lake Charles, La. 
Rollisson, G. W., Will H. Rollisson 
& Son, Inc., Crowley, La. 
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Rosenberry, E. L., Mohican Pencil 
Co., Philadelphia, Pa. 

Ruedy, W., S. G. Adams Co., St 
Louis, Mo. 

Ryan, Frank M., 
Chicago, Il 


Sanford Ink Co., 


S 
Sainberg, Robert., Sainberg & Co., 
Inc., New York City, N. Y. 


Sauter, Robert, A. W. Faber, Inc., 
Newark, N. J. 

Schaefer, F. C., Sanford Mfg. Co., 
St. Paul, Minnesota. 

Schmiederer, Wm., — & Skinner 
Preg. & Staty. Co., Sr. Louis, Mo 

Schooley, Arthur, Schooley Preg. & 
Staty. Co., Kansas City, Mo. 


Schoen, C. P., The Wahl Company, 
Chicago, IIl. 


Schutz, Carl M., Eagle Pencil Co., 
New York, N. Y. 
Schwarz, Chas. F., Schwarz Paper 


Co., Lincoln, Nebr. 

Scott, Earl H., Goldsmith Book & 
Staty. Co., Wichita, Kans. 

Seeley, C. W., The Tisch-Hine Co., 
Grand Rapids, Mich. 

Sengbusch, A. F., Sengbusch Self 
Closing Inkstand Co., Milwaukee, 


Sengbusch Self 


Wis. 
Sengbusch, G. J., 
Milwaukee, 


Closing Inkstand Co., 
W 


is. 

Sheaffer, C. R., W. A. Sheaffer Pen 
Co., Ft. Madison, Iowa. 

Sheaffer, by A., W. A. Sheaffer Pen 
Co., F . Madison, lowa. 

Shee, Cc C., Oakville-American Pin 
Division, Oakville, Conn. 

Sherman, Jules H., Elbe File & 
Binder Co., New York City, N. Y 

Shockley, H. A., The Bramwood 
Press, Indianapolis, Indiana 

Shockley, wip | muel Dods- 
worth Staty , Kansas City, Mo. 


Short, Harry ag gt Meee mn. Rep., 
Chicago, Ill. 

Shuster, Milton, Chas. M. Higgins & 
Co., Inc., Philadelphia, Pa. 

Siegrist, Ivan S., Siegrist Engraving 

o., Kansas City, Mo. 

Silliman, Ward H., Sengbusch Self 
Closing Inkstand Co., Houston, 
Texas. 

Simpson, Chas., Art-Metal Construc 
tion Co., Jamestown, Y 


Skibbe, A. . Associated Stationers 
Supply Co., Chicago, Ill. 

Smith, Kellogg, Schooley Prtg. & 
Staty. 


Co., Kansas City, Mo. 

Smith, W. E., Ace Fastener Corp., 
Chicago, IIl. 

Smythe, John, Geyer’s Stationer, Chi 
cago, Ill. 

Snyder, Frank, Diebold Safe & Lock 
Co., Canton, Ohio. 

Sprott, J. S., The Globe-Wernicke 
Co., Cincinnati, Ohio. 


Steinbeck, E. W., The S. K. Smith 
Co., Chicago, IIl. 

Steinhilber, Fred, Geyer’s Stationer, 
New York City. 

a . Gordon N., Sanford Mfg. 


, Chicago, Ill. 
Seeiee. Al., Field Stationery Co., 
Tulsa, Okla. 
Stewart, E. M., Stewart Office Sup- 
ply Co., Dallas, Texas. 
Stewart, john N., L. E. Waterman 
New York City. 
Stewart, W. Neill, Stewart Office 
Supply Co., Dallas, Texas. 
Sutton, Robert T., Eckdall & Mc 
Carty, Emporia, Kan. 
Swift, J. R., The Superior Type Co., 
Chicago, IIl. 
Swisher, Jim, Bartlesville 
Co., Bartlesville, Okla. 


Stationery 


T 

Tagbering, C. F., Midwestern Paper 
Co., Kansas City, Mo. 

Tamany, John W., Boorum & Pease 
Co., Brooklyn, N. Y. 

Teague, Owen A., Schooley Preg. & 
Staty. Co., Kansas City, Mo 

Tehan, Harry G., Chas. M. 
& Co., Brooklyn, N. Y. 

Terstegae, Stratton, Binney & Smith 

» New York City. 

Then’ Charles A. H., Gregory, May 
er & Thom Co , Detroit, Mich. 

Thornhill, R. = Joseph Dixon Cru- 
cible Co., xo City, Mo. 

Thorp, H. S., Hall & McChesney, 
ne., Syracuse, N. Y. 

(Turn to page 167, please) 


‘Higgins 


Here Endeth the Complete Report of the Thirtieth Annual 
Convention of the National Stationers Association, 
Held in Kansas City, October 7-10, 1935 








5 é ; 
Some of the Demonstrations and Special Events Which 
Attracted Thousands at the Business Show 


1. Sundstrand speed operator 
working against time. One hand of 
the clock above the operator's ma- 
chine counted seconds, the other her 
adding machine listings. 

2. Barney Stapert doing speed 
writing on the Underwood typewriter 
with George Hossfield timing. In the 
background the Office Appliances 
silver trophy which carried with it the 
title ““World’s Champion Typist” and 
was competed for at business shows 
for twenty years. Since its with- 
drawal, it has been in the custody of 
the Underwood Elliott Fisher Com- 
pany because Underwood operators 





consistently lead in the competition. 

3. One of the crowds which gath- 
ered at each demonstration of the 
electric typewriter of the International 
Business Machines Corporation. 

4. Dictaphone contest. Many were 
entered in the competition which con- 
tinued throughout the week. 

5. Albert Tangora, world’s cham- 
pion typist, demonstrating on a Royal 
typewriter. Wesley Beckwith of 
Royal doing the announcing. 

6. In the Royal Typewriter Com- 
pany booth, “Robinson Crusoe, and 
his man Friday” demonstrate a 
“Desert Isle” typewriter. 











General View Taken from Point Near Main Entrance.—Notice 

the crowds filling the aisles and the signs at the exhibits of L. C. 

Smith & Corona Typewriters, Inc., Allen Calculators, Shaw- 

Walker Company, Monroe Calculating Machine Company and 

others. The show attracted thousands daily, each day leading 

to one of larger attendance until Friday when the maximum 
for the week was reached. 


New York 


Business Show 





C. H. Hunter 
Chicago Manager 


F. E. Tupper 
President 


Outstanding 


Success 


Big Event Well Attended—New Equipment Arouses 
Interest—General Impetus to Business Noted 


ELD during the week of October fourteenth at Com- 
merce Hall in the Port Authority building, New 
York City, the thirty-second National Business Show 
was outstanding. The attendance was the largest in 
the history of the Show. The weather was ideal every 
day in the week. From all angles, the Show was in- 
tensely interesting. 

Not only were purchasing executives there from every 
nook and corner of our land, but from Canada, Eng- 
land, France, Belgium, Germany, Japan and even from 
far away Kenya in South Africa—all with the same 
eager question, “What’s new?” Aware of the necessity 
for replacement of systems, machinery and supplies, 
business is again on the alert for time. money and 


labor saving devices and mechanisms, and has the 
available funds to make these replacements. This 
was observed in the keen, earnest attention and atti- 
tude of visitors. And, furthermore, it was apparent 
that manufacturers and salespeople were also aware 
of this optimistic condition. Their demonstrations and 
presentations were performed with a promising vim 
and vigor. 

In the display and presentation of their products the 
exhibiting manufacturers left no stone unturned to 
make them interesting to the visitor. The booths were 
carefully and thoughtfully planned, tastefully colored 
and practically arranged. Every modern device of good 
showmanship was in evidence. The floor layout was 
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designed to facilitate an even flow of visitors and al- The Burroughs electric carriage typewriter demon- 
though during the peak periods the crowds were slowed strated in an advantageous location in the Hall was 
up once in a while, it was always possible to move always a source of attraction. The presentation was 
quite freely to see and examine what interested the especially intriguing. In this booth was found a new 
machine for public utility 
accounting that was as in- 
teresting to watch in oper- 
ation as it was economical 
of time and labor. 

New Accounting Machines 

Underwood - Elliott- 
Fisher presented three 
new accounting machines 
to the public for the first 
time. They appeared to 
perform magic and at a 
speed that made one’s 
head swim. 

The Marchant Calculat- 
ing Machine Company 
presented its new fully au- 
tomatic and electric model 
M calculating machine. It 
seemed ever the center of 
an interested group who 
admired its speed and ac- 
curacy. 

Some of the latest 
metering equipment de- 
veloped by Postage Meter 
Company showed interest- 
ing progress. The new 
“Multi” Postage Meter is 
capable of printing post- 
age insignia from ‘4c to 
$9.99. 

Ditto, Inc., featured a 
new model S-10 duplicat- 
ing machine combining 
the flexibility of the flat 
bed duplicator with the 
speed of the rotary. A 
new direct process dupli- 
cator was given promi- 
nence in this exhibit, too. 

Oxford Filing Supply 
Company showed for the 
first time a new steel front, 
roller bearing corrugated 
collapsible storage file. 

In the Ediphone booth 
was a new device for the 
purpose of making the 
Ediphone usable in an au- 
tomobile. 

Guide System and Sup- 
ply Company offered a 
new model of their Trans- 
file family known as the 
Leader, a steel front, cor- 
rugated board, collapsible 
transfer file. 

Addressograph-M ul1ti- 
graph offered a new Mul- 
tilith offset machine. 


most. 
Visitors Impressed by First 
View 

The illustrations on the 
succeeding pages of this 
issue will give some idea of 
the fine impression a vis- 
itor received upon enter- 
ing the Show. Everywhere 
was evidence of solidarity, 
courtesy and _ sincerity 
the desire to be helpful 
without ballyhoo. Never 
were the exhibits more 
neatly attired in their 
combinations of soft and 
harmonious c olor s—not 
luxurious but rich and 
stripped for action. There 
was little time this year 
for anything but business 
from one to ten, the hours 
of the Show. “Better Busi- 
ness Ahead” was the 
theme of the Show and 
from the remarks of visi- 
tors and exhibitors who 
called at Office Appliances’ 
booth, the theme became 
an actuality. 

New machines and de- 
vices were present in their 
usual numbers. Most of 
them were adaptations of 
sound principles of opera- 
tion and system that have 
proven their merit. The 
first to greet the eye of the 
visitor upon entering were 
the amazingly intricate 
machines of the Interna- 
tional Business Machines 
Corporation. To spend a 
few hours in this booth 
alone was an education. 
Here one saw the maxi- 
mum of industrial control 
at a speed unbelievable. 
An accounting scale which 
counted units of any kind 
by weight The electric 
writing machine, acquired 
some time ago, has been 
developed in conjunction 
with tabulating equipment 
increasing the speed and 
accuracy 

The National Cash Reg- 
ister Company presented 
an array of machines de- 





signed for register, _ Top: The Dictaphone theatre cast and Dick Harris, adver- , 
counting and metering _tising manager of the company. Pronto File Corporation 
purposes, machines for Center: A group, including a government official, interested showed a new steel front 
check writing at incredible in a machine in the I.B.M. exhibit. Left to Right: R. R. Buck, and back with roller bear- 
speed and new machines International Business Machines Corporation; H. O. Sauer, ing drawer action in its 
for bile white ann t National Business Show Company; Theodore Kemm and Vie- mae of eoftensiie con 
sor puoue Ue ity account- tor F. Ridder, W.P.A. administrator in the New York area. 7% conan» 

ing and for building and Bottom: Messenger boy on wheels delivering telegram to rugated paper storage 


loan associations Frank E. and Edwin O. Tupper, at the information booth. files. 
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Allen Calculators, Inc., showed three new models of 
the R. C. Allen line of adding and calculating machines. 


Other Initial Showings 


Other companies that offered initial showings of ma- 
chines and devices were: American Rotoprint Corp., 
KeeLox Manufacturing Company, Visible Records 
Equipment Company, Better Packages, Inc., Standard 
Register Company, American Fordigraph Corp., Monroe 
Calculating Machine Company and National Cash 
Register Company. 

One of the high lights of the Show was the Dicta- 
phone Speed and Accuracy Contest. Dictaphone op- 
erators from commercial houses pitted their skill 
against one another at stated times during the week. 
The winners of the competition were: 

First Prize—Anna Von Plees, American Cyanamid 

Company. 

Speed—434.10 net lines per hour. 

Award—$25.00 in cash and a diamond studded gold 
pin emblematic of championship. 

Second Prize—Anna Holm, Barrett Company. 

Speed—426.30 net lines per hour. 
Award—$15.00 and gold pin. 
Third Prize—Bertha Cohen, General Cigar Company. 
Speed—424.04 net lines per hour. 
Award—$10.00 and silver pin. 
One hundred and nineteen contestants who averaged 
more than 300 lines per hour—the speed recognized as 
a good average, were awarded bronze pins. 

Mr. L. C. Stowell made the presentation speech and 
awards to the winners on Saturday night. 

A steamship and travel exhibit with its models of 
the latest speed liners and its brochures describing the 
lands abroad proved an interesting deviation. 


Interesting Features of Entertainment 


For the entertainment of the visitors to the Show 
several exhibitors offered respite from the serious con- 
sideration with interesting and amusing theatricals. 

Royal’s talking Woodpecker with his stimulating 
rapid fire patter did much to keep the crowd in good 
humor. He turned out to be anything but a knocker. 
You will note we place him on the masculine side for 
he showed a marked tendency to shine up to the ladies. 
Here, too, at frequent intervals could be found “Robin- 
son Crusoe” and his good man “Friday” who in his 
dexterous manner built “the Wednesday Portable so 
named because Friday finished it on Monday and half 
of Friday is Wednesday.” It was an amazing creation 
of a ship’s bell, a barrel, a sea chest, a steering wheel 
and six type bars which actually worked. Here, too, 
was Donald Novis billed as “Radio’s Romantic Idol.” 
who entertained on Friday night. Also East and 
Dumke, a radio comedy team known as “Eddie and 
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Ralph—Sisters of the Skillet,” who entertained briefly 
on Saturday night. Royal also gave away a portable 
typewriter each night. 

Dictaphone Sales Corporation offered once each 
afternoon and evening in the Dictaphone Theatre a 
breezy sketch entitled “Two Salesmen in Search of an 
Order.” It was interesting, instructive and amusing. 
The cast was composed of members of the Dictaphone 
organization entirely. 

Underwood Elliott Fisher Company offered a highly 
entertaining talking picture whose central motif was 
“Speed.” It emphasized the present day demand for 
speed in every move that is made, especially on a type- 
writer. 

L. C. Smith & Corona had a very attractive booth 
featuring the new animal keyboard designed to help 
youngsters learn the touch system in their early days 
at a Corona typewriter. The method is most ingenious. 

The use of movies was more pronounced this year 
than ever before. In addition to those mentioned, 
movies were employed in the exhibits of Elliott Ad- 
dressing Machine Co., Recordak, Bonnar-Vawter, In- 
ternational Business Machines Corporation. 


Speed Typing Demonstrations 


Albert Tangora, present world’s champion typist, 
drew the plaudits of crowds in his demonstrations of 
the combination of his skill and the speed and easy 
writing of the Royal typewriter. 

George Hossfeld, Barney Stappert, Remo Poulsen 
and Grace Phelan showed their speed and dexterity 
in speed operation of the Underwood typewriter. 

Norman Saksvig, another member of the speed writ- 
ing clan, performed admirable feats on the new Silent 
Smith typewriter. 

There were no dull minutes at this Show. From 
start to finish, it was a huge success. It is fitting that 
this twenty-fifth National Business Show, under the 
direction of Frank E. Tupper, should be one of the 
most successful of his managerial career. It takes 
courage, foresight, energy and enthusiasm to carry on 
to new heights year after year, and some of the past 
years have been mighty lean years. You and your 
associates, Mr. Tupper, with the hearty co-operation of 
leading concerns, have given this industry an exposi- 
tion that renews our faith and stimulates our energies. 

The splendid examples of photography seen on the 
accompanying pages are presented through the cour- 
tesy of Apeda Studios, 212 West Forty-eighth street, 
New York, to whom we express our appreciation for 
the co-operation extended to us. And to Remington- 
Rand, Inc., William Burton Wilson, and the Royal 
Typewriter Company we offer our thanks for your 
generosity in lending us the equipment used during 
the Show. 


The Exhibits 


Ill., and New York, N. Y., 
including Acme and 
visible 


Acme Card System Company, Chicago, 
exhibited the ten divisions of Acme products, 
Insite visible record cabinets; Insite stagger-lock equipment; 
card books; transparent tube and Flexoline listing equipment; Da-Log: 
35 visible portfolio; Eastern District 
Manager E. C. Norrington was in charge. 

Addressograph Company Division, Addressograph-Multigraph Corpo- 
ration. (See Addressograph-Multigraph Corporation.) 

Addressograph-Multigraph Corporation, Cleveland, Ohio, and New 
York, N. ¥.—Machines, attachments, accessories, filing equipment and 
supplies in actual application representative of the company’s lines built 
around the Addressograph, Multigraph and Multilith. The exhibit was 


visible atlas: No signals, etc. 


in charge of E. J. Ferris, New York manager of the Addressograph 
Company and W. H. Roquemore, New York manager of the Multi 
graph Company. Also in attendance was P. V. Ward, home office 


special representative, assisted by various members of the sales or- 


ganization. 


Allen Calculators, Inc., New York, N. Y., demonstrated the various 
models of adding machines, but featured especially the three new 
numbers. This exhibit was in charge of President R. C. Allen and 
H. A. Edlich, vice-president and comptroller. 

Amberg, A. J., Business Equipment Corporation, New York, N. Y., 
featured indexing and filing equipment and supplies through actual 
setups of Stream-Line alphabetical index for both large and small or- 
ganizations. Suggestions were given to assist in the solution of filing 
problems. Paul Amberg was in charge. 

American Fordigraph Corporation, New York, N. Y.—Exhibited for 
the first time was the Fordigraph duplicating machine and special 
supplies. President George G. Neidich was in charge. 

American Multigraph Company Division, Addressograph-Multigraph 
Corporation. (See Addressograph-Multigraph Corporation.) 

American Rotaprint Corporation, Cleveland, Ohio, and New York, 
N. Y., showed for the first time, in addition to standard equipment, 
two new models of the Rotaprint, one size 9x14, said to be the smallest, 
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lop Row. Left to Right: 
FE. F. Hauserman Co., and The National Cash Register Co. 


Addressograph-Multigraph Corp., 


Middle Row, Left to Right: Standard Register Co., Bur- 


most compact and simplified offset machine in existence, and the other, 
14x19 inches which is also compactly built. New features include air 
feeder practically eliminating paper travel from magazine to printing 
numerous ink rolls and perfect register. The company also 
the patented Rotaplate. New York 

Also in attendance were D. M. 
Baird and President H. K. Baum- 


cylinders, 
demonstrated typing direct to 
Agent J. F. Mondry was in charge 
Oldfather, service director; W. W 
gardner of the home office. 
American Writing Paper Company, Inc., Holyoke, Mass, and New 
York, N. ¥.—A complete line of boxed typewriter papers, with test 
samples and advertising materials available was shown. Free dicta- 
tion service was offered to all visitors at the booth. Advertising Man- 
ager R. F. Linsert was in charge, assisted by the staff of the com- 
pany’s New York office and representatives of the Lathrop Paper Com 
Beekman Paper & Card Company, Inc.; J. E. Linde Paper 
Miller & Wright Paper Com- 


pany, Inc 
Company; Marquardt & Company, Inc 


pany; The Whitaker Paper Company, all of whom carry the Eagle-A 
papers 
Apeda Studio, Inc., New York, N. Y.—Commercial photographers 


who displayed many examples of their skill in combining the advanced 
arts of photography. D. A. Rosenthal was in charge. 

Auto-Typist Sales, New York, N. Y., demonstrated the Auto-typist 
in two models, namely the Auto-typist dial letter and paragraph se- 

These machines are mounted in either 
office equipment. They are 
said to have a speed of 125 words per minute. They are of the pneu- 
construction eliminating all mechanical gears and 
quiet operation. A. L. Johnson was in charge. 

Beck Duplicator Company, New York, N. Y¥.—Speedograph dupli- 
cating machines in their several models were shown. Especially fea- 
tured was the new automatic Speedograph Rotary, which has a fifteen- 
foot duplicating roll with simple attachment for momentarily changing 
the copying surface. This is entirely automatic, either hand or motor 
Other models included 18 by 34 inch to the smaller hand op- 
A new all-purpose steel cabinet stand 
General Manager F. F. Fecher 


standard model. 
match general 


lector and the 
walnut mahogany to 
matic principle of 


parts, making for 


driven 
erated 9 by 13 inch machines. 
entirely enclosed was also on display. 
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EXHIBITS AT THE SHOW 


roughs Adding Machine Co., and Elliott Addressing Machine Co. 
Bottom Row: Left to Right: A. J. Amberg Business Equip- 
ment Corp., Recordak Corp., Faurot Identification System, Inc. 


was in charge, assisted by C. S. Cannon, Sally J. Brown, Owen Mor- 
ris and Theodore Danheiser. 

Better Packages, Inc., Shelton, Conn., and New York, N. Y., dis- 
played their full line of Counterboy taping and labeling machines for 
counter and shipping room use. The exhibit was in charge of M. W. 
Waggoner. 

Bonnar-Vawter Fanform Company, Inc., Cleveland, Ohio, and New 
York, N. Y., demonstrated continuous and interleaved fan- 
forms on present day manifolding machinery. Booth in charge of Mrs. 
H. O. Bonnar, New York manager. Also in attendance were F. A. 
and Ray Doty, chief engineer, 


carbon 


Ross, vice-president, from Cleveland 
headquarters. 

Burroughs Adding Machine Company, Detroit, Mich., and New York, 
N. Y¥.—The company’s line of electric carriage typewriters; billing 
typewriters; accounting and statistical machines; check writing ma- 
chines; payroll and check writing machine; public utility accounting 
and billing machine; small desk model bookkeeping machines; cal- 
culators and adding machines, as well as chairs and supplies w:re 
shown. L. V. Britt, Standish Backus, president; Mr. Sproul, and B. W. 
Cleland were in attendance. 

Clark, Inc., Keith, New York, N. Y¥Y.—Work-A-Day desk calendars 
and other desk items of this company’s manufacture were displayed. 


Secretary A. G. Mitchell was in charge. Keith Clark was seen at 
frequent intervals during the week. 
Coxhead Corporation, Ralph C., New York, N. Y., demonstrated 


the Varityper composing machine capable of writing in over two hun- 
dred styles of type and the Mathematon calculating machine in auto- 
matic, electric and hand models. Stuart P. Coxhead was in charge of 
the booth. During the week Ralph C. Coxhead, president, and W. R. 
Brown, sales manager, were present. 

Dick Company, A. B., Chicago, Ill, and New York, N. Y.—The 
complete line of Mimeographs, Mimeoscope, Mimeotype dry process 
stencil paper, Mimeograph inks and other supplies and accessories were 
shown. P. A. Bennett was in charge, assisted by F. A. Conaty, L. 
Flatow and A. C. Wieder. 

Dictaphone Sales Corporation, New York, N. Y.—Dictaphone dictat 
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More Business SHow EXnisits 


Top Row, Left to Right: McCaskey Register Co., Monroe 
Calculating Machine Co., and American Fordigraph Corp. 
Middle Row, Left to Right: American Rotaprint Corp., The 


ing machines and accessories were on display. Special attention was 
called to the Model B-12 transcribing machine, featuring Nuphonic 
reproduction. Branch Manager C. R. Fox was in charge, assisted by 
Carol Lyttle, manager of the Uptown sales office, and members of the 
New York staff. Merrill B. Sands, sales manager, and L. C. 
Stowell, president, were also present. 

Dictograph Products Company, Inc., New York, N. Y.—Especially 
featured was the Telematic, Jr., intracommunication R. &. 
Owen, eastern division sales manager, was in charge. 

Ditto, Inc., Chicago, Ill., and New York, N. Y., exhibited a com- 
plete line of gelatine and direct process duplicators. Featured was the 
new S-10 machine which combines the flexibility of the flat-bed dupli- 
cator with the speed of the rotary. The new direct process duplicator 
as well as the new hand fed rotary machines also received much at- 
Roy LeMoyne, head of the national accounts division, Chi- 
cago, was in charge, assisted by New York Manager E. E. Gundaker 
and members of the sales force. General Sales Manager K. M. Hen- 
derson was also in attendance. 

Ediphone. (See Thomas A. Edison, Inc.) 

Edison, Inc., Thomas A., West Orange, N. J., and New York, N. Y.— 
Ediphone dictating and transcribing machines of the new closed de- 
sign were featured. Announced for the first time was the Telediphone, an 
system for recording remote speeches, conferences, etc. A 
new adaptation was displayed which enables the use of the Ediphone 
in automobiles. S. E. Charles was in charge. Nelson C. Durrand, 
vice-president and J. E. Sease, sales manager, were also seen during 
the week. 

Elliott Addressing Machine Company, Cambridge, Mass., and New 
York, N. Y¥.—Here were demonstrated about fifteen models of ad- 
dressing and imprinting machines including the double head tax ma- 
chine; factory piece-work ticket imprinter; mailer machine; postcard 
printing and addressing machine, and other types. Manager R. De- 
Pace was in charge. Harmon Elliott, president, and Tim Thrift, pro- 
motion manager were also in attendance. 

Facit Adding Calculators, Inc., New York, N. Y., displayed the ten- 
key Facit adding calculator, a compact, speedy machine. Joseph West- 
lund was in charge. : 


sales 


system. 


tention. 


electrical 


Postage Meter Co., and Bonnar-Vawter Franform Co. 
Bottom Row, Left to Right: Ormig Corp., American Writing 
Paper Co. and Visible Records Equipment Co. 


Faurot Identification System, Inc., New York, N. Y., demonstrated 
the Faurot system for classification and identification of individuals by 
finger and foot printing. 

Gowa & Company, J., 
Machines Company.) 

Guide System & Supply Company, New York, N. Y., introduced a 
new steel front collapsible, corrugated board, file drawer Transfile 
storage case known as the Leader. The DeLuxe, the Super-Test and 
the Regular styles of Transfile were also shown and demonstrated. 
Irving Kremsdorf, president, was in charge of the exhibit. 

E. F. Hauserman Company, New York, N. Y., exhibited the Hauser- 
man line of steel office partitions. Featured were the particular styles 
standard in the Chrysler building and Rockefeller Center. 

Hires Company, the Charles E., Brooklyn, N. Y.—Water cooling 
equipment of various types was shown. General Manager Karl R. 
Leinbach, George M. Reed, R. H. Grant, James A. Jacomo, L. An- 
thony, J. F. O’Loughlin and Joseph McFarlane were in attendance. 

Holmes Electric Protective Company, New York, N. Y.—The Holmes 
patrolmen were guardians of the business show. This booth was their 
headquarters. 

Hotel Pennsylvania, New York, N. Y., provided a luxurious loung- 
ing room for the convenience of visitors to the show. 

International Business Machines Corporation, New York, N. Y¥Y.—A 
demonstration of punched card accounting method was presented. 
Machines exhibited included electric accounting and tabulating; time 
recorders and time systems; Two-Way speech equipment; industrial 
scales; accounting scales; electric writing machines; Ticketograph and 
the new proof machine for banks. L. H. LaMotte, general manager 
of the tabulating machine division and R. A. Bush, general manager 
of the time recorder division were in charge, assisted by William Mac- 
Lardy, manager of the exhibit department; E. E. Ford, E. M. Douglas 
and R. W. Davidson. 

International Time Recording Company. 
ness Machines Corporation.) 

Kee Lox Manufacturing Company, Rochester, N. Y., and New York, 
N. Y¥.—Carbon papers and inked ribbons were on display. The new 
Kee-Lox carbon device designed to convert an ordinary typewriter 


New York, N. Y. (See Standard Mailing 
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into a continuous form billing machine was shown for the first time in 
this exhibit. Manager John A. Noonan and Assistant Manager Edward 
R. Foudy were in charge 

Loucks & Norling Studios, New York 
atest sound and recording films 


N. Y., demonstrated the ad- 
vantages and the adaptability of the 
in sales demonstrations 

Marchant Calculating Machine Company, Oakland, Calif., and New 
York, N. Y Model M calculating machine, fully automatic 


and all 


featured 


electri« Also shown were other types of machines of the 


oe ee 








company’s manufacture. New York Manager John K. Conway was in 
charge. Edgar B. Jessup, president, was present through the week. 
Master-Craft Corporation, Division of Shaw-Walker Company, Kala- 
mazoo, Mich., and New York, N. Y., displayed a 
Master Craft binders and loose leaf systems. 
McCaskey Register Company, The, Alliance Ohio, and New York, 
N. Y.—Various types of visible filing equipment, such as boards and 
cabinets used in connection with the company’s dual control on inven- 
tory, tool check and tool investment control, cost and production control, 


complete line of 
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machine control and various other factory controls, made up this display. 
This exhibit was in charge of C. Swoboda, manager of the industrial 
division, assisted by New York Representative C. E. Donoghue; W. A. 
Young, New Jersey representative; F. E. West, Philadelphia representa- 
tive, and Roy W. Price, New England representative. 

Monroe Calculating Machine Company, Inc., Orange, N. J., showed 
models in the three general lines of its machines—adding-calculators, 
check writing equipment and listing and bookkeeping machines; a new 


keyboard check writer. The new electric writer is desk size and portable. 
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Leighton Forbes, sales manager of the northeastern division, was in 
charge assisted by R. M. Farmer, assistant division manager, and the 
district managers and sales representative of all the district offices in 
the metropolitan area. J. R. Monroe, president; W. R. Cummings, vice- 
president; E. F. Britten, vice-president; W. G. Zaenglein, vice-president, 
and C. R. Britten, treasurer, were also present during the week. 
National Cash Register Company, The, Dayton, Ohio, and New York, 
N. Y.—Cash registers; typewriting-bookkeeping machines; posting ma- 
chines; analysis machines; bank bookkeeping machines; check writing 
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and signing machines; postage meter machines and correct posture chairs 
made up this interesting exhibit. New products included a public utility 
machine and a building and loan machine. Competent demonstrators 
were in attendance. Seen at various times during the week were Fred- 
erick B. Paterson, president; S. C. Allyn, vice-president and general 
manager; L. H. Thompson, vice-president in charge of sales; Col. E. A. 
Deeds, chairman of the board; L. T. Prentice, manager New York ac- 
counting machine sales division; W. L. Polton, manager accounting ma- 
chine sales for the United States. 

New York State Employment Service, New York, N. ¥.—Under the 
direction of M. Whittaker of the Public Relations Department, competent 
men explained to executives and other interested visitors the co-opera- 
tion of this governmental department 

Office Appliances, Chicago, and New York, N. Y., explained Office 
Appliances, the news and technical trade journal of the office equipment 
industry, and its service to readers. C. H. Everly, eastern manager, was 
in charge, assisted by George C. Wheeler. 

Office Economics, New York, N. Y.—Monthly trade journal circulated 
among office equipment dealers and users. 

Ormig Corporation, New York, N. Y., displayed the Ormig line of 
duplicating machines. One of the features was the Ormig record ma- 
chines for reproducing single lines or several lines at one time from a 
regular original. A. F. Niendorf was in charge of this exhibit. 

Oxford Filing Supply Company, Brooklyn, N. Y., displayed the com- 
pany’s corrugated board sliding drawer storage files, filing supplies and 
expanding envelope items. Featured was the new “Semi-Steel’’ file with 
steel front and roller bearing drawer action and shown for the first time. 
In attendance were James T. Hurley, W. C. Beyer, H. G. Lane, C. G. 
Herold, R. P. Jonas, A. W. Mott, S. A. Wood, H. Armitt and A. Pleinn- 
ger 

Port of New York Authority, New York, N. Y.—The various projects 
of the Port Authority were pictured in their progressive stages of devel- 
opment 

Postage Meter Company, Stamford, Conn., and New York, N. Y.— 
The feature of this exhibit was a group of new postage meters for multi- 
denominational use. One of the machines prints any amount of postage 
from ‘4c to $9.99%% or Ic to $99.99 particularly designed for parcel post 
packages. Another new model, the “‘multi’’ Postage Meter with a range 
of six different denominations of postage is designed for fast operation of 
an automatic mailing machine. Many added features were noted on the 
regular machines. The exhibit was in charge of S. W. Sells, district 
manager. During the week General Sales Manager W. R. Greenwood 
and General Manager W. H. Wheeler were observed. 

Pronto File Corporation, New York, N. Y.—The new improved Pronto 
collapsible storage file was shown for the first time. The new file has a 
steel inset back, steel roller bearing, automatic back stop and a handy 
follow block. The regular line of steel front Prontos were also demon- 
strated. V. W. Scheinman was in charge of the exhibit. S. Scheinman, 
president of the corporation, was in attendance frequently. 

Railway Express Agency, Inc., New York, N. ¥Y.—This exhibit treated 
on the rail and air express service of the company. 

Rand McNally & Company, New York, N. Y¥.—Maps particularly 
adapted to the needs of business were displayed and their use demon- 
strated. O. E. Anderson, head of the map division, was in charge. 

Recordak Corporation, New York, N. Y., featured the Bank Model 
Recordak, Commercial Model Recordak and projector equipment for 
bank, commercial and library usage. Recordak photographic accounting 
Systems were also demonstrated. An interesting movie depicting the ad- 
vantages of this system of accounting was one of the features of the ex- 
hibit. George C. McMahon was in charge. 

Retail Ledger Publishing Company, New York, N. Y., explained the 
service of the magazine of Retail Management. 

Royal Typewriter Company, Inc., New York, N. Y¥.—The complete 
Royal Typewriters, including both standard and portable ma- 
chines, was on display. Roytype ribbons and carbons as well as other 
supplies were also featured. Advertising Manager W. H. Beckwith and 
Metropolitan Manager J. H. Forshay were in charge, assisted by the 
New York sales staff. Officials of the company who were visitors during 
the week were H. A. Way, secretary; A. F. Davis, treasurer; L. C. 
Myers, patent experimental department; M. V. Miller, sales manager; 
W. A. Metzger, sales manager of portable division; A. C. Kienley, 
assistant sales manager; A. W. Barlow, western sales manager. 

Shaw-Walker Company, Muskegon, Mich., and New York, N. Y., 
showed the complete Shaw-Walker line, featuring “Built Like a Sky- 
filing cabinets, steel desks, storage cabinets, fire protective de- 
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vices, etc. Also on display were machine bookkeeping equipment, index- 
ing supplies and other commercial stationery items. 

Smith & Corona Typewriters, Inc., L. C., Syracuse, N. Y., and New 
York, N. Y., demonstrated all models of L. C. Smith, both silent and 
standard; Corona portables; the new Corona equipped with the animal 
keyboard; Corona portable adding machine; Vivid duplicators; L. C. 
Smith ribbons, carbons and typewriter supplies. J. W. Kiplinger, sales 
manager, standard machine division, was in charge, assisted by John T. 
McCormick of the portable division and T. D. WeWitt, home office 
dealer representative in the New York territory. Also in attendance were 
President H. W. Smith, Elwyn Smith, Wilburt A. Smith, Vice-Presidents 
Harold Davies, V. H. Davidson and J. B. McCormick, L. J. Harrington 
of Philadelphia, Jack McCormick; Export Manager Warren Hoagland; 
H. W. Davies; Miss Myrtle R. Keller, director of the division of educa- 
tion; H. C. Siemer, managing director, Berlin, Germany. 

Standard Mailing Machines Company, Everett, Mass., and New York, 
N. Y.—A complete line of duplicating machines, including both the 
chemical New Process and gelatin, were shown. Demonstrated for the 
first time was the electric model of New Process duplicator in various 
sizes, which is equipped with a novel device known as the planetary 
reversing unit which automatically returns the drum for rapid master 
attachment. Joseph Gowa and Mark M. Weisberg were in charge. Pres- 
ident F. W. Storck and Vice-President A. W. Vanderhoof were also in 
attendance. The mailing machine division was in charge of H. H. Bar- 
roll. 

Standard Register Company, Dayton, Ohio, and New York, N. Y., 
displayed the company’s “‘Form Flow” counter, electric and cash drawer 
registers. Shown for the first time was a “‘Form Flow” portable ma- 
chine for handwritten records, featuring “full mechancal operation.” 
Initial showing was also made of the Standard “‘Registrator” platen for 
feeding and aligning continuous forms for addressing machines, type- 
writers, tabulating machines and billing machines. Booth was in charge 
of R. G. Harshman, factory representative. W. D. Caton, manager, 
eastern sales area, was in constant attendance as were Sir William 
Acland, director of William H. Smith & Sons, Ltd., London, England, 
and Maj. A. P. Hodges, manager of the Standard Register division of 
this English affiliate. 

Tabulating Machine Company (See International Business Machines 
Corporation). 

Thomas Publishing Company, New York, N. Y., explained the features 
of the Thomas Register service. 

Ticketograph Company, The (See International Business Machines 
Corporation). 

Underwood Elliott Fisher Company, New York, N. Y.—Typewriters, 
accounting machines, adding-figuring machines, carbon paper, ribbons 
and other supplies were displayed. Four new machines were shown for 
the first time—an Underwood 3 and § register accounting machine— 
Class A Sundstrand accounting machine—Class B Sundstrand account- 
ing machine—Class D Sundstrand accounting machine. Expert demon- 
strators were on hand to explain and demonstrate the various machines. 
George Crouch, district and branch manager of the typewriter division, 
and F. A. Greis, district and branch manager of the accounting and add- 
ing machine divisions were in charge. During the week we saw M. S. 
Eylar, vice-president; M. A. Seeley, his assistant; Fred Wright, general 
sales manager. 

Varityper Division, Ralph C. Coxhead Corporation (See Ralph C. Cox- 
head Corporation). 

Visible Records Equipment Company, Chicago, Ill., and New York, 
N. Y., displayed for the first time the new Flex-Site Visible unit, which 
opens up to a flat writing position at once with no releasing mechanism; 
also other Flex-Site Visible units. Raymond W. Brown, New York 
manager, was in charge. 

Wall Street Journal, New York, N. Y., gave complete explanations 
about the Dow-Jones news ticker and bulletin service and The Wall 
Street Journal. An interesting feature was the flashing of news on a 
display board by means of the Trans-Lux projector attached to the news 


ticker. In attendance were Miss Muriel Head, T. E. Callis and Leslie 


Davis. 

Waterman, L. E., Company, New York, N. Y.—An exhibit of Water- 
man fountain pens and writing utilities. M. H. Cobb was in charge. 
Also in attendance was Ed. Kastner. 

Western Union Telegraph Company, New York, N. Y.—A service sta- 
tion for the convenience of exhibitors and visitors. 

Young Men's Christian Association, New York, N. Y., explained the 


manifold activities of the association. 


Business Show Guest Book 


scraper” 
A Paul Amberg, A. J. Amberg Busi- 
Albert B. Abrams, Modern Sta- ness Equipment Corporation 
tioner Charles H. Ames, Ames Supply 
Company 


Claud Allen, The Globe-Wernicke 
Cc R. H. Anderson 


°o 
R. C. Allen, Allen Calculators, Inc. E,. Arnold, Professional Printing 
Stanley W. Allen, Calculator Company 
Equipment Company, Orange, G. Auchu, Carter’s Ink Com- 
pany 


N. J. 
C. P. Amberg, Cummins Perfora- 


B 
tor Company R. Battelle, Imperial Manufac- 


Joseph Bornstein, Dex Manufac- 
turing Company, Boston, Mass. 

L. V. Britt, Burroughs Adding 
Machine Company, Detroit, 
Mich. 

Edward I. Brown, L. C. Smith & 
Corona Typewriters, Inc., Provi- 
dence, R. I. 

Cc. E. Burns, Shick Dry Razor 
Company, Stamford, Conn. 


turing Company, Newark, N. J. 
Wesley H. Beckwith, Royal Type- 
writer Company 
C. M. Bell, Boston, Mass. 
Thure Bengston, Adkins Printing 
Company, New Britain, Conn. 
Charles Blad, Corry-Jamestown 
Manufacturing Company 
R. P. Blossfeld 
C. Z. Board, Ever Ready Calendar 
Company, Jersey City, N. J. 
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Cc 


Gordon Cameron, Montclair, N. J. 

W. Campbell, Postage Meter Com- 
pany 

T. H. Caswell, F. S. Webster 
Company, Cambridge, Mass. 

O. A. Cavanaugh, Plimpton Man- 
ufacturing Company, Hartford, 
Conn. 

Andrew Cerruti, Underwood El- 
liott Fisher Company 

Keith Clark, Keith Clark, Inc. 

Sam Clayton, Floral Park, L. I. 

B. W. Cleland, Burroughs Adding 


Machine Company, Detroit, 
Mich. 

Ira Cole, Mittag & Volger, Park 
Ridge, N 


Tom O. Cole, The Globe-Wernicke 
o., Utica, N 
William H. Coleman, Panama Car- 
bon Company, Newark, N. J. 
M. R. Cowan, Security Steel 
Equipment Corporation, Avenel, 
J. 


Ww. R. Cummings, Monroe Calcu- 
lating Machine Company, 
Orange, N. J. 


D 


E. A. Dahl, Corry-Jamestown Man- 
ufacturing Company 

V. H. Davidson, L. C. Smith & 
Corona _ Inc., Syra- 
cuse, 

R. C. Davis, J. F. Molloy Com- 
pany, Meriden, Conn. 

Garry E. Dell, F. S. Webster Com- 
pany, Cambridge, Mass. 

William S. Donnelly, Modern Sta- 
tioner 

E. D. Dorsey, Office Device Com- 
pany, Philadelphia, Penna. 

David W. Duffield, Yawman and 
Erbe Manufacturing Company, 
Rochester, N. Y. 

E. R. Dunkley, F. S. Webster 
Company 

Frank Dunleavy, Boston, Mass. 

R. M. Dunn, Remington Rand 
Inc., Buffalo, N. Y 


E 


Harmon Elliott, Elliott Addressing 
Machine Company, Cambridge, 
Mass. 

WwW. A. Ericson, Allen-Wales Add- 
ing Machine Company 

M. S. Eylar, Underwood Elliott 
Fisher Company 


F 


Miss I. Fecher, Long Island, N. Y. 


James V. Feriter 
M. J. Franze, George W. Stickler, 


Inc. 
Nick Fucci, Business Machine 
Service Company 
G 
Charles J. Gillooly, Toronto, Can- 
ada 
Sarah Goldberg, Fawn Brands, 
Ltd. 


Helen Goodman, Brooklyn 

C. A. Goodrich, Case Bros., 
land Park, Conn. 

W. C. Gookin, Philadelphia, Penna. 

G. F. Grau, Paterson, N. J. 

Ernest Green, Longs, Ltd., 
don, England 

W. R. Greenwood, Postage Meter 
Company, Stamford, Conn. 


High- 


Lon- 


H. C. Grubbs, Baldwin Southark 
Corporation, Philadelphia 
H 
Morris B. Hall, Hall Office Equip- 
ment, Clarksburg, Va 


L. C. Smith & 


L. J. Harrington, 
Phila- 


Corona Typewriters, Inc., 
delphia 

Marcus Harwitz, Regal Typewriter 
Company 

Warren Hoagland, L. C. Smith & 
Corona Typewriters, Inc., Syra- 
cuse, N. Y,. 

Sam Hoffman, L. Hoffman 

A. B. Holmes, Columbia Ribbon 
& Carbon Manufacturing Com- 
me Inc., Glen Cove, L. L, 


H. C. Hooks, Moore Push Pin 
Company, Philadelphia, Penna. 


C. F. Hopkins, Underwood Elliott 
Fisher Company 

William P. Hoy, The General Fire- 
proofing Company, Hartford, 
Conn. 

mabe J. W. Huff, Henry Frank, 


T. A. Hughes, Underwood Elliott 
Fisher te 

Charles H. Hunter, National Busi- 
aoe Show Company, Evanston, 


I 


R. G. Irving, F. S. Webster Com- 
pany 
J 


Percy R. Jacobs, 
bert Company, 
Conn. 

a.” Percy R. Jacobs, New Haven, 

Conn. 

Edgar B. Jessup, Marchant Cal- 
culating Machine Company, Oak- 
land, Calif. 

K 


Charles Karasik, Jaclin Stationery 
Company 

E. J. Kastner, 
Company 

Leo Kavanaugh, Keystone Office 
Supply Company, New Bedford, 
Mass. 

Myrtle R. Keller, 
Corona Typewriter, 
cuse, N. Y. 

Mrs. E. Kelsch, Globe Typewriter 


Company 
J. W. Kiplinger, L. C. Smith & 


John R. Rem- 
New Haven, 


L. E. Waterman 


L. C. Smith & 
Inc., Syra- 


Corona Typewriters, Inc., Syra- 
cuse, N. Y. 
Erich Kraus, Jaclin Stationery 
Company 
Kroubalkian, Rochester, 


Gilbert 
a. we 
Adam Kunze 


W._H. Kurth, Heyer Corporation, 
Chicago 
L 


J. T. Lafferty, Underwood Elliott 
Fisher Company 

Thomas O. Laird, 
Laird Company, 
W. Va. 


Thomas O. 
Charlestown, 


Ww, S. Lampel, Art Steel Company, 

ne. 

John Lee, The General Fireproof- 
ing Company, Boston 

Irving M. Levy, Art Steel Com- 
pany, Inc. 

R. F. Linsert, American Writing 
Paper Company, Holyoke, Mass. 

on as iain Manchester, 





The Tuppers Of The Business Show. 
E. Tupper, president and at the right Edwin O. Tupper, secre- 


tary. Standing, Left to Right: 


Jack McCormick, L. C. Smith & 
Corona Typewriters, Inc. 

J. B. McCormick, L. C. Smith & 
Corona Typewriters, Inc., Syra- 
cuse, N. 

Jerry McEvoy, Acco Products, 
Inc., Long Island City 

Stanley McGar, J. F. Molloy Com- 
pany, Meriden, Conn. 

L. J. Messina, Professional Print- 
ing Company 

Rudolf Meyer, Jaclin Stationery 
Company 

M. V. Miller, Royal Typewriter 
Company 

Thomas A. Miller, Selectograph, 
San Francisco 

G. L. Mills, L. C. Smith & Corona 
Typewriters, Inc. 

J. S. Morse, Morse Typewriter 
Company 

Louis H. Mory, 
Meter Company 


N 


Ralph Newell, Plimpton Manufac- 
turing Company, Hartford, Conn. 
A. A. Newman, C. E. Sheppard 
Company, Newark, N. J. 
F. R. Nichols, Columbia Ribbon 
& Carbon Manufacturing Com- 
pany, Inc., Glen Cove, Bis 


National Postal 


George A. Nitschke, Automatic 
Pencil Sharpener Company 

John A. Noonan, Kee Lox Manu- 
facturing Company 


oO 


Mr. O’Lazarra, Domestic Office 
Equipment Company 


P 


M. W. Pannebaker, Roberts Num- 
ae Machine Company, Brook- 
yn, N, 

E. W. Pape, “Adkins Printing Com- 
pany, New Brivain, Conn. 

Lora V. Perry, Fawn Brands, Ltd. 

W. J. Pickering, Allen-Wales Add- 
ing Machine Company 

Anton P. Pohl, Business Machines 
Service Company 

A. G. Preston, Utica -—" Supply 
Company, Utica, N. 


R 


C. H. Reed, Underwood Elliott 
Fisher Company 

Joseph Rubenstein, Addressing 
Machine & Equipment Company 


Seated at the left is Frank 


William, Wardell and John. 
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s 


George B. Samuel, L. C. Smith & 
Corona Typewriters, Inc., Bos- 
ton, Mass. 

Herb. Sauer, National Business 
Show Company 

Ted Schafer, United Typewriter 
Company 

Jules Scherer, American Pencil 
Company, Hoboken, N. J 

M. A. Seeley, Underwood Elliott 
Fisher Company 

N. J. Seward, Underwood Elliott 
Fisher Company 

Edgar F. Shannon, ay om di- 
rector, Imperial House, London, 
England 

Tom Sheridan 

E. P. Sickels, Monroe Calculating 
a oe Company, Orange, 


H. C. Siemer, L. C. Smith & Co- 
rona Typewriters, Inc., Berlin, 
Germany 

N. B. Slater, Moore Push Pin 
Company, Philadelphia 

Charles E. Smith, Underwood EI- 
liott Fisher Company 

H. W. Smith, L. C. Smith & Co- 


rona Typewriters, Inc., Syra- 
cuse, N. Y. 

J. P. Smythe, Remington Rand, 
Inc., Buffalo, N. Y. 


Harry D. Snyder 

R. E. Springer, Carter’s Ink Com- 
pany 

William H. Stewart, Stoll Blank 
Book Company, Trenton, N. J. 

Walter Strain, Addressograph-Mul- 
tigraph Corporation, Philadel- 
phia 

George Swenderman, Security Steel 
Equipment Corporation, Avenel, 
N. J. 


T 

Albert Tangora 

James F. Tate 

Mrs. Jessie I. Taylor, Globe Type- 
writer Company 

W. H. Taylor, Remington Rand, 
Inc. 

R. E. Thompson, Underwood El- 
liott Fisher Company, Hartford, 
Conn. 

Tim Thrift, Elliott Addressing Ma- 
chine Company, Cambridge, 
Mass. 

C. G. Tollefson 

James A. Treanor, 
Company 

Edwin O. Tupper, National Busi- 
ness Show Company 

Frank E. Tupper, National Busi- 
ness Show Company 

J. B. Tupper, National Business 
Show Company 


U 
M. A. Unold, F. S. Webster Com- 
pany v 
Francis E. Van Buskirk, L. C. 
Smith & Corona Typewriters, 


Inc. 
WwW 


Peerless Key 


W. C. Waddell 

C. I. Wagner, Cooke & Cobb Com- 
pany, Brooklyn, N 

Hugh J. Ward, Baw Stationer 

Charles J. Watson, Peerless Key 
Company 

G. J. Wheeler, Domestic Office 
Equipment Company 

John W. Whitson, Selectograph, 
San Francisco, Calif. 

G. S. Wilcox, Shaw-Walker Com- 
pany 

Clarence F. Williams, Postage Me- 
ter Company 

W. H. Wolowitz, United Type- 
writer & Adding Machine Cor- 
poration, Washington, 

C. W. Woosley, Yawman and Erbe 
Manufacturing Company 

George B. Wray 

Fred Wright, Underwood Elliott 
Fisher Company 


Z 
W. G. Zoentlein, Monroe Calculat- 


ing Machine Company, Orange, 
N. J. 

















Executives of The Stationers Guild of Canada 


Standing: Walter Dickinson, president, Walter Dickinson & Company; J. A. Wilson, sales manager, Viceroy Manu- 
facturing Company, Limited; John F. Taylor, sales manager, W. J. Gage & Company, Limited. Seated: Fred R. 
Smart, secretary The Stationers Guild of Canada; J. S. Luckett, president, Luckett Loose Leaf, Limited, president, 
The Stationers Guild of Canada; R. Norman Brown, president. The Brown Brothers, Limited, general chairman of 


convention committee; James P. Cook, president, James A. Cook & Son, convener convention committee. 


Officials not present when picture was taken are A. W. McNaughton, Toronto manager, W. V. Dawson, Limited, 


and Alf. Daley, sales manager, The Brown Brothers, Limited. 





Some of the Golfers at the All-Canada Stationers Convention Tournament Lake View Golf Club, October, 2, 1935. 
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All-Canada Stationers Convention 


R FACHING high standards of 
attendance, interest and en- 
tertainment, the first All-Canada 
stationers convention was held at 
the Royal York hotel, Toronto, 
from September 30 to October 2. 
Stationers from the Maritime 
provinces on the East to Calgary 
on the West journeyed to Toronto 
for the occasion while the prin- 
cipal cities and towns between 
the two points were well repre- 
sented. A total of forty-seven 
manufacturers and jobbers 
erected displays in the exhibit 
hall. 

Although sponsored by the Sta- 
tioners Guild of Canada, the con- 
vention was for all Canadian sta- 
tioners regardless of Guild affilia- 
tions, and originated from a sug- 
gestion of the Montreal associa- 
tion. 

Officers of the Guild are J. S. 
Luckett, Luckett Loose Leaf Com- 
pany, Ltd., Toronto, president; 
Thomas V. Bell, Thomas V. Bell, 
Ltd., Montreal, vice-president; J. 
F. Taylor, W. J. Gage & Company, 
Ltd., Toronto, honorary treasurer, 
and F. R. Smart, Toronto, secre- 
tary. The directors are W. D. 
Nelson, McFarlane Son & Hodg- 
son, Ltd., Montreal; P. F. Grand, 
Grand & Toy, Ltd., Toronto, and 
J. A. Wilson, Viceroy Manufac- 
turing Company, Ltd., Toronto. 


Successful Sessions Held in 
Toronto — Attendance 
Large and Representative 
—Important Matters Dis- 


cussed 





F. R. Smart, general secretary, The Stationers’ 


Stationers Association and the 
Wholesale Stationers of America 
in his capacity as vice-president 
of both organizations. 

Following Mr. Maish’s remarks, 
the names of the convention 
committee were read. They in- 
cluded R. Norman Brown, presi- 
dent of Brown Brothers Ltd., To- 
ronto, general chairman; J. S. 
Luckett, president of the Guild; 
Walter Dickinson, president of 
Walter Dickinson & Company, 
Ltd., Toronto, chairman of the 
reception committee; James P. 
Cook, president, James A. Cook 
& Son, Ltd., Toronto, convener of 
the convention committee; Alf 
Daley, sales manager, The Brown 
Brothers Ltd., Toronto, chairman, 
golf committee; Thomas V. Bell, 
chairman, Montreal convention 
committee; Alf McNaughton, 
Toronto manager, W. V. Dawson 
Ltd., chairman of the hotel com- 
mittee, and Fred R. Smart, gen- 
eral secretary of the Guild. 


Luckett Delivers Address 


Mr. Luckett then spoke on The 
Guild. In his preliminary re- 
marks he emphasized the point 
that it was not a Guild conven- 
tion, though strictly for Cana- 
dian stationers. He went into the 
history of the organization which 
was established in March, 1934, 
and a code of ethics was adopted. 


, , ; Guild of Canada, with his two efficient assistants, ; 
The mgm point of the program Margaret Reid (left) and Katherine Whitelaw. The association was started, he 
was reached on the second after- They were on the job from morning until late in TeMarked, at the urgent demand 
noon which was given over en- the evening and handled a vast amount of detail. of the retail trade. Membership 


tirely to addresses delivered by R. 

M. Sedgwick, secretary-treasurer, Standard Chemical 
Company, Ltd., Toronto; R. A. Maish, merchandising 
manager, Dennison Manufacturing Company, Framing- 
ham, Mass., and Fred J. Nichols, sales department of 
the National Cash Register Company, Dayton, Ohio. 


Banquet Attracts Hundreds 

The social side of the convention reached a double 
climax in the golf game and the banquet, which at- 
tracted many more than were expected. Nearly 600 
sat down to the banquet and some came later for the 
floor show. The golf game at the intriguing Lake View 
Country Club and the dinner and prize distribution 
which followed attracted more than 120 players. 

The convention was called to order by Mr. Luckett 
as president of the Guild. He extended a warm wel- 
come to those who had come from across the border 
and gave The National Stationers Association much 
credit for developing interest in association activities, 
and commented on the wide expanse of territory rep- 
resented by the visitors. This was followed by the 
Singing of the national anthem. Official welcomes were 
extended by representatives of the local stationers asso- 
ciation and the Stationers Guild. 

R. A. Maish expressed the greetings of The National 


is open to all stationers, retail 
and wholesale, and manufacturers who sell in Canada, 
whether they be located in Canada or not. The Guild, 
he brought out, was not a price fixing body, prices being 
set by the manufacturers. The stationers who are 
members assist the manufacturers by giving them cost 
data. The manufacturers are urged to establish fair 
prices and see that they are maintained. 

Started with a membership of thirty-seven, the Guild 
has enlarged to a total of 110. Fifty-seven different 
lines of merchandise are represented in the Guild, 
which includes twenty-five different classifications. 
Inquiries among members have disclosed proportions 
of stationery items with price protection which range 
from fifty to seventy-five per cent. A direct result of 
Guild activities has been increased cooperation among 
dealers, manufacturers and wholesalers. It is expected 
to increase the number of price protected lines. Dealer 
members are expected to support manufacturers and 
wholesalers who are endeavoring to maintain fair 
prices. 

R. Norman Brown followed Mr. Luckett’s talk by 
some brief remarks in the course of which he told 
of finding it much easier to sell merchandise on a price 
protected basis. 








Snapsuots at THE Gotr TOURNAMENT 
H. Long, A. S. Patrick, J. E. Rutledge, G. Garen. 
H. C. Austen, D. G. White, H. W. Peter, M. D. Potts. 
Art Mawrice, S. Gillespie, F. Galbraith, J. Dickinson. 


l. 
9 
Be 


At noon, Mayor Simpson of Toronto arrived. He 
was scheduled earlier but was delayed on account of 
urgent city business. He spoke of his pleasure of 
having the opportunity to appear before the conven- 
tion. He told of recent honors bestowed on four or 
five Toronto citizens who have been in the stationery 
business for many years and who are outstanding for 
business methods. He then went on to tell something 
of the city of Toronto and its widely diversified indus- 
try which helped to keep it in balance during times 
which were not normal. He told of indications that 
we are “turning the corner,’—that business has felt 
some stimulation and that there is a substantial re- 
duction in the number of Toronto families on relief. 
The fine financial condition of the city notwithstand- 
ing heavy relief expenses was disclosed. Referring to 
the convention the speaker remarked that people were 
doing as the Indians did a hundred years ago, making 
Toronto a great meeting place. He told of the aim 
of the city to build for better development, having 
in mind the spiritual, mental and the physical point 
of view. 

Luncheon was served in the concert hall adjoining 
the meeting room. During the afternoon, divisional 
meetings were held by manufacturers, wholesalers 
and retailers. In the evening there were special fea- 
tures in the exhibit hall, where door prizes were dis- 
tributed after dinner. 

The second day’s activities started with visiting in 
the exhibition hall. The general session was given 
over to the addresses by Mr. Sedgewick, Mr. Maish 
and Mr. Nichols, which are reported elsewhere in this 
issue. This was followed by the banquet. 


Golf Occupies Day 


There was no general session on the third day. The 
Guild had an executive meeting but most of the time 
was given over to golf. The story of the golf tourna- 
ment and dinner appears elsewhere. 
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; E. W. Alston, W. A. Brant, R. T. Anderson, M. C. Charters. 
6. J. S. Schermerhorn, A. H. McNeilly, F. Courtney, Bart Hulse, 
Roy Hill.—Photos by courtesy of Quill and Quire, Toronto. 


In the evening a large number of door prizes, con- 
tributed by exhibitors, were given in the exhibit hall. 

A special program was provided for the ladies. They 
joined with the men in the Monday luncheon and 
had special entertainment during the afternoon. Tues- 
day they had luncheon at Eaton’s College street store, 
and later toured the store, which is one of the most 
attractive to be found anywhere. They also visited 
university buildings and the Ontario museum, while 
the Wednesday program provided for luncheon at the 
Granite club, a drive around the city and tea at the 
Old Mill. 

The convention committee did its work well. Every- 
thing went along smoothly and nothing was over- 
looked in the care of the visitors. Secretary Smart, 
and his efficient helpers were on the job from early 
morning until late in the evening. The first All-Canada 
stationers’ convention and merchandise exhibit will 
be long remembered by all who attended. 


The Golf Game 


More than one hundred twenty competed in the golf 
outing which was held at the Lakeview club and ar- 
ranged by Alf. Daley, sales manager, The Brown 
Brothers, Ltd., Toronto, chairman of the golf com- 
mittee. 

The hero of the day was Wendell Holmes of London, 
Ont., who borrowed a club from John Gilbert of Office 
Appliances and made a hole in one on the seventeenth. 

The Lakeview course is fascinating because of the 
layout of the grounds, its sunken sand traps which are 
not visible more than a short iron shot away and the 
deep valleys frequently encountered at the bottom of 
which meanders a little creek. 

About fifty prizes provided by manufacturers and the 
committee in charge were distributed. They included 
table lamps, electric clocks, silverware, fountain pen 
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More Snaps oF CONVENTION GOLFERS 


1. Gordon Reed, Art Hobson, Ken Hutton, Gordon Button. 


2. H. G. Dawson, Alf. MacNaughton, W. Dickinson, Les Rich- 


ardson. 
3. R. T. Brown, J. A. Wilson, R. T. Hunter, W. J. Gibson. 


sets and other articles of similar value. The prize win- 


ners were as follows: 


Handicaps, 21 and Over 


M. B. Seldon; 2, R. N. Brown; 3, B. D. Perkins; 4, 


Low net—1, 
R. S. Cranston. 

Low gross—1, Alf Daley; 2, F. M. Tussing; 3, A. W. McNeilly; 4, 
H. Kert. 

Nine holes, 
Hill, 

Nine holes, low gross—1, J. R. Hill; 2, Gordon Moir; 3, H. Love. 


low net—1, R. T. Brown; 2, H. Thompson; 3, J. C. 


Handicaps, 21 and Over 
Low net—1, F. C. Charters; 2, E. W. Alston; 3, R. S. Gillespie; 4, 
J. Dickinson; 5, H. Price. 
Low gross—l, J. E. Moir, Jr.; 2, H. L. Muir; 3, J. S. Law; 4, E. P. 
Deughton; 5, W. J. Seitz. 
Nine holes, low net—1, C. R. Saunders; 2, R. Saunders. 
Nine holes, low gross—1, H. C. Austen; 2, A. Patrick. 


Visitors, 1—20 
Low net—1, W. A. Brant; 2, E. Norris. 
Low gross—1, Cliff Beatty; 2, T. Adams. 
Nine holes, low net—W. A. Price. 
Nine holes, low gross—R. Day. 


Visitors, 21 and Up 
Low net—1, F. Galbraith; 2, T. B. Coffin. 
Low gross—1, W. Teal; 2, W. Angus. 
9 holes, low net—J. V. Driscoll. 
9 holes, low gross—C. Thompson. 


Specials 

High sealed holes—1, W. Anderson, 19 on first; 2, A. E. Lomas, 17 
on fifth; 3, F. W. Scott, 12 on seventh. 

Low sealed holes—i1, Wendell Holmes, one on seventeenth; 2, D. 
Fisher, two on tenth; 3, G. A. Davidson, three on first. 

After the golf prizes were distributed, Harry Tehan 
was called forward and told that because of his all- 
around usefulness there was a special prize for him. 
Imagine Harry’s surprise when Norman Brown pre- 
sented him with a live duck. After Mr. Brown made a 
brief speech, the duck came in with a timely “Quack, 
Quack, Quack.” 

R. E. Ecclestone, for good reasons. was awarded a 
white rabbit. 

The Banquet 
The banquet, in one of the fine ballrooms of the 





4. Controller Ralph Day, Wally Angus, Ed Norris, Charles Me- 
Hardy. 

5. G. H. Hambly, N. R. Craig, E. N. Foster. 

6. John Gilbert, Art Forster, Wendell Holmes (who shot a 
hole in one), Bob Cranston.—Photos by courtesy of Quill and 
Quire, Toronto. 


Royal York, set a high record for attendance and en- 
joyment in the Canadian stationery field. Five hun- 
dred seventy sat down to the tables and in doing so, 
exceeded the committee’s greatest attendance expecta- 
tions. With some two hundred more than provided 
for, the trained staff of the hotel took care of the over- 
flow promptly by setting up new tables and without 
inconvenience to anyone. Others came later for the 
program. There was no speaking. The entire evening 
after the dinner was given over to professional enter- 
tainment of high quality. 

To the dinner ticket was attached a stub which was 
exchanged for a favor box. In it were diaries, writing 
paper, a framed picture, ink, mucilage, note books of 
various sorts and other articles, all useful. The favors 
were donated by the manufacturers and wholesalers 
who were displaying their wares in the merchandise 
exhibit. 

The chairman of the convention committee was R. 
N. Brown. He performed his task well. 

The Exhibits 

ACME RULER & ADVERTISING COMPANY, LTD., Toronto. 
This display included rulers made of maple and of bass for both com- 
mercial and advertising purposes, also T squares and drawing boards. 
It was supervised by John A. Hughes, who was assisted by A. E. Hunt. 

APPLEFORD PAPER PRODUCTS, LTD., Hamilton, Ont. This 
exhibit was mostly social, including picnic plates and combination sets, 
plain and fancy serviettes, waxed paper, shelf paper, cooking parch- 
ment, polishing paper, etc. W. J. Brockway was in charge. 

AUTOMATIC PENCIL SHARPENER COMPANY OF CAN- 
ADA, LTD., 84 Wellington street W., Toronto. This exhibit included 
a complete line of pencil sharpeners under the trade names Chicago, 
Giant, Premier and Dexter. S. J. Reginald Saunders, vice president 
and managing director, was in charge. 

BLUE BIRD INK COMPANY, Toronto. In this exhibit were dis- 
played Blue Bird writing inks, pastes, show card color and mucilage. 
C. F, Emerson, treasurer, was in charge. 

BOOKSELLER & STATIONER, 481 University avenue, Toronto. 
Sample copies of the Bookseller & Stationer were on hand for distribu- 
tion among visitors. D. R. Shepherd, editor, was in attendance. 

THE BROWN BROTHERS, LTD., 100 Simco street, Toronto. 
In this large exhibit were shown Esterbrook fountain pens and steel 
pens, Oakville paper clips and “‘Tak-a-pin,” Simco typewriter papers, 
Canadian account books, superfinished covers for account books, diaries, 
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CANADIAN PAD & PAPER COMPANY, Toronto. File folders 


calendar pads, loose leaf systems, Autopoint pencils and calendar pads, 
and typewriter papers under the trade name Madison featured the dis- 


““Mak-Ur-Own” index tabs, cover papers, and leathers and Fabrikoids 





Present at this exhibit were R. N. Brown, president; J. E. Moir, man- 


ager stationery department; A. W. Daley, manager paper department cluded 


and sales manager; Don Fisher, manager special order department; 


and R. N. Cranston, manager loose leaf department. 


Some of the Visit- 
ors at the Toronto 
Convention, Eight 
Men from Seven 
Cities.—lIn this 
group are W. J. 
Berry. Bowman- 
ville: J. C. Jaimet, 
Kitchener: J. R. 


Holmes, | ondon;: 
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“Purchasing” 


R. M. Sedgewick 
Standard Chemical Company, 
Limited, Toronto 


AM not going to talk to you about pur 

chasing as such I am rather going to 
speak to you for a little while about certain 
types of salesmen 

For a good many years I have been actively 
associated, more so in the past than just now, 
with an association that perhaps some of you 
have heard of, the Purchasing Agents Asso- 
ciation of Toronto. Fifty-five of these asso 
ciations in Canada and twenty-two in the 
United States have headed up in a National 
association called the Purchasing Agents 
While the association has many objects, one 
is to elevate the type of purchasing agent and 
with the elevation of the type of purchasing 
agent, I think perhaps there is also a need of 
the elevation of the type of salesmen In 
some of the cities where there are purchasing 
agents’ associations there are also sales man- 
agers’ associations, and recently one of these 
sales managers’ associations went to the local 
purchasing agents’ association and said, “we 
would like you to get for us a slant on sales 
men.” This purchasing agents’ association 
sent out a questionnaire about salesmen and 
I am going to give you some of the replies 

Now, there was a great need, as I said, for 
the elevation of purchasing agents, and there 
is still a need to elevate some. There are lots 
of bad purchasing agents and perhaps if I 
had you in a corner or any of you could get 
up and tell lots of things about our side of 
the fence. All purchasing agents are not bad 
and all salesmen are not bad. There are weak 
nesses on both sides 

Now, what is wrong with the average sales 
man, because if we can get some tangible 
opinions on that question we will have some 
answer to the more positive subject: What 
type of salesman is more effective? 

Some of you are probably saying, “That is 
old stuff he is going to give. We know it all 
Perhaps you have 


now.” Perhaps it is 
known it for a long time but there is a great 
need for improvement in salesmanship. Per- 


haps if we repeat long enough the cure will 


me 


One Out of Three Salesmen Really 
Effective 

Now, the replies to this questionnaire are 
somewhat interesting to note. Percentages 
indicate that purchasing agents believe that 
only one salesman out of three is a salesman 
in the full sense of the word and as effective 
as he might be. Another one-third is mediocre 
and it insists that another one out of three 
are of no effect or value whatsoever. 

Consider what that means. If these opin 
ions are sincere and were seriously consid 
ered, and we can be quite certain that they 
were, almost two-thirds of the sales effort has 
very little effect, in fact a large part of that 
number have a detrimental effect. The figure 
given on the “good” salesmen, that is, one 
out of three, is a generous average, because 
there were other rates as low as fifteen or 
twenty per cent. 

What is wrong with the others, the two 
thirds that are supposed to be inferior? Let 
us try and run down a few of the types: 

1. Badly selected men for sales work—to 
tally unfit for very obvious reasons. 

2. Untrained salesmen—very little or no 
knowledge of selling methods 

3. The weak “just dropped in’”—‘anything 
new?"’—the apologetic type of order taker. 

4. Salesmen who call too often with noth- 
ing definite in mind—no objective. 

5. Salesmen who like to talk about every- 
thing but business; they seem to think it 
necessary to spend most of their time dis- 
cussing baseball, hockey, hobbies—or telling 
stories. 

6. The salesman who talks too long. 

7. The reduced price salesman. 

8. The “high pressure” type, who makes a 
lot of general statements and claims and do 
not bother to try to prove them, apparently 


feeling that you should take their word for it 

9. The salesman who knows too little or 
nothing of his line. 

10. The hand-shaking salesman. 

11. The salesman who has too much con 
fidence in himself and his personal acquaint 
ance with you, therefore gives a few general 
facts, but doesn’t go to work seriously. 

12. The man who wants an edge — or 
wants to know what his competitors are 
quoting. 

13. The salesman who knows the “boss” 
and therefore should get your business, or 
who spends most of his time trying to sell 
nearly everybody but the purchasing agent. 

That makes the thirteen general types we 
have tabulated. Some say thirteen is bad 
luck. In the business of selling it is cer- 
tainly bad luck for the salesmen who have 
the faults indicated. 

Let us go over these thirteen types, one by 
one, and just see what is the matter: Start- 
ing with 1, we can discuss the subject of 
badly selected men quickly. Obviously, they 
haven’t a chance. It is true that the per- 
centage of that group has increased a lot 
lately, probably due to business conditions. 
Many are on the streets selling, getting only 
a small commission on sales, and doing that 
because other lines for which they are better 
suited are slack. 

The Salesman Who Is Not Well 
Trained 

Number 2, covering salesmen not well 
trained, however, includes a large percentage 
of those making calls. They might get some 
business in spite of their lack of knowledge 
of sensible sales tactics, but they are con- 
stantly getting into trouble with purchasing 
agents; they make all the mistakes in the 
book, and then wonder why they are not re- 
ceived as courteously as others. They then 
put the hard-boiled label on all purchasing 
agents. 

Number 3, the weak “just dropped in” 
type. There are many more in this group 
than you would suspect. I don’t know why 
because any buyer will tell you that he likes 
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to talk business with salesmen, and if you 
are calling on a legitimate business mission, 
apologies are not in order. He comes in in 
a half apologetic way—like I am if I am 
going to the dentist or the doctor, I pass 
their door three or four times and then say, 
“I guess I will go back tomorrow.” He 
walks by the door and then goes back and 
says, “I am sorry; I couldn't see Sedgewick. 
He wasn't in this afternoon.”’ 

That doesn’t always apply to the weak 
salesman. Some salesmen must be good be- 
cause of the jobs they are given. At our 
place quite frequently the girl at the enquiry 
desk will come in and say that somebody 
wants to see me. I don’t ask his name. I 


say “Send him in.” A man came in and 
said, “Good morning, I have just been ap- 
pointed sales manager in this territory for 


our company. I should have been around 
before. I hope if there is anything I can do, 
you will let me know.” He said, “By the 
way, what is your name?” I told him. He 
walked out. I don’t know who this particular 
man is working for or what he is selling. 

Number 4, the salesman who calls too 
often. One buyer said “Deliver me from the 
salesman who has a regular schedule for 
calling, unless the volume of business with 
his house might be very large.”’ Another 
says, ““‘There are too many salesmen who call 
at this time without definite aims.”’ Among 
the discouraging things a buyer has to con- 
tend with is the salesman who believes in the 
law of averages, who goes from office to of- 
fice, believing that if he sees enough people 
he wili sell goods. That man is headed in 
the wrong direction; he doesn’t plan his work 
and he wastes everyone’s time. 

That criticism is correct and we say that 
fully realizing that in a general way an anal 
ysis of salesmen’s time and territories shows 
that their business increases in direct pro- 
portion to the number of calls made, but 
that is really in proportion to the number of 
effective sales presentations made, not just 
calls. 


The Conversational Salesman 
Number 5 is the salesman who talks about 


everything but business. One purchaser says, 
“The average salesman seems to have too 
much time for everything but what he is sell- 
ing.”’ Many other buyers have the same com- 
plaint about the story teller. Too many sales- 
men will spend twenty minutes of a buyer’s 
time, and eighteen minutes of that will be 
spent talking about things entirely foreign to 
their business, and only in extreme cases can 
the purchasing agent suggest that they get 
down to business. Some salesmen seem 
ashamed to tell you what they came for. The 
buyer knows he comes to sell something but 
it is a hard job to get them down to the 
point, 

Then there is the salesman who talks too 
long. This type keeps on talking long after 
it is apparent to him that the buyer is about 
ready to talk business. The result is when 
he really comes to the point, the buyer is so 
wearied that he is not in the frame of mind 
to buy. 

The next, Number 7, is the reduced price 
salesman. Perhaps you don’t know anything 
about that gentleman. It is not so much the 
fault of the salesman as the house he repre- 
sents. 

Two or three years ago now, we had occa- 
sion to buy quite a large quantity of a par 
ticular commodity and I got prices. I rung 
up one house and got their price. In about 
an hour the sales manager called back and 
said, “I have been checking things over and 
I think I can make the price so-and-so.” I 
thanked him for calling up. Before long he 
called again and he said, “You know the 
times are tough. We will make that price so 
and-so.” I said, “Thanks very much. The 
man who gave his first price as his lowest 
price got the order an hour ago.’ 


The man who has one price, first, last and 
all the time is the man who carries the respect 
of the purchasing profession. 

Number 8 is the high pressure type, who 
likes to claim everything. He makes a lot of 
general unsupported statements. He tells how 
much this man and that man is buying from 
him and he is getting all the business in his 
particular line. He guarantees everything 
and promises everything. When you try to 
question him, he says, “Never mind that. I 
can look after you,”’ and he tries to overcome 
you with the enthusiasm of his talk and you 
can’t get a word in edgeways. He generally 
is not very successful in getting your busi- 
ness. 


The Salesman Who Doesn't Know 
His Line 
Then there is the salesman who knows too 


little or nothing of his line. Perhaps you 
salesmen won't believe that you have sales- 
men out who don’t know very much about 
what they are trying to sell. This complaint 
is pretty general on the part of many pur- 
chasing agents. The salesman should have 
some technical knowledge of his product. He 
should be able to answer as many questions 
and give as much information as possible. He 
should tell how and where his product is used, 
how it lines up with other products and with 
substitutes, what it is made of, its weight 
and many other things peculiar to product or 
device. They all say they can get the infor- 
mation if you give them time. The first class 
salesman has the information with him. He 
might not be able to answer all the questions, 
but a good many of them. 

We come to Number 10, the hand-shaking 
salesman, I don’t know how you fellows feel 
but I have a decided objection to the fifty- 
seven varieties of hand shaking that are in 
existence. We all know that the Prince of 
Wales was laid up through too much hand 
shaking in one day. The purchasing agent is 
in much the same place. There is a place in 
life for the sincere handshake. But the man 
who comes in and shakes hands and stays 
a few minutes and then says goodbye and 
wants to shake hands again is not serving 
any purpose. In fact, he is doing harm. 

Then Number 11, the person with too much 
confidence in himself and his personal ac- 
quaintance with you and therefore gives a 
few general facts but does not really try to 
sell. Under this heading comes the man who 
“thas been in the business forty years, I know 
what you need.” “I will fix it up right.” 
He always reminds you of what he has done 
for other companies. “I will fix up the price” 
and that sort of thing. “It makes no differ- 
ence, just leave it to me and everything will 
be all right.” 

Number 12—the salesman who always 
wants an edge, or wants to know what his 
competitors are quoting. Salesmen should 
know that the purchaser shouldn’t give infor- 
mation like that and if he persists in asking 
for it, he will get no consideration at all. He 
always waits until the other figures are in 
and then presents his and says, “Don’t do 
anything until you hear from me.” “Give me 
the last crack at it’—‘‘Let me look over my 
figures, I may be able to revise them.” 

And number 13 is the salesman who knows 
the ““Boss.”” “tHe says he wants to see you 
give me the business.” You tell that man 
that is funny, you will check up with the 
boss and see what he says about it. 

There are the thirteen points of what might 
be wrong with salesmen. Sales managers and 
executives directly interested in their firm's 
sales should pay more attention to their sales- 
men and their salesmen’s calls. 

They should do something to eliminate the 
dull, haphazard, thoughtless and only par- 
tially effective call which makes up an esti- 
mated sixty-six percent of all salesmen’s calls. 

The salesman in many cases knows little 
or nothing of the requirements or buying 
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habits of the firm on which he is calling, con- 
sequently he wastes a lot of his own time— 
as well as the time of the purchasing agent. 


Thinking Before Calling 
If the average salesman would do some 


thinking before making the call and then in- 
telligently go to work during the interview, 
he could eliminate most of the unsatisfactory, 
annoying and non-productive calls, That 
would give him more time to concentrate on 
his better prospects and would permit the 
purchasing agent to give much more time to 
the thoughtful agent who not only knows his 
line, but also what it means to the man he is 
trying to sell. 

That ends the critical side of what I have 
to say and I would like it understood that I 
am not particularly criticizing any salesman. 
I have no one by name in mind, and least of 
all, stationery or printing salesmen in par- 
ticlar. I am just speaking of salesmen as 
salesmen. 

Now, is there a type that creates a favor- 
able impression? The salesman makes a fa- 
vorable impression who does not make a 
promise until he knows or finds out that the 
promise he makes will be fulfilled. That man 
is on the way to becoming a creative sales- 
man, 

The creative salesman makes the price ap- 
pear small and fixes attention on the saving 
the buyer will make on the outlay. He tells 
the story in an attractive manner. 

The creative salesman has the equipment 
the purchasing agent expects him to have: 
He has confidence in himself, in his goods 
and in his firm. While the purchasing agent 
expects from the salesman knowledge of 
goods and knowledge of markets, the safest, 
surest, and rarest, I would almost say, sell- 
ing strategy is to know your lines so thor- 
oughly that you are prepared for every emer- 
gency, so that nothing can surprise or dis- 
courage you when making sales talks. There 
is no substitute for enthusiasm and assurance 
that comes from a thorough knowledge of the 
goods you are selling, especially when backed 
up by faith in them yourself, 

This knowledge enables the salesman to 
give the buyer sound advice and helps him to 
make up his mind why certain goods are the 
best for him to use. 


Repeat Orders Build Profit 
It is generally conceded that service is the 


kind of salesmanship that makes the wheels 
go round towards repeat orders. I don’t 
think single orders are very profitable. It is 
the repeat orders we all want. This service 
includes a satisfactory product, presented 
with sound advice from well informed sales- 
men and followed up by distribution methods 
which leave nothing to be desired. 

In speaking of these three services, the 
buyer occasionally finds it possible to employ 
these terms in connection with one house. 
The product gives good service, the sales- 
man gives good service and the house gives 
good service. Many salesmen who are poor 
get credit for orders on the strength of their 
house’s distribution service and many sales- 
men whose service is good lose out because 
of the firm’s unreliability. 

We have had instances. It sometimes hap- 
pens somebody wants to have something in a 
hurry. You ring a certain house and say, “If 
I give this order, how soon can I get it?” 
“This is Tuesday. We will give it to you 
next Monday.” You lay your plans accord- 
ingly. Next Monday you ring up—“Is the 
order being shipped today?” “No, we are 
sorry, we can’t ship until Wednesday”; and 
it is sometimes two or three weeks before 
you get it. That is most annoying and in 
some cases most expensive to the man buying 
the goods. If you tell him first, when you 
expect it, and he tells you when you are sure 
to get it, you can lay plans accordingly and 
he doesn't lose out because he didn’t tell the 
truth. 
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Service depends on shipping as requested, 
efficient packaging to ensure good condition 
of delivery, careful checking of quality and 
quantity shipped and proper billing so that 
adequate information will be in the buyer's 
possession as soon as possible after delivery. 

I suppose if I were to ask you gentlemen 
who your most important customer was, I 
would get a lot of different replies. Some of 
you, perhaps, think your most important cus- 
tomers are the biggest customers. They may 
be. At least one of the most important cus 
tomers you have is the dissatisfied customer. 
Some day—you may not think him very im 
portant today—you may be trying to close 
business with somebody else when your ex- 
perience with somebody who has been dis 
satisfied with your service is told to this gen- 
tleman and you lose out. 

The Ford Motor Company sends around a 
service bulletin every month which is in- 
tended primarily for garages. One recently 
came in and I clipped this out: It is headed 
“The Boss” 

Who is the Boss? 

The Man who founded this business? 

The President? 

The General Manager? 

The various Department Managers? 

No, None of these! 

I am the reason for this business. 

I am the reason for its prosperity 

I am its guiding genius. 

I do more to promote, raise wages, hire or 
fire than any immediate superior. 


must be served before I bestow my bless- 
ings. 

am the end-all and be-all of everything 
connected with this business. 

am the foundation of all its progress. 

am its Master. 

AM THE CUSTOMER!! 

When the Good Salesman Fails 
Sometimes salesmen are puzzled. Having 
all the qualities that I have mentioned that 
go to make up a good salesman, having the 
right price, and the right quality and the 
right kind of a house, they fail to get the 
order. The only reason for that is that some- 
body else has the same thing. I think that a 
firm which has been serving a customer over 
a large number of years and is giving entire 
satisfaction is entitled to that man’s continued 
business and I think in the majority of cases 
the customer sees that the house gets the 
business. 

There is one final thing I want to say 
about salesmen. That is, I think, above 
everything else, they need perseverance. I 
heard a story in that connection which is 
true. A fellow who was selling leather belt- 
ing was calling on a certain firm quite pe- 
riodically. Finally, the purchasing agent said, 
“There is no use your calling here. We are 
wasting your time. We are getting our 
leather belting from such and such a concern. 
They are giving complete satisfaction. There 
is no chance at all of you getting an order.” 
The salesman said, “I realize that, but if you 
don’t mind, I am around this way once a 
month or every two months. I would like to 
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call and say How-do-you-do. Some day the 
other company may fall down and if I am 
here, I will get the order.”’ It so happened, 
as fairy stories go, the firm did fall down 
and this man, having been on the job and 
having called around, got the business. 

It is something like a man who is calling 
on me. He is a very nice man. I like him 
fine. It happens that what he sells we are 
getting from somebody else. We are getting 
satisfaction. If it is any good to that fellow 
to know it, if the other house ever falls down 
he is going to get the business. He comes in 
in a nice gentlemanly way and he is going 
to get the business if anything happens to 
the other people. 

No doubt many of you see the publication 
“Office Management.” From an issue out a 
week ago, I clipped this. It is written by 
Charles F. Kettering, General Motors Re- 
search Director. It is entitled, “When The 
Job Gets The Man”: 

“I often tell my people that I don’t want 
any fellow who has a job working for me; 
what I want is a fellow whom a job has. I 
want the job to get the fellow and not the 
fellow get the job. And I want that job to 
get hold of this young man so hard that no 
matter where he is the job has got him for 
keeps. I want that job to have him in its 
clutches when he goes to bed at night, and in 
the morning I want that same job to be sit- 
ting on the foot of his bed telling him it’s 
time to get up and go to work. And when 
a job gets a fellow that way he'll amount to 
something.” 


Co-ordination of Divisions of Industry 


HE subject given me was Co-Ordination 

of the three divisions of the stationery 
industry, but of course we realize that there 
is a fourth division which has not been men- 
tioned on the program and that fourth divi- 
sion compromises our friends, the purchasing 
agents and the buying public. And to that 
division we realize that all of our considera- 
tions must extend in fair manner of every 
description. 

Yesterday I had the pleasure of bringing 
to you the cordial best wishes of The Na- 
tional Stationers’ Association of the United 
States and the Wholesale Stationers’ Asso- 
ciation of America, and today I express my 
personal gratitude for this opportunity to par- 
ticipate in your very first All-Canada Sta- 
tioners’ Convention. 

In a way this is your first birthday and 
somehow or other I cannot help but feel that 
first birthdays are most important of all. 
Most important and more important than any 
others because they signify the beginnings 
of endeavors which hold great promises. 

From your Mother Country comes to you 
the inspirations and traditions of age old as- 
sociationized activities on behalf of the sta- 
tionery industry. We, of the States, are not 
unmindful of the inspirations which have 
been brought to us by representatives from 
the United Kingdom who have surrounded us 
with the atmosphere of the famous old Sta- 
tioners’ Hall of Paternoster Row 

It is somewhat a coincidence that this 
month's issue of the publication of The Na- 
tional Stationers’ Association of the United 
States has for its cover a splendid and in- 
spiring reproduction of Stationers’ Hall which 
still is looked upon as being the very center 
of the stationery industry. 

The Stationers’ Association of Great 
Britain and Ireland has expressed best wishes 
for a successful National Stationers’ Associa- 
tion Convention in Kansas City next week, 
and in his letter, Mr. H. W. Holt, General 
Secretary, says ‘““‘There was prevalent at Chel- 
tenham a spirit of good will and a sincere 
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desire to do the best for the trade by all of 
the three sections. I trust that your con- 
vention at Kansas City may be the best you 
ever had and that your trade may be operated 
upon a firm basis for the good of the whole of 
the industry.” 

“For the Good of the Whole of the 

Industry” 

In my estimation, the expression, “for the 
good of the whole of the industry,” is ap- 
propriately significant for it has direct rela- 
tionship to the program’s immediate subject. 

Gathered at this convention are retailers, 
wholesalers and manufacturers, but isn’t it 
most essential that we should waive our par- 
ticular identifications and just be proud and 
anxious to say and believe and appreciate 
that we are members of an industry, the sta- 
tionery industry, a strong industry and one 
whose real strength is still to be achieved, 
an indispensable industry, an industry backed 
by men just as capable, just as energetic, 
just as far seeing as those of other indus- 
tries which more directly are in the spot- 
light. 

Admission must be generously made that 
our stationery industry has made progress. 
Its various associations have continually 
grown stronger and efforts have been ex- 
tended in many directions but we would be 
in a hopeless position if we did not believe 
that the really important achievements are 
still to be accomplished. It might be very 
wise for us to depreciate all that has been 
done thus far and consider it mere prepara- 
tory work in advance of a co-ordinated drive 
toward the position the stationery industry 
is entitled to hold. We have had individual 
thinking, we have had commodity group 
thinking, and now we need a concentration 
on industry thinking. If the objectives of the 
industry are fundamentally sound, if a suc- 


cessful future for the industry is paramount, 
then we can quickly realize that we need to 
pay more attention to the top of the ladder 
even though some of the steps need fixing. 

Industry thinking and industry acting does 
not minimize or destroy individualism. In- 
dividualism can never be eliminated and 
Heaven help us if such should ever be the 
case, but with appropriate use, individualism 
can be the influential factor in the direction 
of industry growth and industry stability. 

Not so long ago some economist made the 
remark that the processes of industry are all 
wrong because they involve too many par- 
ticipants and permit too many halts between 
start and finish. Now, it may be that the 
theory is correct but it seems to me that be- 
fore industry seeks a new process we had 
better be given time or take time to make the 
best of the process with which we are now 
dealing. Our present day interests and un- 
doubtedly the interests which will be ours 
for a long time to come involve retailers, 
wholesalers and manufacturers. Each has a 
place in the sun and the success of one is 
considerably dependent on the success of the 
other. Each has problems with which to con- 
tend and in the main, the problems of one can 
only be solved in conjunction with the prob- 
lems of the others. We are required to ap- 
preciate the rights, rather than to permit the 
existence of feeling of disregard. 
Co-ordination Will Provide Opportuni- 

ties 

Co-ordination of the divisions of the sta 
tionery industry does not and never will pro- 
vide miracles, but rather does co-ordination 
provide a parade of opportunities. It is 
merely the blending of thoughts and actions. 
A piece of machinery must have smooth 
working component parts; otherwise, it is 
not very reliable when it comes to efficient 
production. 

A baseball team or a football team or a 
hockey team is dependent on team play te 
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get very far in the pennant race. Is the 
stationery business in any different position? 
Co-ordination is considerably based on put- 
ting honest friendliness of business into 
actual operation. We were born with a 
spirit of friendliness and neighbourliness, Our 
homes, lives, the happiness and contentment 
of them considerably depend on how we get 
along with those around us. The prettiest 
neighbourhoods are those where fences are 
not needed to mark the lines beyond which 
a venturer is considered a trespasser. We 
like to get along with the folks in our neigh- 
bourhood. Is business life very much dif- 
ferent, if any? 

Abraham Lincoln said, ‘“‘Discourage litiga- 
tion. Persuade your neighbour to compro- 
mise when he can.’ Now, Lincoln could 
just as easily and just as well have said: 
“Discourage things and avoid things which 
cause retaliations. Discourage and avoid 
things which put folks on the defensive be- 
cause we realize when a person or folks are 
put on the defensive they use any sort of 
means to protect themselves and sometimes 
fighting out of a tight corner means the 
usage of rough practices.” He might as 
well have said, “Talk things over with your 
competitors and your other associates. Pro- 
mote the idea of give and take and try to 
look at and consider things on the basis of 


common ground.” 

Common ground, gentlemen. That is the 
real field for co-operation. Common ground 
thinking and common ground acting, taking 
the problems and objectives which are com- 
mon to all divisions and so treating with 
them that the benefits which are derived will 
over-shadow the perplexities and the contro- 
versies of individualistic nature. 

Never do we forget that the purpose of 
co-ordinated effort is to provide forward in- 
dustry movements which can only result if 
the propelling forces are pushing or pulling 
together. Of course, co-ordination of the 
divisions of our industry depends on organ- 
ization and that kind of organization which 
involves membership greatly interested be- 
yond casual and financial participation. Lead- 
ership is always a necessity but most essen- 
tial is the solidity of support given to them 
who call the signals. 

In the case of the manufacturers division 
I am firmly convinced that things just start 
within the commodity group. We should not 
overlook the necessity for commodity group. 
We should not overlook the necessity for 
commodity group organizations as well as 
division organization for the two have re- 
lated but considerably different responsibili- 
ties. It never should be expected that the 
division can or should settle the intimate 
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controversies of a commodity group but 
rather should influence be lent so that com- 
modity group consideration will tie in with 
division consideration and in turn with in- 
dustry considerations. 

The manufacturers’ division, well organ- 
ized, should also be given a chance to play 
a part in the consideration of new ventures 
of the other divisions and that idea goes back 
in the other directions. 


Participation in Planning 

We are talking about a form of partner 
ship and partnership must mean participa- 
tion in planning as well as in acting. It 
appears that with the retailer and wholesaler 
divisions, local organizations are as funda- 
mentally necessary to the division organiza- 
tions as commodity group organizations are 
necessary to the manufacturers division or- 
ganization. They provide the build-up for 
the divisions and absolutely are indispensable. 
There appears to be a value in a compara- 
tively small, but representative group to do 
the job of co-ordinating, but at any rate 
there must be determination to build to a 
plan. Groping, or just doing something 
rather than not to be doing anything at all 
is not liable to lead to any substantial prog- 
ress. Many efforts to co-ordination have hit 
the rocks because of the absence of well 
thought out plans, because attempts over- 
reached the bounds of the possibilities of 
any achievements. Plans, principles and pol- 
icies are as essential to co-ordinating as food 
and air are essential to the human body. 
We cannot afford to be without plans but we 
can well afford to do without plans which 
are poorly conceived. 

Simple achievement leads the way to big- 
ger things. It would seem there are plenty 
of A.B.C.’s to take care of them, but we do 
too much worrying about the X.Y.Z.’s. It 
is better to solve one small problem than to 
have many hanging fire without any sort of 
solution except that which is long delayed. 

Frequent meetings for the purpose of co- 
ordinating are essential. There is nothing 
better than get-togethers to increase friend- 
liness and faith in each other. We of the 
States, realize, in connection with our re- 
covery programmes, regardless of any other 
outcome we received the benefit of being 
compelled to know our competitors and be- 
ing compelled to respect them. 

Right at this time I would like to say 
that your convention is a remarkable illus- 
tration of get-together. Yes, I think you 
have had one swell convention. I think that 
the chairman and the committees are to be 
congratulated for a splendid job and a big 
job well done. I think that those who came 
here, manufacturers, retailers and wholesalers 
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are to be congratulated for the part they 
have played, but I believe of the three, our 
greatest and largest congratulations should 
go to the retailers who have turned out to 
this convention in the largest number, I be- 
lieve I have ever experienced, and after all 
is said and done, manufacturers can turn out 
en masse, the wholesalers can attend in a 
bunch, but if you don’t have a generous at- 
tendance of retailers, you just don’t have a 
convention and it seems to me that if your 
future depends on having an auspicious start, 
you are going to be well taken care of for a 
long time to come in the way of All Canada 
Stationers’ Conventions, 


Co-ordination Is the Application of 
Common Sense 

Now, gentlemen, what we have been talk- 
ing about in connection with co-ordination 
isn’t anything new. It is all as old as the 
hills. It is just nothing more, nothing less 
than plain ordinary, everyday common sense. 
We don’t need anything new because we 
have all the ways and means in our posses- 
sion at the present time and have had them 
for a long, long time. It is just the case, 
perhaps, that we have not appreciated that 
we have had ways and means before us to 
bring about these things which we have 
talked about and which we have hoped for. 
This thing of looking for something different, 
something which we think we want was well 
illustrated to me when I attended my first 
Stationers’ convention a good many years 
ago. The point was illustrated by a vener- 
able gentleman of the clergy who told a 
story about a youth who lived in the moun- 
tainous southern section of the United States. 
This lad did not have the same opportunity 
which comes to the youth who lives in popu- 
lated districts. He did not have the things 
to play with that other boys possessed. In 
other words, he had to make his own enjoy- 
ment and one of his greatest enjoyments 
came at eventide, at the time of the setting 
sun, when he would go out in front of his 
house, look across the valley to yonder moun- 
tain top on which stood a house and he 
would look with great satisfaction at the 
windows of that house which in the glory 
of the setting sun seemed to be emblazoned 
with gold and he called that his house with 
the golden windows. 

One day, a sort of a holiday, his father 
told him that he might do what he wished 
to do that afternoon and he quickly decided 
what was going to be his enjoyment. He 
went down the mountain side, trudged 
through the valley and up the other moun- 
tain side, reaching the top just at the time 
of the setting sun. He quickly hurried to 
the front of the house which he had looked 


Inset: F. J. Nichols, 
Dayton; Jim Cook, 
Toronto; P. F. 
Grand, Toronto. 
(Photos by Quill 
and Quire) 








be } 


on so many times and with eager eyes he 
looked at the windows but they weren't gold 
windows at all, They were just ordinary 
windows, not even ordinary windows, be- 
cause they were all cracked up and some of 
them were puttied over. He was a pretty 


sad boy. Just then a young girl came out 


of the house and asked, ““What is the mat 
ter?” He said, “I came down yonder moun- 
tain side, through this valley and up this 
mountain side to see my house with the gold 
windows.”” She said, “This isn’t the house 
with the gold windows. There is the house 
with the gold windows there,” and she 
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pointed across the valley to his own win 
dows and there in the glory of the setting 
sun his own windows shone as if emblazoned 
in gold. 

The moral, gentlemen? He sought that 
which he already possessed. Don’t we all? 
But must we? 


“Merchandising and Distribution” 


1’ isn't often we have a combination like 
this to face It is usually retailers or 
wholesalers or manufacturers or purchasing 
agents and you can say to each of those 
groups whatever you feel like saying This 
afternoon you have put us into the very.em- 
barrassing position of talking to the whole 
gang of you all at once. After all, perhaps 
it is a good thing for we have been looking 
at each other across the spaces, across these 
valleys that Mr. Maish talks about, some 
times across barbed wire entanglements, 
haven't we? 

A couple of my associates asked me at 
luncheon what I was going to talk about. 
I said, “Well, this morning’s session re- 
minded me of some of the tactics of our own 
huge venture when we headed up N.R.A.” 
You were throwing cats back and forth here 
this morning, weren't you? I believe the job 
this afternoon is just to take a couple of 
those dead felines and tie their tails together 
and throw them over the clothes line and 
let's see what results. For, gentlemen, 
whether you like it or not, you are all in 
this stationery business together. Some of 
you are in a little better position to fight on 
a little bit longer than others, but looking 
at it disinterestedly from the outside and 
comparing what you are doing with what 
is being done in a great many other kinds 
of business, perhaps there will be some ad- 
vantage in seeing some of the things which 
are being done in other businesses and some 
of the things you might do yourselves to 
make this old business more profitable for 
everybody in it 

Now, fundamentally, it seems to me, re 
gardiess of what your position is in this 
business, whether owner, manager, salesman 
or what not, every business man these times 
should have at least two objectives for that 
business of his. First, a selfish objective, 
to make money for himself, for his house. 
Second, a social objective to do those things 
through his own position and organization 
which will improve business generally, and 
by those things, I mean such things as in- 
creasing sales volume, putting more people 
to work, using up more raw materials, rais- 
ing the whole level of prosperity. There isn’t 
any other way to do it. It is in the power 
of a comparatively small group of men like 
yourselves in the Dominion of Canada to 
put the Dominion any place you want it to 


be It requires work. 


Selfish and Social Objectives Not 
Antagonistic 

Now, you may think that these two ob- 
jectives, the selfish one and the social one, 
are antagonistic, but if you will take them 
apart some time when you have time, I be- 
lieve you will find they are not, that they 
really help each other, that in the last an- 
alysis the interests of the retailers and the 
wholesalers and the manufacturers are iden- 
tical 

Now, failure to realize this or unwilling- 
ness to operate on this principle is respon- 
sible for much of the business and a great 
deal of the social trouble that is abroad in 
the world today. Nation against nation, sys- 
tem against system, business against busi- 
ness, division of industry against another 
division, individuals against individuals. How 
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much longer can we go on that way, gentle- 
men? 

As a matter of fact, we are living in a 
transition period, in an age of change, rapid 
change. Old principles and policies can no 
longer be used. They are out-dated, they 
are out-worn, they don’t fit current condi- 
tions. We can’t live and do business in the 
past. We can’t live and do business in the 
future. All we have got is right here—to- 
day. We can’t do anything about the past. 
We can determine what this future is going 
to be in this business in the Dominion, and 
life generally. What it is going to be will 
be developed out of what we decide in meet 
ings like these. 

Now, I am particularly encouraged to find 
so many younger men here. In the States 
at most Stationers’ meetings they are gray 
heads. Congratulations on having’ the 
younger men here! Many of the older men 
in this, as in other businesses, are finding 
it very difficult to change and adjust. They 
want this old stationery business to remain 
stationary, don’t they? It is a good deal 
of a wrench and uncomfortable for them to 
think of changing. They are going to change 
whether they want to or not, or go out. 
It is just as inevitable as the tide. 

You younger men have an opportunity. 
It is up to you to give the leadership. It 
is necessary today and in the days that are 
ahead because the spirit and the technique 
of this new day, the new order in which we 
are living and doing business can be summed 
up in just one word. That is CO-OPERA- 
TION. To the extent that you can get co- 
operation in this business you can all make 
money, you can all get the service that is 
needed. If you continue to fight, continue 
to think only of yourselves, your own ad- 
vantage, your own interests, your own profit, 
forgetting the rest, you are licked. 

Are you ready to co-operate? Are you 
ready to face what it implies? Are you 
ready to bury a lot of tomahawks, forget a 
lot of old grievances, forget a lot of current 
things, perhaps that you don’t like? Are 
you willing to get together around a table 
and talk things over and work out a pro- 
gramme of plans, methods, policies, that will 
serve the whole group? Are you willing to 
face up to some radical changes, uprooting 
a lot of things out of your business, if neces 
sary? 

Regimentation Versus Voluntary 

Action 

Well, you can take your choice, gentle- 
men, because there are abroad in this Western 
hemisphere today two antagonistic theories. 
There is the old World theory of regimenta- 
tion, control, N.R.A., government compul- 
sion, rules, regulations, restrictions—call 
them what you will—and it leads inevitably 
to one thing, Dictatorship. Do you want 
it? Let us let Europe keep it. Our fore- 
fathers came over to this continent and went 
through hell to develop things to the extent 
that they are developed today, that there 
might be freedom, and there might be volun- 


tary action, that we might have democratic 
principles—political, social, business. 

Are we ready to surrender them? That is 
the issue today. It is the issue, nationally 
It is the issue, internationally. It is the 
issue in your own business, for here you 
have got those three forces, the manufac- 
turer, the wholesaler, the retailer. Must 
they be antagonistic? Well, other people 
have found the way to get together. For 
after all, when you boil the whole thing down 
it is very simple. There are just three un- 
derlying fundamental piers in this business. 
There is one. (Illustrating with a glass 
tumbler.) That is NEED. Need for those 
stationery things which you make and sell. 
And never in the history of Canada has that 
need been stacked up so high as today. Did 
people ever wear pencils down as far as 
they do now? Did they ever use equipment 
as long as it would hold together as they 
do now? Did they ever put off buying as 
they have been for five long years? Has 
there ever been such an accumulation of 
actual need for the things you have to sell 
as there is in Canada today? Five years of 
it stacked up. The biggest opportunity you 
have ever had, speaking of you collectively, 
speaking of you individually in your own 
business, your own territory. 

But it is only one of three piers, gentle- 
men. The second pier underlying this busi- 
ness structure is BUYING POWER. We 
have been in the habit of thinking of that as 
shot to pieces, haven’t we? You climbed 
along with the stacks up during the °20’s, to 
the peak of '29, didn’t you? And you came 
down with it and we went through those 
terrible years of °30, "31 and °32, when we 
hit bottom, ’33, when we just dragged along; 
*34, when we thought things were coming up 
and down they went again, and this year 
when during the first half of the year it was 
Sort of side-wise, but the most encouraging 
thing that has happened in six years has 
happened this summer, gentlemen. All the 
curves turned up in July, and they continued 
on up during August. They continued up 
during the first part of September and then 
they flattened out a little bit. 

You go back through the history of the 
Western World and you will find that no 
major upturn in business ever started in the 
spring of the year. Every major long-con 
tinued period of prosperity started in the 
middle of the summer, gained momentum 
during August, not just straight up but this 
way, you know (indicating), and went on for 
several years. It looks like we are climbing 
up out of the valley. There is buying power. 
There has been buying power. There is buy- 
ing power today in Canada. There are re- 
sources and wealth that nobody has ever 
charted. 


The Missing Factor, “Willingness to 
Spend” 

There is money enough to do everything 
that needs to be done. What is the trouble? 
That third pier is missing. What is that? 
WILLINGNESS TO SPEND. You can 
have the need, you can have the buying 
power. If you haven't got this, what is the 
good? That is based on confidence. 

When fear clutches the country there is 
no willingness to spend and during these 
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recent years fear has been dominant You 
know how you have hesitated, don’t you? 
Look at your own wardrobe. Look at your 
own automobile. Look at the paint and the 
furniture in your house. Look at the make- 
shift things you have been putting up with 
in your business. We are all in the same 
boat, aten’t we? But the tide has turned. 
No longer is it running out. Every one of 
the most conservative economists, chartists, 
record keepers, all say today that we have 
begun to climb out, 

There are your three piers, gentlemen 
There is your stationery business, along with 
all the rest on top. I can't put it (illustrat- 
ing by setting a glass pitcher on three tum- 
blers) up on any one or two of them. It 
takes all three of them and your business is 
a good deal like that. You have these three 
points in this general foundation of business. 
Need, Buying Power, Willingness to Spend. 
You have the three point foundation in your 
business, wholesaler and retailer, and don't 
you know that is the only satisfactory sup- 
port of anything. I can’t use a four point 
bearing and level it up, except with great 
difficulty. I can’t support it with two or 
one—three is the ideal. 

The problem is how to make these three 
factors in this business work together, how 
to co-ordinate them, how to get co-operation 
among them, isn’t it? 

Let us look at it. After all, the key log 
in this foundation is willingness to spend, 
isn’t it? What are you going to do to loosen 
that log? Just one thing and every man 
here and every man in your organization can 
help to pry that log loose. All you need is 
an increase in sales volume. As sales volume 
increases you are going to have this thing 
floating along. As sales mount confidence 
will increase, there will be a greater willing- 
ness to spend; as sales mount and people 
go to work buying power will automatically 
increase; more money will be put into cir- 
culation. 

Let us look for a minute at your funda- 
mental power—how to sell more. There are 
two ways. The first way: In the stationery 
business, as in any other business, you can 
sell more units of merchandise. 

I was down at the Boston Convention on 
Distribution last week and that is the one 
theme that everybody, just over and over 
and over and over, repeated: The great need 
today is to increase the number of units of 
merchandise that are sold. You can do that, 
can’t you? You can sell two where you 
have been selling one and you can sell three 
in a lot of places, and you can sell a dozen 
where they have been buying a twelfth of 
a dozen. You know you can if youtry. You 
know you can if you paint the picture. You 
know you can if you go back to the obvious 
and find what the real need is. The trouble 
is, too many of us are a good deal like the 


thirteen negative points in the sales analysis, 
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aren't we? Some of us have used all the 
thirteen negative qualities, haven't we? We 
knew it couldn't be done—what is the use 
of trying? 

Selling More Units 

How are you going to sell more units? 
There is one simple, easy way. What is the 
price at which people will buy? The cost 
of that thing you want to sell? Is it now 
too high? Is it now too low? You have 
got both, haven’t you? If some of you 
would raise prices you would sell more be- 
cause that low price you have got on your 
article today suggests, “No good.” We are 
suspicious of it. Some of you are too high. 
You tell me you can’t get your costs down. 
Can’t you? Maybe not on the quantity you 
are selling at that price. Suppose you cut 
the price a few cents or a few dollars or 
double the quantity. What will that do to 
your costs then? How long since you had 
an analysis of the cost of your business. Do 
you know what volume you need to break 
even at any different price level on each of 
the different items you make? You sell a 
great many things that are used in account- 
ing work, don’t you? Are you like the shoe- 
makers who never have any shoes? You 
don’t believe in keeping these records for 
yourselves. If getting out of that door de- 
pended on telling me where the break even 
point in your business is, could you get out? 
Most of you look like you couldn’t. You 
won't find the answer out there. You will 
find it, gentlemen, only with the most pains- 
taking analysis of competent accountants. 
They will give the answer and you may be 
utterly dumbfounded at the answer they will 
give you. 

Go back and find the price, find the vol- 
ume you need, make more detailed studies 
of the costs involved in your business. What 
processes can be simplified? What new ma- 
terials can you use? What can you do with 
designs or packaging? Do you tell me you 
can’t sell things? Then I will take you to 
a competitor who is running rings around 
you. Tell me you can’t do anything in your 
business, and I will take you to another 
business where they are highly prosperous. 
You can do what the other fellow is doing, 
can’t you? 

The second way you can sell more is to 
sell better quality. One of the first things 
I heard when I got off the elevator here 
last night and went into your exhibit was 
this: We are selling a lot of junk these 
days, aren’t we? I don’t know who the man 
was. He apparently belongs to your organ- 
ization. We are selling a lot of junk. How 
We have been trading down, 


true it is! 
haven't we? 

Gentlemen, you are selling stationery these 
days. You haven't been selling stationery 
for two or three years. You have been selling 
prices, haven’t you? Cut prices, at that. 
You had to meet competition, didn’t you? 
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You had to get distribution, didn’t you? 
You had to get into the new outlets, didn't 
you, and the only way they would buy—it 
was like the purchasing agent up here this 
afternoon. I wish you had had one of the 
unethical cusses. How many purchasing 
agents are there like the one who stood here 
today? How many chiselers have you been 
up against? “I don’t want it like that. 
Make it so-and-so. Take something out. 
We have got to sell it for a price. If you 
want our business, make it for that.”” And 
you have met the conditions, haven't you? 
Sure, we had to keep the place going. Are 
you going to keep on running down hill 
that way? 

I asked a salesman here in one of these 
exhibits this morning: What is the differ- 
ence between this and that? He did the 
usual thing. He gave me the difference in 
price. Go into any store and enquire about 
two things. This is ten cents, that is twelve 
cents. What is the difference? Two cents. 
Oh, I mean, what is the difference—why is 
that worth two cents more than this? (illus- 
trating with two tumblers). Don’t know? 
That has a little water in it, hasn’t it? But 
they can’t tell me that. At least they don’t. 
And some of you travellers can’t either, can 
you? 


Selling Stationery Instead of Cut 
Prices , : 
Gentlemen, the time of selling cut prices 


is past. The day has come to sell good sta- 
tionery. Get whatever price you have to get 
for it and do it right. Suitability, durability, 
service ability—those are the three words with 
which you must reckon these days if you 
want to stay in business. 

Now, if there is to be any progress toward 
better business there has got to be co-oper- 
ation between these three groups. 

You manufacturers (now listen, wholesal- 
ers and retailers, some of you won't like 
this), literally hold the key to this situation 
in your hands. Are you willing to accept 
the responsibility? Retailers won't accept 
it. They can’t get together and stay to- 
gether long enough. How do you like that? 
I have watched you for twenty-five years, 
all across the continent. You just won't pull 
together long enough to lick the manufac- 
turers. You wholesalers carry a bucket of 
water on both shoulders. How much longer 
are you going to be able to justify your ex- 
istence, serving as a warehouse and taking 
the credit risks? Time was when we needed 
those two things. We don’t any more. With 
the distribution facilities in the Dominion of 
Canada today we don’t need your warehouse, 
and since nearly everybody is on C.O.D., 
what do we need with your credit? 

Now, you are in an awful tight spot. What 
is the way out. Well, let’s see. I said that 
you manufacturers hold the key. You are 
selling directly to user and consumer, some 


(Turn to page 172, please) 


while waiting their turn to tee off in 
the convention tournament. 
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EDITORIAL 


Suggestion 

@4Stationers and manufacturers who are not 
members of the National Stationers Association 
will find something of special interest in the com- 
prehensive report of the proceedings at the Kan- 
sas City convention: something that may afford 
ideas valuable in the conduct of their own busi- 
nesses. 

Although the major portion of the trade’s total 
business is transacted by N.S.A. membership, 
which includes most of the leading dealers 
throughout the country, there are two thousand 
(or thereabouts) commercial stationery dealers 
and a substantial number of manufacturers whose 
lines are handled by many dealers in the trade, 
who are not members of the National Association. 
But the practices established by the National 
Association have always had considerable in- 
fluence upon the business of non-members. Many 
things worked out by the National Association 
have proven advantageous to the trade at large. 
There is mutuality of interest among all engaged 
in the field and whatever elevates standards and 
improves practice is beneficial to all. 


+ o> 
A Hoosier Resolution 


@@The Stationers Club of Indianapolis at a re- 
cent meeting passed a resolution which may, and 
should, have far reaching influence. In substance 
it is: 

When a manufacturer or jobber, or a group of 
manufacturers and jobbers become involved with 
a dealer whose financial condition is such that it 
becomes necessary to invoke legal action for the 


protection of creditors, said creditors, before 
action is taken, should submit the matter to the 
Rehabilitation Service Department of the Station- 
ers Board of Trade (referring, no doubt, to the 
Stationers Board of Trade of New York City), 
who will confer with a committee appointed by 
the local stationers association or group of sta- 
tioners in the locality whose business might be 
seriously affected by the release of large quanti- 
ties of merchandise at radically reduced prices. 

In case of a dealer’s insolvency, the liquidating 
officer should first tender the stock to competing 
dealers or manufacturers. This probably would 
afford a larger return to creditors and prevent a 
temporary demoralization of the local market. 

The committee of the stationers’ association or 
group of stationers in the locality affected under- 
takes to aid the creditors in the selection of a 
coordinator who will liquidate the assets of the 
debtor to the best advantage of creditors, and at 
the same time protect the interests of other 
stationers. 

It behooves every manufacturer and jobber, or 
group of manufacturers and jobbers, to keep the 
assets of the debtor out of the hands of unscru- 
pulous attorneys and receivers whose primary 
interest is their own pecuniary profits. 

A copy of this resolution was sent to the 
National Stationers Association and to the dis- 
trict governors and lieutenant governors of said 
association; also to the Rehabilitation Service 
Department of the Stationers Board of Trade, so 
as to acquaint them with this plan and encour- 
age them in the adoption and practice of a similar 
policy in their respective localities. 





Merritt Pictures Icebergs 


The rotogravure section of the Boston 
Herald recently printed a number of in- 
teresting photographs of giant icebergs 
in Labrador waters taken by Arthur H. 
Merritt, of the Franklin P. Shumway 
Company, Boston advertising firm, han- 
dling several accounts in the office equip- 
ment field. 

Mr. and Mrs. Merritt made a trip 
from Montreal on the steamship New 
Northland, of the Clarke S.S. Com- 
pany, Ltd., which was the first passenger 
boat to get through the ice to Battle 
Harbor, Labrador. The travelers said 
that between 200 and 250 icebergs were 
sighted during the trip. 

Charles A. H. Thom—High 

Mason 

Charles A. H. Thom, of Gregory, 
Mayer & Thom, Detroit, Mich., has 
had a distinguished career in Masonry. 
He is a thirty-third degree Mason, a 


Here and Ihere 


Past Master of Palestine Lodge No. 
357, a member of Palestine Chapter No. 
159, and Monroe Council No. 1. He 








G. A. H. Thom 


is a Past Commander of Detroit No. 1, 
K.T., and was signally honored by the 
Knights Templar of Michigan by being 


elected to the high office of Grand Com- 
mander of the Grand Commandery in 
1932. He is also a member of the Scot- 
tish Rite Bodies in the Valley of Detroit, 
and of Moslem Temple Shrine. 


-o-—> 


Wadsworth Is Kentucky Colonel 


While a gathering of distinguished 
members of the office equipment indus- 
try looked on, Charles Wadsworth, of 
the American Pencil Company, was re- 
cently made an aide to Governor Ruby 
Lafoon of Kentucky with the rank of 
Colonel. 

The presentation of the commission 
was made on behalf of Governor La- 
foon by William Kelly, president of the 
Office Equipment Company, Louisville, 
Ky. Among those who witnessed the 
ceremony were Merle Henry, American 
Pencil Company, and E. J. LeBlanc, 
Norman Watts and Pat O’Connor, of 
the Office Equipment Company. 
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Willis Palmer, Jr. (standing), and H. M. 
Clark, H. M. Clark Office Supply Company, 
Phoenix, Ariz., in Front of Mr. Palmer's 


Mr. Palmer is representative of the Boorum 
& Pease Company. The two were merely 
waiting to give the ladies a chance to catch 






Home in Westwood Hills, Los Angeles. 


Clear the Desk for Admiral 
Jones 

Paul W. Jones, manager of the Chi- 
cago branch office of the Royal Type- 
writer Company, must figure out his 
time to take care of the Chicago Navy 
this coming summer. 

For, be it known, Mr. Jones, who is 
the owner of a beautiful ketch, “The 
Paunette,” which sails here and there 
over the waters of Lake Michigan, has 
been made an admiral by Governor 
Ruby Lafoon of Kentucky. 

Even the Admiral was surprised when 


the commission arrived, the move hav- 
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Paul Jones’ Commission 
as an Admiral of Ken- 





up on preparations for dinner. 


ing been a secret on the part of some 
Kentucky friends. But arrive it did and 
now there is the weighty problem of 
what type of armament the Paunette 
should carry and a how-many-gun sa- 
lute the coast guard should fire when 
she sails past. 

“I guess I can figure all that out,” 
Admiral Jones told Office Appliances, 
“but I’m getting a little nervous now 
about that war in Europe. The Paun- 
ette only weighs eight tons and is thirty- 
four feet long. We'd have an awful 
job getting a 16-inch gun aboard her, 


even if I knew where to buy one.” 





tucky, and His Boat, the 
Reason for the Rank. 











Loose Leaf Form Index 


(Copyright 1935 by The Office Appliance Company) 


NOTE.—This is the fourth installment of a complete index to loose leaf 
forms, compiled by W. Lee Fergus. The December issue of Office Appliances 
will carry the concluding installment. In its entirety the loose leaf form 
index will be an invaluable aid to loose leaf salesmen. 
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NEW MACHINES AND DEVICES | 











NEW REMINGTON RAND ADDING MACHINES 

Remington Rand, Inc., Buffalo, N. Y., has announced 
the completion of two new desk model direct subtract- 
ing adding machines electrically and manually oper- 
ated. Both are equipped with the features desirable in 
such machines. They are beautifully streamlined and 
are so compactly built that they occupy little more desk 
space (eight by fourteen and three-fourths inches) 
than an ordinary business letterhead. They rest on 
wide non-skid rubber cushion feet that tend to silence 
their operation, protect the finish of the surface on 
which they are used and prevent creeping. Both ma- 
chines are portable. 





Remington Rand Electric Adding 
Machine 


These new models will list $9,999,999.99 and total up 
to the same figures. Five inch carriages permit the use 
of small forms or cards. The type is large and easily 
read and standard spacing of six lines to the inch can 
be adjusted to single or double spacing. The machines 
can also be set to add without printing. 

No other operation is necessary to secure the total 
than another pull of the handle on the manually op- 
erated model, or a touch of the motor bar on the 
electric. The correction lever on the manual machine 
and a motor bar on the electric clear the machines 





Remington Rand Hand Operated Por- 
table Adding Machine 


when an error has been made so that the false figure 
is neither printed nor included in the total. 

Direct subtraction is a major feature of both ma- 
chines. Depression of the subtraction key automati- 
cally deducts the last figure entered from the total. 


That the figure represents a subtracted item is noted 
on the paper by a minus symbol to the right of the 
numerals. 
Column indicator is placed on top of the machine in 
full view of the operator. This applies to both models. 
The electric model is capable of extremely rapid 
operation. Without straining the mechanism, 145 


items may be entered in sixty seconds. 
a oe 


ACME’S “PACKAGES” VISIBLE SYSTEM 

A new visible record system created by the Acme 
Card System Company for the use of smaller businesses 
has recently been placed on the market for stationery 
and office supply dealers. 

Measuring only seven by fifteen inches, the new de- 
vice is to be known as the “Packages” visible record 
system because that is the manner in which is is packed 
for ready sale. 

Enclosed in a handsome maroon cover, the record 
system is small enough to be kept in an ordinary desk 
drawer. Filing cards, which are sold with it, are made 
up to suit the requirements of the user and cover the 
following records: sales, prospects, ledger, insurance, 





“Package” Visible System.—lInsets at the 
top show the containers. 


Acme’s New 


customer record, employes, membership, stock pur- 
chase. 

Among the claims made for the Package visible rec- 
ord system by the manufacturers is that its simplicity 
makes it possible for any clerk or office worker to oper- 
ate it without expert knowledge. 

Dealers interested in the new item may secure further 
details by writing the Acme Card System Company, 
8 South Michigan avenue, Chicago. 
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NEW MULTISPRED BY McBEE 
MultiSpred, a new and practical machine for use in 
conjunction with peg strip or summary strip account- 
ing, has just been placed on the market by the McBee 
Company, Athena, Ohio. 
Among the advantages claimed for the MultiSpred 
device is that it permits the use of forms as long as 


—— 









McBee MultiSpred Machine 


thirty inches and allows for a thirty-six inch spread, 
automatically providing greater distribution. 

The machine is also said to reverse the principle fol- 
lowed in the old-style peg-board in that it has a fixed 
guide line while the spread of forms moves up or down 
behind the guide line. It is equipped with a mechanical 
line adjuster, automatic line spacer and single or double 
spacing. 

The McBee Company has prepared an illustrated 
catalogue on MultiSpred which will be mailed to dealers 
on request. 

————— 
GLOBE-WERNICKE’S “LITTLE GENERAL” 

Made in six attractive designs of cover paper and 

furnished complete with folders, labels and adaptable 





we 
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The “Little General” Personal File 


indexing, the “Little General,” a modern personal file 
is being offered by the Globe-Wernicke Co., Cincinnati. 
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According to H. H. Wittstein, vice-president in charge 
of sales, the new item was created to fill a want for an 
inexpensive personal file equipped with an indexing 
system which can be adapted to any individual re- 
quirement. 

Early in the summer, Mr. Wittstein said, hundreds of 
the new file were placed in the windows of a few rep- 
resentative dealers. By this means it was learned what 
the public wanted and the changes and improvements 
suggested have been incorporated in the Little General 
file now announced to the trade. 

Y. AND E. PRODUCES NEW RED ROPE LINE 

The Yawman and Erbe Manufacturing Company, 
Rochester, N. Y., is now offering a complete new line of 
red rope YawmanotE pockets and wallets known as 
the Pull-Tuck line. These new Yawmanotes feature 
a patented flap which eliminates the string and tape 
ties. As implied by the name, the container requires 
only a slight pull to open. When reference to the con- 
tents has been completed, tucking the flap in place 
securely closes the container. Sufficient scoring of the 





Display Case for the Yawman and Erbe Red Rope Line 


flap makes it easy to open or close the pocket regard- 
less of expansion. 

In conjunction with the development of the new line 
“Y and E” has also designed an attractive all-metal 
display case which makes inspection and selection of 
the various items quick and easy. Finished in grey 
crinkle, with chrome nickel and black enamel trim, 
the case takes up only twenty-seven inches of counter 
room. It holds five each of twenty different red rope 
items. lt is equipped with a roller curtain to protect 
the contents when not in use. 


—— 

ESTERBROOK GOLD AND SILVER PUSH-PENCILS 

Based on the familiar mechanical construction of 
the company’s other items, a new line of gold and silver 
Push-Pencils has recently been announced by the 
Esterbrook Steel Pen Manufacturing Company, Cam- 
den, N. J. 

The new pencils, created in time for the holiday 
trade, are available in sterling silver and gold-filled 
models, three styles of each. In sterling there is a 


(Turn to page 184, please) 


Perera 20) 





Esterbrook’s Metallic Pencil 
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OFFICE APPLIANCES AIDS ADVERTISING 
CAMPAIGN 

Oscar A. Wilkerson, president of the Security Steel 
Equipment Corporation of Avenel, N. J., says that he 
received inspiration for a new piece of advertising from 
an address by W. B. Nickerson of the Brown & Bige- 
low Company, published in Office Appliances for May, 
1935. One paragraph reads as follows: 

“At the time I came from Brown & Bigelow the big- 
gest order the business had ever had came from a firm 
who just a few years before had bought its first order 

$16 worth of Greetings. We pound this idea. Make 
every contact you can. Get those first orders. Then 
work to make them one hundred per cent customers. 
Keep on the offensive. They like it when it is not over- 
done.” 

“This paragraph,” said Mr. Wilkerson, “made quite 
an impression on me. The Security line of accessories 
is one of the finest and most complete lines on the mar- 
ket. It occurred to me that our accessories could be 
used by dealers as ‘door openers’ and I suggested the 
thought to our advertising agency, who developed the 
idea.” 

The result will be found in the Security announce- 
ment in the present issue. 

NOTE.—In his article which appeared on pages 18, 
19 and 20 of the May, 1935, issue, Mr. Nickerson com- 
mented upon impressions he received from articles in 
previous issues of Office Appliances, and spoke of the 
importance to every business of certain phases of sales 
promotion involved in the subject of his article, “Offen- 
sive vs. Defensive Selling”’—that the new customer 
drive is vital, and that the complete presentation 
thought is vital, as it is important to sell more to old 
customers. Thus, constructive thought upon sales 
problems appears to travel in cycles, throwing forth 
ideas that may be seized upon and turned to practical 
use. The reader’s also referred to “Take Nothing for 
Granted,” page 23, March, and “One Hundred Per Cent 
Customers,” page 14, March. 


CALIFORNIA BUSINESS SHOW OF PROGRESS 
OPENS NEXT MONTH 

Promising to eclipse the similar event held last year, 
the Second Annual Business Show of Progress will be 
held in the Palace hotel, San Francisco, Calif., from De- 
cember 3 to 7 inclusive. 

Practically every office equipment house on the Pa- 
cific Coast is to participate in the big exposition, ac- 
cording to Ward Harris, Ediphone Company, and secre- 
tary of the Business Show of Progress Association, Inc. 
Already several manufacturing companies have signi- 
fied their intention of placing exhibits. They are: 

Pacific Manifolding Book Company, Rotoprint Com- 
pany, Underwood Elliott Fisher Company, Schwa- 
bacher-Frey Company, Remington Rand, Inc., Mar- 
chant Calculating Company, Ediphone Company, A. B. 
Dick Company (Mimeograph), M. G. West Company, 
International Business Machines, DoMore Chair Com- 
pany, Addressograph Company, Multigraph Sales & 
Service Company, Ditto, Inc., Hedman Manufacturing 
Company, Elliott Addressing Machine Company, Niag- 
ara Duplicator Company, Friden Calculating Machine 
Company, Todd Company, Triner Scale & Manufactur- 
ing Company, Royal Typewriter Company, and National 
Postal Meter Company. 

—_——_ 
STEDMAN & FOX REPRESENT B. K. & H. 

Stedman & Fox of Los Angeles, California, were re- 
cently appointed representatives of Bainbridge Kimp- 
ton & Haupt, Incorporated, New York City. 
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SHARPER VICTIMIZES FOUNTAIN PEN DEALERS 

Fountain pen dealers throughout the East have been 
victimized by an ingenious thief who represents him- 
self as the employee of leading fountain pen companies 
and offers to repair fountain pens, but who, as a part 
of the process, steals the 14 karat gold pen points. 

He has appeared in many cities in the East, most re- 
cently Buffalo, accompanied by an elderly gentleman, 
traveling in a light coupe. Dealers in fountain pens 
are urged to notify the authorities of the possible visit 
of the thief so police may be on the lookout for him. 

He is described as a man of twenty-five years, with 
dark eyes, dark hair, dressed in a blue suit, and intro- 
duces himself by stating that he has been hired by 
leading fountain pen companies to investigate their 
stocks and if there is anything needing repair he does 
so without cost. All dealers upon whom he has called 
report that he does the job splendidly, but when they 
go over the stock afterward they find that the 14-karat 
genuine gold nibs are missing and inferior ones with 
little or no gold content have been substituted. Deal- 
ers and the public have been asked to call the police 
in the event of a visit and to take the precaution 
against outsiders repairing merchandise unless they 
have previously known them as authorized representa- 
tives of the manufacturers of the goods carried in 
stock. 

> 
COLE GOES ON PACIFIC COAST TOUR 

Ira Cole, vice-president and sales manager of Mit- 
tag & Volger, Inc., Park Ridge, N. J., left the home 
office October 19 for an extended tour of the Pacific 





Ira Cole 


Coast during which he will visit the company’s San 
Francisco branch office. 

According to his schedule, Mr. Cole will visit Detroit, 
Chicago and several other cities on his way West, and 
will return via the Panama Canal. If time permits he 
will also visit several South American countries, even- 
tually returning by the way of Cuba and Florida. 

a 
VICTOR SAFE INAUGURATES BIG ADVERTISING 
CAMPAIGN 

The Victor Safe & Equipment Company, Inc., North 
Tonawanda, N. Y., has recently launched an advertis- 
ing campaign to bring before the nation its line of 
Mak-Ur-Own all transparent index tabs. 

The campaign was announced in an impressive 
broadside which told of the national magazines in 
which space has been taken. These include the Amer- 
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ican, Cosmopolitan, Business Week, News Week, Time, 
Liberty, Popular Mechanics, Review of Reviews, Pop- 
ular Science, Nation’s Business and the Literary Digest. 

The campaign is expected to reach approximately 


10,000,000 readers. 
cliiiiisaasiian 

MOHICAN PENCIL CO. APPOINTS W. B. DAVIS 

The Mohican Pencil Company, Philadelphia, Penna., 
announces the appointment of W. B. Davis to represent 
the company in the territory including southern Vir- 
ginia, North and South Carolina, Georgia and Florida. 
He will make his headquarters in Greensboro, N. C. 





W. B. Davis 


Mr. Davis brings to his new work an experience of 
many years in the stationery business. His appoint- 
ment is in line with plans of the Mohican Pencil Com- 
pany to strengthen its representation wherever pos- 
sible. The company states that they are achieving 
much success with an extensive line of Seneca graphite 
and crayon pencils. 


> 
STAGE RECORD PROTECTION CAMPAIGN 

Aided by several office equipment firms as well as 
representatives of other industries, the Safe Manu- 
facturers National Association staged an intensive rec- 
ord protection campaign in connection with the hold- 
ing of Fire Prevention Week early last month. 

All manufacturers operating direct branches and 
approximately 4,000 dealers were supplied with appro- 
priate window display materials to promote a replace- 
ment of obsolete safes, vault doors and filing cabinets 
manufactured prior to 1917. 

The Safe Manufacturers National Association is made 
up of a membership comprising about ninety-five per 
cent of the industry’s total volume. The members are 
as follows: 

Art Metal Construction Company, Jamestown, N. Y.; 
Diebold Safe & Lock Company, Canton, Ohio; General 
Fireproofing Company, Youngstown, Ohio; Guardian 
Safe & Manufacturing Company, Herring-Hall-Marvin 


Lowman & Hanford Install Greeting Card Section. 

This elaborate decoration marked the installa- 
tion of the new department in the Lowman & 
Hanford store in Seattle, Wash., recently. The wall 
racks, installed under the supervision of the Hall 
Bros., Kansas City, were illuminated and presented 


a bright and colorful display. 
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Safe Company, Hamilton, Ohio; Meilink Steel Safe 
Company, Toledo, Ohio; Mosler Safe Company, Hamil- 
ton, Ohio; Remington-Rand, Inc., Buffalo, N. Y.; Shaw- 
Walker Company, Muskegon, Mich.; Victor Safe & 
Equipment Company, Inc., North Tonawanda, N. Y., 
and Yawman and Erbe Manufacturing Company, 
Rochester, N. Y. 
ee 
HAY RETURNS FROM SOUTH AMERICA 

W. C. Hay, manager of the foreign sales department 
of L. C. Smith & Corona Typewriters, Inc., recently 
returned from an extended trip through South Amer- 
ica, where he established contacts with a great many 
of the firm’s foreign dealers and appointed several new 
ones. 

Among those who were given new contracts were: 
Compania Gildred de Colombia, S. A., Carrera 7a No. 
24-43, Bogota, Colombia, who were appointed dealers 
for all of Colombia except the departments of Atlantico 
and Bolivar. Guido Trujillo, Ap. Postal 42, Maracaibo, 
Venezuela, was appointed for the States of Zulia, 
Merida, Trujillo and Tachiro, in the republic of Vene- 
zuela, and Lawrence J. Kelly, Casilla 1055, Guayaquil, 
Ecuador, who will sell L. C. Smith typewriters exclu- 
sively in all of Ecuador. 

In each country visited Mr. Hay said he found con- 
siderable business activity, and saw that the people 
are now viewing the future with an optimistic spirit. 

“The South Americans are very courteous people,” 
Mr. Hay said, “are easy to approach and express a 
definite interest in the welfare and progress of the 
United States. Generally they favor American prod- 
ucts because of the high quality of American goods, 
but the low purchasing power of local currencies forces 
a ‘price market’ and quality has to be sacrificed.” 

— ~~ 
FOREIGN TRADE COUNCIL AT HOUSTON 

The annual convention of the National Foreign 
Trade Council will be held November 18-20, at the Rice 
Hotel, Houston, Texas. About 1,500 delegates are ex- 
pected to participate in the discussions, coming from 
all parts of the United States. This meeting should 
offer advantages of an exceptional nature to all who 
attend. They will find opportunities to examine out- 
standing problems at close range, and to get a good 
understanding of the problems of international ex- 
change of materials and merchandise. 

——_<j—_____ 
TRAVELERS RETURN TO KANSAS CITY 

Many of the travelers who were in evidence during 
the National Stationers convention returned to Kansas 
City recently to call on their trade. Among them were 
Fred O. Fenne, Neva-Clog Products Company; Fred C. 
Schaefer, Sanford Manufacturing Company; Jim 
Campbell and Thomas Hanson, both of the National 
Blank Book Company. 
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Representatives of office equipment concerns abroad, visiting the United States, are cordially invited to make the 

offices of this journal their headquarters. The staff at the main office, 417 South Dearborn Street, Chicago, 

and the staff at the branch in charge of C. H. Everly at 1601 Pershing Square Bldg., Pershing Square, 42nd 

St. and Park Ave., New York, will be happy to be of any possible service. While the facilities at New York 
are not so many as at Chicago, there will be found the same desire to serve. 


LONDON NOTES AND NEWS 
By Mr. Vincent Jackson 


United States manufacturers traveling to London are cor- 
dially invited to call upon Vincent Jackson at 22 St. An- 
drew street, Holborn Circus, London EC 4. Mr. Jackson's 
association with the trade and his contacts with its organ- 
izations afford him information valuable to those desiring 
to cultivate the British market. In subscription matters, 
Mrs. S. S. Elliott, 6 St. Bride street, London, EC 4. is the 
authorized representative of Office Appliances in the 
British Isles. 


London, October 8, 1935. 

Autumn has come—and so has a rush of events and 
increased trade activities. 

To start with, I had an invitation from Thomas 
Dixon, managing director of the Dictaphone Company, 
to a Sherry Party. Ostensibly it was an invitation to 
inspect his fine new studios in connection with Dixons 
Westend Advertising Agency, one of our old established 
publicity concerns. Actually having gathered together 
about a hundred and fifty newspaper and advertising 
men, a grand opportunity occurred to demonstrate the 
Telecord. You may remember my report on this valu- 
able office appliance—the Dictaphone directly con- 
nected through amplifiers to the Post Office telephone. 
Whilst we were in Mr. Dixon’s office, a call came 
through from Mr. L. C. Stowell, president of the Dic- 
taphone Corporation in America. Needless to say, a 
record was taken on the Telecord. To me it was rather 
wonderful that the conversation (a complete tran- 
script of which I have in front of me) should be so 
faithfully recorded for whereas inland telephone calls 
pass along the same routes, this trans-atlantic tele- 
phone conversation not only employed land wires and 
wireless, but goes through a process of being converted 
from ordinary speech to a series of sound symbols and 
then back again to speech. Again, the outward route 
is different from the return of your voices: even the 
proportion of mileage by land and wireless differs on 
the two routes. Thanks to careful control by the Post 
Office, both voices were “tuned in” perfectly and so 
enabled a perfect Telecord record to be made. 

Here’s a portion of the conversation, starting with 
Mr. Stowell’s “Hello.” 


“Hello.” 

“Good morning.” 

“Good morning, Mr. Stowell.” 

“How are you this morning?” 

“I’m very well. I’ve got about one hundred and 
fifty gentlemen round about me, all anxious to hear 
what’s going on with this telephone call with America.” 

“Well, first I want to congratulate you on the stag- 
ing of this important celebration of the opening of 
your new premises.” 

“Oh, well, that’s very sweet of you.” 

“It gives me great pleasure to be able to participate 
at the reception you are giving.” 

“Oh, well, that’s fine.” 

“Your West End Advertising Agency.” 

“Yes.” 

“It is particularly pleasing to be able to congratulate 
you and your staff on the progress your organization 
has made and—” 

“IT say, be careful. You’re being taken down.” 

“This is possible.” 

“TI say, you heard what I said? You're being taken 
down, so mark your words.” 

“of your stupendous progress. My associates and I 
of Dictaphone Corporation wish for you and your staff 
all the success you so richly merit. I would be un- 
mindful of how Dictaphone and Telecord have par- 
ticipated in the progress of your agency if I did not 
remark that this conversation is probably being re- 
corded on a Dictaphone Telecord. Is that right?” 

“It’s all being recorded—every word against you.” 

“The success you have attained with the Telecord 
is just additional evidence of the vision you have for 
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the future of this remarkable instrument and its prac- 
ticability in the business world for the recording of 
telephone conversations and conferences. Please ex- 
tend my heartiest greetings to all of those present 
and let me add that I hope to have the pleasure in 
the very near future of extending greetings to you 
personally as you step off the boat in America.” 

“Oh, Stowell, that’s awfully nice of you. That’s 
awfully nice of you. We have been holding this off 
now for a long time and I don’t suppose I shall be 
able to hold it off much longer but I’ll let you know. 
But here’s Will standing by my side and he would like 
to have a word with you.” 

Mr. Fred Jefferson, Chairman of Kenrick & Jefferson 
Ltd., also phoned a message of congratulation through, 
both sides recording the conversation on the Telecord. 
(My people, K. & J., were among the first people to 
install a Telecord.) 

I hear of an interesting echo to the recent Universal 
and International Exhibition at Brussells. As you 
know, there was a fine British section and my friend, 
Mr. J. Adams Keene tells me his company (National 
Loose Leaf) were awarded by the International Jury 
of Awards the highest honor in their particular class— 
the Grand Prix. Congratulations, J. A. K.! 

A few days before the opening of the London Busi- 
ness Efficiency Exhibition—of which more later—the 
present and past chairmen of the Office Appliance 
Trades Association met for an informal dinner and 
chat. My father, Mr. E. Jackson (one of the founders 
of the association) was in the chair. Present were 
Messrs. Joseph Halsby (Protectograph), J. Adams 
Keene (National Loose Leaf), N. W. R. Mawle (Im- 
perial Typewriters), W. Desborough (Powers), W. G. 
Gladhili (Gledhill-Brook Time Recorders), A. W. 
Thomas (Royal Typewriters), G. V. Speke (Acco), 
Thomas Dixon (Dictaphone), E. C. Rylands (Bizada— 
present chairman of the O. A. T. A.), S. Downes (Pow- 
ers), and W. J. Richardson (late governing director of 
Barlock Typewriters). Many of these will be known 
to your folk. 

The convener of this interesting gathering—the first 
of its kind—was Mr. G. V. Speke who seems to be the 
accepted social organizer to the trade! (Anyhow, 
everything he does in this line is done weil. 

Apparently, there were no set speeches—just a few 
yarns over what presumably they called “the good old 
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days.” We shall be just as guilty when we get older 
but were the old days any better? I doubt it! 

Through the courtesy of my friend, Mr. J. Gustave 
Hemes, proprietor and editor of International Export 
Review, I am able to give you a photo of the delegates 
to the tenth annual meeting of the International Union 
of Office Appliance Trades Associations held in Brus- 
sells this summer, together with an abbreviated report: 

“For the first time a Meeting was held in Belgiuni 
and members of the Belgian Affiliated Association 
strongly supported the event. Mr. J. Adams Keene, 
President of the International Union, opened the ses- 
sion. In welcoming the delegates he was heartily sup- 
ported by Mr. Robert Claesen, President of the Belgian 
Association. 

“A comprehensive agenda was dealt with. A new 
member Association in France was announced and a 
Corresponding Member in Uruguay was elected. 

“One subject dealt with in a satisfactory manner was 
the establishing of a Maintenance Contract, evolved by 
a Sub-Committee and unanimously passed. 

“Looking back on events since the International 
Union was founded by the initiative of Mr. J. Halsby, 
Honorary Member, it must be clear to all that he is an 
outstanding personality in the industry with inter- 
national experience and a man of vision. Mr. Halsby, 
with his usual clear-sighted views as to what the in- 
dustry needed in international harmony, chose a most 
opportune moment for a closer understanding. 

“Interdependence of the World’s Markets, is most 
vital to the industry. The International Union has 
proved to be a potent force. 

“To-day the International Union has Affiliated Asso- 
ciations and Correspondents in twenty-one countries. 

“A tribute to his valuable work was paid to Mr. J. 
Adams Keene, who had been President of the Inter- 
national Union since 1931. 

“Mr. M. C. Boas, President of the Association in 
Holland, was unanimously elected President of the 
International Union.” 

Present at the Meeting 
Mr. J. Adams Keene, President 
Mr. J. Gustave Hemes, Honorary Secretary and 
Treasurer 
BELGIUM: Chambre Syndicale du Bureau Moderne:— 
Mr. Robert Claesen, Delegate 
ENGLAND: Office Appliance Trades Association of 





Tenth Annual Meeting of the International Union of Office Appliance Trades Association, Held in Brussels, Belgium. 








Great Britain and Ireland (Ltd. by Guarantee): 
Mr. E. C. Rylands, Delegate 
Mr. J. A. Cumming, Mr. G. V. Speke, Mr. A. W. Thomas, 
The Typewriter Trades Federation of Great Britain 
and Ireland: 
Mr. A. W. Thomas, Delegate 
Mr. Henry Taylor Mr. A. E. Low 
FRANCE: Chambre Syndicale de la Mécanographie: 
Mr. E. Buhecker, Delegate 
Mr. Jacques Léon 
Chambre Syndicale de la Fabrication Francaise des 
Machines de Bureau: 
Mr. Marc Grandjean, Delegate 
GERMANY: Reichsverband des Biiromaschinen 
Organisationsmittel-Handels e.V.: 
Mr. Carl Weinitschke, Delegate 
HOLLAND: Ned. Vereen. van Importeurs en Fabrikan- 
ten van Kantoormachines: 
Mr. M. C. Boas, Delegate 
Mr. D. I. Cardozo Mr. J. Dyst 
UNITED STATES OF AMERICA: The Office Equipment 
Manufacturers Institute: 
Mr. H. R. Russell, Delegate 

The outstanding trade event this month of course 
is the London Business Efficiency Exhibition at White 
City. There is much I want to say about this show. 
It has only been opened a day or so, however, so I 
will content myself this month with general comments 
It is a first class exhibition—the best, I think, ever 
held. I was on the late side for the official opening, 
but I was surprised to see so many visitors for the 
pre-view—all by special invitation. The lecture hall 
was crowded to the door for the official opening by 
Lord Leverhulme. Here are extracts from his speech, 
which incidentally were recorded through the new Edi- 
phone equipment known as “Telediphone”: 

“I appreciate very much your invitation to open this 
exhibition today, and I would like to congratulate all 
those who have been responsible for organizing it. I 
believe it is the twenty-fifth exhibition of this kind 
which has been arranged by the Office Appliance 
Trades Association of Great Britain and Ireland. Well, 
not only is it an exhibition of efficiency but it is an 
efficient exhibition, for unlike so many, perhaps the 
majority of exhibitions, it is actually entirely ready on 
the day of opening, so we see in this exhibition a re- 
markable, I might say bewildering display of all the 
latest machines, devices, methods and systems to make 
the running of the business more efficient. What do 
we mean by ‘efficient’? When I turned to that most 
efficient desk companion, the Pocket Oxford Diction- 
ary, I found efficient defined as producing effect. When 
the word was applied to individuals it meant com- 
petent or capable but I think when we speak of ‘busi- 
ness efficiency’ we must enlarge our definition. May 
we not define ‘efficiency’ as producing an effect as 
simple as possible, as quickly as possible, as cheaply 
as possible, as accurately as possible, and with the 
minimum of exertion? 

“Now I think it is a mistake to imagine that an 
exhibition like this is only of interest to big businesses 

companies with large offices and many ramifications. 
Efficiency can be studied in a one-man business as 
surely as in a business employing thousands. There 
can hardly, for example, be a more useful business 
appliance than the cash register. It acts as a till, 
it keeps a record of each transaction, it serves the 
interests both of the buyer and the seller. The owner 
of a small business with a small office staff can most 
profitably study the exhibits at this exhibition. Nor 
is the exhibition only of interest to the employer. Why 
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shouldn’t the employee find it equally useful. By pay- 
ing this exhibition a visit he may notice just the ap- 
pliance, just the system, the very suggestion that 
would help him in his own daily routine tasks, and 
he could bring it to the notice of his employer, because 
often the employer can fail to appreciate something 
which the man who is doing the daily routine tasks 
can see more readily. 

“There is ample evidence here that the requirements 
of smaller offices are receiving closer and closer atten- 
tion from the makers of office appliances and systems. 
I don’t think anybody can question the importance of 
such an exhibition as this to the firm with a large 
office or with a series of large offices. If I may be 
allowed to take my own firm as an example, I only 
do so because I have been able to obtain exact par- 
ticulars. I would like to tell you something very briefly 
about the office machinery which we use. Taking this 
country alone, leaving out our companies on the con- 
tinent and overseas, we now have invested in office 
machinery and appliances a sum of no less than £100,- 
000. We use 250 calculating machines, 114 machines 
for adding and subtracting, 110 machines for tabu- 
lating, 116 machines for bookkeeping, 106 machines 
for invoicing and billing, and over 150 machines per- 
forming various other office functions, including du- 
plicating, printing, sorting, addressing, and banking. 
It is true to say that in the last twelve years we have 
multiplied the number of our office machines by ten. 
Well, I think you will see from that that we are about 
saturated, and I think your hope of selling me any- 
thing more is about nil! (Laughter) I appreciate your 
invitation all the more because you realize that we are 
more or less saturated. It seems to me in fact that 
the only thing you haven’t yet supplied us with is the 
automatic salesman to secure orders, and the auto- 
matic director driven by electricity always guaranteed 
to make the right decision. When you have solved 
that problem and provided us with the mechanical 
salesman and director, then I expect the invention of 
the automatic shareholder—who will draw his auto- 
matic dividends—to follow as a matter of course. 

“Well an annual exhibition like this is always a 
milestone. People who come to it regularly must in- 
evitably compare notes as to the progress of business 
as a whole since last they were here. Recent records, 
and statistics, show that this country is slowly but 
surely emerging from the depression which reached its 
lowest depths in the Autumn of 1932. Employment is 
improving though perhaps not as rapidly as one might 
wish. The trend of our export trade is also moving 
in an upward direction. The trade depressions like the 
one through which we have been passing have at any 
rate this salutary effect. They force business men to 
set their houses in order and to study every possible 
economy and every proved method of doing what they 
have to do. In other words they compel them to make 
their businesses more efficient. It may be said there- 
fore that the trades represented at this exhibition 
have been able to give valuable assistance to the busi- 
ness world in contending with and, I hope, overcoming 
recent business depression. 

“T want in conclusion again to congratulate all those 
who have been responsible for organizing and arrang- 
ing this exhibition, and in declaring it open may I 
express the hope that it will bring increased business 
to the firms and trades represented here and that it 
may prove of great benefit to the business of the 
country as a whole.” 

The chair was of course taken by Mr. E. C. Rylands, 
chairman of the Office Appliance Trades Association 
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and he was supported by the immediate past chairman, 
Mr. W. Desborough, O. B. E. 

Next month I will record my impressions of a walk 
round and chat with exhibitors (of whom I append 
a list) but I must close with a note of sincere con- 
eratulations to the O. A. T. A. and particularly to Mr. 

A very well 


A. C. McLellan, their exhibition director. 
organized display. 


Addo Company (Britain) Ltd Imperial Typewriter Co. Ltd. 
Addressall Machine Co. International Time Recording Co. 
Addressograph-Multigraph Ltd Ltd. 

Adrema Ltd. 

Art Metal Construction Co Jones, Percy (Twinlock), Ltd. 
Kalamazoo (Sales) Ltd. 
Kaye’s Rotaprint Agency Ltd. 


Bar-Lock (1925) Co. 

Blick Time Recorders Ltd. 

Block & Anderson Ltd. 

British Tabulating Machine Co Lamson Paragon Supply Co. Ltd. 
Ltd. Lang-Clayden Ltd. 

Burroughs Adding Machine Ltd Leabank Manufacturing Co. Ltd. 

Library Bureau Ltd. 

Lion Typewriter Supplies Co. Ltd. 

London Letter File Co. Ltd. 


Carter-Davis Ltd. 
Carter-Parratt Ltd. 
Cave, C. W., & Co. Ltd 


Chatwood Safe Co. Ltd. Merkham Trading Co. Ltd. 


Columbia Ribbon & Carbon Mfg Moore’s Modern Methods Ltd. 
Co. Ltd Muldivo Calculating Machine Co. 
Comstometer (Felt & Tarrant Ltd. 
Ltd.) 


National Cash Register Co. Ltd. 
National Loose Leaf Co. Ltd. 


Constructors Ltd. 

Continental Typewriter Co. Ltd 
Copeland-Chatterson Co. Ltd 
Cosmos Typewriter Co. Ltd Osda Ltd. 
Davey, W. C., & Co. 
Definitive Accounting Ltd 
Dextro-Butterworth Ltd. 
Dictaphone Co. Ltd 
Dictograph Telephones Ltd 


Powers-Samas Accounting Ma 
chines Ltd. 


Reliance Telephone Co. Ltd. 
Remington Typewriter Co. Ltd. 


Rose, H. M., & Co. 
Edison, Thomas A., Ltd Royal Typewriters 
Egry Ltd. 
Ellams Duplicator Co. Ltd Smith, L. C.. & Corona Type- 


writers Ltd. 
Fanfold Ltd. 
Tan-Sad Chair Co. (1931) Ltd. 


Gestetner, D., Ltd. Telephone Rentals (Telematic) 
Gledhill, G. H., & Sons Ltd. Ltd. 
Gledhill-Brook Time Recorders 

Ltd. Underwood Elliott Fisher Ltd. 


Universal Postal Frankers Ltd. 

Halsby & .Co. Ltd. 
Hayward Company 
Machines) Ltd. 


(Addressing Wood, Gilbert 
chines), Ltd. 


Woodstock Typewriter Co. Ltd. 
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Codstock Ma in Co 


Woodstock | 








Woodstock Display in Sweden.Here is a clever Woodstock 
typewriter display seen recently in the exposition of office ma- 
chines, furniture and advertising held in Stockholm, Sweden, 
September 7 to 19. The exhibit, which drew large crowds 
during the show, was installed by the A/B Woodstock-Maskin 
Company, Woodstock representatives in Stockholm. Several 
salesmen were on hand to demonstrate the latest models of 
the Woodstock to old users and prospective purchasers. 


AMERICAN EQUIPMENT GAINS IN NORWAY 


The United States Department of Commerce reports 
a gain of seventy-five per cent in Norwegian imports 
of American office equipment in the first half of 1935, 
as contrasted to the corresponding period of last year. 
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Total imports of office machinery into Norway in the 
first six months of 1935 were valued at 1,128,888 crowns, 
compared to 765,545 crowns in the corresponding pe- 
riod of 1934, a gain of forty-seven per cent. The in- 
crease was due principally to larger purchases of type- 
writers, adding and calculating machines. American 
products accounted for seventy-four per cent of the 
value of Norwegian office machinery imports in the 
period under review, compared with sixty-two per cent 
of the total in the first half of 1934. 

Imports of American typewriters into Norway in- 
creased from 1,448 units, valued at 241,494 crowns in 
the first half of 1934 to 2,938 units valued at 518,377 
crowns in the first six months of 1935. Imports of 
American adding and calculating machines increased 
in the same period from 466 units, valued at 123,227 
crowns, to 642 units, valued at 158,000 crowns. 

American cash registers imported registered a strik- 
ing advance in the period under review, increasing to 
161 units, valued at 92,603 crowns, compared to fifty- 
four units, valued at 45,169 crowns in the 1934 period. 
American participation in this item amounted to 
seventy-one per cent of the total imports compared to 
twenty-eight per cent in 1934. Cash register imports 
from Germany showed a _ corresponding decline, 
amounting to but nineteen per cent of the total im- 
ports, against fifty-eight per cent last year. 

Great Britain and Germany share in the Norwegian 
market for duplicating machines, while the United 
States leads as a supplier of bookkeeping machines. 
(Norwegian crown equals approximately twenty-five 
cents U. S.). 

i — 
INCOMPETENT SALESMEN 

L’Efficiencie discussed various phases of salesman- 
ship. The article went on to say that a certain plant 
had to discharge a dozen of its workers. Reason: Lack 
of orders. 

Why were the orders not obtained? 

Because the salesmen were neither trained nor en- 
thused. 

This incompetence caused the dismissal of twelve 
persons who have joined the already large number of 
the unemployed. 

If we could only know how many persons who are 
out of work owe their condition to incompetent sales- 
men we would be stunned! 

Our sales managers and our salesmen have a terrible 
responsibility. 

When they are “on their toes,” factories, mines, and 
mills feel the effects; when they are not, factory 
workers are laid off. 

The bad salesman—the incompetent and he who 
does not want to learn—is a public enemy. He not 
alone does wrong to himself, but he neglects the in- 
terests of his firm, and leads the workers to unem- 
ployment. There, without mincing of words, is the 
truth. 

A salesman who is skilful and competent can say to 
himself each time he lands a good order, “I am pro- 
ducing work for another.” 

ea ee 
NOT THE PACKAGE—BUT THE CONTENTS 

The South African Printer and Stationer quoted 
from the house organ of L. T. Watkins, Ltd., Welling- 
ton, New Zealand. “You Don’t buy a newspaper—you 
buy news; You don’t buy glasses—You buy vision; You 
don’t buy an awning—You buy shade; You don’t buy 
printing—You buy sales effort and business standing.” 

Likewise the user of commercial stationery and fur- 
niture buys efficiency and economy. 











Plimpton’s Hartford Store Opens in Blaze of Glory.—With 
city and state officials in attendance the Plimpton Manufactur- 
ing Company opened its new stationery store in Hartford, Conn., 
recently. Upper illustration shows the establishment and 
(lower) are, left to right, State Senator George Flagg, Major 
Herbert Bailey, West Hartford Chamber of Commerce; Miss 
Julia Reilly, in charge of social stationery department; H. J. 
Wood, general manager of the Plimpton division; Colonel 
Thomas B. Dawson, Rodney L. Loomis, West Hartford; Arthur 
F. Peterson, assistant division manager of the Plimpton division; 
George F. Fisher, superintendent of the printing department; 
John N. Coughlin, superintendent of the engraving department; 
Joseph Mantak, store manager; John Stewart, and Otto A. Kava- 
naugh, store department. 
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DuPont Exhibit Features Globe-Wernicke 
Co.’s Products.—This display of several 
of the handsome pieces manufactured by 
Globe-Wernicke was recently seen at the 
DuPont exhibit on the boardwalk at At- 
lantic City. On the left is the Safeguard 
filing plan and next are the Plymouth 
and Ardmore style solid end bookcases 
recently placed on the market. DuPont 
lacquers, varnishes and enamels are used 
in the finishes of these products. It is es- 
timated that more than one million per- 
sons visit the exhibition which is a famous 
landmark during the Atlantic City holi- 
day season. 

















School Display Features Smith & Co- 
rona Typewriters.—Here is a window 
of the Baltimore, Md., branch of L C 
Smith & Corona Typewriters, Inc., 25 
West Fayette street. This highly-dec- 
orative windew shows the various 
models of the Corona, the new Vivid 
Junior Duplicator and the Corona add- 
ing machine. The display was built 
around the idea of Autumn and the 
opening of school and various school 
displays sent out by the company are 
in evidence here. 





NOVEMBER, 1935 


Step Up and Meet the Levy Levy Com- 
pany Family of Vicksburg, Miss.—Henry 
N. Levy, agent for Underwood Elliott 
Fisher, A. B. Dick Company, Markwell 
staplers, Addressograph and Patten Paper 
Company, poses his associates for picture. 
Left to right, they are, Mr. Levy, Miss 
Marjorie Levy, office manager; Jacques 
Levy, mechanical and typewriter depart- 
ment; “Napoleon,” the porter; S. Paul 
Levy, Mimeograph department, and Miss 
Miriam Kohlman, assistant in Mimeo- 
graph department. 





General Fireproofing Company Desks 
Shown in Louisville Store Window.—Fea- 
turing structural strength, this clever dis- 
play was recently shown in the windows 
of the John P. Morton & Company, Inc., 
store in the Kentucky city. As the illus- 
tration shows, the main feature was a 
huge elephant placed atop a General 
Fireproofing business desk and flanked 
on either side by systematically-arranged 
literature. 
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Featuring Webster’s Micrometric Carbons.—This 
clever and elaborate display was recently issued 
to dealers by the F. S. Webster Company, Cam- 
bridge, Mass., as an aid to increasing sales through- 
out the entire country. Eight stars and a shoot- 
ing-star have been arranged in such a manner as 
to draw attention to the various features and qual- 
ities of Micrometric carbon paper. 


SORECTUPAL STRENCTH 


eT ee om ee 


Autopoint’s Pennants on Display.—Here is a promi- 
nent showing on the balcony of the Marshall-Jack- 
son Company Store in Chicago of the Autopoint 
Company’s “4P Pennant Drive Plan” recently in- 
augurated as a sales booster. The display is in 
vivid and striking colors and includes the pennants 
of sixty prominent colleges handsomely reproduced 
in color. These are given in sets to purchasers of 
certain of Autopoint’s products. The display was 
arranged by E. M. Yeager of the Mar-Jax staff. 








OR 


ECKERT DISPLAY AT ALLENTOWN FAIR 

The merchants of Allentown, Penna., recently held 
an industrial fair which received warm praise from the 
many people who visited it. 

One of the principal exhibitors was Royal H. Eckert, 
Inc., who represent the L. C. Smith & Corona Type- 
writers Inc., in Allentown and vicinity. One of the 
features of the display was an innovation in the type- 
writer industry developed and perfected, it is said, by 
internationally famous educators over a period of five 
years. This innovation was shown to the public for 
the first time in Allentown and consisted of the new 
animal keyboard Corona typewriter. Every phase of 
child interest has been considered in the construction 
of this new keyboard typewriter and the attractively 
colored and illustrated keys with the accompanying 
finger rings possess an unfailing appeal to the child 
mind, making the absorption of increased knowledge 
of typing, spelling, composition and vocabulary inevi- 
table 

Other nationally known products in the office equip- 
ment and stationery field were also shown to advan- 
tage, including Security steel filing products, filing cab- 
inets and cupboards, Empire safes, Sikes chairs, 
Bentley & Gerwig desks, Guild products, Sheaffer pens, 
I. E. S. lamps and other products essential to the mod- 
ern office. The company had a more expansive display 
in its spacious showrooms occupying the entire four 
floors of 18, 20 and 22 North Sixth street, where the 





Eckert organization has been functioning progressively 
since its inception in 1913. 

The fair was held September 17 to 21, inclusive. It 
is an annual event conducted each September. The 
house of Eckert has exhibited its merchandise at this 
fair for the last fifteen years and in demonstrating the 
equipment, typewriters, adding machines, safes, files, 
desks, etc., prospects are attracted who are really in- 
terested in the lines. After fair week, these prospects 
are followed up, the result being some good business 
which otherwise might have been lost. The company 
distributes quantities of attractive circulars and blot- 
ters supplied by manufacturers of the products they 
show. This year the company worked out a method by 
which persons giving them a lead resulting in the sale 
of a typewriter were rewarded with a free fountain pen. 
This resulted in securing many live prospects. 
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Globe-Wernicke Co.’s Installations for Government. 

This major job of placing steel partitions to 
create separate offices was recently completed by 
the Globe-Wernicke Co., in the United States naval 
submarine base at Pearl Harbor, H. T. Top picture 
is of a corridor in the General Facilities Building 
showing standard sectional type partitions. (Lower) 
The individual offices completely partitioned off 


The Royal H. Eckert Booth at the Allentown Fair. 
Allentown, Penna., September 17 to 21, Inclusive. 


“CAP” EVANS TAKES IMPORTANT TERRITORY 
FOR JACKSON DESKS 
S. R. (“Cap”) Evans has been appointed distributor 
for Jackson desks made by the Jasper Office Furniture 
Company, Jasper, Ind. He will cover the southeastern 
states from Washington, D. C., to New Orleans, La. He 
also covers the same territory for The B. L. Marble 
Chair Company, Fibroin Stencil Corporation and the 
L. M. Bickett Company. 
= 
P. DERBY ASSETS SOLD 
The assets of the P. Derby Company, Gardner, Mass., 
were sold at auction in October. The assets included 
large quantities of raw material and production ma- 
chinery. The good will of the P. Derby Company was 
sold to Sidney Grossman, 130 Granite avenue, Quincy, 


Mass. 
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SENGBUSCH SETS NEW SALES RECORD 


Ever since they were first announced in September, 
the Sengbusch Self-Closing Inkstand Company’s new 
line of chrome Dip-A-Day desk sets have been break- 
ing sales records, according to officials of the company. 

The new sets are modern in design and are finished 
in sparkling chromium with black, red or green enamel 
trim. In addition to these features, it was said, the 
novel displayer which goes with the sets and the color- 
ful gift boxes in which the desk sets are packed, are 
responsible for the sudden upswing of sales all over 
the country. 

Folders showing the complete line are available with 
the dealers name imprinted at no cost. For full in- 
formation dealers should write to the Sengbusch Com- 
pany, 2222 West Clybourn street, Milwaukee. 

uatiinmeniit 
RELIABLE IS BUSY OCTOBER HOST 

The Reliable Typewriter & Adding Machine Corpora- 
tion spent a busy thirty days during last month being 
host to a large number of distinguished visitors who 
paid calls to its Chicago offices. 

Among those who called in from distant parts of 
the globe were H. B. Robbins, a typewriter dealer of 
Melbourne, Australia; G. J. Hauser, from the Skoda 
works in Prague, Czechoslovakia; E. E. Shaw, Winni- 
peg, Canada, and Cesar Alvarez Barba, of Quito, 
Ecuador. 

Another visitor was Jed C. Webster, of Pomeroy, Ohio. 
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Private Office of a President.—This im- 
pressively-furnished office is that of 
Lawrence Davidson, president, Davidson 
Bros. Company, Sioux City, Iowa. The 
installation was made by the Verstegen 
Printing Company, Sioux City, and in- 
cludes a Leopold Tyler suite, Johnson 
chairs, and a club chair by the Majestic 
Lounge Company. 








99 


GENERAL FIREPROOFING HOST TO MANY 


The General Fireproofing Company, Youngstown, 
Ohio, has been host to many guests throughout the 
summer and other visitors are scheduled to go to the 
home office and plant within the next few weeks. 

Among the more recent arrivals were J. M. Sharp, 
Gelsanliter’s, Mt. Vernon, Ohio; T. W. Wilson, Wilson’s 
Book Store, Paducah, Ky.; Alfred Steitz, Field Station- 
ery Company, Tulsa, Okla.; Mr. and Mrs. S. M. Evans, 
Pottsville, Pa., and Mr. and Mrs. Frank Shaner, Atlantic 
City. Mr. Evans is the GF dealer in his city and Mr. 
Shaner is a partner in the firm of Shaner & Knauer. 

or 
E. D. TAYLOR SUCCEEDS J. LEE SWEENEY 


J. Lee Sweeney, prominent in this industry for many 
years, has resigned as secretary of the Typewriter Edu- 
cational Research Bureau and Office Equipment Insti- 
tute effective November first. His successor is E. D. 
Taylor, who has been connected with the typewriter 
field and office equipment industry for a number of 
years and is familiar with its varied problems. 

—$>——_—_- 


HARDING TAKES NEW LOS ANGELES QUARTERS 


The Milo Harding Company, Ltd., Los. Angeles, Calif., 
manufacturers of the Tempo line of stencil duplica- 
tors and supplies, has recently moved from its old loca- 
tion at 1362 South Hill street to new quarters at 1135 
South Los Angeles street. 


Now a Complete Service.—That sign 
hanging over the door of the R. H. 
Llewellyn Company store in Manchester, 
N. H., tells the story of Mr. Llewellyn’s 
acquisition of the agency for L C Smith 
& Corona typewriters and Victor adding 
machines. The store, one of the best 
known in New England, also is agent 
for the A. B. Dick Company and the 
Yawman & Erbe Manufacturing Company. 
Mr. Llewellyn, who is active in National 
Association work, is now ready to give 
his customers complete service of ma- 
chines, equipment and supplies, the latter 
including a complete stock of commer- 
cial stationery lines. 
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CURRENT CORPORATION FINANCIAL STATEMENTS 

Remington Rand, Inc., (and subsidiaries) Preliminary 
report for the quarter ended September 30 shows net 
profit of $405,341 after depreciation, interest, federal 
taxes, etc. Based on the new capitalization this is equal 
after quarterly dividend requirements on 175,394 
shares of five per cent prior preferred and 175,394 
shares of $6.00 preferred stock, to six cents a share on 
the 1,378,684 shares of common, compared to net profit 
in the preceding quarter of $478,704, equal to twelve 
cents a share on the common, and with net profit in 
the September quarter of the previous year, of $224,- 
573, equal after quarterly dividend requirements on 
175,394 shares of five per cent prior preferred stock to 
six cents a share on 1,378,684 shares of common; com- 
pared to net profit in the preceding quarter of $478,- 
704, equal to twelve cents a share on the common, and 
with net profit in the September quarter of the previ- 
ous year of $224,573, equal after quarterly dividend re- 
quirements on the five per cent preferred stock, to 
ninety-seven cents a share on 175,394 shares of $6.00 
preferred stock. For six months ended September 30 
net profit was $884,046, after charges and taxes, equal 
to eighteen cents a share, compared to net profit for 
1935 of $389,600, equal to $1.59 a share on the $6.00 pre- 
ferred stock after dividend requirements on the five 
per cent preferred stock. (New York Herald-Tribune, 
October 23, 1935.) 

For the nine months ended September 30, 1935, Inter- 
national Business Machines corporation showed net 
earnings, including foreign subsidiaries, of $5,304,844, 
after all charges and estimated federal taxes, equiva- 
lent to $7.39 a share on 717,412 no par common stock 
outstanding. This compares to net earnings for the 
corresponding 1934 period of $5,053,514, equivalent to 
$7.04 a share on the present capitalization, or to $7.18 
a share on 703,345 no par common shares then out- 
standing, was announced October 23 by Thomas J. 
Watson, president of the company. 

Net earnings for the three months ended September 
30, 1935, were $2,001,729 after all charges but before fed- 
eral taxes, compared to net earnings for the corre- 
sponding 1934 period of $1,800,578 before federal taxes. 
Net earnings for the nine months’ period before de- 
duction of federal taxes totaled $6,056,844, an increase 
of $335,115 over the total of $5,721,729 earned net be- 
fore federal taxes in the first nine months of 1934. 

L. C. Smith & Corona Typewriters Inc. returned to a 
profitable basis during the fiscal year ended June 30 


last, an advance summary of the company’s annual 
report to be issued this week, discloses. 

Net profits after depreciation, interest, federal taxes 
and all other charges, was $428,644, an increase of 
eighty-three per cent over net profits of $234-790 for 
the twelve months ended June 30, 1934. After allow- 
ing for dividend requirements on the company’s pre- 
ferred stock, net profits this year were equivalent to 
$1.70 a share on the 161,359 outstanding shares of no 
par common stock, compared with fifty cents a share 
the preceding year. 

L. C. Smith & Corona profits during the period ended 
June 30 were at their highest level since 1929. For 
the calendar year 1929 L. C. Smith & Corona’s net 
profits were $1,169,349, while in the three succeeding 
calendar years net losses were incurred. 

In line with the improved earnings, October 1 the 
company resumed dividends on its 22,000 outstanding 
shares of seven per cent, $100 par, preferred stock with 
a payment of $1.75. 

The company’s operations during its fiscal year 
brought an increase of nineteen per cent in its working 
capital. Current assets on June 30 were $4,501,873, 
compared to $4,501,742 on June 30, 1934, and current 
liabilities were $1,196,811 against $966,884. Net current 
assets were $3,305,062, compared to $2,769,858, an in- 
crease of $535,203. 

Cash holdings on June 30 were $349,534, a decrease 
of $30,718 as compared to June 30, 1934. Trade notes 
and accounts receivable were $1,715,464, an increase 
of $281,991, while inventories totaled $2,429,194, an in- 
crease of $532,220. Notes payable to banks were $550,- 
000, an increase of $90,500. 

Charges for depreciation were increased to $207,5%5 
during the year ended June 30, 1935, from $195,931. 
Unrealized profit on foreign exchange was not taken 
into operations, but was set up as a reserve of 
$79,397. The company’s earned surplus stood at $919,- 
970 on June 30, compared to $444,496 a year earlier.— 
(Syracuse Journal, October 14, 1935.) 

SIEMER IS VISITOR FROM GERMANY 


H. C. Siemer, German director of L. C. Smith & Cor- 
ona Typewriters, Inc., was a visitor in the United States 
last month. During his stay he visited the Business 
Show and attended several conferences with officials 
of the firm which he represents in Germany. 

Mr. Siemer, whose headquarters are in Berlin, indi- 
cated that business conditions were good in his coun- 
try and that he and his colleagues look forward to the 
future with confidence. 
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TODD APPOINTS JACKSON GENERAL MANAGER 

Roy D. Jackson, widely known in the office equip- 
ment and machine field, was recently appointed gen- 
eral manager of the Todd Company, Rochester, N. Y. 

Mr. Jackson entered the employ of the Todd Com- 
pany about three years ago on what was to have been 
a temporary assignment. His stay lengthened out as he 
became familiar with the concern’s products and pol- 
icies, climaxing in the appointment last month. 

Mr. Jackson started his business career as an ac- 
countant, soon changing to salesman in the printing 
industry. He was for some time with the American 





R. D. Jackson 


Type Founders at Louisville, Ky., which connection he 
followed with a period as an employee of the National 
Cash Register Company. Starting as a salesman he 
rose to the position of general sales manager. After 
leaving N. C. R. he became general sales manager of 
the Holcomb-Hoke Manufacturing Company, Indian- 
apolis, Ind. Again he made a change, this time to be- 
come general sales manager and director of the Safe 
Cabinet Company of Marietta, Ohio. 

During the next two years of his career, Mr. Jack- 
son participated in negotiations which resulted in the 
merger of twelve European countries. He also took part 
in negotiations which eventually led to the consoli- 
dation of the units which now comprise the Underwood 
Elliott Fisher Company. 





JOHNSTONE JOINS ACME CARD SYSTEM COMPANY 

C. H. “Jack” Johnstone, well-known traveler with a 
record of many years in the office equipment field, has 
joined the ranks of the Acme Card System Company, 
Chicago, to take charge of and develop the firm’s 
dealer division. 

Mr. Johnstone’s appointment was announced to coin- 
cide with the placing on the market of a new Acme 
item known as a “visible record system in packages.” 
This article, which is a complete visible record system 
measuring only seven by fifteen inches, was designed 
for businesses which smaller files such as doctors, den- 
tists and automobile agencies. 

In speaking of his appointment Mr. Johnstone said: 

“I have been appointed to create a definite dealer 
division in every section of the country. At the present 
time the greater part of Acme’s business is done 
through dealers but we wish to do a one-hundred per 
cent volume through this dealer channel. I intend to 
push the new package filing system as part of my cam- 
paign because it is a ‘natural’ for dealers.” 

Mr. Johnstone, who says that he has been in the 
office equipment field “nearly all my life,” was for- 
merly with the National Blank Book Company, Holyoke, 
Mass., and the Associated Stationers’ Supply Company, 
Chicago, as well as a number of other organizations. 
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LEHN ENDS EUROPEAN TOUR 

F. D. Lehn, export manager for the Underwood Elliott 
Fisher Company, returned to New York on October 14 
aboard the S. S. Europa following a three months’ tour 
of Europe. 

Mr. Lehn, who sailed from New York last July 11, re- 
ported finding considerable business improvement 
abroad, especially in Great Britain. The Scandinavian 
countries, he declared, are enjoying continual good 
business, bearing out their reputation for being depres- 
sion-proof. Mr. Lehn added that there is ample evi- 
dence to show that the great powers on the continent 
are making intense efforts to find proper solutions to 
their economic problems. 

“Unfortunately, however,” Mr. Lehn said, “at least 
for our industry, Italy has closely followed the example 
of Germany insofar as our own products are concerned. 
Although there was some hopeful evidence of a con- 
trary trend, quota restrictions, currency control legisla- 
tion and other trade-throttling governmental policies 
are still very much in the picture.” 

The countries visited were France, Jugoslavia, Portu- 
gal, Norway, Esthonia, Hungary, Belgium, Sweden, Ger- 
many, Italy, Austria, Holland, Finland, Great Britain, 
Spain, Czechoslovakia, Denmark, Poland and Switzer- 


land. 
—_—<———_ 


GENERAL FIREPROOFING PROMOTES ALLEN 

A. C. Adams, vice-president in charge of sales for the 
General Fireproofing Company, Youngstown, Ohio, has 
announced the appointment of Claude W. Allen as as- 
sistant manager of agency sales. 

Mr. Allen, who has been in the employ of General 
Fireproofing since March, 1907, and who has been op- 
erating in the capacity of manager of contract sales, 
has a wide knowledge of metal office furniture manu- 
facture and enters his new position with a host of 
friends in the trade. 

A major portion of Mr. Allen’s time will be spent on 
contacting GF dealers throughout the country. 
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ATLANTA MAT COMPANY MANUFACTURERS 
UNDER PATENT AUTHORIZATION 

The Atlanta Mat Company of Atlanta, Ga., tells 
Office Appliances that the item on page 129 of the 
October number may be subject to a little misunder- 
standing. The item stated that Fabrix mats manufac- 
tured from worn automobile tires have recently been 
patented and placed on the market by the Atlanta Mat 
Company. This statement is not quite accurate. The 
Atlanta Mat Company is not the owner of the patent, 
but is authorized by the owners to manufacture and sell 
the mats. ‘Sm 

Office Appliances cheerfully corrects any wrong im- 
pression that may have been conveyed by the previous 
article. 

—_————_ 
LORENZ REPRESENTS MARCHANT 

On page ninety of the October issue under the head- 
ing “Friden Names Four Distributors” John Lorenz, 
Jackson, Miss., was listed as one of the four. Mr. Lorenz 
informs us that he does not represent the Friden Calcu- 
lating Machine Company. On the contrary he has been 
the district sales agent in Mississippi for the Marchant 
Calculating Machine Company for some time. We 
tender our apologies to Mr. Lorenz for this inadvertent 
error. 
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BLOCK RECEIVES VICTOR APPOINTMENT 
W. F. Block, former San Francisco business man with 
many years of experience in the office equipment field, 
has been appointed sales manager of the visible equip- 
ment line of the Victor Safe & Equipment Company, 
Inc., North Tonawanda, N. Y. 
Mr. Block first entered the stationery field in Mil- 





W. F. Block 


waukee, the city of his birth. Later he went to the 
Pacific Coast where he specialized in loose leaf and fil- 
ing. For four years he conducted his own loose leaf 
business in San Francisco. In 1920 he was appointed 
Northern California manager for the Kardex Company, 
holding the position through the merger period of 
1927 and 1928. In September, 1930, he went to Rem- 
ington Rand in Chicago. For the past three years he 
has been located in Buffalo as systems branch manager 
for Western New York. 
> 
WOODRUFF JOINS WEIS SALES STAFF 

Marking the second change in sales personnel in over 
fourteen years, the Weis Manufacturing Company, 
Monroe, Mich., has appointed Stanley M. Woodruff, 
formerly of the Acco Company, representative covering 
the Southeast. 

Mr. Woodruff, better known to the trade as “Stan,” 
replaces William Bowen and will cover a territory in- 





Ss. M. Woodruff 


cluding the eastern section of Pennsylvania, New Jer- 
sey, District of Columbia, Maryland, Virginia, West Vir- 
ginia, North and South Carolina, Georgia and Ten- 
nessee. 

Mr. Woodruff is thoroughly acquainted in the sta- 
tionery field, having traveled the United States for 
fourteen years during which he worked for the Peer- 
less Key Company, New York, Sengbusch Self-Closing 
Inkstand Company, Milwaukee, Wis., and the W. A. 
Sheaffer Pen Company, Fort Madison, Iowa. 
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THE GUEST BOOK 

Mr. Harold B. Robbins, Regent, Melbourne, Australia, 
making his first trip to the United States, gave us the 
pleasure of a call on September 30. Mr. and Mrs. Rob- 
bins sailed from Australia the end of April and had 
an interesting voyage across the Indian ocean and up 
the Red Sea into the Mediterranean. The outstanding 
experience on the steamer, exclusive of several days of 
intense heat, was to encounter on the way from Aden 
to the Suez canal many evidences of Italy’s preparation 
for the Ethiopian campaign. The travelers were im- 
pressed with the supply ships “loaded to the guards.” 

After two and a half months in England, with some 
trips to the Continent, Mr. and Mrs. Robbins sailed for 
this side on a Canadian liner and landed at Quebec. 
Spending several weeks in Canada and the United 
States they set out via Banff and Lake Louise for Van- 
couver, whence they sailed for home on the ninth of 
October. 

The trip was taken to have a look at interesting 
places and things in several countries and for investi- 
gation by Mr. Robbins of certain things related to his 
business. Some of these being in the office equipment 
field. 

From our chat we gathered that the visitors were 
favorably impressed with what they were able to see 
over here and we hope they carry home pleasant recol- 
lections of their brief sojourn with us. 

Mr. Robbins spoke interestingly of Australia and its 
political and economic developments during the past 
quarter century. Of its provinces, its ports and its new 
capital. Conversations held with some persons here 
gave him the opinion that the average citizen of Aus- 
tralia is better informed upon the United States than 
the average citizen of the United States upon Aus- 
tralia. In which he is probably right. 

Mr. Robbins’ chief experience has been in mechanical 
lines. In connection with another business, he has 
interest in a typewriter and office machine service 
enterprise. Intentions of expanding the latter was the 
reason for his interview with some concerns in the field 
here. 


Lester L. Geil, manufacturer's representative calling 
on dealers in Pacific Coast territory, affixed his signa- 
ture to the Guest Book on the first day of October. He 
had just returned from a conference with Edward L. 
Little of the Wabash Cabinet Company, whose line he 
handles, and was on his way to Aurora for consultation 
with the home office staff of the Aurora Metal Cabinet 
Company. Mr. Geil covers his territory from headquar- 
ters in Seattle. His enthusiasm for business prospects 
on the west coast is stimulating. 


H. G. Weidenfeller of Mineral Point, Wis., signed the 
Guest Book on the fourth. For some time he had 
served as buyer for a commercial stationery business 
in Florida. He recently severed his connection and re- 
turned to his old home in Mineral Point while casting 
about for a new location. He is sold on the South but 
still cherishes his inherited desire for the Middle West. 


Kenneth J. McArdle, managing editor of Canadian 
Business, official publication of the Canadian Chamber 
of Commerce, paused during a brief visit to Chicago on 
October 9 to inscribe his name in the Guest Book. Mr. 
McArdle’s sound interpretation of business trends has 
earned him a fine reputation. His optimistic view of 
the business outlook in Canada, now near the 1926 
norm, is heartening. Quoting from the October issue 
of the journal which he so ably edits, “The business 
prospects for Canada have seldom appeared more 
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promising.” A visit with Mr. McArdle is always men- 
tally invigorating. 

Ed. Little, general sales manager, Wabash Cabinet 
Company, Wabash, Ind., on the way home from the 
convention pulled our latch string on October 16. He 
had stopped at St. Louis for a week-end visit with 
home folks. And had a good time at the family re- 
union. He was returning to Wabash after having spent 
the last of the wooden nickels issued for the Wabash 
County’s centennial celebration. We were disappointed 
that he did not have his magic wand with him to give 
us a private exhibition of his legerdemain. We are 
always thrilled when the gold fish are drawn from 
the hat or the lighted cigarettes from the water tank. 
We get a big kick outa the magic but we suspect “there’s 
a trick about it some place.” 

Charles W. Lipman, New York representative of 
George B. Graff Company, affixed his name to the 
Guest Book October 18. Charlie put in a week at the 
stationers’ convention in Kansas City and took time 
to visit other cities in the Middle West and Northwest 
before returning to New York. He reported that his 
order book was heavy. 

S. Flatau, Pacific Stationery Distributing Company, 
Los Angeles, distributors of a number of well known 
lines in the trade, including Parrot speed fasteners, 
and Raynes Davis, Los Angeles, manufacturers’ agent 
on the Pacific Coast, looked in upon us on October 21. 
They had attended the stationers’ convention at 
Kansas City. Both report some impulse to business 
on the Coast and had something interesting to say of 
the California Fair Trade Act. 

Oscar L. Mertz, sales manager of Proveedor de 
Oficinas, S. A. Mexico City, D. F., Mexico, gave us the 
pleasure of a call on October 25th. With Mr. Mertz 
is Mrs. Mertz and eight-year-old Junior on a two 
months’ vacation in the States, to which they have 
made occasional trips since Mr. Mertz went to Mexico 
City twelve years ago as a representative of the Johns- 
Mansville Company. Seven years later he joined Pro- 
veedor de Oficinas of which Floyd D. Ransom is presi- 
dent. Mrs. Mertz, member of a family who are old- 
timers among the Americans in Mexico City, was born 
there. From Detroit, the Mertzs will motor through 
Virginia to renew some pleasant acquaintances made 
on their last trip and to look in upon some old friends 
with whom Mr. Mertz attended school there. The only 
business side of the trip is to look in upon any of the 
manufacturers the company represents in Mexico, 
when in their vicinity. 

Mr. Mertz speaks in high terms of the Mexican people 
and the others he has contacted there. Upon his trips 
here, he says, he is always impressed with the bigger 
way in which many things are done, but all is relative 
and Mexico, comparatively, also does some things in a 
big way. General business in Mexico is showing quite 
substantial gains. The business of Proveedor de 
Oficinas, S. A. in September was the largest in the com- 
pany’s history. And that not in volume alone, but in 
the distribution of the company’s various types of 
equipment. Mexico, which a decade ago imported a 
very substantial percentage of its food products, is now 
supplying its own requirements which the United 
States is not now doing. The political situation is more 
settled than in many other countries and there is a 
feeling of security and tranquility which seems to be 
lacking in a number of other states. The silver policy 
of the United States, so disastrous to China, purchaser 
of the metal, is of tremendous advantage to Mexico, 
where considerable silver is mined. 
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H. G. Frankel of Frankel Carbon & Ribbon Manu- 
facturing Company, Denver, signed his name in the 
Guest Book October 25. He was accompanied by J. M. 
Lader, Frankel representative in Chicago. He was on 
a trip which included Kansas City, Detroit and other 
cities east to New York. He expressed satisfaction 
over the business outlook both at home and in the 
foreign field. 

Oscar A. Wilkerson, president, Security Steel Equip- 
ment Corporation, Avenel, N. J., on the way back from 
the Pacific Coast, where he went from the stationers’ 
convention at Kansas City, looked in upon us on Octo- 
ber 29. Although having covered many miles during 
his month away from headquarters, Mr. Wilkerson suf- 
fered no diminution of his energy and enthusiasm. 
He had visited Los Angeles, San Francisco, Portland, 
Seattle, Denver and Salt Lake and had established 
agencies in each city where the company is not already 
represented. Not only will the Security line be pushed 
more energetically on the Coast, but Security supply 
stocks will be carried in Los Angeles, San Francisco 
and Seattle. A careful observer and interpreter, Mr. 
Wilkerson was particularly impressed with the “office 
consciousness which exists on the Coast” which he 
attributes to the initiative and enterprise of the Pacific 
Coast dealers. Business people there have been made 
receptive to the idea of attractive and well equipped 
offices. (Most all trade visitors have come away im- 
pressed with Pacific Coast enterprise.) 

On his way through the mountains of Montana, via 
Helena and Butte, Mr. Wilkerson had the thrill of rid- 
ing the locomotive. Permission for that adventure is 
not readily granted, but a telegram to headquarters 
explaining that Mr. Wilkerson’s father had long been 
an engineer and had lost his life on his job, brought 
the desired permission. It was a great ride. Thunder- 
ing through the canyon, swinging around the curves, 
climbing the heights, skirting the precipices and de- 
scending the grades. There was only one thing about 
the trip that Mr. Wilkerson will change when he re- 
peats it. He will provide himself with Oshkosh over- 
alls. However—the clothing cleaners in Chicago had 
a good job. 

——_—_—_____ 

ROYAL PROMOTES SALES STAFF MEMBERS 

Four promotions in the sales force ranks of the Royal 
Typewriter Company, Inc., were recently announced by 
officials of the firm. 

David B. Starrett, former manager of the Portland, 
Ore., branch has been named assistant sales manager 
of the Western division. He joined the Royal Company 
in 1915 but interrupted his career to join the Army dur- 
ing the World War. He resumed his connections in 
1922 in San Francisco and seven years later was ordered 
to take charge of the Portland branch. 

G. P. Hughes, veteran of the Royal staff is to take 
over the Portland office. He began his career with 
Royal in 1914 but resigned some time later to enter 
another field. In 1931 he rejoined the company in 
Portland. 

Harry L. Rudnick, assistant sales manager is the 
third man to be elevated to a higher post. Mr. Rud- 
nick, who began with Royal in 1921 as a salesman, will 
take over special accounts in the New York area. Prior 
to his appointment as assistant sales manager he was 
manager of the Rochester and Baltimore branches. 

A fourth change was that of Harry Thor, assistant 
sales manager of the portable division, who has been 
assigned to the New York area for the past three years. 
Mr. Thor will make his headquarters in San Francisco 
and will cover the Western division. 








MEETINGS—CONVENTIONS—DINNERS 


SMITH-CORONA PEOPLE HOLD GET-TOGETHER 
LUNCHEON 
Held jointly by the service and shipping departments 
of the New York branch of the L. C. Smith and Corona 
Typewriters, Inc., a get-together luncheon took place 
on Saturday, September 21. The departments named 
are under the immediate supervision of Chester 
Fritzini, superintendent of service, and Robert Thomp- 
son, shipping and receiving clerk. 
The luncheon was attended by a full turn-out of the 





employees of both departments and invited guests who 
included Thomas DeWitt of the home office portable 
division; Francis E. Van Buskirk, manager; F. W. 
Broughton, assistant manager, and Joseph Fox, chief 
clerk. 

John Stadelman, Wentworth Adams and David Pop- 
ick as a luncheon committee, arranged an excellent 
program which was presented under the direction of 
Mr. Popick of the supplies department. The talent 
came entirely from the ranks of the employees. 

Service Men William E. Pressler and Charles Purcelli 
entertained with songs, and Service Man Dominick 
Chifulio rendered a little symphony on his harmonica. 

Mr. Fritziny introduced Mr. DeWitt and Mr. Van Bus- 
kirk, both of whom addressed the gathering and ex- 
pressed genuine pleasure at the privilege of being 
present. 

Some of the twenty-year employees pronounced it 
the best of all the get-together luncheons. 


Recent Meeting of Branch Managers and 
Special Representatives of the Woodstock 
Typewriter Company, Held in New York 
City.—Standing, left to right: S. D. Wake- 
field, national accounts salesman; S. J. 
Carney, manager Metropolitan School De- 
partment; W. J. Leather and O. Gentry, 
national accounts salesman (all New York 
branch). Seated, left to right: C. G. Mor- 
rell, Boston branch manager; S. L. 
Hooper, New York branch manager; J. 
M. Hackney, general sales manager; A. B. 
LaFleur, Washington branch manager, 
and OQ. J. Carow, Philadelphia branch 
manager. 


WEBSTER COMPANY HOLDS ANNUAL 
SALES MEETING 


The F. S. Webster Company of Boston, Mass., held its 
annual sales meeting during the last three days of 
August. All the company’s managers were in attend- 
ance. The three-day session was full of interest and 
activity, the meeting being divided into three parts 
having to do with production, distribution and adver- 
tising. 

One of the most important developments of the 


Get-Together Luncheon of the 

Service and Shipping Depart- 

ments of L. C. Smith and 

Corona Typewriters, Inc., New 

York Branch, Saturday, Septem- 
ber 21 


meeting was the announcement of a plan to begin the 
first of next year whereby each sheet of all standard 
and legal size carbon papers will be branded with the 
Webster trade mark. This type of branding will furn- 
ish to the company and the company’s dealers a cer- 
tain protection which is declared to be needed and will 
prevent substitution of other merchandise for the 
Webster goods. 

The company also plans to merchandise its new Star 
brand silk ribbon in a new style distinctive package. 

Many other minor changes in packaging and in the 
production field were acted upon and their adoption 
the company feels will make the merchandising of its 
products more effective during the coming year. 

The new window display No. 500 was shown to the 
group and received hearty approval. A picture of this 
window display, it is expected, will be shown in these 
columns in a future issue. 

A new cruise contest was announced for the ten 
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AN IDEA THAT BLOOMED 


Rapid duplication by means of a stencil was the 
basic betterment which the Mimeograph brought to 
the modern world. But the flowering of that idea came 
with the cellulose-ester stencil, which revolutionized the 
fine art of Mimeographing. Known to users everywhere as 
the Mimeotype stencil, this epoch-making invention dupli- 
cates all kinds of letters, forms, bulletins, graphs, maps, 
cartoons, etc., better than that kind of work has ever been 
done before. That it has put pictures into Mimeographing is 
just one of its many advantages. Even though now a user of 
the Mimeograph, you may not realize its present possibilities 
for you. Let us forward details of latest and most important 
applications in your field. Write today to A. B. Dick Company, 


Chicago, or see classified telephone directory for the local address. 


MIMEOGRAPH 
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Families of Newark Branch Employees of L. ( 

Smith and Corona Typewriters, Inc., Pause to be 

Pictured at Annual Picnic Clambake at Terrace 
Lake, Saturday, September 7 


months’ sales year beginning September 1 of the 
present year and ending July 1 of next year. The con- 
test just finished resulted in six men taking the trip 
to Bermuda. The contest proved a satisfactory stimu- 
lant to the sale of Webster goods. The next contest 
will have as a reward to the winners a two weeks’ cruise 
to Newfoundland and down the St. Lawrence river to 
Quebec, early next summer. 
oats 
ANNUAL ESTERBROOK SALES MEETING 

A general sales meeting of representatives of the 
Esterbrook Pen Company was held August 26, 27 and 28 
in the Walt Whitman hotel, Camden, N. J. 


Among those attending the three-day session, were 
the following: 
C. J. Worth, New England; R. W. Mueller, Jr., New 


York; H. W. Lynn, New York; W. I. Halsey, New York; 
W. T. Ridgeway, East and Central; C. W. Morley, 
South; H. L. McFarlan, Chicago; R. B. Gingland, Chi- 
cago; H. F. Homer, far West, and R. W. Stoever, special 
representative. 

The meeting was opened by Edward S. Wood, pres- 
ident of the Esterbrook Company, assisted by Vice- 
President Albert G. Frost and Director of Sales Robert 
N. Wood. On the second day of the meeting business 
was suspended long enough for the visitors to meet at 
the Riverton Country Club as the guests of President 
Wood for an afternoon of golf followed by a dinner at 
which prizes for the golf winners were distributed. 

On Wednesday the guests heard the development of 
Esterbrook’s current general magazine schedule. The 
preparation of the copy was discussed and explained in 
detail by Harry Breeding, Aitkin-Kynett Company, 
Philadelphia, while F. J. Maxted, assistant to the ad- 
vertising manager of Collier’s, spoke on advertising. 

The visitors also viewed trade helps in the form of 
window displays, descriptive circulars and other pro- 
motion material. 
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SMITH-CORONA EMPLOYES STAGE CLAMBAKE 

The annual picnic and clambake of the Newark 
branch of L C Smith & Corona Typewriters Inc., was 
held at Terrace Lake, Saturday, September 7, with 
local employes, their families and several invited guests 
making a total of seventy persons present. 

There were two ball games and plenty of other 


sports. The children participated in a number of races 
and won prizes of candy. 

The big event of the day was the noontime dinner 
which, however, did not deter the picnickers when still 
another feast was staged at 6 o’clock in the evening. 
The big party broke up about two hours later. 

—_—___=<@>—___—_—_ 
CONNECTICUT VALLEY STATIONERS 

The Connecticut Valley Stationers Association held 
its October meeting on Thursday, 17, at the University 
Club, Hartford. The highlight of the evening was the 
reading of his report by President Leo Burt on the 
National convention and a discussion of the National 
Social Security Bill. 

— - - —— 
ROTARIANS VISIT AUTOPOINT PLANT 

Members of Rotary Club No. 1 of Chicago paid an 
interesting visit last month to the plant of the Auto- 
point Company, 1801 Foster avenue, after being guests 
of the company at a luncheon held in the Edgewater 
Beach hotel. 

The visitors, numbering eighty-six, were addressed by 
C. N. Cahill, Autopoint’s general manager and refillable 
pencil member of the Chicago Rotary Club. After this, 
each visitor was presented with a souvenir pencil and a 
bag of pennants as gifts from the firm. 

Upon arrival at the Autopoint plant the visitors posed 
for a group photograph and were then conducted 
through the factory where they witnessed the bakelite 
molding process and watched the creation of pencils to 
the final polish of perfection. 





Chicago Rotarians at the Plant of the Autopoint Company, 


Chicago 
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CORONA THREE. First success- 
ful portable. Over 600,000 
sold. Light—but complete! 
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CORONA JUNIOR. The perfect 
‘*in-between’’ portable—a 4-row 
keyboard at lowest cost. 













CORONA STANDARD. Only port- 
able under $50 with Floating 
Shift and Touch Selector. 
















CORONA STERLING. Finest non- 
silent portable. Floating. Shift, 
Touch Selector—and everything. 






.»» your 
star 
customer ! 












> 
we're ready 
for him... 







CORONA SILENT (Below). Like | 
the Sterling above but scientif- 
ically silenced. - 





are you? 







L C SMITH & CORONA 
TYPEWRITERS INC 


Syracuse New York 
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Snaprep at New York Stationers Goir OuTING 


1. L to R: Leroy McCready, George Morrison, J. G. Bos- 


worth, E. G. Geehring. 

2. Lte R: Harrie Copeland, Wilson-Jones Co.; Karl Tiebel, 
dealer Brooklyn, Edward Francis Dooley, Wilson-Jones Co. 

3. Lto R: Larry Schmidt (too modest to show his face) Bill 
Porter, J. J. McDonough, Jos. Bell, and Leo Westheimer “Down 
in front.” 

1. L to R: 
Murray Vernon. 

5. Lto R: Fred Steinhilber, Jess Gourlay, Leonard Messina, 
Joe Hildebrand. 

6. Lto R: Frank Woglom, dealer Perth Amboy; Harry Lynn, 
Esterbrook Pen Co.; Fred Lockwood, Boorum & Pease Co.; 
Rudy Mueller, Esterbrook Pen Co. 


Fred Christensen, Fred Huber, Ed McCully, 


N. ¥. STATIONERS HOLD FINAL TOURNAMENT 

With about eighty of the clan present and gaiety the 
keynote of the event, the final golf tournament of the 
New York Stationers’ Golf Association was held at the 
Richmond County Country Club, Staten Island, Tues- 
day, October 22. 

And when the smoke of battle cleared away the win- 
ners of the day’s play were as follows: 


Class A 
Net 
eer” 67 
EY kek wis ca scuateanee et 70 
DET 6.466% ks bs ou aeewae was 70 
Class B 
CARES DeGe wsccce stents de Scare arabe 64 
Edward Francis Dooley ........... 64 
Jim Neary ..... BE ee 70 


Harry Gould won the guest prize with a gross of 96. 
There were eleven foursomes and two threesomes which 
took part in the tournament and they were all present 
when the prizes were awarded by President Arthur C. 
Bainbridge. 


7. L to R: Robt. J. Sainberg, C. H. Ramsey, W. Hueglin, 
H. J. MacNeill. 

8 Lte R: H.S. Sanders, A. L. Popper, Morris Popper. 

9. Lto R: Julius Kahn, W. G. Whittemore, Harry Yaeger, 
Harry Gould. 

10. Lte R: Jack Kemp, Everready Calendar Co., Arthur C. 


Bainbridge, Bainbridge, Kimpton & Haupt, Eberhard Faber, 
Ray Weissenborn, General Pencil Co. 


ll. L to R: Joe Campbell, Tom Tudel, Carl Finck, Hans 
Maucher. 

12. L to R: Sam Slayton, Chas. Cheringal, Sam Kahn, Jim 
Neary. 

13. Lto R: George Fairchild, Roy Urmston, Louis Tavernier, 


D. A. Davies. 


Eberhard Faber, as chairman of the meeting, compli- 
mented the New York group on their help in winning 
the Faber cup at the National Stationers convention at 
Kansas City as a part of the Eastern team which con- 
quered the team from the Western field. 

After complimenting the New York Association on 
its successful year, Mr. Faber expressed the belief that 
1936 would be another good year for the industry. 

After Fred Huber, secretary and treasurer, reported 
seventy-eight members in the club, finances in good 
shape and a balance in the treasury, Ray Urmston, 
chairman of the handicap committee, reported that the 
committee, after due consideration, had decided to 
limit competition in the tournaments to two classes, A 
and B, and to eliminate Class C because of the few 
contenders in that class. 

Mr. Faber expressed regret at this move and voiced 
the opinion that Class C should be continued for the 
encouragement of new golfers, and to keep the divi- 
sions of players down to smaller numbers. 

A nominating committee composed of Harrie Cope- 
land, Edward Francis Dooley and Harold MacNeill then 
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SHE LISTS, SUB-TOTA 


5040 us tor Har" 


Yin 







. * + 


MISS VERONICA SHEEHAN, Under- 
wood Sundstrand Operator for Big Com- 
munications Company, Demonstrates Speed 
of Touch Figuring under the Stop-Watch. 







ISS SHEEHAN, whose picture you see above, operates an Under- y Vameral f> 
wood Sundstrand, as part of her daily job...and accepts its speed y y , Is 
as a matter of course. Only when told how much longer it would have LLL all 


taken another machine to do the same amount of work, was she really 
impressed. You see, stop- watches had registered her figuring at the rate 
of 5040 items per hour! e e 


The big Underwood Sundstrand speed factor is Touch Figuring. Only 
the fingers of one hand are on the keyboard. The eyes and the fingers of 
the other hand are free to follow the work. 

Underwood Sundstrand Adding- Figuring Machines are establishing 
figuring records in all types of business today. They add, subtract, mul- 
tiply and divide. They write figures on the tape 15% to 25% faster. 
Through 3-Point Control, a new exclusive feature, they provide amazing 
figuring short-cuts and simplify machine division and multiplication. 


Adding Machine Division 
UNDERWOOD ELLIOTT FISHER COMPANY 
Adding Machines... Typewriters... Accounting Machines 
Carbon Paper, Ribbons and other Supplies 
342 MADISON AVENUE, NEW YORK, N.Y. 

Sales and Service Everywhere 


In speed, accuracy, durabil- 
ity and simplicity, the Un- 
derwood Sundstrand is 
supreme. It is backed by Un- 
derwood Elliott Fisher, with 
its nation-wide, company- 
owned service organization. 


UNDERWOOD SUNDSTRAND 


ADDING-FIGURING MACHINES 
Underwood Elliott Fisher Speeds the World’s Business 
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NOW BETTER THAN EVER 
WITH MANY NEW REFINEMENTS 


THE announcement of Super-Filer, less than two years ago, brought a new 
idea to file users. It demonstrated that even so stabilized a product as a 
filing cabinet could be vitalized and made to perform many of the acts 
that have been done by hands since vertical files were first con- 
ceived. Today, thousands of firms are enjoying the advantages 
and economies of mechanized filing exactly as they 

are enjoying the advantages of mechanized letter ’ 


writing, computation, dictation and accounting. + 


Like all other revolutionary ideas, Super-Filer 
has undergone improvement, and incorporates in today’s models, refine- 
ments not possessed by the original Super-Filer. Among these are: 

New, easily adjusted, Throw-back type Divide-a-Files 

New, Full-Plate, Front Compressor 

New, Improved Buttonless Safety-Latch 

New, Sound-Insulated Swing Drawer Front. Improved Super-Suspensions 

New, Triple-Security Yale Lock 

And a fully completed line of all models 
Super-Filer offers to dealers a new and telling sales appeal that opens new 
doors to salesmen. Business men are learning that filing departments, like 
other branches of their business, must be modernized. The old type of 
equipment will no longer do in today’s keen competition. Super-Filer 
offers them the means for bringing new economies to their filing depart- 
ments — a service which all GF dealers are prepared to render. If you 
are not now a GF dealer, perhaps you can render this Super-Filer service 


also. We'll be glad to discuss the possibilities with you. 


THE GENERAL FIREPROOFING COMPANY 
YOUNGSTOWN, OHIO 

















3400 ITEMS OF METAL 
BUSINESS EQUIPMENT 
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presented a slate of officers for 1936 all of whom were 
unanimously elected. They were: 

Arthur C. Bainbridge, president; Louis H. Tavernier, 
vice-president; Fred Huber, secretary-treasurer; Eber- 
hard Faber, chairman of the board. The directors 
were Mr. Bainbridge, Mr. Tavernier, Ray Weissenborn, 
Morris Popper, Jack Kemp, Julius Kahn, J. E. Neary, 
Ray Urmston, W. G. Whittemore and Carl Finck. 

A distinguished visitor of the evening was G. Stewart 
Vivian, former chairman of the Council of the Sta- 
tioners Association of Great Britain and Ireland. He 
was introduced by Mr. Faber and made a short address 
for which the crowd saluted him with a roaring “For 
He’s a Jolly Good Fellow.” 

Later in the evening there was a showing of moving 
pictures taken at the Rye Country Club tournament by 
Larry Schmidt, who has become official movie direc- 
tor of the club. 

The big event of the night, however, was the award- 
ing of the season’s three cups for the tournaments of 
the year. 

The winner of the Eberhard Faber cup for Class A 
golfers was Julius Kahn. The runners up were L. Carll, 
W. Hueglin, R. Sainberg, J. Kemp, L. McCready, R. 
Weissenborn, R. Kennedy, D. Davies, L. Tavernier, R. 
Urmston, H. Berolzheimer, G. Morrisey, G. Fairchild 
and F. Huber. 

Class B winner for the A. C. Bainbridge cup was M. 
Becker. Others in this class were E. Geehring, P. Elias, 
C. Finck, H. Copeland, J. Bosworth, H. Barnett, S. Kahn, 
S. Parmenter, J. Neary and R. Ballinger. 

The Joseph Hillebrand cup for Class C went to H. 
Yager and those following him were B. Abrahams, M. 
Dreyer, M. Popper, D. McLeod, L. Messina, L. Schmidt, 
E. Dooley and A. Popper. 


—__—___ 

STATIONERS OF LONDON AND DISTRICT GOLF 

The autumn meeting of the London and District 
Stationers Golfing Society was held at the Burhill Golf 
club, Walton-on-Thames, September 18. The British 
Stationer stated that the courtesies of the course were 
arranged by Mr. G. A. E. Marshall. The playing mem- 
bers who attended were Messrs. G. Batcheldor, C. H. S. 
Cox, F. C. Guildford, A. M. Bond Hickisson, Herbert 
W. Holt, G. A. E. Marshall, H. J. S. Ryman, A. W. 
Stephens, H. E. Stephens, Clifton Tollit, A. E. Rawlin- 
son and I. A. Keble. 

Herbert W. Holt, honorary secretary, has requested 
members of the Stationers’ Association in the London 
area who wish to play golf to register with him, at 
216 Grand buildings, Trafalgar square, W. C. 2, for 
enrollment in the golf club. 

ER 
NEW YORK TYPEWRITER DEALERS MEET 

Featured by the adoption of a new policy plan for 
future gatherings, the sixty-third meeting of the Type- 
writer and Office Machine Dealers of New York was 
held last month. 

The new plan, which was created as a means of 
increasing dealers’ interest in the meetings, provides 
that a guest speaker will appear at each of the regular 
gatherings and will address the organization on mat- 
ters of interest to its members. 

H. R. Rudnick, the new Royal Typewriter Company 
representative in New York, was introduced to the 
members and passed a few brief remarks. He was fol- 
lowed by Clyde Jungbluth, Underwood Elliott Fisher 
Company, who gave a good talk on why the associa- 
tion should carry on its work. Theodore Schafer, presi- 
den of the organization, spoke in reply, urging closer 
harmony between dealer and manufacturer. 

At this meeting was read the letter written by L. M. 
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Albright, president of the Chicago Typewriter Dealers’ 
Association, and presented originally at the Washing- 
ton convention of the National Typewriter and Office 
Machine Dealers’ Association. The letter, entitled 
“Chinese Colonels,” offers a solution to the present 


price situation. 
—_ <> 


CHICAGO TYPEWRITER DEALERS ELECT OFFICERS 

About thirty members of the typewriter industry in 
Chicago gathered at the Medinah Michigan Avenue 
Club on the evening of October 8 for the first fall meet- 
ing of the Chicago Typewriter Dealers Association at 
which the annual election of officers was held. The 
meeting was called to order by President Albright at 
eight o’clock and after dispensing routine business, in- 





L. M. Albright 


cluding a treasurer’s report by Elmer Young to the 
effect that a balance of $157.00 was in the bank to the 
credit of the association, the election of officers was 
held. 

L. M. Albright of Holbrook & Gibson, Inc., was re- 
elected president and Thomas J. Stack of the Stack 
Typewriter & Supply Company was reelected vice- 
president. Frank Marin of Typewriter Sales and Serv- 
ice was chosen treasurer and Hazen Ames of the Ames 
Supply Company was elected secretary. 

Following a rather extended discussion of local trade 
problems the meeting adjourned at about eleven 


o’clock. 
————_—_ 


SEATTLE TYPEWRITER DEALERS HOLD MEETING 

A committee of four typewriter dealers was appointed 
at the October 15th meeting of the Seattle Typewriter 
Dealers Association by Acting President James C. J. 
Martin to study and formulate plans to remedy condi- 
tions in the typewriter industry introduced by pawn- 
shops in the city of Seattle. 

U. G. Moore, Adding and Typewriter Exchange, Don 
Johnson, Washington Typewriter Company, H. O. Har- 
vey, Wholesale Typewriter Company, and E. W. Grun- 
den, E. W. Hall Company were named on the group and 
asked to report to the November meeting, at which 
time a representative from the Seattle Chamber of 
Commerce will reveal facts concerning the two per cent 
sales tax being collected by dealers in the State of 
Washington. 

Members present at the gathering went into detail 
concerning the featuring of low-priced standard and 
portable typewriters by pawnshops. An invitation was 
extended to secretaries of typewriter associations in 
other cities throughout the United States to write the 
local body of any solution they might have to this 
problem. 

Suggested trade-in allowance schedules, prepared by 
Mr. Haines of Haines Typewriter Service Company, 

(Turn to page 151, please) 
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“TUFTEAR” 
MANILA FOLDERS 


Made of high grade Scere < 
tough, strong, service- 


able—an excellent value. 
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VERTICAL GUIDES 





Made of best materials in 
several styles of tabbing 

plain, flat celluloid, flat 
metal, angular metal and 
angular celluloid. All 
styles of indexing are 


available. 








ANGULAR CELLULOID 
TAB GUIDES 


lransparent celluloid tabs 
are set at 45 angle and 
have removable _ inserts. 
Easy to find casy to read 


, 
economical 
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THESE G/W PRODUCTS PROVIDE 
EXTRAORDINARY VALUE TO USERS 


V-CUT POCKET 






TRI-GUARD 
SUPPORT 






SWAY CHECK 


New. Different,Better 


The Tri-Guard Principle is an exclusive 
Globe-Wernicke development, new—dif- 
ferent—hbetter. Each guide slides on 
three rods and supports, as well as indexes, 
contents of the drawer. Ample working 
space is provided without frequent read- 
justment of the follower. Saves time, 
work and money—speeds up filing and 
finding. 





BEAUTY, EFFICIENCY AND ECONOMY 
ARE COMBINED IN THIS WOOD FILE 


This modern Globe-Wernicke wood filing cabinet combines the dignity 
and charm of fine furniture with the best mechanicc: features desired in 
efficient filing equipment. All drawers operate on cradle type, ball bear- 
ing extension slides, which insure smooth, quiet, easy operation. Drawer 
bodies are made of steel, except front, with dustproof bottom. Finish— 
genuine oak, walnut or mahogany face veneer with bronze hardware. |m- 
provements in design and construction conserve valuable floor space. 

All G/W products are sold only by dealers. Write for catalogs, prices 
and information about how you can make money with this outstanding 
merchandise. 





Globe-Wernicke 


Ne 


Cincinnati, Ohio 
MAKERS OF OVER 4000 ITEMS NEEDED IN OFFICES 
teel and Wood Office Furniture, Filing Equipment, Bookcases, Partitions —Special Steel 


and Wood Equipment for Libraries, Schools and Public Buildings—Filing Supplies, 
Stationers’ Products; Storage and Visible Record | quipment and Steel Shelving. 
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PANAMA 
RIBBONS 





“So long as Napoleon 
had ribbons (to 
bestow as honors) he 


did not lack brave 





soldiers.”” 


One need not be a Napoleon to 
afford PANAMA Harmonizing 
Ribbons; but they have that same 
effect of arousing confidence and 


enthusiasm. 


Their clean-cut work 
honors your reader by 
complimenting his 
taste; suggests a busi- 
ness to be proud of; and 
fostersin him the loyalty 
we feel toward the things 


we like. 


MANIFOLD SUPPLIES COMPANY 


MANUFACTURERS OF 
PANAMA and BEAVER 
188 THIRD AVENUE, BROOKLYN, N. Y. 
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TWO UEF APPOINTMENTS 

Last month, Office Appliances announced the ap- 
pointment of W. H. Blaney as assistant to the sales 
manager of the typewriter division of the Underwood 
Elliott Fisher Company at New York. Mr. Blaney’s 
connection with the company started in 1916. He was 
then branch manager of the L. C. Smith office in Bir- 
mingham. He submitted his resignation to M. S. Eylar, 
then sales manager for L. C. Smith, and joined the 
Underwood at Cincinnati as a salesman in the book- 
keeping machine division under C. H. Prentice, now 
branch manager at Boston. Soon afterward, Mr. Pren- 
| tice was transferred to the Pittsburgh branch and Mr. 
Blaney followed, and after a few years there, was 





W. H. Blaney F. A. Knowles 


transferred to Birmingham as branch manager for the 
| Underwood Typewriter Company. He is now located 
| at 342 Madison avenue, New York, within easy hailing 
| distance from Mr. Eylar, from whose service he re- 
signed nineteen years ago, but is now back again under 
| the same direction. 

Mr. Blaney feels that life in New York will offer 
|}much of interest and profit. To his new work, Mr. 
|Blaney brings an experience gained during more than 
a score of years close association with the industry. He 
is a hard worker and an enthusiast in his business. 
He is a golfer of skill and enjoys sports having to do 
with rod, reel and gun. 

Frank A. Knowles 

When Mr. Blaney was asked to name his own suc- 
cessor at Birmingham, he unreservedly recommended 
Frank A. Knowles, a typewriter salesman of ten years’ 
experience. Mr. Knowles began his typewriter career 
as a cub salesman in a country territory in northern 
Alabama. He grew up rapidly and when there was an 
opening in the city territory, Mr. Knowles was trans- 
ferred. 

Mr. Knowles has moved into Mr. Blaney’s office with 
the assurance that he has the unqualified support of 
every member of the Birmingham organization. 

——————< p> 
CUSTOMS EXCHANGE BY COLOMBIA AND 
UNITED STATES 

A trade agreement was signed by Colombia and the 
United States affording reciprocal tariff advantages. 
The United States receives reduced customs duties on 
a number of the products of this field, including steel 
furniture, office appliances—including typewriters, cal- 
culating machines and cash registers—typewriter rib- 
bons, scales, safes, catalogues and a variety of other 
products. 

Reciprocal advantages are accorded to the products 
of Colombia. A full analysis of the agreement has been 
prepared, and can be obtained from the division of 
foreign tariffs or from district offices of the United 
States Bureau of Commerce.—(Commerce Reports) 
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PASSED AWAY? 


L. H. WALKER 

Lawrence H. Walker, director in charge of purchas- 
ing and assistant treasurer of The Shaw-Walker Com- 
pany, died from a heart attack, Wednesday, September 
19, in a hotel at Steubenville, Ohio. 

Mr. Walker was on a business trip for the company 
when the seizure overtook him. 
health for a considerable time although suffering oc- 
casionally from a heart ailment. 

Born in Alpena, Mich., March 29, 1883, Mr. Walker 
went to Muskegon twenty-nine years ago to become as- 
sociated with The Shaw-Walker Company. He entered 
the purchasing department of which he later became 
the head. He was a member of the Knights Templar 
and was an ardent sportsman, usually spending his 
vacations on fishing and hunting trips. 

Besides a widow and three children, Mr. Walker is 
survived by two brothers, L. C. Walker, president of 
The Shaw-Walker Company, and Harry C. Walker, of 
Chicago. 
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J. J. WALSH 


John J. Walsh, who has been connected with the 
Miller-Davis Company of Minneapolis for the last 
thirty-four years, died on Tuesday, October 1, at his 
home in Minneapolis. 

He was born in that city on March 1, 1867. In 1901 
he became affiliated with the Miller-Davis Company 
and was in charge of the bank supply department for 
many years. In his early life he learned bookbinding 


and printing, and when war was declared with Spain | 


in 1898, he was in charge of a bookbinding and print- 
ing plant at Stillwater, Minn. He served in that war 


as first lieutenant of Company K, thirteenth Minnesota | 


Volunteer Infantry and was in command of the com- 
pany after August 13, 1898. He received the nickname 
of “Peaceful Valley John” because nothing, even things 
that happened in the army, seemed to disturb his 
equanimity. He was not only esteemed by his com- 
rades but by all his co-workers in the Miller-Davis 
Company. 

His passing came as a great surprise and a shock to 
all his associates. He had been in fairly good health 
since he had a slight stroke about two years ago. On 
Sunday and Monday he felt somewhat indisposed and 
while talking with his son Tuesday morning in his 
usual cheerful mood, he gasped and expired. 

The funeral was held on Thursday, October 3, from 
his late residence, and he received a full military fun- 
eral at the grave side in St. Mary’s cemetery. 
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A. S. WHEELER 


Arthur S. Wheeler, proprietor of the General Type- 
writer Exchange, Inc., Hartford, Conn., died in the 
St. Francis hospital, Hartford, last September 15 from 
injuries suffered when he was struck down by an auto- 
mobile. 

Born in Clinton, N. Y., in 1869, Mr. Wheeler began 
his education in the schools of that city and later at- 
tended the Utica Business College, Utica, N. Y. In 
1888 he began his career in the office equipment field 
by taking a job with the Remington Typewriter Com- 
pany at Ilion, N. Y., to learn typewriter repairing. 

In 1892 he went to Boston for Remington and a few 
years later joined the staff of the F. S. Webster Com- 
pany where he was in charge of the typewriter depart- 
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Overnight ! 


He had been in good | 





- €EN-TR-KOTED 
CARBON PAPER 


has instantly earned nation- 


wide preference because of its 


many novel, appealing fea- 
tures plus durability and 
sharp-writing qualities. 


| 
| 
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PACIFIC CARBON 
ano RIBBON MFG. CO. 


J. FRANCIS O’CONNOR, President 


Head Office and Factory: 
1451 Harrison St., San Francisco, Calif. 
Chicago: 608 So. Dearborn St. 


Portland, Ore. Denver 


| Los Angeles 


| 
| 


Je SEND FOR HELPFUL BOOKLET 


Write Now for Your Copy of 
CARBON PAPER FACTS! 


This interesting booklet will help to increase your 


sales! 





Gives important information about manufac- 
| ture and use of carbon paper and typewriter ribbons. 


yours simply upon request! 
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866 


All pressed steel construction 
with guaranteed tempered rub- 
ber cushion springs of highest 
quality—perfect balance—noise- 
less—no lubrication required— 
ball bearing—easy adjustment 
for height and spring tension. 
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PATENTED 











865 


All pressed steel construction 
with new design of steel spring 
cushioned in rubber for silence 
—no lubrication required. 
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682 


All pressed steel construction— 
no castings—side bar adjustment 
—ball bearing—designed spe- 
cially for high grade chairs. 








Successful manufacturers of chair irons for 
years, serving many leading chair manufac- 
turers who have used our irons exclusively dur- 


ing this period. 


682 


PATENTED 








COLLIER-KEYWORTH CO., GARDNER, MASS., U. S. A. 
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ment and ribbon manufacturing division. Still later 
he served with the Victor Typewriter Company, the 
Hammond Typewriter Company and the Torsion Bal- 
ance Company of New Jersey. During his years with 
this concern he developed a specific gravity scale. 

Mr. Wheeler became head of the Hartford General 
Typewriter Exchange in August, 1928. Four years later 
the business was incorporated and given its present 
title. 

Mr. Wheeler is survived by a widow and a daughter 
whose husband, J. Anderson Morgan, is now managing 
the business. 

GEORGE C. WINNEBERGER 

George C. Winneberger, a retired manufacturer of 
office furniture, passed away October 14 at the age 
of eighty-two. Mr. Winneberger was educated at Phila- 
delphia, and later was sent to Cassel, Germany, to 
complete his education. On his return to the United 
States he joined his father in the office furniture busi- 
ness, which had been founded in 1864. 

Mr. Winneberger was a member of the Veteran An- 
glers’ club of Ocean City, N. J., and also at St. Peters- 
burg, Fla., where he made his winter home. He was 
active in Lutheran church circles both in Philadelphia 
and in St. Petersburg. 

Surviving are his widow, Augustine; Mrs. Frederick 
Dietz, a daughter, Champaign, IIll.; and three sons— 
Howard, Oklahoma City, Okla.; George L. and Oscar 
T. Winneberger, Philadelphia, Penna. 


MRS. ANNE FLAHERTY BUCK 

Mrs. Anne Flaherty Buck, wife of Glen Buck, passed 
away October 8, after an operation in an Evanston, II1., 
hospital. Some of the writings by Glen Buck have ap- 
peared in this journal. 

Mrs. Buck was born in Chicago fifty-eight years ago 
and had lived in Evanston most of the years of her 
married life, where she was long a participant in the 
social activities of the community. 

An accomplished vocalist but in later years, by occa- 
sional affection of the throat, deprived of the pleasure 
of entertaining her friends thereby, she maintained a 
musical atmosphere in her home, made delightful to 
all who had the privilege of its hospitality, by her 
gracious and charming personality. Her husband and 
a daughter, Mrs. Albert Rixon Hansen of Chicago, 
survive. 


GEORGE W. HALL 


George W. Hall, a well known stationer of Marysville, 
Calif., passed away unexpectedly September 17. He 
was seated before the radio in his home and succumbed 
without warning. He was seventy-four years of age, 
and had lived in Marysville forty-eight years. Mr. 
Hall was a native of Halifax, Nova Scotia. 

Mr. Hall was active in civic affairs, having served 
his city as a councilman and as mayor. His son, George 
W. Hall, was associated with him in the business, and 
will continue the stationery store.—SS 
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A. J. WEESE 


A. J. Weese, a typewriter man of long experience, 
passed away at St. Alphonsus hospital, Boise, Idaho, on 
the evening of August 1. His death was caused by 
ulcers and resulting peritonitis. He had been ill for 
about five weeks. Surviving him are two daughters 
Mrs. Eugene A. Grey of Boise, and Mrs. Joe A. Condit 
of Driggs, Idaho. 
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up TO 65% By THIS, 
SIMPLE NEW METHOD 
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YSTEM costs can now be 
reduced as much as 65% 
through improvements in the 
duplicating equipment upon 
which most systems depend. 


e 
Produces bright, sharp copies 
in perfect registration. 


Time consuming operations e 
and costly materials are elimin- Paper “masters” may be filed 
ated, speed increased two to 65 yd ed | Wa 
three times, and the whole and re-used later. 
process reduced to economical, 
efficient simplicity. @ 
Any portion easily blocked 


out—additions simply made. 


The New Process method has 
met the test of the most com- 


plicaced and exacting systems e 
in the country, readily adapt- 
ing itself to an endless variety Thespeed of rotary operation 


of special conditions. Hun- 
dreds upon hundreds of instal- 
from small concerns to 
corpora- 





lations, 
giant international 
tions provide ample proof that 
here actually is an opportunity 
to cut your system costs 10% 


Mail the Coupon 


for 


Further Information 


Handard 


NEW PROCESS DUPLICATOR 





to 65% ° 











DUPLICATING MACHINES DIVISION 
Standard Mailing Machines Co. 
Revere Boulevard, Everett, Mass. 


Please send me more complete information how the New Process 
method reduces system costs up to 65 % 


Title . 


| Name 
Company 


Address 
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To err, so they tell us, is human; 
To erase is divine, yes indeed! 
So when errors are made on paper or page 


ELLIPTIC’S the angel you need! 





Y ea, verily, ELLIPTIC outranks a host 


of angels in the joy it brings to eraser- 


users everywhere. 


Just when your customers need a good 
eraser most, Weldon Roberts Eraser No. 
121 ELLIPTIC will correct mistakes 
best. The reason? ELLIPTIC is the 
best all-around eraser on the market, 
with a multitude of uses in school, 
home, office, factory, art studio and 


drafting room. 


The specially compounded gray rubber 


of which Elliptic is made speedily 





sweeps away pen and pencil 









Oo s 
= y marks as well as blots, smears 
oo and smudges of all sorts. 
eee . 
= The novel ELLIPTIC shape | 
Lad makes this versatile eraser 
< 
w just as easy to hold as to use. 
- ~ 
3 Wide use betokens wide de- 
<< rPpe 
a = mand. Wide demand assures 
~~ z ’ 
: substantial turnover and 
2 profits. Get the idea? Get 
= ’ 
© the erasers: Remember the 
— number—121 ELLIPTIC! 
a 
aS WELDON ROBERTS 
i= RUBBER CO. 
= America’s Eraser Specialists 
r 4 NEWARK, N. J. 


Lorract mirstaker in any language 
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Mr. Weese started the Guarantee Typewriter Com- 
pany, now located at 707 Bannock street, Boise, fifteen 
years ago as a typewriter repair man. Gradually he 
worked up a good business and at the time of his death 
was state distributor of the Woodstock Typewriter 
Company. 

ilies : 
KAVANAUGH OPENS NEW STORE 

Leo Kavanaugh, proprietor of the Keystone Office 
Appliance Company, New Bedford, Mass., recently 
opened a new store at 255 Union street. 

The new establishment has two floors, one for com- 
mercial stationery and the other devoted to office 
equipment and furniture. The store has a spacious 
entrance and two large windows between which is a big 
electric sign of the latest model. 

Mr. Kavanaugh started the Keystone Company in 
1915 in a small way. Year by year, however, his busi- 


Vis @ YUE KAYSTONE © Qos 


MIMEOGRAPHS TYPEWRITERS ! LOOSE LEAF Lk. ADDING OFFICE 
ARD SUPPLIES ALL MAKES SYSTEMS @irniru MACHINES SUPPLIES 
; 


Keystone’s New Store.—Here is the new establishment of the 

Keystone Office Appliance Company which was opened by Leo 

Kavanaugh at 255 Union street, New Bedford, Mass. Upper 

shows display windows and big entrance and (lower) is an 
interior view of the modern store. 


ness expanded until at the present time he employs a 
staff of fourteen persons. In addition to the usual de- 
partments the firm maintains a service department 
for Mimeographs, adding machines and typewriters 
and serves a considerable portion of New England. 

The Keystone Company is the exclusive agent in its 
territory for the A. B. Dick Company, General Fire- 
proofing Company, Allen Wales adding machines, 
Standard ‘desks, L. C. Smith typewriters, Gunlocke 
chairs, Wilson-Jones Company loose leaf systems and 
various other appliances and supplies. 


QUALITY PARK ISSUES NEW CATALOGUE 

The Quality Park Envelope Company, St. Paul, Minn., 
has recently completed a new forty-page catalogue in 
a handsome three-color folder which is now ready for 
distribution to the trade. The book contains complete 
descriptions and many illustrations of the Quality Park 
lines, including desk files, folders, wallets and envelopes. 
The last two pages are devoted to dealer information. 
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aturally, if we did not consider 
LIBERTY BOXES good, we would 
not have used them all these years” 


. 80 writes a user of LIBERTY Boxes, one of the very first. vo ——_—_—_— 
has used LIBERTY Boxes continuously for 17 years. Thousands of 








—_ a _ 3 users—more than 61,000 leading banks and business firms use 
be : . LIBERTY Boxes—express themselves in the same way. LIBERTY 
Boxes are preferred only because LIBERTY Boxes are the best 


solution of the storage filing problem. 



































1S SS FACTS that attest 
tT "ANS «OCULIBERTY BOX superiority .. 


] They are QUALITY-BUILT boxes — only the very highest 


grade corrugated board and accessory materials are used. 





First in the field they have PATENTED ADVANTAGES — 
notably the semi-sealing feature which assures safety of 
records without tying or untying. 


ALL SIZES needed are available — 22 standard sizes for 
standard office and factory forms are carried in stock. 


LIBERTY Boxes mean storage filing ECONOMY—includ- 
ing low investment cost, full utilization of vault space and 
ease in handling records. 


In hundreds of competitive tests made by large firms they 
have been WINNERS — meeting every storage filing re- 
quirement successfully. 


ESTABLISHED 1918 


“eventeen years ago, LIBERTY Boxes began 


From a retail point of view, they assure REPEAT ORDERS. 
The satisfaction of users have made LIBERTY Boxes 
leaders. 


with the sale of two dozen boxes. Thousands 
of the bexes sold in the first vear are still in 
use, proving the serviceability of LIBERTY 


Boxes . . . and the economy. Many improve- 


LIBERTY Boxes are handled by ALL LEADING DEALERS. 


ments have been added during the years. = . P ° 
Asa merchandising line these boxes are admittedly superior. 


leday. LIBERTY Boxes have had built into 


them every storage filing service needed. 


LIBERTY Boxes are backed and produced by a stable 
company — assuring users of additional boxes (uniformity 
in storage filing) as needed. 


COonN CO fS 


Gist} Fall is here. Business begins its upclimb. Increased sales are possible. Let us help 
7 


you increase sales, Selling aids—advertising folders, salesmen’s helps, catalog and 
i pou APSIBLE 
Op no 
Race BS 


newspaper ads—are yours for the asking, free of charge. Write us your needs. 
BaNnKERS Box Company 
536-538 SOUTH CLARK STREET....CHICAGO, ILLINOIS 


Are you familiar with LIBERTY Permanent Binders and LIBERTY String Binders? Both these new lines are profit-makers. 
Let us lay our proposition before you. 
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ENGAGEMENTS 





COL. PELOUZE’S DAUGHTER IS BETROTHED 


Announcement of the engagement of their daughter, 
Medora, to Bruce Peter Adams, of Chicago, was re- 
cently made by Col. and Mrs. William Nelson Pelouze, 
of the Pelouze Manufacturing Company, 236 East Ohio 
street, Chicago. 

According to Col. Pelouze, Mr. Adams, who is the 
son of Mr. and Mrs. Bruce Edward Adams, pioneer 
Chicago family, has been a friend of the Pelouze family 





Miss Medora Pelouze 
as a Debutante in 
December Last. 


since childhood. Both Miss Pelouze and Mr. Adams are 
deeply sail-minded and have owned their own boats on 
Lake Michigan for many years. 

The young couple made their first public appearance 
since the engagement announcement amid the gaiety 
of the Harvest Home ball at the Lake Geneva Country 
Club, Saturday, September 28. With a crowd of friends 
they were dressed in costumes of the gay 90’s and were 
showered with felicitations. 

Miss Pelouze was educated at the University School 
for Girls and at Vassar college. Her fiance has been 
a member of a Chicago engineering office since he 
graduated from Northwestern university several years 
ago. 








WEDDINGS 


ENSINGER-THORNTON 


S. Hayes Ensinger of Remington Rand, Inc., was mar- 
ried on September 25 to Miss Edna Mae Thornton of 
Buffalo, N. Y. The ceremony was performed in Trinity 
Episcopal Church, Buffalo. The reception took place 
at Meadowbrook Country Club, and was attended by 
fifty guests. 

Mr. and Mrs. Ensinger went east on a motor trip, and 
will be at home after October 15 at 338 Elmwood ave- 
nue, Buffalo. 

Mr. Ensinger is better known to the trade as “Gus” 
Ensinger, advertising manager of Remington Rand. 
He is a man of high ideals and unusual ability in his 
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Complete Variety 
in the 


VAIL LINE 


of 


METAL 
PAPER FASTENERS 


Office supply dealers everywhere regard Vail 
as a dependable source of supply, both as to 
comprehensiveness of lines and quality of 
merchandise. Adequate stocks of all sizes of 
metal paper fasteners are kept constantly on 
hand for immediate shipment. And _ be- 
cause of the high standard of quality, with 
prices that appeal to your customers and 
allow you a satisfactory profit, you may 
safely trust Vail with your requirements. 


All Vail products are made from start to 
finish in our own modernly equipped plants. 
Efficient production methods, together with 
the use of best-grade materials, result in 
products that have established an_ inter- 
national reputation for high quality. Nat- 
urally they win and hold customers for you. 


PAPER CLIPS 
PINS 
BRASS FASTENERS 
STAPLES 
THUMB TACKS 


Write for illustrated price list 
covering our complete line 


VAIL 
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chosen field. He is a keen student of advertising and 

enjoys the respect and esteem of a wide circle. “Gus,” 
Says one of his admirers, “is O.K.” 
——— 

BLISS-BILLINGTON ES Ss 

Congratulations are in order to Clarence H. Billing- IT TO VAIL 

ton, popular manager at San Francisco, Calif., for the § — 


Manufacturing Company 
1752-58 E. 75th St. Chicago, Ill. 
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The HIGH POINT 


in office chair 
construction 






No. 6511 


that is basis 
of GREATER 
OFFICE CHAIR 
VALUE 





No. 6510 


Compare the superior value of HIGH POINT Office 
Chairs in regard to comfort, style, finish, construction 
and cost. Note particularly that the continuous, steam 
bent back posts are bolted to the seat and to the one- 
piece steam bent rail which circles under the back and 
sides of the seat from one front post to the other. The 
great strength, rigidity and clean cut appearance of this 
construction is a strong selling point. 

Popular price and excellent quality distinguish the Bank 
of England design pictured here. Together with many 
other office chair groups (including leather upholstered), 
posture chairs, tablet, kindergarten, bentwood, and folding 
chairs, stools, etc., it is shown in our catalog. 


High Point Bending 
& Chair Company 


SILER CITY NORTH CAROLINA 
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L. C. Smith & Corona Typewriters Inc. Miss Brenda 
Bliss, of Alameda, Calif., and Mr. Billington were mar- 
ried happily September 24. Miss Bliss has taken an 
important part in the American Waterworks Associa- 
tion for a number of years. Friends had anticipated 
the happy event, and some had visioned an elaborate 
church wedding. The couple, however, preferred a 
simple ceremony, and made a trip to Reno, and sur- 
prised family and friends by telephoning back that 
the wedding had taken place. 

Mr. and Mrs. Billington spent a vacation at Lake 
Tahoe before returning to San Francisco. Mr. Billing- 
ton is now back in his business. There were many 
congratulations, although many of their friends do be- 
lieve that they should have been given an opportunity 
to help celebrate the happy event.—SS. 

— 
“OFFICE MANAGEMENT” 

The Ronald Press Company of New York has issued 
a useful book on “Office Management” by George M. 
Darlington, A. M., assistant professor of accounting, 
University of Nebraska. The book, handsomely bound 
in cloth, contains two hundred three pages, and is 
priced at two dollars. It is of convenient size, and is 
printed in large type, easy to read. 

Some important chapters deal with the selection of 
office furniture and machinery; its standardization, 
and the operation of office machines. In addition to 
the subjects mentioned, there are divisions on Deter- 
minative Management; Executive Management or Set- 
ting Up the Office Machine, and Operating the Office 
Machine. There are twenty-two chapters, each of 
which is followed by a series of questions which the 
careful reader is supposed to answer as a means of fix- 
ing in mind the principles enunciated. 

The style of the book is concise and clear, and the 
volume presents the working fundamentals for setting 
up and conducting a smoothly running office organiz- 
ation. The author, who is a keen student of manage- 
ment as well as an experienced office manager, has put 
together clearly the latest conclusions on the subject 
with which he deals. He defines the problems of man- 
agement and presents the best accepted methods of 
solving them. Every point is of immediate practical 
use. 

The book is singularly complete in its coverage of all 
matters of office management. 

——— 
PITT CORPORATION ISSUES LOOSE LEAF 
CATALOGUE 


Dated October 1, but effective a week earlier, the Pitt 
Corporation of Kansas City, Mo., has issued to the trade 
its catalogue No. 10-5 of loose leaf books and forms. 
The book, of convenient coat pocket size, contains 
eighty-one pages exclusive of index and memorandum 
pages, and is bound in limp yellow covers with orna- 
mental design and lettering in black. 

This new catalogue is thumb-indexed for the sake of 
user convenience, and contains a complete showing of 
the Pitt Corporation’s lines, excellently printed and 
illustrated. 

The Pitt organization began production some months 
ago and the business of the corporation has shown a 
gratifying increase since its inception. 

a —<g—__—. 
SAWYER GOES TO SOUTH BEND FOR ROYAL 


Edwin D. Sawyer has recently been appointed man- 
ager of the South Bend, Ind., branch office of the Royal 
Typewriter Company, Inc., to succeed W. W. Pennels 
who was transferred to the Rochester, N. Y., branch. 
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and ‘*DOOR OPENERS” to Complete Installations 











_ 


WASTE BASKET—Rigid, fire- 
resistant, sanitary. Made of se- 
lected steel and ‘“‘quietized”’ with 
rubber bumpers. 








CARD DRAWER CABINET— 
May be had in single or double 
drawer units for cards 3x5, 4x6, 
5x8 and 6x9. 








“E-.Z" DESK TRAY—Built from 
heavy gauge selected furniture 
steel. Finger and hand holes and 
brass label holders on both ends. 
“Quietized”’ with rubber. 











at 
peeeer a ih 





SECTIONAL BOOKCASE—Se- 
curity Steel Sectional Book- 
cases’ double wall construction 
gives a maximum of strength, 
rigidity and dust-proofness. 











AVENEL STORAGE CABI- 
NET—The Avenel line of stor- 
age cabinets eliminates “office 
clutter’ at a minimum of cost. 





AVENEL WARDROBE CABI- 
NET — Welded .construction, 
grooved locks, reinforced doors. 
Yet startlingly inexpensive. 














sagging. With or without roller 


TRANSFER CASE—Reinforced 
for the utmost of strength. No 
bearings. 











COSTUMER — Beautiful, firm 
and practical. Made of heavy 
gauge steel. Solid bronze coat 
and hat hooks. 


9 











NON-SUSPENSION 
FILE—inexpensive file costing 
less than used equipment. 
Heavily reinforced. Satin brass 
finish hardware. 


LETTER 























These nine items make ideal “door openers’ to get new customers. oe get you 


into organizations which you have not been able to “crack.” And you 


"getting in" is half the battle in equipment merchandising. 
Security makes the above items in a complete range of sizes. 
in green or walnut or mahogany grained finishes. Write for a catalogue. 


THE SECURITY LINE 


Filing Cabinets, Storage Cabinets, Bookcases, Transfer Cases, Waste 


Baskets, Desks, Shelving, Trays, Tables, etc. 


now that 


They are available 


Planned equipment built 


to specifications for banks, courthouses and other public institutions. 


J 
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ARE BEING SOLD THE Advantages OF MAK-UR-OWN 





pe can’t name another 
‘ item in your store that 
” Ay 2 | equals coverage like this! 
Ney National advertising on 
Mak-ur-own A//-Transparent 


Tabs is making its appeal to customers in 


\ 
| 


Index 
every walk of life and in every phase of business— 
and that’s your market. For there's not a person a-going 
who isn't a prospect for Mak-ur-own. % Victor's Mak-ur- 
own advertising DOES NOT STOP by simply telling 
about the advantages of this versatile and modern 
short-cut to orderly records. It’s advertising with a 
hook! and GETS PROSPECTS’ NAMES, 
then turns them over to dealers who are behind 
Mak-ur-own. * Are YOU in this PROFIT-BUILDING 


set-up? You can reinforce our coast-to-coast appeal 


It goes out 


to customers by displaying Mak-ur-own prominently 
on the counter...and by having your salesmen 
CARRY a few strips of Mak-ur-own on every call. 

and DEMONSTRATE its advantages and economy 
REMEMBER: there’s a big profit and 


repeat sales for you in Mak-ur-own All-Transparent 


to everybody. 


Index Tabs—yet they 
cost the consumer no 
more than ordinary 
skirt cellu- 
. Write 
for sample and full 
The 
Victor Safe & Equip- 
North 
N. Y. 


linen 


loided tabs. . 


information. 


ment Co., Inc., 


Tonawanda. 











100% 


RAND MAK-UR-OWN 44 Tecnsperenc | 
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NEW ENGLAND TRAVELERS NOTES 
Leo Burt, Walter Dolliver and Arthur King are all 
home again after attending the National Stationers 
convention in Kansas City last month. All the boys 
are waiting anxiously for the trio to find time to tell 
what went on in “The Heart of America.” 


* * * 


Plimpton’s, of 252 Pearl street, Hartford, Conn., has 
opened a new store at 987 Farmington avenue, West 
Hartford, under the direction of Miss Julia A. Reilly 
and Joseph J. Mantak. A complete line of office equip- 
ment, filing supplies, loose leaf devices and steno- 
graphic supplies are offered in the commercial depart- 
ment. 

* > * 

Mr. and Mrs. Peter P. Coluci, of Arlington, Mass., 
recently announced the engagement of their daughter, 
Dorothy Louise, to John J. O’Connor, Boston, Mass. 
Miss Coluci is secretary to Frank J. Horie, Boorum & 
Pease Company and has been connected with the firm 
for a number of years. 

* * * 

Bill Keppie, ace salesman of the Berkshire line of 
typewriter papers and one of the acknowledged aces 
of Travelers golfers, succeeded in breaking a bone in 
his foot with a golf club while on the links some time 
ago. Bill’s 1936-model open-work shoe has evoked 
many sclicitous inquiries and the Travelers Club is now 
thinking of publishing his alibis in a new edition com- 
peting with the thousand-and-one Arabian Nights. 


* * * 


Joe Murphy, sales promotion and advertising direc- 
tor of Ward’s, is now running for City Councilor of 
Cambridge in Ward Nine. The Travelers unite in wish- 
ing him the best of success in the coming election. 


* * * 


Have you seen the new arrangement of Bradley & 
Scoville’s store in New Haven? It’s up-to-the-minute 
in customer comfort and eye appeal. Another clever 
window is that of the Frank Fargo store in Bridgeport. 
Food for thought for other stationers: The window 
carries nothing but items which draftsmen use. 


* * * 


Bert Mulford, Kilbourn Bros., is proudly exhibiting a 
photo these days showing his wonderful catch of blue- 
fish and his record-breaking, twenty-eight inch pick- 
erel. 

” * * 

The big stationers Christmas party which is to be 
held in the Parker House some time in December is 
coming along nicely. The committee, composed of 
Mike Rousseau, Benny Willender and Joe Murphy, has 
arranged many unique entertainment features and 
promises a good time for everyone. 


* * * 


Fred Emerson, well-known stationer of Boston, is 
moving his business to new quarters at 125 Summer 
street where he has found much-needed additional 
space. 

Hold everything, golfers! And look well to your 
laurels. Walter Nichols has announced throughout the 
whole New England territory that he has recently pur- 
chased a new set of clubs with the avowed intention 
of getting into the 130 class along with Ted Hargen 
and Art Shearman. 

* * * 

Briefs from here and there: William D. Paine, of 

Brookline, has painted his store and installed a new 








THE X-RAY LINE 


Machine Bookkeeping 
Equipment Reduces 
Operating Expense 


The illustration shows only one of our popular 
outfits—posting tray, wheel base and filing cabi- 
net combined in one sturdily built, convenient 
unit. Made for sheets or cards of any size, 
and furnished in any desired capacity to meet 
the individual requirements of the user. 





Combination 
Outfit No. 12-L 
Furnished With 
or Without 

Hood and Lock 


Selection of the Right Equipment for each 
purpose insures efficiency in operation. 
Ready made stock size posting trays are not adaptable 


to all requirements. For efficient operation, the right 
equipment must be furnished on each installation. 


We manufacture posting trays of several types, each 
type designed to meet certain requirements. Our many 
years experience in the production and installation of 
mechanical bookkeeping systems, enables us to recom- 


mend the best equipment for each and every purpose. 
THERE’S A RIGHT KIND FOR EVERY USE 


Users of mechanical accounting systems will appre- 
ciate your effort to supply their needs with satisfac- 
tory equipment. Let us cooperate with you in furnish- 
ing the right equipment for each customer. 


Write for Folder No. 552 and Dealers Price List 


LEFEBURE CORPORATION 


Originators and Manufacturers 


CEDAR RAPIDS, IOWA, U.S. A. 
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The Intricacies of INKING 





WHO KNOWS... Im 
WHO CARES... aaa 
WHO CONTROLS Bay 






0). LLY through an unusual combination of conditions can uniform inking of typewriter ribbons be 


virtually assured. And few firms in the industry possess resources which make these conditions possible. 


Trained operators whose long experience has taught them to KNOW the intricacies of inking, are not 
plentiful. Scarcer still are those who are well paid and craft-conscious—who CARE for their work with 


the pride of old-time guildsmen. 


Actually exclusive is the mechanical CONTROL by which special inking machines, made in 
Columbia's own shops, guide the hands of these skilled operators, assuring inconceivable accuracy and 
uniformity in the application of the ink to any type of ribbon required. On two color ribbons (red and 


black) the hairline precision attained by these machines is almost incredible. 


Discriminating buyers are quick to see the superior “difference” between Columbia Ribbons and 
all others. Dealers everywhere have used this outstanding Columbia advantage to put their Ribbon 
and Carbon Departments on a new basis that steadily builds volume, turnover and 


profits. Let us show you how it can be done. 


COLUMBIA RIBBON & CARBON MFG. CO... INC. 
Main Office and Factory, Glen Cove, L. I., N. Y. 


Export Department: 303-315 Kast 4th S/.. Vew York Cily 


COLUMBIA 





TYPEWRITER RIBBONS & CARBON PAPERS 
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electric sign. . . . The Sullivan Office Supply Company 
has revamped its store to make additional space for 
stock. .. . Malcolm Dresser recently suffered a frac- 
tured cheek bone when he collided with another player 
during a baseball game Ernest Rines, Roberts 
Office Supply Company, is now located in Bangor 
where he will represent his company. ... Ken Page 
was chased by a bear at Jackman, Maine. ... Max 
Gottlieb who recently sold his store to the Broadway 
Stationery Company, Boston, has bought it back again. 

. He will do business under the name of the Sta- 
tioners Clearing House. ... Pat McAuliffe, McAuliffe 
Paper Company, Burlington, Vt., attended the Gift 
Show held at the Parker House recently, as did Mr. 
and Mrs. Cheyne, Green Mountain Stationery Com- 
pany, Barre, Vt. .. . Ed. Knapp has bought a lake in 
Maine. ... Johnson’s book store recently devoted a 
window of its Springfield store to the exhibition of 
some of the strange relics picked up by Captain Irving 
Johnson during his last round-the-world trip in the 
schooner “Yankee.” 

+ oo = 

Herb Robb and George Kerr, Providence Paper Com- 
pany were seen at the double-header game at Braves 
field. We're glad to see Herb on the job again after 
his long illness. 

* a + 

The above news items were gleaned from the N. E. T. 
Club News, official organ of the New England Travelers 
Club. 

siti 

COMMERCIAL FURNITURE WEEK IDEA GROWS 

Several firms have shown a growing interest in the 
proposed plan to hold a “Commercial Furniture Week” 
as a means of advertising the many important lines 
of this industry, according to a recent report of W. J. 
Shay, secretary of the Furniture Dealers Club of Chi- 
cago. 

According to Mr. Shay, who may be reached at the 
Peerless Office Furniture Company, 166 West Lake 
street, Chicago, the plan would involve the stimulation 
of sales of both new and used office furniture in much 
the same manner as similar sales of home furnishings 
are boosted from time to time. 

The plan would also include the building of a na- 
tional organization on the various isolated local asso- 
ciations throughout the country so that a concerted 
plan of action can be laid to bring commercial furni- 
ture to the attention of the public. Mr. Shay would 
like expressions of opinion concerning the project from 
other office furniture dealer organizations. 

AUTOPOINT’S PENNANT DRIVE “CLICKS” 

Increased sales in many sections of the country have 
resulted from the recently-inaugurated “4P Pennant 
Premium Plan” of the Autopoint Company, 1801 Foster 
avenue, Chicago. 

As part of the sales plan pennants of sixty prominent 
colleges throughout the country, handsomely repro- 
duced in color, are supplied Autopoint dealers at the 
price of four cents per set of ten, the sets being given 
to purchasers of an Autopoint or Realite pencil. 

A brilliantly-colored advertising display is also fur- 
nished dealers as a part of the plan. It consists of large 
pennants, a prominent window display card and a large 
color poster emphasizing the free pennants. 

The Autopoint Company has made a selection of 
pencils in conjunction with the plan, the set being the 
4P assortment, consisting of the Nos. 90B and new 92B 
Realite, and oversize Autopoints Nos. 48 and S-76, with 
leads and erasers. 
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The ‘*Vertex’’? Expanding File 
Pocket made by BUSHNELL 
still leads in quality and cus- 
tomer acceptance. The public 
really WANTS quality mer- 
chandise of established stand- 
ards. Stationers handling 
**Vertex’’? Pockets, as well as 


BUSHNELL ENVELOPES en- 


joy more sales and better 


profits. 


Details and competitive 
prices on request. 


925 Filbert Street 
PHILADELPHIA 





Alvah Bushnell Company 














THIS NOISELESS 


brings you 


STEADY PROFITS 


bee 


Re .’ 
EMiIngton Noisete 
D se 


PREMIER REBUILT 





The Premier Factory Rebuilt Is the Only, Gen- 
uine, Dealer Factory Rebuilt Remington Noise- 
less Typewriter. 

Here is your opportunity to give the public what 
it wants and needs. Anti-noise campaigns the 
country over are reflected in the sweeping de- 


And 


the Premier gives matchless Noiseless perform- 


mand for a genuine Noiseless at low cost. 
ance at attractive savings and steady profits for 


you. 


The Premier Rebuilt Noiseless is a beauty in looks 
and performance. It is the result of the most 
complete, thorough and rigid rebuilding process 
in the industry. It is a fast-moving, profit mak- 
ing machine. Get your share of Premier Rebuilt 


sales. Act now! 


Send the coupon today! 














rHIS OFFER APPLIES ONLY IN THE UNITED STATES 


AMERICAN WRITING MACHINE COMPANY 
374 Broadway, NEW YORK CITY 


| want to share in the steady profits produced by the Premier 
Factory Rebuilt Noiseless. Send me details and prices at once. 


Name 
Street 


uty 
AOA 
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PACIFIC NORTHWEST NOTES 


Football is the predominant motif in Fall business 
for many a business house. It is promoting consider- 
able new interest in the University Mimeo & Typewriter 
Company at 4318 University Way, Seattle, Wash. Con- 
comitant with the ushering in of the new Fall football 
season, when many business houses find it expedient 
to print fall football schedules and give away complete 
college football programs, the typewriter company in- 





And with this 
in mind the University Mimeo & Typewriter Company rigged 
up the ingenious scoreboard shown here outside their Seattle 
It worked for all the World Series games and attracted 
It will be used for football games, too. 


College Boys Must Have Their Baseball Scores. 


store. 
huge crowds. 


stalled a large electric football board, where every stage 
of the game may be witnessed by spectators saving $5 
for a pair of fifty yard-line seats. 


> * * 


An unique Fall opening was staged by the Astoria, 


| Ore., Stationery Company by its participation and gifts 


in the Soap-Box Derby of local youngsters. The Junior 
Chamber of Commerce sponsored the interesting event, 
with a large number of youngsters making their own 
racers for the thrilling race of soap-boxes downhill. 
Later the racers went to the Astoria Stationery Com- 
pany for its gift of notebooks to the winners. 

* * * 

Following extensive alterations, The Desk Exchange 
moved to its fine new location on the second floor of 
the Collins Building, at Second and James, Seattle, 
Wash. This new upstairs location, where 9,000 square 
feet of floor space have been utilized for a wide array 
of desks and other office equipment and furniture, 
marks the latest milestone of progress of the well- 
known Seattle firm which is headed by Arthur M. 
Hansen. 

For many months the improvements to the Collins 
Building have been under way. A new James Street 
entrance that leads to the office furniture display has 
been created, which offers greater facility for merchan- 
dising on the new second floor daylight location, where 
a long term lease has been signed by the office furni- 
ture house. 

. > > 

A fine new typewriter and business machine store 
has been newly established at Chehalis, Wash., by Roy 
W. Short, proprietor, who was for the past three years 
in charge of both sales and service of typewriters and 
adding machines of the Gabel & Gabel store. He has 
now struck out for himself with the beautiful new store 
just opened at 1116 Boisfort st., in the West Washing- 
ton community. Complete lines of typewriters, plus 
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It’s New!...and It’s NEWS! 
BILL-O-TYPE 


The first basically new type- LS — 
writer-bookkeeping machine in ont 0.0 <oaromemnan 

the last quarter of a century... i 
the only complete multiple- e} eee . fool 


register bookkeeping machine 
with a selection of standard 
typewriters for its writing head 


















Retaile.s, wholesalers, manufacturers, 
banks, garages, breweries, mills—every size 
and every type of business should welcome 
Bill-O-Type because only in Bill-O-Type 
will they find all the following advantages: 


@A Complete All-Purpose Bookkeeping 
Machine that any ordinary typist can operate. 
Available with one, two or three crossfooters. 
Also provide vertical proof accumulations. 


@ Automatic Throughout. Automatic control 
of accumulator selection. Automatic addition or 
subtraction in any register. Automatic color 
selection. Simultaneous addition or sub- 
traction. 


@Greater Flexibility. Direct subtraction, 
automatically or manually controlled in each ac- 
cumulator. Regular 10-point or odd-type spac- 
ing. Any standard make or model typewriter for 








th iting head. 
le es san NATIONAL ADVERTISING 
@Greater Simplicity. The operator merely Advertising in such powerful na- 
writes on her favorite typewriter keyboard tional magazines as The Saturday 


Bill-O-Type, by means of its Automatic Control, 


' as é‘ 
does the thinking. Evening Post, Collier’s, Time, 


Nation’s Business and Business 

@More Economical. Bill-O-Type does work Week is but one phase of the sound 
equal and in many cas ior to other t - . 

q oe ee ee ee co-operative program to be used as 


writer bookkeeping machines, yet sells for ‘ ; 
one-third to one-half the price of competitive a means of presenting Bill-O-Type 


equipment, resulting in proportionate savings to thousands of potential buyers. 
in depreciation and maintenance. 





BILL-O-TYPE 


without its writing : DISTRIBUTORS AND DEALERS 


head. A single lever 


connects or dis- - : : - r 
connects the com- Bookkeeping machine men and others qualified to judge, who have , 


puting functions seen Bill-O-Type in operation, declare that this machine should | 
be one of the greatest profit-makers in the office equipment | 
field. If you feel that you can qualify as a Bill-O-Type Dis- 
tributor or Dealer, write us in confidence about yourself and the 
territory in which you are interested. Some franchises have been 
allotted and numerous requests for others are at hand for con- 
sideration. Prompt action on your part may unfold for you an 
opportunity which we confidently believe will not be equalled 
again during your lifetime. 


BILL-O-TYPE CORPORATION 


Dept. OA-1 Bank of Commerce Building 
Broadway and Olive :: ST. LOUIS, MO. 
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IMPROVED BUSINESS 
INCREASES THE DEMAND FOR 


BETTER RECORDS 


With vastly better business conditions there will 
be a better market for new record keeping equip- 
ment. Out of date, inadequate systems will be 
replaced with modern efficient methods. The 
Cesco Line with its many new items puts the 
dealer in a position to offer the very latest in 
Here are a few out- 





modern business systems. 


standing items: 


Pay Roll Records for new Social 
Security Act 
Every employer must revise his Pay Roll 


Accounting to conform to the government 
requirements. We have developed a series 
of stock forms and have prepared an infor- 
mative booklet on the subject. The poten- 
tial market for these forms is unlimited. 


Visible Record Books with Automatic 
Shift 

Visible Books have come to be recognized as 
one of the outstanding achievements of pres- 
ent day record keeping. The market is a 
constantly expanding one. With the new 
automatic shift binder we offer a range of 
visible equipment unapproached by any 
manu facturer. 





Equipment 


A new line of Binders, Forms and Trays 
that represent the utmost in operating effi- 
ciency. Our new “Gravity” Type Binder 
works automatically—no keys or cranks to 
turn. Forms are carried in stock for all the 
recognized bookkeeping machines. 


| New Improved Posting Machine 


Exclusive Agencies Available 

















Progressive, established dealers are invited to 
correspond with us regarding an Agency ar- 
rangement. Complete Catalog and full infor- 


mation on request. 











THE C. E. SHEPPARD CO. 


Iwenty-First Street 


YORK 


$429 
AND CITY, NEW 


1401 
LONG ISI 
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wit 
adding machines, high grade office equipment and all 
makes of portable typewriters have been stocked. Mr. 
Short, moreover, has also set-up an expert repair serv- 
ice for such machines, and will extend his new enter- 
prise throughout the Chehalis trading area 
* > a 

The Portland Water Bureau, Portland, Ore., of which 
Ben S. Morrow is general manager, is going to secure 
two electric billing machines in a business-machine 
modernization of its office. It is claimed that the Port- 
land utility is about the only one left in the country 
using the old script method of sending out bills. The 
council has passed an ordinance for two new machines 
at $2,000 and bids are to be received. 

> * * 

Carrying forward his new typewriter tutelage under 
the Carnegie Grant, and use of his new re-arranged 
typewriter keyboard, Dr. August Dvorak launched a new 
series of classes in typewriting at the University of 
Washington this Fall. A record-breaking attendance 
of 9,500 collegians and co-eds registered for various 
studies at the big “U” this Fall, and the typing classes 
are also large. 

Adolph Paul Norgaard, thirty-six-year-old office 
equipment salesman, of Seattle, Wash., died last month 
in San Bernardino, Calif., but funeral services were held 
at Seattle, where his widow and a brother reside. Born 
in Fargo, N. D., he graduated from the University of 
North Dakota and during the World War served in the 
army training corps there. He came to Seattle in 1923, 
and since that time has been engaged in the distribu- 
tion of office supplies as a salesman, at Seattle and in 
California. 


. * > 


Better business machines and more complicated cash 
registers and adding machinery have been required in 
the state of Washington since the advent of the sales 
tax this summer. Since so many items are exempt in 
the retail stores, especially the grocery stores, business 
machines capable of tallying a column of tax-exempt. 
and a column of non-exempt items, then adding them 
together and computing the pennies and tokens re- 
quired, have been in demand. It has been necessary 
to provide new, as well as augmented machines, with 
additional devices, to take care of the collection of the 
new two per cent sales tax on practically all retail 
items sold in all the stores. So business houses have 
sported the latest in sales-tax computing machines 
which have kept pace with progress in general taxa- 
tion and the general upturn in business this Fall. 

B * > 

A souvenir booklet of the Grand Coulee dam, being 
built about ninety miles from Spokane, Wash., has been 
completed by Shaw & Borden Company, stationers, 
office outfitters and printers, in the Inland Empire cap- 
ital. Pictorial views as well as facts and figures make 
the souvenir booklet most interesting —CML 

SEVEN DOUGHTY NIMRODS RAID DUCKS 


Four Chicago office equipment men and three friends 
recently forsook their offices, grabbed their shotguns 
and went to Browning, Ill., where they made life miser- 
able for a large quantity of ducks who didn’t know any 
better than to be around. 

The four huntsmen were Elmer Young, Young Office 
Equipment Company; his office manager, John Gro- 
back; Art Ames, president of the Ames Supply Com- 
pany, and Art Froehlich, Reliable Typewriter & Adding 
Machine Corporation. Each of the seven men brought 
home the limit allowed by law. 
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ss SHEAFFER'S 


READERS BEFORE CHRISTMAS 
AND MORE MILLIONS 
OF RADIO LISTENERS 


Check Your Sheaffer Stock Today. 
Be Prepared for the Wonderful Sheaffer 
Christmas This Will Be. 


The largest, most effective color 
advertising campaign for fountain pens 
in 1935 reaching over 100,000,000 


people— 58 full-color pages, back covers 
and second covers in magazines and 
newspapers, besides blanketing the 


United States with black and white ads 
in newspapers, plus Radio, Coast to 
Coast, every week day, running from 
middle of November to Christmas! An 
advertising landslide. Wire or write to- 
day to Sheaffer’s, Fort Madison, lowa, 
New York—Chicago— San Francisco. 
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UPTURN IN 
STATIONERY 











SALES OF 
OFFICE STAPLING MACHINES 





IN THE UNITED STATES PERFECT product and the right marketing 
policy have been largely responsible for the 
1930 1935 results depicted on this page. 


Through Stationers Through Stationers 


When we set out to produce a new type of stapling 

0 machines, we realized that there was only one sure 

way of exploiting the large potential market for 

25) 0 modern stapling equipment, namely, through the 
established trade channels. Consequently, we 

developed machines that could be sold by sta- 

Direct to Consumers () tioners and office equipment dealers, who ordi- 


narily do not have any mechanical training or 
experience and who have no facilities for repairing 
mechanical devices. 


0 Direct to Consumers It is almost needless to add that stapling machines 
which are cut out for a non-mechanical dealer and 
0) which require no service, are also most in demand 
0 15/ by the equally non-mechanical users. 
0 


_ ACE FASTENER CORPORATION 
3415 N. Ashland Ave. Chicago, Ill. 





















3-Year 
Guarantee 
$3.00 


Guarantee 


$4.00 





PRICES APPLY EAST OF THE ROCKIES 


we AC STAPLING 








MACHINES 


THE WORLDS BEST STAPLING MACHINES 
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LICENSING FEE ON FINANCING CHARGE 
IN INDIANA 


The office equipment trade in Indiana has discovered 
with some dismay that the last legislature passed a 
couple of bills relating to installment purchases. One 
bill affecting conditional sale contracts is modeled 
after the Uniform Conditional Sales Act in force in 
several other states. This is not so important, except 
that it provides for a lot of things on the part of the 
seller that has not been common practice in Indiana. 

The other bill, however, is one which is new and 
fixes a $100 license fee on all who add a financing 
charge over and above the regular rate of interest. 
This bill ostensibly was introduced to curb some of the 
activities of regular financing companies, but now it is 
discovered it applies to all members of the trade who 
handle their own paper, and add a financing charge. 
This act is enforced by the newly created Board of 
Financial Institutions and apparently has caused some 
comment in other states because the board is getting 
requests from lawmakers in many other sections for 
copies of the bill. 

In this bill every installment sale shall include in 
writing: The cash price of the merchandise; the 
amount in cash of the down payment, whether made 
in money or merchandise or both; the unpaid balance 
of the cash price; the cost of insurance to the retail 
buyer or the seller; the principal balance owed, being 
the sum of the unpaid balance and the cost of insur- 
ance; the amount of the finance charge; the time bal- 
ance to include the number of installments and the 
amount and date of each payment necessary. 

In case the seller purchases insurance, he must, 
within twenty-five days, provide the buyer with the 
policy or a certificate describing the protection, the 
kind and amount thereof. 

Finance charges must not be more than those au- 
thorized by the department of financial institutions. 
No seller may assign or sell his contract to any person 
other than a licensee under the act. 

Applications for licenses shall contain: The name 
and address of the principal office of applicant and the 
addresses of each branch; the trade name, if any, of 
the business, whether a co-partnership or corporation, 
and the name of every partner or of each corporation 
official or director; the total authorized investment 
used or to be used in the business; a statement of the 
total amount of business done during the last fiscal 
year. 

Every licensee shall report on or before March 15 
each year giving information regarding his business. 
The state department has power to examine the books, 
and to fix costs for such examination if deemed neces- 
Sary. 

In addition to having its license revoked, a penalty 
is fixed which says, “Any person who wilfully violates 
any of the provisions of this act, or the rules and reg- 
ulations promulgated by the department under the 
authority hereof or any person who wilfully in any re- 
port or account filed in pursuance of any provision of 
this act or rule or regulation of the department makes 
any untrue statement of a material fact or omits to 
state any material fact necessary to give the depart- 
ment information lawfully required by it, shall upon 
conviction, be fined not more than $1,000 or imprisoned 
not more than one year or both.” 

Under the conditional sales act, which went into 
effect at the same time, installment contracts need not 
be acknowledged, but the original or a copy must be 
filed with the county recorder in order to make them 
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STATIONERS SHOULD STOCK 
THESE FAST MOVING ITEMS 


Stock up on fast moving profitable items that sell the 


year around. Be prepared to supply the increasing de- 
Write 


mand for office supplies and stationers’ goods. 
for our free catalog and dealers’ prices. 


TRANSFER CASES 


Many offices will soon transfer 
correspondence and records. Be 
candy with an adequate stock of 
G/W storage cases and supplies 
which are available in a variety of 
sizes and prices to meet your cus- 
tomers’ requirements. 





STEEL WASTE BASKETS 


Attractive steel waste basket . . . easy to 
keep clean... sanitary. Green, oak, 
walnut and mahogany finishes . . . with or 
without legs. 








EVERYDAY FILES 


Made in nine styles—indexed alpha- 
betically; days of week, days of month, 
etc. Also with metal tabs for removable 
insert. Standard and legal sizes. 


Be 





CARD INDEX CASES 


With or without hinged covers for 3 x 5,4 x6 
and 5 x 8 cards. Wood filler in front prevents 
tabs of guides being mutilated. 





CLIP BOARDS 


Striped wood or tar board clip has 
powerful spring for holding papers. 
Note, letter, cap and waybill sizes. 





Check Your Stock Against this List 


Bankers Note Cases File Boxes 


Box Files Filing Shelves 
Boards and Arches Legal Blank Cases 
Clip Boards Manila Envelopes 


Nearleather Envelopes 
and Folders 
Perforators 
Pigeon Hole Cases 
Stationers’ Shelf Boxes 
Steel Waste Baskets 
Steelguard Files 
Storage Cases 
Swinging Desk Shelf 
Transfer Cases 
Utility Index Tabs 


Columbia Binding Cases 
Compressor Coversand Indexes 
Check File Cases 

Card Index Cabinets 
Correspondence Distributors 
Deposit Ticket Files 

Desk Stationery Cabinets 
Desk Tray Files 

Desk Trays, Steel and Wood 
Desk Drawer Trays 
Document File Cases 
Everyday Files 


Globe-Wernicke 


Cincinnati, Ohix 




















SPX FoLDERS ONE 
NEW METAL. TABS! 


. 


Acco takes pride in presenting— 
six folders in one! Made with the same 
highest quality red or grey pressboard for 
which Acco has long been noted. Either 
an expansion folder or instantly convertible 
into the binder type by inserting our type 
| “L"" fastener in either of five positions. Ask 
| for the multi-file folder. 


Durable black metal tabs, which 
will add strength and utility to filing equip- 
ment. Made, of course, in any position de- 
sired on folder and is a part of our present 


| ADL—AFL—AGL—AD— AFand AG 


line, as well as the multi-file folder. | 
. 
ACCO PRODUCTS, INC. | 


| 
LONG ISLAND CITY, N. Y. | 








CANADA 


| Acco Canadien Co., Ltd. 
| 454 King St., West 

Toronto 
| 
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valid against third parties. Conditional sales contracts 
will be valid for three years and may be extended for 
one year additional periods by filing notice thirty days 
in advance. 

Merchandise may be repossessed only by legal proc- 
ess unless the buyer returns it voluntarily. The seller 
must give ten days’ notice of his intention to repossess. 
The risk of injury or loss is assumed by the buyer. 

If the buyer maliciously secretes or injures mer- 
chandise, he shall be imprisoned not more than one 
year or fined not more than $500 or both. 

The buyer, in case merchandise has been repossessed, 
must be given ten days in which to reclaim the mer- 
chandise. 

If the buyer does not redeem the goods within ten 
days and has paid at least fifty per cent of the pur- 
chase price at the time of retaking, the seller must sell 
them at public auction in the state where they were 
repossessed. The sale must not be more than thirty 
days after repossession. Written notice of the sale 
must be given the buyer. 

If the buyer has not paid at least fifty per cent of 
the purchase price at the time of retaking, the seller 
shall not be under a duty to resell unless the buyer 
serves on him, within ten days, a written notice de- 
manding a resale within thirty days after the service. 
The seller may voluntarily resell the goods for account 
of the buyer on compliance with the same require- 
ments. 

Proceeds of the sale shall be applied to the payment 
of the expenses thereof; to the payment of expenses of 
retaking, keeping and storing the goods; to the satis- 
faction of the balance due under the contract. Any 
sum after the satisfaction of such claims shall be paid 
to the buyer. 

Neither of the two acts has any bearing on any con- 
tracts made before July 1 of this year, but no mer- 
chandise shall be purchased on a previous contract and 
added to that contract after July 1. All merchandise 
purchased subsequent to that date must be subject to 
new contracts entirely and therefore subject to the new 


regulations.—EB 


ATLANTA NEWS NOTES 


In order to take care of its rapidly expanding busi- 
ness, the Durrett Typewriter Company has moved from 
the location which it has occupied for the past several 
years at 66 Plaza Way into new and larger quarters at 
62 Plaza Way, at the corner of Plaza Way and Pryor 
Street. 


> . * 


The Horne Desk and Fixture Company, well-known 
Atlanta office outfitting concern, has purchased the re- 
maining stock of the McLeod Office Furniture Company, 
of Laurel, Miss., consisting of some ten carloads of desks 
and chairs. The firm has been in the course of liquida- 
tion for some weeks. The stock will be brought to the 
warehouse of the Horne Desk and Fixture Company in 
Atlanta, it is understood, and offered to customers of 
the firm at a considerable saving in retail prices. 


* * + 


A discussion of a proposed Fair Trade Bill for Georgia 
and a visit to the Pine Pulp and Paper Experimental 
Laboratory, under the direction of Dr. Charles H. Herty, 
were features of a quarterly meeting of the Georgia 
Stationers’ Association, held in Savannah, Ga., on Fri- 
day, October 18. R. H. Coleman presided over the meet- 
ing, which was held at the Hotel DeSoto and which 
lasted all day. The Fair Trade Bill and other matters 
of interest to the stationers and office outfitters of the 








NOVEMBER 


Fortified with a fea- 
ture so outstanding as 
the new Aristocrat 
platen, the new 
Amesco line of rib- 
bons and carbon 
paper introduces a 
new “high” in prof- 
itable lines for the 
typewriter dealer. 
Prices and details on 


request. 


It is a combination 
which again reflects 
Amesco’s leadership 


in quality and serv- 





ice that counts. 

















PLATENS 


139 


It is no accidental 
“happenchance’™ 
which leads so many 
typewriter dealers to 
concentrate the big- 
gest share of their 


platen, parts and sup- 
plies orders with us. 


The basic explana- 
tion is the year-in- 
and-year-out uniform 
quality of the ship- 
ments they receive. 


Similar dependability 
is a value impossible 
to secure by “shop- 
ping around.” 





This illustrated folder in two colors furnished free for 
your outgoing mail and prospects. 


AMES SUPPLY COMPANY 


Typewriter platens and Office Machine Rolls of every description 
MANUFACTURERS AND DISTRIBUTORS OF 
TYPEWRITER PARTS—TOOLS—RIBBONS—CARBON PAPER—SUPPLIES 


37 Murray Street 564 W. Randolph St. 583 Market Street 
New York Chicago San Francisco 


Atlanta Cleveland London, Eng. Mexico, D. F. Pittsburgh 
Boston Dallas Los Angeles ae Seattle : 
Cincinnati Denver Philadelphia Washington, D. C. 
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The LEADER 
TRANSFILE 


12 SIZES (TRADE MARK) 


STEEL FRONT 
COLLAPSIBLE 
CORRUGATED BOARD 
STEEL REINFORCED 
2-WAY INTERLOCK 
HEAVY DUTY DRAWER 
FOLLOW BLOCK 

EASY TO ASSEMBLE 


TRANSFILES are now made in four styles: 


DE LUXE . LEADER . SUPERTEST . REGULAR 
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Fle, the greatest corrugated board file value ever 
produced. With a steel front beautifully finished in olive 
green and rugged, heavy-duty construction this new mem- 
ber of the TRANSFILE family is destined to a popularity 
never before attained by any corrugated file. 


12 sizes. Shipped flat, it fits together like a glove without 
the use of screws, bolts nor tools. Assembled in a jiffy. 
Stacked with the 2-way Interlock, they will not buckle nor 
sag. A\ll the weight is supported on steel. The bottom 
drawer works with the same easy freedom of the top 


drawer. 


For combined strength and appearance, the new Leader is 
superior to everything but the DeLuxe TRANSFILE. In 
price it sounds a new note in storage economy. A genuine 
heavy-duty file at ordinary file prices. 


Get a sample now! Judge for yourself. 


GUIDE SYSTEM & SUPPLY CO. 


335 CANAL ST., NEW YORK, N. Y. 


A TRANSFILE installation is always a credit 
to the buyer. It justifies his good judgment 
in selection. Attractive, harmonious, service- 
able and economical. 
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state were discussed at a morning business session. At 
noon, visiting stationers were guests of the Savannah 
Stationers’ Association at a luncheon served at the Ho- 
tel DeSoto. The afternoon was given over to a trip 
through the pine pulp and paper laboratory. Repre- 
sentatives from some eighteen leading stationery firms 
attended the meeting, and it was voted one of the most 
interesting yet held by the organization. The next 
meeting is scheduled for Macon, Ga., and will be held 
in December.—_JHR 
ne 
SEIDEL NOW WITH MARCHANT 


Charles W. Seidel, who for a number of years repre- 
sented the Felt & Tarrant Manufacturing Company on 
the road, is now associated with the Marchant Calcu- 
lating Machine Company as district agent covering 








Charles W. Seidel 


Cincinnati, Dayton and Columbus, where he is making 
a capital record. He has a staff of energetic and com- 
petent men to assist him in the new work. His office is 
at 426 Temple Bar Building, Main and Court streets, 
Cincinnati. 
——— 
TAVERNIER RETURNS FROM EUROPE 


Louis H. Tavernier, Fulton Specialty Company, New 
York, ended a five-week trip abroad when he returned 
to New York aboard the S. S. Washington, Friday, Oc- 
tober 18. 

During his stay in Europe Mr. Tavernier visited Lon- 
don, Paris, Amsterdam, Rotterdam and Brussels. In 
all of these major cities, he said, he found business con- 
ditions greatly improved while England has apparently 
“worked her way out.” During his stay in London Mr. 
Tavernier attended a meeting of the Stationers Asso- 
ciation of Great Britain and Ireland. 

“In several places I found evidence on the part of 
the British stationery trade to follow the plan used by 
some stationers here of having branch stores in stra- 
tegic locations for better service to local districts,” Mr. 
Tavernier said. 

on 
HANDSOME STATIONERY CATALOGUE 


Bound in red covers with black lettering embossed, 
comes a fine catalogue from the Mutual Stationery 
Company, Inc., of New York City, wholesale stationers 
to the trade only. This catalogue is in loose leaf form. 
It contains two hundred fifteen pages exclusive of in- 
dex and confidential price list. 

The catalogue is a large book beautifully illustrated 
with complete information on all the different items 
listed. 





_—_—> The entire process takes but 


ODORLESS 
-_ 
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THAT'S EASy! 
1 KEEP MY 
TYPEWRITER 
CLEAN WITH 


HOW DO you 
KEEP YOUR 


LETTERS $0 


















DEALERS! 
Here's the New NO-FUSS 
NO-BOTHER method of 


cleaning a typewriter! 





EASY 

ee Parr Plastic Type Cleaner is 
so simple to use—just touch 
the type with a rocking mo- 
tion — out come ink spots 
and dirt from every crevice, 
leaving the letters almost 
like new. 








Jurt touch and clean 


QUICK 


a few moments — and the 
typewriter is ready for clean 
work immediately—no fuss, 
no drying. 





Parr Plastic Type Cleaner is 


pleasant to handle—no_ Fluid cleaners do not 
reach all corners 








messy odors — no clothing 
stains. 
ECONOMICAL 
> 
Only Parr comes in the Big 
Jumbo Size — lasts a long 
time and does a thorough 
job. Parr does a 100% job 


For Literature and Price Information — write 


PARROT SPEED FASTENER CORP. 
363 BROADWAY - NEW YORK, N. Y. 























——_—-~ “a ere > ere 


OFFICE APPLIANCES 


wastes Ape — 





Keep Management in Gear 
with Business Improvement 


Business indices today show a 
definite increase over those of the 
past two years. Production curves 
are rising consistently. The con- 
tinued demand for goods is 
strengthening the positions of 
business all along the line—from 
raw materials all the way to retail 
outlets. 

Improved business, however, 
must have improved management 
machinery. Tedious and obsolete 
methods can be a serious encum- 
brance. Alert management looks 
to those machines which bring 
accuracy, speed and closest pos- 
sible control. 

For forty-six years, the Interna- 
tional Business Machines Corper- 
ation has been devoted to the 
improvement of business man- 
agement methods. 


International Electric Bookkeep- 
ing and Accounting Machines, for 
example,lend speed to the obtain- 
ing of detailed business facts. 
Through the medium of punched 
tabulating cards, these machines 


INTERNATIONAL BUSINESS 


MACHINES 


automatically provide accurate, 
up-to-the-minute information 
concerning any branch or phase 
of any business. 

International Time Recorders and 
Electric Time Systems maintain 
accurate, uniform time through- 
out an entire organization and 
provide indisputable attendance 
records for each employe during 
any pay period. 

International Electric Writing 
Machines improve the appear- 
ance of correspondence, relieve 
typing fatigue and speed up typ- 
ing production as much as 50%. 


Other important International 
Business Machines which enable 
management to plan for future 
progress are International Indus- 
trial Seales; International Central 
Control Radio, Music and Speech 
Equipment; the International 
Ticketograph, and the new Proof 
Machine for Banks. 


When you think of Improved 
Business Methods, think of IBM. 








GENERAL OFFICES 
270 BROADWAY, NEW YORK, N. Y. 


BRANCH OFFICES IN ALL 
PRINCIPAL CITIES OF THE WORLD 


@e G2 reer | 





International Alphabetic 
Accounting Machine 


International Electric 
Writing Machine 


International Time 
Recorder 
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NORTHWEST TRAVELERS NOTES 


By Fred C. Schaefer, Correspondent 


The Northwest Travelers Club, to the last member, 
wishes the very best of luck to its old member and 
officer, Harry Jennison. Your correspondent has just 
had a talk with our secretary, Roy Clarke, who said 
that he had met Harry on a recent trip and that he is 
back on the job again, representing the Hampden 
Manufacturing Company, Inc., of New York City, selling 
the tacks that our old friend, Milt Shuster, has sold for 
many years. The best wishes of the club go out to 
Harry in his new work. 

7 7 + 

Even though the National Convention has adjourned 
as this issue goes to press, the writer would like to men- 
tion the fact that most of the stationers in the middle 
west are very enthusiastic about the Kansas City meet- 
ing, and many of them have expressed their intentions 
to attend the next one in Chicago. 

« + * 


Milt Shuster, who has been coming to the Twin Cities 
and working the Seventh District for eight years, is now 
representing the Charles M. Higgins Company, of 
Brooklyn, N. Y. We want to extend the best wishes of 
all the members of the Northwest Travelers Club. 

+ * ~ 

Have you ever seen a chain store poorly lighted? 

= x > 

In a recent issue of Office Appliances we made some 
mention of changes that were made in the Koch Bros., 
store in Des Moines, Iowa. This store, under its present 
arrangement, is equipped to increase its business 
through a very efficient store plan. 

x * * 

The commercial stationery business of the H. C. Boye- 
son Company, St. Paul, Minn., has been taken over by 
the Brady-Margulis Company. 

” * ~ 

Art Bergstrom, of the Perkins Bros. Company, Sioux 
City, Iowa, recently spent a short vacation in Chicago, 
having gone down with his mother. He was entertained 
by George Mandeville, of the Wilson-Jones Company 
and the boys from the National Blank Book Company. 


. * + 

Store arrangement engineers never sanction shelving 
over eight feet high. Why? 

* * ” 

Jim Miller, employed for many years in the H. E. 
Wedelstaedt store, St. Paul, Minn., is now on the floor 
with the McClain-Hedman Company, in the same city. 

* + - 

Art Walker of the Farnham Stationery & School Sup- 
ply Company, spent a few days in Chicago during the 
latter part of September. 

* * 7 

Aisles in a retail store should never be less than four 
feet wide. Customers hesitate to go through narrower 
isles thereby preventing circulation through your store. 


* * * 


Karl Castle and Bill Smith made a very congenial 
trip through most of the territory of the Eighth District 
during the month of September. 


> ~ > 
John J. Walsh, manager of the bank sales department 
of Miller-Davis Company, Minneapolis, passed away at 
his home in that city on Tuesday, October 1. Mr. Walsh 
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ied cedsons why you 


should feature the new 


5c COLUMBUS 


OLUMBUS is American-made with the famous 
A. W. Faber lead and encased in the finest 
(American cedar wood. 

Columbus has a striking ap- 
pearance, brightly polished in yellow with a red 
rubber eraser tip that really erases. 

Columbus is the 
5e companion product to A. W. Faber’s celebrated 
“Castell” — the world’s standard of quality in 
drawing pencils. 

Columbus is attractively packaged 
in 4-color lithographed nests and 4-gross boxes 
to appeal to the customer’s eye and produce 
sales. 

Columbus is sponsored by a House with many 
generations of pencil-making experience. In super- 
ior writing qutty and long service it is the best 5e 
pencil value in America today. 

Feature Columbus. 
It will pay you generous dividends in sales, customer 
good-will and repeat profits. 


LUIMBUS 


The Ideal Commercial Pencil 


had been associated with his firm for thirty-four years. ORDER NOW FROM A. W. FABER, Ime., NEWARK, N. J 
. + o] ° +d 
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Dealers 


Here's A Chair 
For Real Profit 





ent is proving more 
] 
i 


profitable to dealers than the well established 


] 
4 
Artility line of Posture Chairs. In the past year 
Artility sales have been stepped up more than 
400 ver the previous twelve months. 
T le] illustrated No. X70 for stenog 
1 clerical workers, and is uphol 
yper-Softex. 

Super-Softex Upholstery— 
Something New—And the Public Likes It 
super-Softex is Artility’s latest improvement 

in chair comfort. It's an entirely new type of 

upholstery—so soft, so resilient, so restful, that 

5 becomes conscious of chair 

All Artility Posture Chairs are completely ad- 

istable. Adjustments are easily and quickly 
nade | he user 


Write today for Dealer's Proposition 


Artility Metal Products, Inc. 
1101 Monger Building 
Elkhart, Indiana 
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TRACY UNDERGOES OPERATION 


J. C. Tracy, West Coast representative of the Fibroin 
Stencil Corporation, Jacksonville, Fla., recently under- 
went an operation for the removal of his appendix in 
a Cincinnati hospital. 

Mr. Tracy was taken ill while attending the National 
Stationers convention at Kansas City but recovered 
sufficiently to reach Cincinnati where a recurrent at- 
tack sent him to the hospital. 

The well-known California traveler is now well on 
the road to recovery and will be back on the road with- 
in a short time when he will catch up on a lot of missed 
appointments in the trade. 


A ——<— 
DEALER SEEKS MISSING ROYAL PORTABLE 


Dealers throughout the country were asked, through 
the columns of Office Appliances, to be on the lookout 
for a Royal portable typewriter, No. 387385, which was 
taken from an automobile in Dallas, Texas, last month. 

The machine is being sought by L. W. Oswald, of the 
Clovis Printing Plant, Clovis, New Mexico. Anyone 
learning the whereabouts of the missing typewriter is 
urged to write direct to Mr. Oswald. 

—_—_—_—>——_____ 
A. W. FABER’S ARTIST PENCIL HAS 
SIXTEEN GRADINGS 

A. W. Faber, Inc., Newark, N. J., announce that artist’s 
pencil No. 9022 and artist’s leads No. 9030 are now avail- 
able in a range of sixteen positively accurate gradings. 





Faber’s New Artist Pencil.—Illustration shows a display 
of the new pencils and leads while the inset is a closeup 
view of the fine drawing point. 


Made with an exclusive and patented knurled grip to 
prevent slipping, this pencil enables artists, architects 
and draftsmen to work smoothly and easily. An outer 
metal flange acts as a double guard to prevent the lead 
breaking or slipping back into the pencil. 

ve 
SEBASTIAN & COMPANY TAKE LARGER QUARTERS 


The firm of Sebastian & Company, formerly at 224 
North Des Plaines street, Chicago, dealers in steel office 
equipment, filing supplies, stationery and bank and 
commercial printing, invites manufacturers’ represent- 
atives to visit the new location at 522 West Lake Street, 
Chicago. 

Increasing business forced the company to take 
larger quarters. C. J. Mathieu, vice-president, predicts 
an even greater increase of business in the new loca- 
tion. The company expected to be settled in its new 
premises by November 1. 
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The “ALUMINUM” Pocket Seal 


SIZE No. 1—Combination Style 


PATENT NO. 1722119 
This style is equipped with a Movable Base that will 
change it from a “Pocket” Style Seal to a “Desk” Style 
Seal or vice versa. The change is made in an instant. 


Attachment 

Attachment swung to the front end swung to rear end of base, when it is used 

of base when it is used like a ticket punch as a desk seal, giving it all the advantages 
or when it is put into the carrying case. of a desk press. 


Specify “COMBINATION STYLE” if you wish this style seal. 


You will find the “ALUMINUM” a very fine seller. 
It is the strongest lightweight seal made; will do the 
work of a press five times its weight, and, therefore 
appeals to every seal user. 


The “ALUMINUM” can be operated with one hand 
a patented leverage insuring perfect results with only 
slight pressure. For this reason it is preferred by notaries 
and others who use a seal frequently. 
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Double the efficiency of vertical files. 
Indispensable in following up credits, 
collections, stock, mailings, orders, 
installments, etc. Made of corrosion- 
resisting spring steel. These signals 
are very thin; will add no appreciable 


bulk to the file. 


Made in 12 plain colors, combina- 
tions of colors, and also printed with 


days, weeks, months, or numbers. 





Aid 
. - and colorful packing 


is provided by this new display carton of 


assorted color signals. A protective carton 
which is converted into a display by folding 
back the cover. Ideal for counter or window 
display. Ask our salesman, or write us for 


details. 


GEORGE B. GRAFF COMPANY 
65 Washburn Ave., CAMBRIDGE, MASS. 
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SMITH-CORONA GIVES SALES RIGHTS TO 
DODGE & SEYMOUR 

Dodge & Seymour, Ltd., New York, has been granted 
exclusive sales rights of standard and silent L. C. Smith 
and Corona portable typewriters in all of India and 
British Burma. The New York company has been op- 
erating under a similar agreement for a considerable 
time in China, Siam, Palestine, Iraq and Persia. 

According to officials of L. C. Smith & Corona Type- 
writers, Inc., Dodge & Seymour will continue as much 
as possible with the present Smith-Corona dealers in 
India, acting in the capacity of factory representa- 
tive to these dealers. They will, however, establish new 
dealers in those Provinces and territories not now 
properly represented. 

At the same time it was announced that an extensive 
advertising campaign is to be started soon to famil- 
iarize the people of India with L. C. Smith and Corona 
products. 

= ee 
Y AND E CHICAGO BRANCH HAS CLEVER 
WINDOW DISPLAY 

Utilizing a display window to tie up with his firm’s 
national advertising campaign was the clever idea re- 
cently of J. A. Sweeney, of the Chicago branch office of 
the Yawman and Erbe Manufacturing Company located 
at 164 West Monroe street. 

Instead of displaying the usual “Y and E” lines of of- 
fice supplies, systems and equipment, the store used its 
entire window space for the new line of Pull-Tuck wal- 
lets, envelopes and file pockets. 

A blackboard was the center of the display and car- 
ried a message concerning the elimination of tape un- 
tying and tying by the pull-tuck features of the new 
output. It was flanked on either side by a score of 
smaller signs arranged systematically and each of them 
bore further details of the “Y and E” item which is de- 
scribed elsewhere in this issue. 


a 
AUTOS ON COMPANY BUSINESS 
Dealing with the problem of establishing effective 


| control of the operations and expenses of automobiles 
used on company business, a report has recently been 


completed and published by the Policyholders Service 
Bureau of the Metropolitan Life Insurance Company, 
New York. 

The booklet presents the findings of a survey of 
practices of fifty-three companies engaged in a variety 
of enterprises throughout the country. It considers 
such subjects as: Should the company or the employe 
own the car? In what form should reimbursements for 
expenses be made? 

Copies of the report may be obtained by writing to 
the company in New York City. 

a 
MOREHOUSE & NIGHTINGALE APPOINTED 
MIMEOGRAPH AGENTS 

The A. B. Dick Company, Chicago, recently appointed 
Morehouse & Nightingale, Inc., 420 Robeson building, 
Champaign, IIL. its agents in that city. 

The new Mimeograph agency is incorporated under 
the state of Illinois and is authorized to represent the 
A. B. Dick Company in the sale of machines, supplies 
and service. A general paper business is also conducted. 

~—_ 
NEW YORK TYPEWRITER HOUSE MOVES 


The Typewriter Rental and Sales Bureau, formerly at 
696 Third avenue, New York City, has moved to larger 
premises at 1225 Sixth avenue, 
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Goodbye to Guesswork 


You'll need no guesswork in buying this guaranteed paper, because we 
eliminated all “guesswork” in its making. Klo-Kay Mimeo Bond is guaran- 
teed for precision work since it is free from lint and possesses perfect affinity 
for ink .. . it can be printed on both sides, offsetting is reduced to a minimum, 
takes pen-and-ink signatures without feathering, and will handle at maximum 
speed because its bulk and texture insure against curling or wavy edges. 
It's a paper we are proud to watermark. Boxed in beautiful dustproof tele- 
scope boxes and securely banded—full count 500 sheets. Progressive paper 
merchants in principal cities can supply you promptly. Samples will be gladly 
furnished by the mill. 


Guaranteed by THE NORTHWEST PAPER COMPANY + CLOQUET, MINNESOTA 
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Peerless 


wish to thank the numerous dealers 
who chiefly through the medium of 
this periodical have placed their names 
upon our books. In each and every 
case, we are certain that we have 
formed a friendship that will prove to 


our mutual advantage. 


To those dealers who have not as 
yet had an occasion to call upon us, 
may we again point out the quality, 
dependability and size of our line. 
Perhaps you are interested in one of 


If so, 


won't you write us for further details? 


the many items listed below. 


UPRIGHT FILES 

5 Drawer, Letter or Legal 
4 Drawer, Letter or Legal 
3 Drawer, Counter High 
2 Drawer, Desk High 

1 Drawer Utility File 


All Made in Four 


Separate Grades 


Desks 

Tables 

Hollerith Files 
Wide Sections 
Half Sections 
Card Record Desks 
Posting Trays 


}Card Index Boxes, etc. 





4401 


Also a complete iine of museum 
display and storage cases 


Peerless Steel 
Equipment Co. 


Unruh & Hasbrook Sts. Philadelphia, Penna. 


OFFICES 
Philadelphia New York Boston 
Los Angeles Baltimore Chicago 








OFFICE APPLIANCES 


ROYAL INCREASES CHICAGO STAFF 


Continuing its program of expansion throughout the 
middle west, the Chicago branch office, under the di- 
rection of Paul Jones, recently added five new salesmen 
and a supply department manager to the local staff. 

W. E. Wilkening, for many years active in the type- 
writer field, is the new supply department head. At 
the time of his appointment it was announced that he 
would engage a number of additional salesmen for the 
ribbon and carbon department. 

The new salesmen are F. H. Carpenter, assigned to 
the Loop territory; G. A. Heyer, L. J. Karbush, W. B. 
West, and R. L. Hardman, all assigned to Chicago ter- 


ritories. 
a 





Introducing Charlie.—This simian is a pet re- 
cently adopted by Wilson Southwell, president 
of the San Antonio Rubber Stamp Company. 
Charlie likes to play with rubber stamps but 
he has his moments. During these he makes 
periodical raids on the neighbors’ houses 
helping himself to milk and cream, his special 
weaknesses. After one of his dairy binges 
Charlie wanders home while Mr. Southwell 
puts aside a few dollars to pay for a dozen or 
so milk bills. (Bates Brevities.) 


oe 
ZUCKER IS MARVIN SALES MANAGER 

Herbert Zucker was recently promoted to the posi- 
tion of sales manager for the Marvin Envelope & Paper 
Company, Inc., 626 Federal street, Chicago. 

At the same time it was announced that the Marvin 
Company has completed a 180-page loose leaf cata- 
logue containing many novel features of the firm’s 
lines. The new book may be obtained by writing to the 
Marvin Company. 


— 
DOMORE STAGES EXHIBITION 


The DoMore Chair Company, Inc., Elkhart, Ind., held 
an exhibition of its merchandise at the annual con- 
ference of the Life Management Association which was 
held from September 30 to October 3 at the Netherland 
Plaza hotel in Cincinnati. The exhibit was in charge 
of Fred L. Turner, educational director of the Posture 
Research Corporation, and Frank Chapman, district 
supervisor of Ohio, who assisted him. 


—__—_.——_—. 
MARCHANT DALLAS OFFICE IN NEW QUARTERS 
C. A. Rosendahl, district agent of the Marchant Cal- 
culating Machine Company of Oakland, Calif., an- 
nounces the removal of the company’s Dallas, Tex., 
office to more commodious quarters at 205 Allen build- 
ing in that city. Mr. Rosendahl and his staff will be 
housed in more satisfactory quarters and will continue 
to serve the business men of Dallas and vicinity. 
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N E W 


Two brand-new fast-selling 
items have won places in Oak- 
ville’s Yellow Box Line. Don’t 
fail to stock them! 


FIRST. OAKVILLE PUSH 
PINS. In two finishes—Alu- 
minum and Crystal heads. 
Sharp fine points firmly em- 


bedded in heads. Each style 
packed six on a card in dec- 


orative display; one dozen 
cards in a display carton. Or 
50 Push Pins bulk in a box. 


SECOND. THUMB-TACKS 
ON BLOCKS. Sharp, sturdy, 
decorative. Nickelplated or 
enameled in good colors 
blue, red, white and green. 
Acorn packed 12 on a block 
to retail for Se; Oakleaf 
packed 36 on a block to retail 
for 10c. One dozen blocks 
packed in a box. 

NOTE: Colored Thumb-Tacks in 


size No. 3 only. Nickelplated 
Thumb-Tacks in sizes Nos. 2, 3, 4. 





Ty | Gaal 
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SPEED AND EFFICIENCY are passwords to success. That’s 
why Oakville’s Yellow Box line fills a definite need of modern 
business. That’s why dealers everywhere are making handsome 
profits on this line. That’s why YOU should stock the Yellow 


Box line. 


EVERY ITEM is designed for SPEED— in use and in sales. 
Many new items are constantly being added, making the line 
bigger, and more profitable than ever to handle. One order, one 
shipment, one invoice for all items mean modern EFFICIENCY 


time and money saved, bookkeeping simplified for you. 


OAKVILLE STATIONERS know that our long-established 
policy of highest-quality products plus complete cooperation 
and valuable merchandising aid means rapid lurnover and 
prompt profit. You can share in this suceess. Write today 


for detailed information on the Yellow Box line. 


OAKVILLE COMPANY 


Division Scovill Manufacturing Company 
onnwigiagioar*” WATERBURY CONNECTICUT 
: PINS, CLIPS, FASTENERS, THUMB-TACKS, TAK-A-PINS, ETC. 
& f- = NEW YORK CHICAGO = =—©—_ SAN FRANCISCO 
aon In Canada—BROWN BROTHERS, Ltd., Toronto 2, Canada 
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Keep eds Clean and Ordeely 


1851L serene LEDGER SHEET SIZE 1941L CHECK SIZE 
5x8 SIZE 
or 


DEPOSIT SLIPS 


(2 rows) 





/ 











Pat. No. 2012857 OTHER PATS. PEND. 


j 








No. 108L 
INVOICE SIZE A TRULY beautiful storage file, built to ae age 


stand a life time of abuse yet costs no 
: 1591L 





more than ordinary corrugated boxes. 
Last years and older records are transferred 
into these low priced Pronto files instead of 


bundling them in paper. 


STURDY CONSTRUCTION 
So that Prontos will stand all abuse, they are 
built out of 275 Ib. test corrugated board and 
reinforced with steel not only on the shell but 


at the four corners of the drawers as well. 


SAVE FLOOR SPACE 


[hey are constructed so that you can interlock 


them into solid units and stack them as high as 










the ceiling thereby saving valuable floor space. 


No. 1210L 
ey BEAUTIFUL APPEARANCE 





Pronto files have an all steel drawer front fin- 
ished both in Grained Walnut as well as Olive 


Green, so that they match your steel equipment. 


A Size for Every Record 


FREIGHT BILLS SALES CHECKS CLAIMS 
CHARGE SLIPS 5 x 8 CARDS RECEIPTS 
JOB TICKETS 4x 6 CARDS METER STUBS 





Pronto files are now made with an all green 
outer casing in the letter and legal sizes. 


This new color board matches the olive green 
No. 1510 LEGAL SIZE 


all steel drawer front. 














Q6 sizes PRONTO FILE CORP., 636 BROADWAY, NEW YORK, N. Y. 26 sizes 


PRONTO “rast 
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(Meetings and Dinners—Continued from page 112) 


were distributed to each member. Credit reports and 
list of machines pawned and trade-ins were also given 
at the meeting. 

A review of a number of the addresses delivered be- 
fore the members of the National Typewriter Dealers 
Association at the national convention in Washington, 
D. C., as reported in the October number of Office Ap- 
pliances, was given by Acting President Martin. 

Excerpts from the report of Secretary Casper O. 
Scott, the Ways and Means Committee Report, Presi- 
dent C. Elmer Anderson, C. D. Bills, William Hutter, 
William A. Metzger, Charles P. Garvin, James A. 
Treanor, James C. Erback, and Paul R. Barnaby were 
read and reviewed. Especial emphasis was laid on the 
talks by Treanor on “Dealers Must Learn Merchandis- 
ing,” and by Erback on “Portable Typewriters.”—JCJM 

- a ee — 
KANSAS CITY STATIONERS FORM CLUB 

With more than fifty stationers, manufacturers and 
travelers present, the first step towards forming the 
Stationers Social Club of Kansas City was undertaken 
at a meeting held in the Muehlebach hotel last month. 

After W. R. Braden and Walter Kane, two of the 
originators of the idea, told briefly of the aims and 
plans of the organization, the following officers were 
named: 


George Mason, president; Walter Kane, vice-presi- | 


dent; Joe Landis, treasurer, and Martha E. Hanson, 
secretary. At the same time a committee was appointed 
to draw up the by-laws of the club. The committee 
members are Owen Teague, Martin Aker and John 
Keeling. 


Under the present plans meetings will be held on the | 


third Saturday of each month. Those eligible for mem- 


| 
| 


bership are owners of stationery stores and their em- | 
ployes, manufacturers who sell stationers, and their 
employes and representatives who call on stationers, | 


and jobbers of stationery items. 
President Mason appointed a committee to plan an 


entertainment program for the first meeting slated for | 


the third Saturday of this month. This committee was 
composed of Mrs. C. S. Demaree, Mrs. Walter Kane, 
Mrs. George Baird, Mrs. Owen Teague and Mrs. W. R. 
Braden. The president also named Mrs. Braden as 
chairman of the entertainment committee for the com- 
ing year with the privilege of choosing her own com- 
mittee members. 
BERRY AND WHITTEMORE ENTERTAIN 
IN CHICAGO 


While en route to the West, Edgar M. Berry of Loring, | 


Short & Harmon, Portland, Me., president of the 


Wholesale Stationers Association, and Harold C. | 
Whittemore, secretary and treasurer of the association, 


stopped in Chicago Monday, October 7 and held a re- 
ception for Chicago members at the Edgewater Beach 
Hotel. Some twelve or fifteen responded to the call 
and enjoyed the social occasion beginning late in the 
afternoon and running through the evening. 

CHI-CO GOLFERS PLAY AT NAVAJO FIELDS 

Fanned by the icy breezes of Boreas, about thirty 
members and friends of Chi-co Club, composed of com- 
mercial stationers in the outlying districts of Chicago, 
gathered at Navajo Fields Golf Club for the final 
tournament of the season on the afternoon of October 
3. The necessity for wearing extra sweaters, leather 
jackets, gloves, etc., provided plenty of alibis. Despite 
the difficulties some fairly good scores were turned in 
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DO SOME BUILDING 
of your own 





with 


PEERLESS KEYS 


New building and modernization is not confined to 
the housing field. Business is also building up with new 
equipment and replacements. 


Thousands, yes hundreds of thousands, of typewriters 


now need new rubber typewriter keys. Better business 
conditions make it easy to sell them—and the name 


PEERLESS makes it doubly easy. 
PEERLESS KEYS are known. They offer you more talk- 


ing points—including the exclusive ‘‘Security” feature 
which prevents key tops from loosening or turning in the 
base. PEERLESS KEYS give you more help—including 
a four-square dealer icy that means protection for 
your business. PEERLESS KEYS give you.a broader 
market—the only complete line selling through dealers. 
PEERLESS KEYS give you a better profit—fast turnover 


because they're easier to sell. 


Get out and get the new and replacement business now 
waiting for you, Let PEERLESS RUBBER TYPE- 
WRITER KEYS do their part in proving that your busi- 


ness depression is over. Write now for samples, prices 
and the Peerless proposition. 





PEERLESS KEY CO., INC. 


Manufacturers of the only complete line 
of rubber keys sold through dealers. 


176 Fulton Street New York City 
Chicago: 19 So. Wells Street 
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Its the Tops 


This newly improved 





MASTER GRADE 


UNDERWOOD 
with its 


1. Chromium plated parts. 


2. Eye Ease Keyboard. | 


3. Crackle finish non-glare front 
plate. 


4. Latest style suction feet. 


5. New large cylinder knobs. 


6. Complete new paper feed as- 
sembly with late style green 
rolls. 


7. Genuine Underwood parts. 


8. Precision built. 


| contributed suggestions. 
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] although the majority had to take comfort in the fact 


that the larger the score the greater was the exercise 
obtained. 

During the “warming up” period before dinner was 
served, those present forsook the role of golfers and 
indulged in cards and conversation. 

A delectable meal was served at about seven o’clock 
following which three prizes were awarded through 
names being pulled from a hat. First place was won by 
Leo Gould of the Wilson-Jones Company. The name 
on the second slip taken from the hat was Cless O. 
Burras of Oak Park and third was Eldon Just of Just 


| and Son, Chicago. 


The prizes were three Textolite file boxes donated by 
the Oxford Filing Supply Company. 
aes See 
CHICAGO O.A. MANAGERS DISCUSS PROGRAM 
FOR COMING YEAR 
The Office Appliance Managers Association of Chi- 


| cago resumed its regular schedule of evening meetings 


on October 11 at the Illinois Athletic Club. Arrange- 
ments for the gathering were made through the good 
offices of Bill Eismann of the Nelson-Eismann Com- 
pany. 

Following the dinner, J. B. Ward, Addressograph 
Sales agent and president of the association, called the 
meeting to order and asked for suggestions as to the 
program for the ensuing months. Everyone present 
Acting as his own secretary, 
President Ward made notations of all of the ideas of- 
fered, including that of holding meetings twice a month 
instead of only once a month as heretofore. Judging 
from the interest taken by those present, future ses- 
sions of the association will be highly informative and 
helpful to all members attending. 

aes Aaa 
RHODE ISLAND STATIONERS INSTALL OFFICERS 

Featured by a dinner dance at the Dog Fancier’s Club 
in Providence, R. I., the annual installation of officers 
of the Stationers Association of Rhode Island was held 
last October 16. 

With Walter R. Dolliver, retiring president of the 
organization, acting as installing officer, the following 
were placed in office: 

President, Walter Wilson, Preston & Rounds, Provi- 
dence; vice-president, Stephen Mason, Mason-Preston, 
Woonsocket, R.I., and secretary-treasurer, Miss Mae 


| Sullivan, Sullivan Office Supply Company, Taunton, 


Mass. 
Following the dinner, members of the association 


| presented Mr. Dolliver, the retiring president, with a 


9. Guarantee Bond sealed to 
each machine. 


10. The best looking rebuilt on 
the market. 


10 


THE WHOLESALE TYPEWRITER CO. 


FACTORY AND GENERAL OFFICES: 155 Sixth Ave... NEW YORK, U.S. A. 
CABLE: SALETYPE, N. Y. 


of the many good reasons 
why you should sell this out- 
standingly different ty pe - 
writer. 








Moore fountain pen set embellished with a bronze 
casting of a golfer in action. Asa heritage Mr. Dolliver 
then presented President-elect Wilson with a dummy 


| book entitled “Parliamentary Laws.” This was followed 
| by a miniature gavel presented Mr. Wilson by Miss 


Adams of the Providence Paper Company. 
> 
NEW ENGLANDERS AUTUMN OUTING 

Golfers and non-golfers alike turned out in fine style 
for the New England Travelers Club autumn outing 
which was held at the Stoney Brae Country Club, 
Wollaston, last October 23. 

Preliminary prophesies which declared the event 
likely to be “quite a party” were not wrong, and the 
boys and their friends enjoyed a day replete with good 
sport, good food, good music and good entertainment 


| which had been arranged for them by Guy Hart and 


Jim Armington. 
While the golfers in the crowd teed off at 12:30 


| o’clock, the others found plenty of things with which 





eat 
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office furniture 


depa etment 


Your office furniture department is the 
entrance through which you take your cus- 
tomer to the greatest steel equipment dis- 
play in the world—when your line is Art 
Metal. 

Has he a filing problem? Show him the 
completeness of the “Director” line with 
upright units in two-, three-, four- and five- 
drawer heights for every need—and with 
quality sales features in every detail of con- 
struction, finish and operating mechanism. 

Executive or general office desks? The 
Art Metal Dynamique has won international 


favor as the greatest advance in styling and 
c ; c 


* 


efficiency since metal desks were first intro- 
duced, and no one can offer as complete a 
line of styled efficiency desks as you can— 


with the Art Metal line. 


Transfer cases? “Art Metal has given us 
the best on the market,” say prominent 
dealers everywhere. Fire-safes, Planfiles, 
High-Line, Storage Cabinets and a complete 
popular priced line, all help place the Art 


Metal agent in the most favorable position. 


Art Metal agents in more than 600 cities 
find their franchises profitable. Write for 


information on your territory. 


AGENCY DIVISION—ART METAL CONSTRUCTION CO. 
JAMESTOWN, NEW YOR'K 


* 


* 


* 
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CHAMPION 
Tongue Clasp Envelopes Durable Con- 
struction with well gummed seams and 
flaps. 

















SS 


LEATHEROID 
EXPANDING WALLETS 
Have reinforced corners—Fold-over gus- 
set tops. Glue welded throughout. 








THE NEW 
EXECUTIVE DESK File has celluloid tabs. 
Very attractive. 





Eliminate 
Competition 
by selling 


Quality-Bilt Products 


They cost no more and your cus- 
tomers will appreciate the better 
quality and improved construction. 


You can increase your business by 


selling the QUALITY-PARK Line. 





QUALITY PARK ENV. CO. 


The new QUALITY PARK. 
Catalog is just off the press. 


\... Send for your copy today! ~ 





QUALITY PARK 
ENVELOPE CO. 


11-116 Merchandise Mart 
CHICAGO, ILLINOIS 


Factory at St. Paul 
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to amuse themselves, including cards and other pas- 
times for which New England country clubs are noted 
the world over. 

sides 


ST. LOUIS STATIONERS GREET SCHMIEDERER 

Members of the Stationers Association of Greater St. 
Louis gathered for their regular weekly meeting and 
to pay homage to their president, William Schmiederer, 
Buxton & Skinner Printing & Stationery Company, 
Monday, October 21, in the Mark Twain hotel. 

The reason for the celebration was Mr. Schmiederer’s 
election as vice-president of The National Stationers 
Association at the Kansas City convention. The sta- 
tioners also discussed several matters of importance, 
including the California Fair Trade Act and its ad- 
vantage to the industry. 

> 


TOMLINSON OF MARCHANT ADVANCED 

J. C. Tomlinson, a salesman of the Chicago office of 
the Marchant Calculating Machine Company, Oakland, 
Calif., who has been with the company since 1926, has 
been transferred to the Rochester, N. Y., agency as 
manager, his new duties having commenced on Octo- 
ber 1. His territory includes Rochester, Syracuse, Bing- 
hamton, and most of the Mohawk Valley. This is re- 
garded as a very good territory. 

Mr. Tomlinson is a good producer and his advance- 
ment is well deserved. 

—<>—__—_ 


STATIONERS SQUARE CLUB MEETS 

A large crowd attended the regular monthly meeting 
of the Stationers Square Club of Greater New York, No. 
576, held October 17 in the Greeley room of the Gov- 
ernor Clinton hotel, N. Y. 

Following a dinner the stationers listened to a speech 
delivered by John J. Sullivan, assistant district attorney 
of New York county and chief of the complaint bureau. 
The speech was followed by a lengthy discussion per- 
taining to delinquent members. 

ee 


ROYAL’S WASHINGTON BRANCH WINS CUP 

Ending a spirited contest of over three months, the 
Washington branch of the Royal Typewriter Company, 
Inc., won the World Series sales race together with the 
President’s cup. 

The contest was staged with the sales districts di- 
vided into two leagues, an American and a National. 
In September Kansas City and Washington were head- 
ing their respective leagues and in that month began a 
battle for the series and the cup. 

As a final award the two winning managers, S. M. 
Steeves, Kansas City, and George Palmer, Washington, 
were given the opportunity to attend the World Series 
games in Detroit together. 

Due to the drive which ended the sales contest the 
Royal Company experienced one of the largest billings 
in the month of September in the firm’s history, offi- 
cials said. 

sin 
ULSH TAKES COXHEAD L. A. BRANCH 

Eugene Ulsh, who has made an enviable record as 
New York sales manager for the Ralph C. Coxhead 
Corporation, 17 Park place, New York, N. Y., has been 
appointed manager of the company’s branch office at 
Los Angeles, Calif. 

Mr. Ulsh is regarded as one of the best-informed men 
on photo-offset work in the country. Prior to forming 
a connection with the Coxhead Corporation he was as- 
sociated with the Polygraphic Company of America and 
the National Process Company. 
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SPoOTSEALD 
ADDING 


MACHINE 
/ ROLLS 








Sa So 


_ SEALED ON A SPOT 
TEARS ON A DOTTED LINE 





WITH A STOP SIGN AT 
THE END OF THE ROLL 


@ There's no waste of . 
tape or time in opening < 
‘‘Spotseald’’ Adding 

Machine Rolls... Grasp 

a corner — tear on the 

line ... that’s all! A 

couple of inches of tape 

—a couple of seconds hy, 
of time... it’s done. x ao 
And there’s no excuse 
for printing totals on a vi 
bare platen, either! For A 
three whole feet from > 
the end of each roll there 
runs a red stop signal 
...ared band on each 
edge that says ‘‘Have 
another roll handy.” 
‘‘Spotseald’’ Adding 
Machine Rolls are made 
in three grades and in 
all standard sizes. Write 
for complete informa- 
tion and prices. 


ROCKWELL-BARNE 
1511 West 38th Street 
CHICAGO 


iy 
; 
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SANE ORDS 


EASIEST TO 
SELL... 


SUREST TO 
REPEAT 


The Result of a 
Good Repu tation 


e More than three- 
quarters of a century 
has convinced the 
commercial world 
of the high quality 
and dependability of 
Sanford’s Products 














eas Paste) 
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GRAYSON RETURNS TO UEF SERVICE 


Charles Y. Grayson, whose affiliation with the type- 
writer industry dates back to 1901, has rejoined the 
Underwood organization. He is on the staff of H. J. 
Crewdson, sales manager of the typewriter division. 

In 1915, Mr. Grayson became first New York City 
salesman of the Noiseless Typewriter Company. In 
1921, he was advanced to the position of New York City 





Charles Y. Grayson 


sales manager and two years later became manager 
of national accounts and then special representative. 
In 1929, he joined the Underwood organization, 
preaching the Noiseless gospel. Mr. Grayson has trav- 
eled throughout the country, visiting branches, sub 
branches and dealers, telling UEF salesmen how to in- 
crease their sales of Underwood Noiseless machines. He 
is remembered by hundreds of men who will be glad 
to learn that he is back in the fold. He is said to be 
an expert golfer. 
PITTSBURGH BUSINESS SHOW 


Hundreds of visitors swarmed to the Pittsburgh Busi- 
ness Show, held in the William Penn hotel, October 23, 
24 and 25 under the auspices of the Office Appliance 
Managers Association and the National Association of 
Cost Accountants. 

The informal show featured a remarkable educa- 
tional display for the business people of Pittsburgh 
and its surrounding territory. It was an excellent ex- 
hibition of modern office equipment designed to in- 
crease efficiency in all the branches of twentieth cen- 
tury business. 

Every major office appliance, furniture and supply 
organization was represented for the benefit of the 
visitors who flocked to the exhibition. Many of the 
exhibits were rushed to Pittsburgh by exhibitors in 
the recent business show held in New York. 

The affair was staged by a committee composed of 
T. T. Miller, chairman; W. J. Jacquette, vice chairman; 
W. S. Bowser, exhibits; J. V. Mooney, publicity, and 
Hugh Maloy, space sales. 

—- 
O’DONNELL GOES TO BLAKE & REBHAN 


Joseph V. O’Donnell, former manager of the furniture 
department of Thorp & Martin Company, Boston, and a 
veteran of the World War, has become a member of 
the staff of the Blake & Rebhan Company, Boston. Mr. 
O’Donnell ended his connection with the Thorp & Mar- 
tin Company after fifteen years, to go into business for 
himself at Everett, Mass. He is the organizer of the 
Everett American Legion Post and a former member of 
the board of directors of the Everett Chamber of Com- 
merce. 
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An Oregon dealer:* Two years ago we 
standardized on the Oxford line and have had 
wonderful results. We have found the line most 
complete and highly competitive both as to 
price and quality. We certainly appreciate the 
Oxford policies as well as the service and sales 
cooperation they extended us in developing the 
Oxford line in our territory. 
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A Pennsylvania dealer:* We have always 
found Oxford fighting the battles of the dealer. 
Your line is complete, modern, and is second to 
none in quality and service. We have for a 
number of years been a 100% Oxford dealer 
and have never regretted it because we have 
never had sales resistance on the part of the 
consumer. 





.» HERE’S WHAT LEADING DEALERS THINK 





A Texas dealer:* In selling the quantity of 
filing supplies that we sell, it is very essential 
to have merchandise that comes up to a stand- 
ard both as to quality and range of price. We 
feel there is no superior to Oxford and have 
felt that way for years and trust our business 
relations in the future will be as pleasant as 
those in the past. 


A New York dealer: * We are enthusiastic 
supporters of the Oxford line because it is a 
well balanced complete line with real profit pos- 
sibilities. Consumers are pleased with your 
quality, workmanship and attractive packaging, 
and the line sells readily. We also like your 
policy of distribution. 


An Ohio dealer:* Having handled Oxford 
filing supplies since nineteen twenty five, we 
do not hesitate to recommend the line as most 
satisfactory from a dealer standpoint. Complete 
in every detail and competitive with the best 
lines on the market. Also backed by a manu- 
facturing policy which protects the dealer. 


A Florida dealer: * We are glad to be an 
Oxford dealer and have the privilege of han- 
dling a product that is made by an alert manu- 
facturer always striving to better his product. 
The new improved ideas in the round cornered 
folders with the fine and clear quality of the 
stock you are now using make the Oxford 
Folders stand out in front of their competitors. 
And the same fineness of quality, appearance, 
and packing goes for the guides and other Ox- 
ford items also. 


wt, 
Names on request. 


OF THE OXFORD LINE 
FOR 1936 ..... 


A New Jersey dealer:* We have always 
found high standards of quality and uniformity 
characteristic of all Oxford merchandise. Your 
line is complete enough to permit us to success- 
fully prescribe for any problem involving fil- 
ing, and your selling policies deserve the com- 
plete endorsement of all dealers. 








Another New York dealer:* We have used 
Oxford Filing Supply Company’s products for 
some time and are very glad to say that they 
have given us entire satisfaction as to competi- 
tive values, sales policy, and completeness. 
Service is unsurpassed. 


Another Ohio dealer:* After three years 
of selling Oxford filing supplies, we feel that 
it is a privilege to be a distributor for this line. 
Back of the product we have a company who at 
all times has put us in a competitive position 
which, together with the quality and complete- 
ness of the line, also the fair sales policy for 
dealers, have allowed us to enjoy a pleasant and 
profitable relationship. 


Oiga. 


FILING FOLDERS—INDEX CARDS—INDEX GUIDES 
REDFIBER ENVELOPES—CORRUGATED BOARD FILES 


OXFORD FILING SUPPLY COMPANY, 340-A Morgan Ave., Brooklyn, N. Y. 


ST. LOUIS FACTORY: 125 South 8th Street. St. Louis, Mo. 
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KEEPING PACE 
WITH THE TIMES 


Tested by every standard of comparison— 


ALLEN §@ WALES 


ADDING MACHINES 
keep marching on throughout the years 
A complete line of Portable-—-Heavy Duty Elec- 


tric and Hand operated Models. Unsurpassed for 
mechanical accuracy and dependability. 












ae For Accounting Divisions 


of all Business Offices 


For Big Business, Banks and 


Other Financial Concerns 


For Insurance, Public Utility 


and Large Manufacturing Co.’s 


For the Retailer, Jobber 


and Small Manufacturer 


NEW 9 
ELECTRIC 
Write for Our 
Exclusive 
Dealer Franchise 


Sales and Service throughout the world 


ADDING and SUBTRACTING MACHINES 








ALLEN-WALES ADDING MACHINE CORPORATION 


GENERAL OFFICES: 515 MADISON AVENUE, NEW YORK, U. S. A. 
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NINE NEW WOODSTOCK DISTRIBUTORS 


The Woodstock Typewriter Company, 6 North Mich- 
igan avenue, Chicago, recently appointed eight new 
distributors in the United States and one in Canada 
as a part of the company’s expansion program. The 
appointees are: 

The Spirit Publishing Company, Punxsutawney, Pa.; 
George E. Winkler, General Office Equipment Com- 
pany, Schenectady, N. Y.; Ira G. Nethercott, 73 West 
Adelaide street, Toronto, Canada; W. O. Freeman, Ard- 
more, Okla.; H. C. Whelan, Whelan Book Store, Hot 
Springs, Ark.; L. E. Hoffman Company, Schulenburg, 
Texas; J. E. Robertson, 121 West Portage avenue, Sault 
Ste. Marie, Mich.; W. J. Albert, Al’s Typewriter Service, 
Pontiac, Mich., and Typewriter Sales & Service Com- 
pany, 220 Wall street, sent ean N. Y. 

—~>—_—_ 
BEN PATE HEADS FIBROIN SERVICE 
DEPARTMENT 


The Fibroin Stencil Corporation, Jacksonville, Fla., 
has established a service and art department for the 

















Ben Pate 


purpose of assisting dealers. The department is headed 

by Ben Pate, advertising manager of the company. 

This department furnishes dealers with advertising 

material, sales helps and contacts customers. 
sneaiiiiaemeian 


DICTAPHONE PLAY HAS FOLLOW UP 


The Dictaphone Sales Corporation, New York, re- 
cently inaugurated a clever follow-up advertising plan 
based on a play given for nearly 2500 persons at the 
recent National Business Show in New York. 

Everyone who entered the show was asked for name 
and address which were kept on record. Later these 
men and women were each sent a letter offering them 
the free use for ten days of a dictating machine, trans- 
cribing machine and a cylinder shaver as a means of 
demonstrating the Dictaphone output. The letter also 
contained a free demonstration agreement for the con- 
venience of those who desired the demonstration in 
their offices. 

SHEAFFER’S COLOR ADVERTISING REACHES PEAK 


The W. A. Sheaffer Pen Company’s color advertising 
campaign for fountain pens which is designed to reach 
100,000,000 people, will reach its climax in the two 
months prior to the Christmas holidays. The cam- 
paign includes fifty-seven full color pages, back covers 
and second covers, in the leading magazines and news- 
papers covering the entire United States. 

In addition to the color advertising, the Sheaffer 
Company will blanket the country with black and white 
advertisements in papers covering the trade centers 


159 








EVERY BUSINESS 
NEEDS VISIBLE 
RECORD 

CONTROL 


Visible records provide finger tip control and accurate 
and important information about sales, credits, accounts 
receivable, stock turnover, payroll, purchases, etc. 


Globe-Wernicke visible record equipment has dis- 
tinctive, exclusive, patented features which are often 
the deciding factors that lead to profitable orders. Write 
for details of how you can make money selling this line 
in your community. 








New Improved 


TABS 


Globe -Wernicke 
Urn INDEX 


ey | [e[mlo 


__ Size Desired _ os SBR GRRE. «we 







































po Wemmiche 4 UTM Madea noe 
STRIP TYPE INDEXED TYPE SHIELD TYPE 


Can be typed with any in- !deal for indexing Recommended for index- 
dexing desired and cutto books and records in ing books and records sub- 
any size. Furnished with alphebetical order. In- ject to constant handling 
blenk insert labels dexing printed on cel- Inserts are removable 
luloid—no inserts. 
Utility Index Tabs meet every indexing requirement and 
their convenience makes them appeal to every cus- 
tomer. Made in three styles, as shown above. They 
are ideal for indexing records and books—save time 


and work. 


This fast moving merchandise offers generous profits and 
brings repeat business. Write for samples and prices. 


Heavy Celluloid Back 
Provides a stiff enforcement that 
keeps tab rigid, preventing crack- 
ing or breaking. 


Transparent, Flexible Apron 
Made of clear celluloid—easily 
applied—sticks tight. Positive 
automatic stop assures perfect 
alignment. 


Globe-Wernicke 





Cincinnati, Ohix 
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VALUABLE PAPERS REMAIN VALUABLE 
ONLY WHEN INTACT : 
THERE 1S NO SUBSTITUTE FOR EYELETS 






EYELET REMOVER 


THE NEW 


K- 


Eyelet Punch 
$950 


including 
200 eyelets 





Thrice improved—now a piece 


of perfection. 


Simple: Just put a “Chal- 
lenge” Eyelet on the perforat- 
ing pin, slip in the papers and 
squeeze the handles twice. That's 
all there is to it. No first per- 
forations, no fingering with the 
eyelet, no bother whatever—just 
squeeze twice. “K-O” will also 
remove and redeem the “Chal- 
lenge” eyelet, whether set by this 
punch or by the “Challenge” 
Press. 


Guaranteed to give five years’ 
perfect service provided genuine 
“Challenge” Eyelets are used ex- 
clusively. 


STATIONER S§S 


You will find owners of "Challenge" 
Presses keenly interested in the way 
this punch redeems or removes a set 
eyelet. When they ask for “Chal- 
lenge" Eyelets, show it. It will pay 
its way handsomely if given half a 
chance. 


Edw. L. Sibley Mfg. Co., Inc. 
BENNINGTON VERMONT 


Since 1886 


**None But Our Own Creations” 
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of the nation. Reprints of Sheaffer's holiday color ads 
are available for dealers who wish to use them in dis- 
plays. 

The campaign will concentrate on items of particu- 
lar interest for holiday trade. These include Sheaffer’s 
new Dry-Proof Desk Sets, First Lady pens in the De 
Luxe Penvelope gift case and “visible” and “lever type” 
Lifetime pens. 

ian 


BURROUGHS HONORS SPALTOFF 


Marking the twenty-fifth year of service with his 
firm, the entire New York staff of the Burroughs Add- 
ing Machine Company last month presented A. E. 
Spaltoff, manager of the branch, with a beautiful 
parchment testimonial. 

In addition to the 350 members of the New York staff 
who gathered for the presentation October 15, was 





A. E. Spaltoff 


President Standish Backus, L. V. Britt, general sales 
manager, and Director Chase. 

Mr. Spaltoff began his career with the Burroughs or- 
ganization as a salesman in the New York office. His 
diligence and industry soon earned promotion and dur- 
ing his rise to the present position he was in turn 
agency manager at Binghampton, N. Y., and St. Louis, 
Mo. He was also at one time on the executive staff of 
the sales department at the home office and has been 
manager of the New York office since 1925. 

nahin 
NATIONAL ISSUES DE LUXE CATALOGUE 

Elaborately dressed in a maroon-colored loose leaf 
cover, a new and complete loose leaf catalogue has re- 
cently been issued by the National Blank Book Com- 
pany, Holyoke, Mass. 

The new book is equipped with one-inch capacity 
rings so that dealers may combine both the National 
bound book and the loose leaf catalogues in one cover. 
All stock lines of National loose leaf excepting only the 
two ring covers and fillers of the school line is included 
in the catalogue. List prices on stock items and special 
tables for special sizes appear on each page along with 
illustrations and descriptions. 

A thumb index provides instant location of all classi- 
fications, and a complete numerical index affords ready 
reference, prices and shipping weight. A comparative 
list of competitive numbers appears in the back of the 
catalogue while many new items and lines are listed in 
the front. 

The special ring book cover serves the double pur- 
pose of housing the catalogue sheets and being an ex- 
ample of a good looking, low cost catalogue cover. It 
is the work of the company’s special order department, 
which is equipped for designing devices for special uses. 
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display these 





good quality 
OFFICE CHAIRS 


Throughout the office furniture trade, interest in 








leather upholstered furniture is making itself felt. 
The demand is steadily strengthening and profitable 
orders will be filled this fall and winter by the 
dealers who have the furniture in stock and on dis- 
play. 

The Jasper Chair Company line of genuine leather 





upholstered chairs is outstanding in its combination 
of good quality and popular price. Solid American 
walnut is used in the construction, with steel framed 
spring seats. The upholstering is Dixie vealskin 
and New Eagle Grain—or full top grain, slightly 
higher in cost. 

A few of these fine chairs in your store will pro- 
duce worthwhile extra business for you. Catalog 


with full details and prices on request. 





Home of the “Right Chair at the Right Price” 


Jasper Chair Company 


JASPER, INDIANA 


Chicago Representative: W. H. Brown, 6708 Glenwood Avenue, (Phone ROGers Park 3644) 
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SPEED 





THE PUNCH 


ECONOMY 


IN ALL PHASES OF MANAGEMENT CONTROL 


POWERS 


PUNCHED CARD ACCOUNTING EQUIPMENT 


ACCURACY 








This high speed 
punch is fully auto- 
matic and equipped 
with carriage return, 
back spacer and dupli- 
cate punching device. 
Punches 45 column 
cards, 90 column cards 
or a combination card. 









THE SORTER 
59/9 796/25 9591 9@)> 969514 Hid73/1 96/2 794/929 Tihie Gaetan eclnste ond 
en joe | ee | = bee e = ences . har automatically arranges 
3 e . | eo. hh ven scaies the punched cards at 
re" me the rate of 26,000 per 
aoe pass ‘ee hour. Arranged for 
167 5)2633 ae) 475538 both 45 and 90 col- 
att “se umn cards, it provides 
é for split or selective 

sorting. 











THE 
INTERPRETER 


This exceptional 
machine interprets au 
tomatically the 
punched holes in 
either a 45 or 90 col- 
umn card. It pro- 
vides a visible register 


THE 90 COLUMN CARD 


This card is a reduction of the 45 and 90 
column cards which are identical in size 
and may be operated on the same machine. 


POWERS 
EQUIPMENT 


POWERS EQUIPMENT is Universal 


nancial—Insurance—Governmental. 


in 
Application—Industria-—Commercial—Fi- 





THE 
TABULATOR 


This Tabulator is 
designed to print in 
letters and figures all 
the information of a 
45 or 90 column card. 
It performs automa- 
tically the operations 





of this interpretation 
by printing it on the 
face of the card—both 
alphabetical and nu- 
merical punching. 





Dealerships in a few countries are still subtraction and prints 


available to responsible concerns. Write both ab and grand 


for details. 


of adding and direct 


totals in the same col- 
umn. 








POWERS 


BUFFALO, N. Y. 


EXPORT 


Remington Rand 


DIVISION 


U. S. A. 
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BRISTOL, ENGLAND, UEF OFFICES MOVE 
The Bristol office of the Underwood Elliott Fisher 
Company has moved into new quarters at 61 Victoria 
street, where a fine show room, service depot and Un- 

derwood School of Commerce have been installed. 
The Bristol papers carried extensive news articles 
regarding this removal, describing the new quarters at 


some length. 
> 


JOrgiN 





Still the Greatest Mothe 


The Annual Red Cross Roll Call from 
Armistice Day to Thanksgiving Day. 
The picture tells the story. 
FAIRBURN OPENS SARANAC LAKE BRANCH 
Continuing a policy expansion which has been in 
operation since 1932, L. H. Fairburn, proprietor of the 
Adirondack Business Service, Malone, N. Y., has re- 
cently opened a branch at Saranac Lake, N. Y., to be 
known as the Fairburn’s Typewriter Exchange. 
Mr. Fairburn began business in a small way three 
years ago, starting as a repair man without any lines to 
sell. As the months went by he gradually assumed the 








L. H. Fairburn 


agencies for various office equipment lines and ex- 
tended his repair service activities into three counties, 
Clinton, Essex and Franklin. 

The firms now represented by Mr. Fairburn and 
his organization include Underwood Elliott Fisher 
Company, Art Metal Construction Company, Niagara 
Duplicator Company, Remington Rand, Inc., L C Smith 
& Corona Typewriters, Inc., (portables) and Dicta- 
phone Sales Corporation. 
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Used and recommended by the 
Trade for Half a Century 


Where Quality Counts 


“M&V” typewriter ribbons and carbon 
papers are the most outstanding on the 
market today. 


The element of superiority is conveyed 
in every impression from “M&V” rib- 
bons and in every copy from “M&V” car- 
bons. There is the same element in 
“M&V” business policies. We cooperate 
with and protect the trade in every pos- 
sible way, meeting every condition and 
filling every requirement. The splendid 
“M&V” brands, every one standard in its 
price class, are reliable and best aids in 
establishing a profitable and permanent 
office supply business. 


New, modern sales impelling 
packages and practical sales 
helps. 


Write for catalog, prices and complete 
information. You will find it to your 
advantage to get better acquainted with 
the *“‘“M&V” organization. 


MITTAG & VOLGER, INC. 
Principal Office and Factories, PARK RIDGE, N. J. 
Agencies Throughout the World 
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shipping 


metals, e 








A convenient revolving stand for dictionary, 
price books, etc., will stand on any desk or table. 
Made in birch and oak. 


UTILITY EASEL 


————— my 








An adaptable and very strong stand taking 
less floor space than the tripod type. Suitable 
for blackboards, bulletin boards, sales charts, etc. 
Made of birch. 


INGENTO 





The accepted board for use in office, factory and 


room. Cuts paper, cardboard, light 


te. 








Manufactured Only By 


Ideal School Supply Co. 


8316-46 Birkhofl Avenue 
Chicage, Tl. 


| REVOLVING STAND | 
FOR REFERENCE BOOKS 


| 


TRIMMING BOARDS 
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TOBY JOINS NIAGARA DUPLICATOR COMPANY 

M. E. Toby, well-known engineer, designer and fac- 
tory operations expert with a background of outstand- 
ing achievement in his field, has recently joined the 





M. E. Toby 


staff of the Niagara Duplicator Company, San Fran- 
cisco, Calif. 

Mr. Toby is in immediate charge of production under 
the general supervision of Ferdinand Nigra, vice presi- 
dent and chief engineer of the company. 


ti 
YOUNG MOVES TO LARGER QUARTERS 


Ending nineteen years of continual occupancy of a 
building at 111 North Dearborn street, Chicago, the 
Young Office Equipment Company last month moved 
to new quarters at 210 West Adams street. 

The task of moving the huge stock of typewriters, 
supplies, cabinets, bookkeeping and adding machines 
was a heavy one and each of the fifty-three employes 
of the firm was pressed into service. The job was com- 
pleted in time for a grand opening on Saturday, Octo- 
ber 26. 

Before the company moved into the two floors of the 
new location, alterations and remodeling occupied sev- 
eral weeks at a cost of $210,000. The work included 
the installation of large display windows on the ground 
floor and a complete air-conditioning unit for the en- 
tire organization. The finishing touches included an 
elaborately-decorated ceiling and the laying of a rub- 
ber-tile floor. 

According to Elmer Young, who organized the pres- 
ent business twenty-five years ago, the move was un- 
dertaken because the old site is about to be razed. 
Additional floor space of more than 5,000 square feet 
decided the West Adams location. 

Among the machines offered by the Young Office 
Equipment Company are Underwood, Royal, L. C. Smith 
& Corona typewriters, Remington, Sundstrand, Bur- 
roughs and Victor adding machines, Comptometers, 
Marchant and Monroe hand and electric calculators, 
Dictograph inter-office telephones, Dictaphones, Elliott 
addressing machines, Multigraphs and Mimeographs, 
Addressographs, Ediphones, Hooven machines and 
Auto-Typists. 

ALCHIN SAILS FOR ARGENTINE HOME 


Stanley D. Alchin, representative of A. W. Boote & 
Company, Buenos Aires, Argentine, sailed for home 
aboard the S. S. Western World last October 26 follow- 
ing a visit to the home office of Underwood Elliott 
Fisher Company of which his firm is the Argentine 
distributor. 
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..4 Please send me brochure of your Dealer Mer- 


, ‘ chandising Plan --- Selling Visible Records in 
sentation of Acme ® Packages 


ler Merchandising Plan -:° 


——_— 
ee one 


selling Visible Records i” Packages: For complete Name 
‘ nformation attach coupon to your letterhead. nore 
ACME CARD sySTEM CO, CHICAGO | i 
City | States eres 
OA-11-35 
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—with McBee MultiSpred 


The First Great Improvement 
in Peg-Board Accounting! 


iH ERE'S the new and better way of recapping "pegged" strips for distri- 
bution and analysis. MULTISPRED permits the use of forms as long as 30 
inches and allows for a 36-inch spread. Spread moves while line guide remains 
fixed, increasing operator's comfort, speed and accuracy. End-of-the-month 
shingling is eliminated, saving valuable recapping time. It will pay you to 
investigate this brand-new summary accounting mechanism which opens a 
wider, more profitable market. 





PRICED AS LOW AS 


$95 


F. O. B. ATHENS, OHIO 





SPREAD 
MOVES 





<3] The McBEE 
ey COMPAN Y 


ATHENS, OHIO 
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(Convention Registration—Continued from page 63) 


Tibbs, Harry, Kansas City, Mo Wanty, Thomas ( Gunn Furniture 
Tompsett J M Isler- Tempsett Co., Grand Rapids, Michigan 

Lithograph Co., St. Louis, Mo Ward, Hugh, Geyer’s Stationer, New 
Towne, R. P., National Blank Book York City 

Co., Holyoke, Mass Warkentin, Ted R., Southwestern Prg 
Tracy Jack, Fibron Stencil Corp & Sta., Lawton, Okla 

Los Angeles, Calif Waterman, Frank D., L. E. Water 
Tussing, R. M., Victor Safe & Equip man Co., New York City 

ment Co., North Tonawanda, N. Y Warts, Norman, Office Equipment Co 


Louisville, Ky 


: U Weingaertner, M. T Egyptian Sta 
Uden J. A Burnap-Meyer, In tionery Co., Belleville, Ill 
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ers Association Columbus, Ohio ‘ mk Houston, Texas , - a ad | e s ime r 
VanDorn, H. B., Joseph Dixon Cri Winfield, E Frank W infields— The 
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Wingert, L. P., General Pencil Co 
Jersey City, N 
Wittstein, H H. The Globe-Wer 


nicke, Co., Cincinnati, Ohio 


Vater, John J., Enid, Okla 
Veitch, David S Security Station 
ery Co., Kansas City, Mo 






W w obber Ed W obber s Inc San 
Wadsworth, Chas American Pencil Francisco, Calif 
Co Hoboken, N. J Wolcott, Geo. H Wilson-Jones Co 
Wagner, L. A Joseph Dixon Cru Chicago, Ill 
cible Co., San Francisco, Calif Wood, R. N Esterbrook Pen Co m 
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School Supply Co Minneapolis Wren, J. I Western Bank & Office 
Minn Supply Co., Oklahoma City, Okla 

Walker, ¢ Herbert, Pampa Office Wright, Russell F Jaclin Station uJ . N NANTS 
Supply Co., Pampa, Texas ery Co., New York City 

Wall, Courtney ¢ Boorum & Pease Wright, Steve, Geyer's Stationer, St 
Co., Brooklyn, N. Y Louis, Missouri 

Wallace, James A., Jasper Office Fur 


niture Co., Jasper, Ind Y 
Wallace, W. H., Bainbridge, Kimp Yawman, Francis J., Yawman and E:be 


Prepare 
Now for 
Christmas! 




















ton & Haupt, Inc., New York City Mfg. Co., Rochester, N f ; 
Walsh, H. J., Southworth Co., Chi Young, Irby, Buchanan Stationery Set 0 10 Free to Customers with 
cago, Ill Wichita Falls, Texas 2 2 
é Each Autopoint or Realite Purchase 
ADIES , : 
LAI = pennants to customers! It’s a simple offer, but 
‘ts tee bh . - Lynch, Mrs. F. E., Wichita, Kan the appeal is universal . . . and dealers have been dumb- 
— . ee - : ie O . siete et founded at the way it’s boosting Autopoint and Realite sales! 
3 aneva Nirs , INewar [ J ’ . ; ; 
Bacon, Mrs. George W Aurora, Ill McKee, Mrs. S. C., St. Louis, Mo Here s the plan: Every Autopoint or Realite purchase 
Balch, Mrs. Harry, Chicago, II McKenzie, Mrs. Guy C., Omaha, Neb entitles the customer to a package of ten famous College 
Barry, Mrs. Charles R., San Francisco McKibben, Mrs. J. I., Kansas City Pennants free. There are seven sets . . . seventy pennants 
Calif Missouri : se it 
Braden, Mrs. W. R., Milwaukee McLaughlin, Mrs. P. F., Se. Joseph, in all > Svat and the craze to collect complete sets is literally 
Tige ae sweeping the country. 
Brewer, Mrs. Harry W., St. Louis, Miller, Mrs. D. C., Chicago, II The other member of this fast-selling combination is . . 
Missouri , — a — — a Autopoint quality! These are better mechanical pencils 
Oo yome > i rs icnhiara, or anc . *,* . 
Cobtectt Eid The C. tes Dower Ore - +. stronger, better-looking, smoother-writing. Exclusive 
Co., Cincinnati, Ohio Moore, Mrs. R. C., Kansas City, Mo grip-tip keeps leads from slipping, sliding, or wobbling. 
Carpenter, Mrs. R. P., Chicago, Ill Morgan, Mrs. J. H., Huntington, W iori ; 
Carpell Mrs. E. Hi, Gambeidee, Mars ve g 19 superiority features in all. 
Clayton, Mrs. S. S., New York, N. Y Musgrave, Mrs. J. Raford, Shelbyville Striking Display Material 
Cody, Mrs. C. F., Dubuque, Iowa Tenn 
( — Mrs. Chas. F., Minneapolis me a + s a - We furnish everything you need to put the Free Pennant 
inn Nickerson, Mrs uicago . . . 
Gon te - 6 to Messen, Biss. @. 54.. tasinten., W Plan over in a really big way in your store. A smash 
Missouri Va window display in full color. Counter cards for inside 
Crowley, Mrs. R. S., Kansas City P , your store. And window or store display-pennants to tell 
Mo D — Cae J. Howard, San Fran customers about the free pennant offer. Don’t pass up 
Davies, Mrs. John R Philadelphia Pearce, Mrs N I Chicago, Ill this truly BIG opportunity for better profits. Get the 
Pa Perry, Lora V., New York, N. Y Pennant Plan under way in your store right now. 
Demaree, Mrs. C. S., Kansas City Pinney, Mrs. D. R., Chicago, Ill 
Mo Pitt, Mrs. William, Kansas City, Mo 
E K 
Fellowes, Mrs. H. L., Chicago, III Resmmen, Din. 1. W.. Cumin, 00K We recommend fast-selling assortment No. 4P 
( - 
, Ss . : 
vallup, Mrs ‘ asas City : y : 36 No. 90B (25c list) Realites 
Gaur, Mev. Frank E.» Kansas City, Senghah, Mis. A. F., Miwa 24 No. $28 C35 it nei 
Geyer ete —— %, seyer's Station Sheaffer, Mrs. Craig R Fr. Madison. 6 No. 48 (75¢ list Autopoints 
P a2 ov *H. : id. Chicago. Ill lowa , 36 Tubes (10c list) Medium Black 
staves rs arolc ucago Sheaffer, Mrs. W. A., Fr. Madison, (24) Leads 
H la : d 
Hanson, Mrs. Tom, Holyoke, Mass Shockley, Mrs. Irving W., Kansas 12 Boxes (ie Het) on. 
Holly, Mrs. C. ¢ Des Moines, Ia City, Mo : 90 Sets of Pennants net to you, 4c per set. Regular 20c retail 
Horder, Mrs. H. G., Chicago, IIl Simpson, Mrs. Chas., Jamestown, N value. 
Hughes, Mrs. Frank M., Oklahoma Y - rn 
City, Okla Skibbe, Mrs. A. R., Chicago, Ill WwW fi 
I Smith, Miss Elizabeth, Chicago, Ill rite or Discounts 
Isaakson, Mrs. E. I Sioux City, Ia Smith, Mrs. Kellogg, Kansas City, Mo 
1 Stewart, Mrs. Neill, Dallas, Texas 
Jerue, Mrs. Sterley E., St. Paul, Minn ° AUTOPOINT COMPANY 
Johnson, Mrs. Evan, Chicago, IIl Teague, Mrs. Owen A., Kansas City 1801 Foster Avenue, Dept. 04-11 
K Mo : F 
Kane. Mrs. W. R Chicago, Ill Thom, Mrs. Maude, Detroit, Mich The Better Pencil Chicago, Illinois 
Kaufman, Mrs. (¢ I Kansas City Townes, Mrs. D. L., Shelbyville em ce ce ee ee ee ee 
Missouri ae AUTOPOINT COMPANY 
Keeling, Mrs. E. A., Jamestown, N Towne, Mrs. R. | ; Holyoke, Mass [- 1801 Foster Avenue, Dept. OA-11, Chicago, Illinois | 
: \ : O. K. Ship complete PREMIUM PENNANT PENCIL ASSORT- | 
Keeling, Mrs. John M., Jamestown Valleau, Mrs. R. B., Se. Paul, Minn MENT at once. 
New York Vance, Mrs. Reid, Columbus, Ohio | 
Krumwiede, Mrs. Elmer, Chicago, III Vasen, Mrs. Edna Y., Shepard Sta | Firm 
I tionery Co., Kansas City, Mo Address | 
Landes, Mrs. J. D., Kansas City, Mo WwW | 
Latsch, Mrs. R. D., Lincoln, Nebr Waldron, Mrs. H. f[ Fr. Madison City State 
Lessard, Mrs. E. J., St. Louis, Mo lowa | Signed by 
Locke, Mrs. Wm. H Sioux Falls Williams, Mrs. A. W Philadelphia | [) Also send latest illustrated Catalog and Price List 
S. D Pa ee 
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Neva-Clog 
STAPLING MACHINES 








Four Neva-Clog ma- 
chines and two staple 
sizes fill 90% of your vol- 
ume orders for stapling 
machines and staples. 





BRILLIANT NEW DISPLAY C-3 


est this new display set. Attractive 
silent salesman that will make 
NEVA-CI i sales increasingly profitable. Free to 
N ' , 


NEVACLOG PRODUCTS, Inc. 


BRIDGEPORT, CONN. 
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(All-Canada Stationers Convention—The Exhibits— 
Continued from page 76) 


shown the full Carter's line of writing inks, show card inks, Cico paste, 
mucilage, typewriter ribbons, carbon paper and stamp pads. H. L. 
Brooks, manager, was in charge. 

WILLIAM COLLINS & COMPANY, LTD., Glasgow, Scotland. 
Blank books for accounting purposes were displayed, also pocket, 
desk and office diaries, dictionary, atlases and memo books. The com- 
pany’s slogan, “Largest Stationery Manufacturer in British Empire,” 
was a part of the exhibit. Donald J. Heasley was in charge. 

THE COPP CLARK COMPANY, LTD., 495 Wellington street, 
West, Toronto. This exhibit featured boxed stationery, writing tablets 
and note books under the trade name Smart Set. All covers were par- 
ticularly attractive in design which is printed on a thin sheet of alu- 
minum .0004 inch thick. 

WILLIAM E. COUTTS COMPANY, LTD., 215 Spadina avenue, 
Toronto. In this exhibit were tags, seals, greeting cards, display racks 
and wrappings. Donald S. Porter, sales manager, was in charge. 

W. V. DAWSON, LTD., Toronto. Blank books for accounting pur- 
poses were emphasized. Other numbers included order books, type- 
writer paper and envelopes. Supervising the exhibit were H. G. Daw- 
son, A. W. McNaughton and W. A. Bordeleau. 

DENNISON MANUFACTURING COMPANY OF CANADA, 
LTD., Drummondville. This exhibit included a wide assortment of 
tags, index tabs, seals, labels and social stationery items. In attend- 
ance were A. G. Lancaster, A. W. Andrews and G. F. Button, also 
R. A. Maish from Framingham, Mass. 

WALTER DICKINSON & COMPANY, LTD., 79 Wellington street, 
W., Toronto. In this interesting exhibit were shown Scripto mechani- 
cal pencils and leads, Robert Craig & Sons blotters, John Marshall's 
steel pens, playing cards, gummed and fine coated papers, and candles. 
Attending the booth were Walter Dickinson, president, Frank S. Par- 
rott, George E. Wilks, Jack Dickinson. 

DIXON PENCIL COMPANY, LTD., Newmarket, Ont. Here was 
shown a complete assortment of Dixon pencils and crayons. A feature 
of the display was a large Canadian flag made entirely of red, white 
and blue pencils. A young lady was busily occupied telling fortunes 
from samples of handwriting. J. H. Schermerhorn and Tom Stevenson 
were in attendance. 

DOMINION BLANK BOOK COMPANY, LTD., St. Johns, Que- 
bec. Blank books and loose leaf devices constituted the major portion 
of this exhibit which also included zipper ring back portfolios, binders, 
envelopes, sales books, etc. In attendance were George, Harold and 
Paul Savoy. 

DON VALLEY PAPER COMPANY, LTD., 388 University avenue, 
Toronto. On display was a wide assortment of blotting papers, also 
covers, text, bristol, etc. 

DUNLOP TIRE & RUBBER GOODS COMPANY, LTD., 870 
Queen street, E., Toronto. The feature of this exhibit was “‘Dun- 
lopillo”’ cushioning. It included chair cushions for standard, steno- 
graphic and executive use, and public seating. Long life rubber bands 
also were shown. Earl S. Hill directed the display. 

EAGLE PENCIL COMPANY OF CANADA, LTD., 217 Bay street, 
Toronto. The Eagle lines of pencils—wood, paper and mechanical— 
were on display. Also a wide line of erasers, lead refills, penholders, 
fountain pens and Verithin colored leads. C. G. Easton, general man 
ager, was in charge, assisted by Harold W. Long and J . A. Whitelaw. 
Herman Price from Jersey City was in attendance. 

EATON, CRANE & PIKE COMPANY OF CANADA, Toronto. 
Here are shown fine papers and Highland linen, Chamivor vellum, and 
deckle parchment. A. B. Curliss and J. Johnston were in attendance. 

BARBER ELLIS COMPANY, LTD., Toronto. At this booth was 
displayed the Cameo vellum line of boxed social stationery. A. G. Ellis, 
director, was in charge. 

GRANGER FRERES, LTD., 54 Notre Dame street, West, Montreal. 
The Pronto line of collapsible storage files was displayed in various 
sizes, also NIC projectors for moving pictures. This exhibit was under 
the supervision of L. A. Frederick. 

W. J. GAGE & COMPANY, LTD., Toronto. This exhibit featured 
loose leaf stenographers’ note books, memo books, exercise books and 
catalogues with Wire-O binding, also Ajax drinking cups and boxed 
Stationery. J. B. Taylor, sales manager, presided, assisted by R. S. 
Parish. 

GILMOUR BROTHERS & COMPANY, LTD., Montreal. Here 
was shown LePage’s glue in various packages, LePage'’s mucilage and 
LePage's liquid solder. The exhibit was supervised by I. W. Oliver 

THE GREETINGS COMPANY, Toronto. As the name implies, this 
exhibit featured greeting cards, seals and wrapping tape. 

CHAS. M. HIGGINS & COMPANY, Brooklyn, N. Y. In this ex- 
hibit were displayed writing inks, drawing inks, library and office paste, 
glue and sealing wax. Harry Tehan, sales manager of the company, 
was present. 

INDEX CARD COMPANY, 50 Paul street, Toronto. A full line of 
filing supplies—folders, guide cards, file pockets, expanding envelopes, 
storage files, etc.—was displayed here by C. R. Saunders, manager, 
and F. J. Waters. 

DAVID KAHN, INC., North Bergen, N. J., displayed a complete 
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OWHERE ELSE... 


“Except from Shaw-Walker 
... Can You Get These Lines 


Certified Protection... Only from Shaw-Walker can a 
dealer get a line of insulated fire protective equipment. There’s been a big 
increase in demand for these items. Why not cash in on it? Sell a line on 
which there is no independent dealer competition. If you're located in a 
city where there’s no exclusive Shaw-Walker dealer, by all means write for 
our proposition. Coupon below for your convenience. 












This Label On All Insulated Items 


Fire-File Executive Safe 


Not a “commercial” type safe, 
but a good one, capable of re- 
sisting 85% of all the fire haz- | 
ards in this country. Four pop- 
ular sizes, and a very large selec- 
tion of interior arrangements. 
Real protection at prices that sell. 


A safe in the form of a file. Two, 
three and four drawer heights. A 
complete line of optional drawer 
arrangements,—standard card sizes, 
letter, legal, document and check. 
A big profitable seller. 





Insulated Cross File 
Posting Ledger Desk Sell this equipment—with the trays, cards, and guides—to 
(not illustrated) any concern with a big, constantly used list that is vital to the 
business. Cross file convenience with Certified Protection. 
Ideal for bank savings card ledgers and for time pay- 
ment concerns. The most outstanding, finest appearing 
product of its kind. Many valuable selling points. 
Write for information. 


Insulated 
Posting Tray 


Easily operated fire protec- 
tive cabinet which houses 
any tray. Does away with 
twice-a-day removal and re- 
placement of trays in vault. 
A “natural” for banks or 
commercial concerns with 
card ledgers. 








“Built Like a 
kyscraper” 





To: GHAW-WALKER Muskegon, Michigan 


Please Send Us Information On Your Insulated Lines. 
tS ree ome eer Phe et SRI i Ey 
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A New Conception 
OF A MANUFACTURER’S FUNCTION 


When a manufacturer builds his policies and purposes on the basis that 
his whole function is to serve the organization of dealers who supply him 
with business, that is a new conception. The product becomes a medium 
of expressing that service. True, the ultimate consumer is considered, 
but this organization looks to the stationer to interpret the needs and 


wishes of the consumer for it. 


He develops a product which meets these needs . . . a product built for 
dealers to sell, priced to give them a fair return for their efforts, com- 
petition considered, and with an inherent quality that will build the good 


will for the dealers. 


Back in the days when this business was started, the question of dealers’ 
policy was decided once and for all. The management then felt that it 
owed a great deal to those dealers who had decided to invest money in 
merchandise and to put forth effort in the distribution of it. The policy 
of “no direct selling” was decided upon in the beginning, is now, and 
will continue to be “Thumbs Down on Direct Selling.” 

This policy is one that regards the exclusive dealer as a very definite part 
of the organization, one who is entitled to the same consideration as the 
salesman on the payroll. 

The management wishes to take this opportunity to thank the dealers 
throughout the country who have been mostly responsible for the steady 
growth of the Faultless Line. To all the stationers at the convention and 
those who did not attend, we extend this wish, “May the coming year 
further bind those cordial business relations which contribute to a suc- 


cessful industry.” 


STATIONERS LOOSE LEAF COMPANY 


524 North Broadway 237 Lafayette Street 
MILWAUKEE, WISCONSIN NEW YORK CITY 


MANUFACTURERS OF THE FAULTLESS LINE 


Flexi-Post Binders Rapidlock Sectional Post Binders 
Durabilt County Record Books Stalok Sectional Post Binders 
Durabilt Minute Books Faultless Ring Binders 


Faultless Visible Record: = : 
a : 4 Aluminum Sheet Holders 


Faultless Machine Posting Equipment 4 
she . . 
Faultless **S-O” (Slide Operating Excello Post Binders 
Ring Binders Sheets and Indexes 
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line of fountain pens, mechanical pencils and lead refills. William A 
Mayers was in charge, assisted by Dora Adler. David Kahn, president 
of the company, and Harry Yaeger, both from North Bergen, were in 
attendance. 

THE LUCKETT LOOSE LEAF, LTD., 11-17 Charlotte street, 
Toronto. A complete line of loose leaf products were on display featur 
ing binders under the trade name Biltrite, also C. Howard Hunt Speed 
ball ink, and Boston pencil sharpeners, Oxford storage files and the 
A young lady artist 

Jim Luckett, 
Eberhard Faber 


full line of Eberhard Faber pencils and erasers. 
gave interesting demonstrations with colored Mongols. 
Jr., was in charge, assisted by Gord Lowe and others. 
and Mrs. Faber were visitors at this booth. 

MENZIES & COMPANY, LTD., Toronto. 
greeting cards, Glucine liquid paste and boxed writing papers. 
supervised by J. Anderson and John Millichamp. 

THE MOORE PUSH PIN COMPANY, Philadelphia. It’s the little 
things that counted in this exhibit. On display were pushpins, both 
glass and aluminum, map tacks, thumb tacks, pushless hangers, mark 
ing tacks and screen tacks. H. C. Hooks, sales manager, was in charge. 

MORVAL PRODUCTS COMPANY, LTD., 
This exhibit was literally filled with geographical globes. 
were shown in sizes ranging in size from seven to sixteen inches, with 
Some Hammond globes 


This display included 


It was 


Hamilton, Ontario. 
Cram globes 


various mountings for desk, table or floor. 
and atlases also were shown. The display was under the direction of 
J. V. Whitton and J. Maiorana. 

NATIONAL FIBER COMPANY OF CANADA, 107 Atlantic ave- 
The Vul-Cot line of wastebaskets was shown in various 
sizes and a wide range of colors for different uses. Guide card sheets 
for filing supply manufacturers also were displayed. This exhibit was 
under the supervision of H, Frankel, manager, L. G. Ostrom and Harry 
Beach. 

NATIONAL PAPER GOODS, LTD., Hamilton, Ontario. In this 
exhibit were shown safety seal envelopes in all sizes and a variety of 
qualities, writing paper, tablets, greeting cards, monogram stationery, 
and jars showing the parts which go into fine paper manufacture. R. T. 
Hunter, sales manager, and H. G. Turnbull, general manager, were in 


nue, Toronto. 


attendance. 

PRESTON NOELTING, LTD., Stratford, Ontario. Among the 
articles displayed were filing supplies, filing envelopes, box files, binding 
cases, card index trays in wood, transfer cases, document envelopes, 
folders, index guides, desk trays, mail distributor cases, a wood desk 
for home or professional use, steel file, and Faultless casters. The 
exhibit was supervised by James Preston and H. J. Vickers. 

THE OFFICE SPECIALTY MANUFACTURING COMPANY, 
Newmarket, Ontario. Shannon files and perforators were shown, also 
the Record Chest, Accesso desk tray and Blue Ribbon filing supplies, 
cards, guides, folders, indexing, etc. This exhibit was supervised by 
M. B. Seldon, sales manager. 

PARKER FOUNTAIN PEN COMPANY, LTD., 154 University 
avenue, Toronto. Here was shown the extensive line of Parker fountain 
pens, pencils, desk sets and “‘Quink’’ writing fluid. Roy Pennington 
and J. A. McConkey were present. 

PEERLESS CARBON & RIBBON COMPANY, LTD., Toronto. 
This exhibit included carbon paper, typewriter ribbons, Multigraph 
ribbons, wood fibre stamp pads, autographic register carbon rolls, Elliott 
Fisher rolls and duplicator supplies. Pull tab carbon was particularly 
featured. R. M. Coates was in charge. 

J. E. POOLE COMPANY, 18 Holly street, Toronto. A line of 
writing inks was displayed, also show card colors, dry inks, inks for 
special purposes, stamp pads, hektograph duplicators, and adhesives. 
J. E. Poole was in charge, assisted by Doris Richards, Reg Wright 
and Hazel Friar. 

QUILL & QUIRE, 480 University avenue, Toronto. A trade journal 
for stationers Mack Seccombe was in charge, assisted by Wallace 
Seccombe. 

ROLLAND PAPER COMPANY, LTD., Montreal. 
of fine papers was shown, including bonds, writing, ledgers, duplicating, 
offset, text and book. 

W. A. SHEAFFER PEN COMPANY, 169 Fleet street, Toronto. 
A wide range of Sheaffer pens, mechanical pencils and desk sets was 
displayed, also Scrip. A mechanical demonstrator showed the principle 
of the Vacuum-Fil and the increased ink capacity. Phil Rose was in 


An assortment 


charge, assisted by H. Earnshaw 

HOWARD SMITH PAPER MILLS, LTD., Montreal. 
blotting was displayed, with particular attention paid to absorbency 
A new shade of white in all bonds but No. 1 also was featured. J. L. 
McCaul was in charge. 

S. S. STAFFORD COMPANY, LTD., 1207 Bay street, Toronto. 
Here were displayed writing inks, hektograph inks, show card colors, 
adhesives, furniture polish and ink eradicator, Arthur Chitty, sales 
manager, was in charge, assisted by Miss B. Miller and W. S. Corrigan. 

VENUS PENCIL COMPANY, LTD., Toronto. An extensive line 
of pencils, leads, erasers and penholders was on display. W. S. Stewart, 
Miss B. Butterworth and W. H. Smith were in attendance. 

VICEROY MANUFACTURING COMPANY, LTD., West Toronto. 
On display were erasers for various purposes, rubber bands, rubber 
A feature was a reproduction 


Library 


chair seats and rubber typewriter pads. 





SINCE 1880 


Higgins’ Waterproof Black Drawing Ink, 34-02. bottle, and 
Higgins’ Rubber Boltle Holder, each 25e retail 


Fevery day for over half a century, 
HIGGINS’ AMERICAN DRAWING INKS 
have filled thousands of ruling pens 
again and again. 


HOUGH business conditions 

have varied, Higgins’ Draw- 

ing Inks have remained constant 

the dealers’ standard and stand- 

by since 1880—with quality and 

uniformity unchanged and unex- 
celled. 


With an advertising and sales pro- 
motion program particularly 
planned to take advantage of the 
certain recovery in technical and 
construction industries, and with 


BLACKS 


waremengor he increas | 

(SOLUBLE) the increasing popularity and de- 

mand in high schools and colleges, 

COLORS Higgins’ Drawing Inks should be 

CARMINE by far the most profitable of all 

Mh your art materials and drafting 
BRICK-RED 


supplies. 


Write, NOW... 


For our new price list and color card. 


DARK BROWN 
LIGHT BROWN 
ORANGE 
CHROME YELLOW 
LEMON YELLOW 
NEUTRAL TINT 
EMERALD GREEN 
BLUE GREEN 


INDIGO These should be in the hands of every 
VIOLET 
WHITE progressive stationer. 


CHAS. M. HIGGINS & CO., INC., 271 Ninth St., B’klyn, N.Y. 


Manufacturers of Higgins’ American Drawing Inks, Writing Inks and 
Adhesives Since 1880 


HIGGINS Arne riccan 


DRAWING INKS 
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TRANSFER 
CASES 


Heavy corrugated board K. D. 


construction. Letter size 24 


inches long. Easy to assemble. 


Easy to operate. Packed six 


cases to a carton. 





No. 14-L 








No. 24-L 


No. 24-L is strongly made of 
pinewood covered with paper 
and has a steel cover. Shipped 
setup. Packed three cases 


to a carton. 


Write for our new low prices 


on both cases. 


IMPERIAL METHODS CO. 


FOREST PARK, ILLINOIS 


Western Representative: 
C. J. SCHUBERT, Jr. 
307 East Third St., Los Angeles 


GERARD D. WHITE 
100 Worth St 
New York City 














ee 


OFFICE APPLIANCES 


in wood of the plant from an airplane view. This exhibit was super- 
vised by W. J. Bates and I. Card 

WARWICK BROTHERS & RUTTER, LTD., Toronto. On display 
at this exhibit were loose leaf goods, blank books, boxed stationery 
A dummy illustrated nine stages in the manufacture of 
The principal fea- 


and tablets. 
blank books after the ruling, folding and gathering. 
ture of the exhibit was a large blank book bound with suede calf and 
Russia interlaced with cowhide. In it were remarkable samples of 
ruling in straight lines, curves and circles with colors mixed harmo- 
How such unusual results could be accomplished is not known 
today. The man who ruled the pages and who passed away nearly 
forty years ago kept the secret to himself. Supervising this display 
were W. Warwick, W. Holmes and W. Woods. 

L. E. WATERMAN COMPANY, LTD., 263 St. James street, Mon- 
treal Here was shown an extensive line of fountain pens, desk sets 
A special exhibit showed fifty years of style changes, starting 
Another feature was part of 
It included sculptured hands 


niously. 


and inks. 
with the first Waterman model in 1884. 
the Waterman collection of famous hands. 
of Rachmaninoff, Bobby Jones, Lily Pons, etc. They were to show 
how different types of pens are required to fit different people. The ex- 
hibit was supervised by Fred Garfield McConnell, manager of the com- 
pany; F. D. Chisholm, Montreal manager, and Walter R. Kemp. Frank 
D. Waterman, president of L. E. Waterman Company, was in attend- 
ance 

WELDON ROBERTS RUBBER COMPANY, Newark, N. J. 
were displayed an extensive line of erasers including the taper tip for 
lead pencils, typewriter erasers, draftsmen’s erasers, a cleaner for finger 
marks on drawings, etc., dough rubber for charcoal, gum rubber for 
cleaning and erasing, and rubber bands in all sizes. John A. Riedell, 


sales manager, was in charge, assisted by R. E. Williams. 


Here 


(Merchandising and Distribution—Address by F. J. 
Nichols, National Cash Register Company—Continued 
from page 81) 


of you, aren't you? Some of you are selling through retailers, éren't 
? Individual stores, chain stores, department stores, all kinds of 
And some of you are doing both. What kind of a business do 
Through what channel of distribution do you want to 
have your things flow? Can't you make up your mind? I am not trying 
deliberately to be embarrassing, gentlemen. I am just raising questions 
which you might as well face. There is no dodging them today. You 
are as much up against these questions in Canada as we are in the 


you 
stores. 
you want to do? 


States. 
What about quantity discounts? What about allowances of every de- 


scription under every kind of disguise and alibi? How much longer can 
you do business that way? You have got to decide whether you need 
the retailers or not. If you decide that you need the retailers then you 
will have to let them make a profit. You tell them today, “Oh, our ad- 
vertising drives the consumer into your store to ask, to demand this 
stuff." Bunk. “Therefore, you ought to sell that for ten per cent. or 
five.” Hmmm. It costs him thirty to do business. “Oh, well, he can 
make it on something else."” What is the something else? Will you 
tell me? For everybody else is doing the same thing. But you tell me 
yours is different, yours is peculiar. That is what they all say. 

How long can that retailer continue to furnish an outlet through which 
your things can flow into consumption if you can’t let him have ex- 
penses? 

Flat Discount Not a Solution 

I have just come from the Drug Association Convention in Cincin- 
nati where they think—of course, they have only studied chemistry, they 
don’t know anything about business or accounting—they think the solu- 
tion of the drug problems is flat 3354 on everything sold in a drug store, 
so they have this national, official campaign demanding 33'4. But the 
interesting thing is, as they campaigned this thing across the States, 
some States are demanding 33% on cost and some 33'4 on selling price 
and some 21 off list. Of course, you stationers know the difference, 
don’t you? The druggists don’t. And you ask the druggist, “‘Well, now, 
let's see, you want 33'% because your patent medicines require that. 
Can you sell prescriptions at 334?" “Oh, no, no, no. I need 60 to 75 
“Do you have to have 33" on tobacco?” “‘No, a lot 


on prescriptions.” 
“What about soda fountains?” 


are making money at ten on tobacco.” 
“Have to have 50 on soda fountains.” 

How is he going to average 33'4 with ten here and 75 there? 

You have the same problem. You laugh at the poor druggist. What 
about the poor stationer? You don't need any level amount, any general- 
ly agreed upon margin, but you must have those margins big enough to 
cover the cost of handling and selling and they must be sufficiently gen- 
erous so the sum total of all of them is going to give whatever the aver- 
age is. I think it takes something like 32 or 35 cents on a dollar to run 
a stationery store. I don’t know. I wish somebody would spend a few 
dimes and find what it should cost to run a stationery store. We don’t 
know much about it. 

I would like to put it up to the manufacturers: If you want to keep 
the retailers in business, you will have to give them a sufficient margin 
allowance to cover the cost of handling your merchandise. 

I would also like to suggest to you manufacturers that possibly the 
time has come for you to face up to the necessity of handling these retail- 
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TWIRLIT 
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PAPER 
DRILL 


Does jobs that a punch can’t do! 


a drills a neat, clean hole 
through 14 inch of paper at a time. It cuts its 
way through by a series of easy twists on the 


screw instead of a hand-bruising squeeze. 


A great convenience in every office where binding 
and filing is done. Handles records, reports, mag- 
azines, catalogs and many other papers too thick 
for a punch. Saves time and trouble. Saves mon- 
ey too, because it does many jobs that formerly 


required an expensive, power-driven machine. 


A Size for Every Need 


The three models illustrated meet every office 
requirement. Nos. 200 and 300 are provided with 
etched scale, side guide and adjustable heads. 


Can also be fitted with extra heads. 


Strong— Durable— Handsome 


On all models, base is of solid iron with rubber 
feet to prevent scratching of furniture. Hollow 
drills are of heat treated chromium-vanadium 
steel. Cutting edge lasts for years. Finished in 
olive green with nickel trimmings, TWIRLIT is 


handsome as well as effective. 


Catalog on request 


MITCHELL BINDER CO. 


HAGERSTOWN, MARYLAND 





able in four sizes. Long back guide strip. Compact and 
sturdy. Base 3x4”. 


NO. 100 Simple. effective, inexpensive. Fixed head, avail- 9 50 
cy 





side guide. Heads are replaceable and can be furnished 
in four sizes to drill holes from 4%” to 1%”. Base 
4%"x6". 


NO. 200 Two adjustable drill heads, etched scale and 6 25 
= » 





NO. 300 Furnished with two or three adjustable 75 
drill heads. Etched scale and sideguide. Heads are 

replaceable and can be furnished in four sizes to es 

drill holes from 4%” to 1%42”. Base 6%4”x11”. 
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What’s new and better in 
desks? Steelcase! This line is 
outstandingly superior in design, 


in construction and in looks. 


The new Steelcase Desk line 
meets the demands of today. It 
is a line you'll be proud to dis- 
play, to recommend and to sell. 
No desks we have ever offered 
have met with such enthusiastic 


approval. 


Our latest catalog gives all the 
facts. You ought to have a copy 


now. Where shall we send it? 


‘STEELCASE 


Business Equipment 
epee 
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ers differently. Today, you think you must have a sales force qualified 
to put merchandise on the shelves and into the storerooms of these re 
tailers. Is that right? In other words, you are still running sausage 
stuffing machines, aren’t you? Don’t you know that merchandise isn’t 
sold until it leaves that store and gets out into consumption? 

Are you ready to face up to the thing that has been done in a lot of 
other businesses? Fire these salesmen? According to this testimony we 
have had early today, they don’t amount to much anyway. Let's get rid 
of them and put into their places merchandisers, whose job it will be to 
go into these retailers’ outlets and help to resell that merchandise of 
yours. 

Gentlemen, the job is not to pile up in the store. The real job is to 
move it out of the store. The job of the salesman is to pile it up. 
The job of the merchandiser is to move it out. .If you want something 
interesting, dig into what is being done by some of the grocery manu- 
facturers. They no longer have any salesmen, they have merchandisers. 
They are going to the retail outlets and increasing the flow of that mer- 
chandise. It flows out through those outlets. They don’t have any 
problem about the flow into the store. You create a vacuum inside of 
the store so far as your merchandise is concerned and it is just going 
to be pull in there, isn’t it? 

That is the new technique. 
from the role of sausage stuffers to the role of merchandisers. You will 


Now most of you salesmen can transfer 


find it vastly more interesting. 
A Suggestion to Wholesalers 


You wholesalers, I would like to suggest that you do some real sell- 
ing. Cut out the order filling. I would like to commend you to a study 
of Hibbard, Spencer and Bartlett, one of the biggest hardware whole- 
salers on the Continent, who no longer will break a package, who have 
paid the price of finding out what size package, what number of articles 
of different kinds are required to sell most readily in hardware stores. 
That is what you get. They were telling me the other day when I hap- 
pened to be in their office, of an order that came from a customer, a re- 
tailer who had been with them for 27 years. He ordered a long list of 
things, and among the things, three fly swatters. They filled the order 
with the exception of the fly swatters. They sent along the order 
with a little note saying that they could not sell less than 24 fly swatters 
They couldn't break packages. Back came an angry letter. You can 
imagine what the customers said to Mr. Whipple: Don’t you value our 
trade at all, and so forth. Mr. Whipple sat down and wrote to the cus- 
tomer and he said, *‘We are sending the standard package of 24 fly swat- 
ters but we are only billing you for three. It will cost less to send 24 
than to break the package.” 

Some of you wholesalers haven't learned that, have you? And you re- 
tailers: It will cost a whole lot less to get 24, and you will sell them 
faster than you sell three, because what can you do with three? You 
can’t make a display of them. If you should put them in the window 
you wouldn't have any to sell, would you? 

I saw a tie in a window the other day. To see what would happen, I 
went in and I said, ‘“‘I would like a tie like the red one in the window.” 
The salesman said, “Is there a red one in the window?” I said, “‘Yes.”’ 
He said, “Well, let's go and look.”’ They went through the stock. They 
didn’t have any. I said, “‘What about the one in the window?” They 
said, “Oh, that is on display.”” I said, “‘Why is it there?” ‘Oh, to sell 
ties." I said, “I would like that one.” ‘‘Well, we will have to put an- 
other one in the window.” 

You grin. How often has it happened in your store? Are you willing 
to wreck the display in order to let somebody have it? 

Let us look at you retailers for a minute. Are you willing to co- 
operate? Are you willing to stop keeping store and keeping stock and do 
some selling? After all, you are the cutting edge of this wedge. You 
won't take the initiative and you don't like to take orders and you hate 
suggestions, so you are a porcupine to handle. 


Merchandising Fundamentals 


But these are the things that are being done by stationers and other 
retailers across the Continent who are making money, who are selling 
more and more, who are doing their part in this job of co-ordination and 
co-operation. Your first function in merchandising is to find out what 
your customers wants, not what do they want to buy from the store 
down the street, or from some other town, but what do your customers, 
the people around you, want. When you learn that you know what you 
can say and you probably will find the reason why you have had some of 
that stuff so long. How many times have you counted it during inven- 
tory? What is it worth now, after it has been there all this time? Did 
you ever get your storage value out of it? 

The second thing is to carry an adequate stock. Cut out this hand-to- 
mouth buying. Buy enough; buy enough at a time. Don’t make your 
sources of supply break packages. It is too costly. Give them orders 
that are big enough to be a real wholesale order. They are not set up 
to handle retail orders. Yet I go into wholesale house after wholesale 
house and they are doing a retail order sized business. That is where 
some of the high cost is, too. 

Third, buy in profitable quantit:es. Stop fighting for the fastest pos- 
sible stock turn, There is no magic in it. I can take you into stores 
that have turned stocks three times a day that didn’t make any money. 
Stock turn, gentlemen, must be geared up with margin. It isn’t the 
fastest turning stock, it is that number of turns per year which is most 
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LTHOUGH platen making is just one of the 
many Shipman-Ward services, it still stands 
out as one of the most important parts of our 

business. Year after year, Shipman-Ward platens for 
all makes typewriters and adding machines have won 
the endorsement of critical buyers everywhere whose 
demands for a perfect platen have increased with the 
coming of modern platen-using office machines. 
@ Today, Shipman-Ward offers the new 1936 DeLuxe 
Grade platen, an achievement made possible through 
the use of a patented chemical process. This method 
of scientific platen manufacturing prevents hardness, 
so common in ordinary platens. Yet, the DeLuxe 
platen retains fully its life, resiliency and velvety 
ripping surface, even if it should be necessary to 
Sone them in stock for a whole year. 
@ In the photograph shown above you see a view of 
our platen grinding department, thoroughly equipped 
with modern machines and each operated by skilled 
machinists. Here the DeLuxe platen get their smooth- 
ness, perfect roundness and finishing touches. 
@ Try the Shipman-Ward platen, and if it does not 
come up to your expectations or to the claims we 
make, send it back for a refund as every platen is 
fully guaranteed and carries a bona fide money-back 
privilege. 





OTHER SHIPMAN - WARD SERVICES 


All makes of Typewriter Parts, Supplies, Tools, 
Enameling, Nickel Plating, Welding, Cru- 
sader Grade Underwoods and Royals, Blue 
Ribbon Rough Underwoods and Royals, 100°; 
Rebuilt Underwood Typewriters 











SHIPMAN-WARD MFG. CO. 


4401 RAVENSWOOD AVE., CHICAGO 
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economical for your store to handle. See that you have always got 
enough so you don’t have to order and order and reorder and be bother- 
Order bigger stocks today. 

I went around this ex 


ing with the things all the time. 

The fourth thing in merchandising is to sell. 
hibit I am not trying to be critical, but I went around six or seven 
times. I tried my darndest to get some man, apparently there to explain 
things, to see me. If they did see me, they were bashful. An editor 
friend of mine the other day said, “Nick, you wouldn't be so bad if you 
had a new face,” but I tried to make it look as good as possible. They 
just couldn't see me, That is true in your stores. I go in and out of 
stores, they are so busy with other things that they can't see a customer. 
What are they taking that stock for? Why are they building that dis- 
Is it to serve me? If I ask for somcthing can they tell me about 
They dig up the lowest 


play? 
it? I ask for something, what do they do? 
I put on old clothes and smudge up my face 
I put on the best rags I 
They haul 
Have you 


this? 


priced one they have got. 
and go in and they haul out the cheap thing 
have got and get a fresh shave and look as spruce as I can 
Have you got anything better? Yes 
this? Yes. Anything still better than 


out the cheapest thing 
anything better than 
Sometimes they have and sometimes they haven't. 

Why don’t you use the principle, if you are uncertain, of cutting mid 


way? Then you can go both ways. 


Sales Suggestions for Retailers 

I asked four or five of these exhibitors for material which could be 
used in my store to teach my sales people how to sell this merchandise. 
It was more embarrassing for me than it was for you, gentlemen. My 
pockets are empty. Do you mean to tell me that you have nothing you 
can put in the hands of sales people in retail stores that will help them 
sell this merchandise of yours? 

The fifth thing in merchandising is to sell quality, not price 
I don’t want the thing itself. I want a result. 
I am not interested in the glass. 

I don’t know who makes this thing. (A 


Sell use, 


sell care, sell results. 
Yet you sell me the thing. 

drink. You sell me the glass. 
pencil.) I saw this pencil some months ago in a window with a great 
big “Forty-Nine Cents.”” You know whose it is, don’t you? They were 
selling at 49c, but the thing that interested me was the four inches 
of lead, and, oh, how tired I get of pushing lead into pencils. I said, 
“At last, four inches of lead! I can work all day without changing.” 
I went in and I wanted one of those pencils. Do you know what they 
They sold me forty-nine cents. They couldn't tell me a thing 
I have a hard time finding the lead, too. 


I want 


sold me? 
about the four inches of lead 
I hope you are here 

Now, this just happens to be an illustration. 
I was interested in utility, in convenience 


They are interested in 
price, they are selling price. 
and the fact that I didn't have to stop to change the lead half way down 
through the work. 

What is it about your thing that is the equivalent of that four inches 
of lead? Will you tell me that? Not the price. Do you teach these 
salesmen how to talk to me? 

The sixth thing, if you are going to merchandise is to display your 
merchandise. And, oh my, you call it display! Just about the deadest 
thing in the world are the stationery displays. Can't you do something 
Who is interested in a box of pencils? Who is inter- 
ested in a stack of paper? Who is interested in just a row of bound 
ledgers? Nobody. What are they good for? How do you use them? 
What is distinctive? What is different? What is new? Can't you tell 
me? Can't you at least put a card up that tells me WHY you think 


to liven them up? 


it is worth window space or floor space—not just the price? 
The same thing goes for your advertising. The reason why 
Not a line of poetry. Why? Why? Why? 


That is 
what we want. 


Direct Mail Advertising 


I had almost come to the conclusion that stationers, printers, you peo- 
ple who design greeting cards and other things, didn’t know anything 
about direct mail. Then they began to drop on my desk every few days 
—the direct mail material promoting this convention programme and I 
found out that somebody, at least, I don’t know whether some one in 
the stationery business or whether you hired a good advertising agency, 
but there has been one good advertising job done in the stationery world. 
Now that brought some of you here, didn’t it? It made an impression 
on a blase, fed-up-to-the-hilt fellow like me who gets sick of looking at 
advertising. 

Gentlemen, wouldn't the equivalent of that direct mail campaign put 
to work, not generally in your material but on a carefully selected, re- 
stricted list, wouldn't that help to build your business? I know it would. 
Can't some of you manufacturers provide something better than some of 
the things you have got today that these retailers can stuff into enve- 
lopes with bills and statements or just send out by themselves? 

The last piece of advertising I had from a stationer was a personal 
letter, presumably. That is what he thought he was sending me. It had 
been done with a bad stencil and the envelope was all smudged up. The 
body of the letter didn’t match where they had filled it in. It was 
signed on the machine and where they had paused to personalize the 
letter and fill my name in, at the first paragraph and the third and the 
last, it couldn’t have been worse. Gentlemen, you are repelling us with 
that kind of thing. If you are going to advertise, use good advertising. 

The next thing they are doing where they are merchandising profitably 
these days is to modernize that store. A lot of work is being done in 


retail stores. The grocery and department stores and the beauty shops 
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Write us for complete de- 
tails concerning this newest 
Niagara stencil precision in- 
strument. 





NIAGARA DUPLICATOR CO. 
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ROM the Indian call, halloed across the 

virgin plains and through the primeval 
forests, to the staccato of the electric beam 
guiding the majestic airplane unerringly to a 
happy landing; from the crude scratch of the 
chicken quill to the systematic beat of the 
modern writing machine, communication has 
been the key to progress of America. 













The rumble of a drum across the ancient 
wilderness, the flash of fires across hill-tops, 
the blazing arrow in the night sky, were early 
communications of tremendous significance in 
the emergence of a world from savagery. 









Even more tremendous is the importance of 
communication today, when the psychology 
of appearances adds its effect for good or evil 
to the power of the message. 
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Miller Line Inked Ribbons 


—made regularly in all standard colors and standard As the colorful regalia of 


color combinations, record or copying, and in seven the aboriginal Indian lent 
page — of inking, for any machine requiring powerful influence to the 

call of the Indian Chief, 
Miller Line Carbon Papers even so does the clear, clean- 
Made in a complete variety of more than 700 grades, cut, brilliant writing of a 
weights and finishes, in all standard colors, and sizes, Miller Line inked ribbon. 


for any purpose where a carbon paper may be utilized. a 
y perp psp y carbon sheet, stencil ink, 


Miller Line Stencil Inks add powerful influence to 


the written communica- 
—for Rotary Duplicating Machines. Open drum, 


closed drum, fountain feed, portable. tion of modern business. 


Manufactured Exclusively by 
THE MILLER-BRYANT-PIERCE COMPANY 
AURORA, ILLINOIS 


Established 1896 
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have probably gone farther than any other line of business. When are 
you going to dress up, clean up, brighten up, put some light in so we 
can see it, find some other way than stacking it ceiling high in boxes, 
get rid of the glass barriers and the long counters? Can't you modern- 
ize that store? Can't you give us some model setup? Can't you take a 
cue from the furniture store where you can go and look at a living room, 
a dining room or a modern kitchen, and show some model offices or 
work rooms and that kind of thing? Oh, just there, it takes some work 
and costs a little money. Remember, I am not going to buy that thing 
until I can visualize it in operation. Out of the experience of these 
other businesses that have done it, I can promise you you will get equally 
good results. 
Importance of Keeping Records 

The ninth thing in merchandising is to keep some record. Don't just 
sell the record-keeping devices, gentlemen. Use them. What does it cost 
you to do this business of yours? Do you know? What should it cost 
you? Can you sell this or that for less? Do you know? What does it 
cost you to sell the different items in your store? Well, the grocer 
knows that it costs him more to handle meat than canned goods. He 
knows it costs him a lot more to handle fresh fruits and vegetables than 
it does packed goods. The hardware people found out they had an aver- 
age of 22 hatchets in their stock and two of them were selling at a profit. 
They had 19 saws and were doing business with 3, and so on down the 
list. 

There are tremendous possibilities if you will get into some cost ac- 
counting, some analysis work in your business. Let me mill it down to 
the biggest item of expense in your business. That is payroll, isn’t it? 
More than half of the total expenses is payroll. How many sales people 
have you got? How many of them are earning their pay? How many 
of you salesmen who are here today have earned your pay during the 
past month? I mean earn it, now; I don’t mean sell enough total stuff 
to justify hanging on. I mean sell enough of the profit-producing mer- 
chandise, for you all have a lot of things that don’t make any money. 

It reminds me of that wholesale grocer who was studied by the United 
States Department of Commerce. Here was the star salesman for years 
and years. He had piled up bonuses and was winning all the prizes. 
When they began analyzing what he was selling he had made most of 
his money on Star Plug Tobacco on which the house lost. 

Some of you wholesalers and manufacturers, will you begin to analyze 
outlets and customers and routes? How many of your customers give 
you enough business to call on? I will tell you. You are getting eighty 
per cent of your total sales from twenty per cent of your customers, 
aren't you, and you are losing money on the eighty per cent who give you 
twenty per cent of your business? Don’t look so skeptical. Go back 
and push a pencil and find out. If I am wrong, tell me. 

Here was a wholesaler. According to the Louisville Survey, there 
were 1534 customers. 161 of them gave him eighty per cent of his busi- 
ness and 52 gave him 65 per cent of his business. How is it with you? 
Are you willing to face facts? Can you tell me which lines are profit- 
able and which are not? That will cause trouble when you begin to 
study that. That will pile up selling costs when you begin to say “NO.” 
If you can’t sell them, why stock them, gentlemen? 

These are some of the questions that are being asked, gentlemen, and 
they are getting the answers all over the continent and they are chang- 
ing and adjusting. Oh, it is worse than the earthquake these days and 
the result of it is selection of outlet, selection of customers, better co- 
operation, better co-ordination, sitting down around tables and talking 
things over and fighting things through until we all see alike and come 
to agreements. It won't be a peaceable adjustment, but remember we 
are all in the boat together and a hurricane is blowing. The time has 
come for us to co-operate, work together. 

Adequate Sales Representation 

The last point in merchandising on the part of you retailers is that 
you should adequately represent those manufacturers whose merchandise 
you sell. Do you? Is it getting fair play? Do you really try to sell it? 
How many of you have salesmen who go out from your place to the 
strest in order to get orders, or do you just sit on a chair and wait for 
them to come to you? 

Have I disturbed you enough? It isn’t theory, gentlemen. We had 
the start of it in N.R.A. down in the States in some lines of business 
where they were ready and jumped in. Some of them haven't got started 
yet and it is all through. You are going through some of the throes 
of things here. It is a long pull, an uphill pull, a difficult pull, every- 
thing is in transition. There is only one thing certain about it all and 
that is that we can not continue to go along, each doing as he pleases. 
The one way out, the one way up into better things, better prosperity 
for the whole country is for us to get together, as you have made such 
a splendid start at doing here in this meeting. Sit down and come to 
some agreements. Change the things that have to be changed. Talk, 
particularly to these boys who are insisting on chiseling, get together 
and have whatever voluntary associations may be necessary; if laying 
a certain minimum volume of business on the line is necessary on the 
part of you retailers, there is enough experience around that you can dip 
into and pull together. You don’t need to do any experimenting. All 
you need to do is to adopt it to this old business. It is going to be a 
lot of fun. You won't all play the game. Some of you inevitably will 
go down and out, but those of you who in a genuine spirit of co-opera- 
tion will play the game are going on into a brighter day, a better day, 
and you are going to help maintain traditions of freedom in business. 
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SIX REASONS WHY THESTEEL 
AGE EXCLUSIVE DEALER 
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A complete high grade 
stock line of Steel Office 
Equipment. 


A dependable source of 
supply for special built- 
to-order work. 

Prompt’ delivery from 
Branch Warehouse stocks. 
Complete protection in 
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Friendly, efficient, coop- 
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Office. 
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representatives to help 
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Check up and Prove 


THAT 


Imperial 
WILL GET YOU 





Check your customers’ records. Do they show that 
you are selling carbon paper to only about 5%? 
Why not 95%? 


THINK it over and you'll find the reason is 

that your outside salesmen need help to over- 
come direct selling competition, to sell carbons 
more intelligently, to bring home the bacon. 
IMPERIAL gives your men the help they need to get the 
big percentage of carbon business now going elsewhere. 
The IMPERIAL MERCHANDISER is the tool that does 
the trick. It's a handy, pocket size, simplified portfolio 
of carbon paper information and carbon paper samples. 
It's easy to use, easy to understand, enables every sales- 
man to give quick, accurate selling service on carbon 
paper. 
Carbon paper—IMPERIAL CARBON PAPER—is prof- 
itable. You ought to sell more of it. You can sell more 
of it. Send for an Imperial Merchandiser, test the |Im- 
perial line for quality and price, start now to put your 
carbon business on a real money making basis. 


IMPERIAL MANUFACTURING CO. 


The Manufacturer with the Dealer's Viewpoint 
Owned and Operated by Peerless Key Co., Inc. 


General Office: 176 Fulton Street, New York, N. Y. 
FACTORY: NEWARK, N. J. 
Chicago: 19 So. Wells St. 
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All-Canada Stationers Convention Registration 


Men 
A 


Aird, W. H., Howard Smith 
Paper Mills Ltd., Toronto. 

Anderson, J. L., Menzies & Co., 
Ltd., Toronto. 

Andersen, J. S., Sault Stationers, 
Ltd., Sault Ste. Marie. 

Anderson, R. T., Anderson's Sta- 
tionery, New Liskeard. 

Andrews, A. W., Dennison Mfg. 
Co., Toronto. 


Armstrong, W. A., Instruments, 
Ltd., Ottawa. 
Austen, H. C., Dunlop Tire & 


Rubber Goods Co., Toronto. 
B 


Balfour, D. A., D. A. Balfour Co., 
Toronto. 

Basil, G. H., The Carters Ink Co., 
Montreal. 

Beattie, L. F., Bixby-Beattie Co., 
St. Catharines. 

Berry, W. J., Bowmanville. 

Biggs, S. L., Specialty Shop, Pem- 
broke, Ont. 

Bordeleau, W. A., W. V. Dawson, 
Ltd., Montreal. 


Brockway, W. J., Appleford Paper 
Products, Ltd., Hamilton. 
Brooks, H. L., The Carters Ink 


Co., Montreal. 
Brown, R. N., Brown Bros., Ltd., 
Toronto. 


Button, G., Dennison Mig. Co., 

Toronto, 
Cc 

Campbell, é: A., Acme Carbon & 
Ribbon Co., Toronto. 

Card, I. E., Viceroy Mfg. Co., 
Ltd., Toronto. 

Cardinal, L. A., S. S. Kresge & 


Co., Ltd., Toronto. 
Charette, J. R.. The Canadian Sta- 
tionery Co., Ltd., Jolliette, Que. 
Charters, E., Charters & Charters, 
Ltd., Montreal. 


Chisholm, F. D., L. E. Waterman 


o., Ltd., Toronto. 

Chitty, A., S. S. Stafford Co., 
Toronto. 

Clark, F. W., F. W. Clark & Co., 
Ltd., Calgary, Alta. 

Cloke, A. C., Cloke & Son, Ham- 
ilton. 

Collett, W., Brown & Collett, 
Ltd., Toronto. 

Cook, J. P., James A. Cook & 
Son, Ltd.. Toronto. 


Copeland. H. E.. Wilson-Jones 
Co., Elizabeth. N. J. 

Courtney, F. T.. Dixon Pencil Co., 
Ltd., Newmarket. 

Cranston, , 

Ltd., Toronto. 
Crassweller, W., Dominion Office 
Supply Co.. Ltd... Walkerville 
Curliss, A., Eaton, Crane & Pike 

Co., Toronto. 
D 
Dalton, G. N.. Office Specialty 
Mfg. Co., Ltd., Montreal. 
Davidson, G. A., Howard Smith 
Paper Mills. Ltd.. Montreal. 
Dawson, H .. W. V. Dawson, 
Ltd., Montreal. 
Dawson, . & 
Ltd., Montreal. 
Dickinson. W., Walter Dickinson 
& Co.. Ltd., Toronto. 


Brown Bros., 


Dawson Bros., 


Dodds, G L.. Montreal. 

Dolan, W. . Office Specialty 
Mfg. Co. Ltd., Toronto. 

Driscoll, J. W., Dominion Gov- 
ernment Dent. P. P. & Station- 
ery, Ottawa. 

Dve, S. H., Dye & Durham, 
Toronto. 


Easton, C. G., Eagle Pencil Co. of 
Canada, Ltd.. Toronto. 

Ecclestone, R. H., Rolland Paper 
Co., Ltd., Montreal. 

Ellis, A. G., Barber-Ellis of Can- 
ada, Ltd.. Toronto. 

Emerson, C. F.. Blue Bird Ink 
Co., Ltd., Toronto 

Evis, S. A., Stainton & Evis, Ltd., 
Toronto. 


F 
Faher, F., Eberhard Faber Pencil 
Co.. New York 
Fennix, B. S.. Warwick Bros. & 
Rutter. Toronto. 
Finlay, R. I.. United Paper Mills, 
Ltd., Toronto. 
Fisher, D. B.. The Brown Bros., 
Ltd.. Toronto. 
Frederick. L. A.. Granger Freres, 
Ltd., Montreal. 
Frost, A. F . Fsterbrook Pen Co., 
Camden, N. J. 
G 


Garon, G., Chatham. 


Gariepy, E., Granger Freres, Ltd., 
Montreal. 

Gilbert, J. A., Office Appliances, 
Chicago. 

Grand, E. J., Grand & Troy, Ltd., 
Toronto. 

Grand, P. F., Grand & Toy, Ltd.. 
Toronto, - 


Heasley, D. J., Wm. Collins Sons 
& Co., Ltd., Glasgow, Scotland. 

Heavey, E., Eberhard Faber Pen- 
cil Co., New York City. 

Hill, E. S., Dunlop Tire & Rubber 
Goods Co., Ltd., Toronto. 

Hill, J. C., Canadian Pad & Paper 
Co., Ltd., Toronto. 


Holmes, J. R., Wendell Holmes, 
Ltd.. London. 

Holmes, Wendell, Wendell Holmes, 
Ltd., London. 


Hill, R. C., Canadian Pad & Paper 
Co., Ltd., Toronto. 


Hooks, H. C., Moore Push-Pin 
Co., Philadelphia. 

Hunter, . T.. National Paper 
Goods Ltd., Hamilton. 

Hulse, S., Dixon Pencil Co., Ltd., 
Toronto. 

Huott, E. J.. Frank A. Weeks 
Mfg. Co., New York City. 

I 

Ireland, E. L.. Ireland's Book- 
store, Owen Sound. 

Jaimet, |. C.. J. C. Jaimet Co., 


Kitchener, Ont. 
L 


Lancaster, A., Dennison Mfg. Co., 
Toronto. 

Law, J. S., Dixon Pencil Co., Ltd., 
Newmarket, Ont. 

Lees, S. B.. Robt. Duncan & Co., 
Hamilton. 

Leesom, W. E., Crites & Riddell, 
Montreal. 

LeGree, J. S.. Peerless Carbon & 
Ribbon Co., Toronto. 

Long. H. W. Eagle Pencil Co. of 
Canada, Toronto. 

Luckett. J. S.. The Luckett Loose 
Leaf. Ltd , Toronto. 

Lynn, H. W., Esterbrook Pen Co., 
New York City. 

M 


MacDougall, A. R., A. R. Mac- 
Dougall & Co., Ltd., Toronto. 
Maish, R. A., Dennison Mtg. Co., 
Framingham, Mass. 

Mayers, W. A., David Kahn, Inc., 

orth Bergen, N. J. 

McConkey, J. A., Parker Fountain 
Pen Co., Ltd., Toronto. 

McConnell, F. G., L. E. Water- 
man Co., Ltd., Montreal. 

McCulley, W. R., A. J. Freiman, 
Ltd., Ottawa. 

McCrae, A. A., A. J. McCras & 
Son, Toronto. 

McGillivray, D. J, Preston-Noelt- 
ing, Ltd., Montreal. 

McLennan, W. T., Wm. E. Coutts 
Co., Ltd.. Toronto. 

McLeod, Donald, Spencerian Pen 
Co., New York City. 

McNaughton, A. W., W. V. Daw- 
son, Ltd., Toronto. 

Meikleham, R. W., Galt, Ont. 

Millichamp, J., Menzies & 


Toronto. 
Moir, J. E.. The Brown Bros., 


Ltd., 


Co., 


Muir, H. L., Canadian Pad & 
Paper Co., Ltd., Toronto. 
N 
Nelson, W. D., McFarlane Son & 
Hodgson, Ltd., Montreal. 
Nichols, H. P., Hamilton. 


Oo 
O'Reilly, W. J., Underwood Elliott 
Fisher, Ltd., Toronto. 
P 
Parker, G.. Wm. E. 
Ltd., Toronto. 
Parsons, T. J., Toronto. 
Patrick, A. S.. Hutchings & Pat- 
rick, Ltd., Ottawa. 
Patterson, V. E., Buntin, Gillies & 
Co., Ltd., Hamilton. 
Pennington, R. O., Parker Foun- 
tain Pen Co., Ltd., Toronto. 
Pennycook, W. S., C. F. Dawson 
o., Ltd.. Montreal. 
Peter, H. W., Grand & Toy, Ltd., 
Toronto. 


Coutts Co., 


Phillips, D. R., Canadian Staples, 
Ltd., Montreal. 

Poole, J. E., E. Poole Co., 
Toronto. 

Porter, D.. Wm. E. Coutts Co., 


Ltd., Toronto. 
Porter, F. H., Gibson Art 
Victoria. 


Co., 
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QUALITY 


VARIETY 


SERVICE 





RELIABILITY 


COLUMBIA 


FILING CABINET LINES 


SOLD 
EXCLUSIVELY 
THROUGH THE DEALER 


The Columbia Steel Equipment Company 
was organized in 1919. It is firmly estab- 
lished, financially sound and has a well de- 
served reputation for producing quality mer- 
chandise at moderate prices. Columbia fol- 
lows a consistent policy of distribution 


through dealers only. 


Only the highest grade materials are used in 
the manufacture of our products, which are 
made in our modern factory (occupying an 
entire city block) by expert operators, under 
careful and competent supervision. 


The numerous lines which are fully described 
in our catalog, provide a wide selection of 
standard units to meet any situation. 


Large stocks of standard equipment are car- 
ried at all times for immediate shipment. 
Our facilities for the manufacture of special 
built to order work insure prompt shipment. 











COLUMBIA STEEL EQUIPMENT COMPANY 
PH I 


LADELPHIA 





OFFICE AND SHOW ROOM 
Lincoln-Liberty Building 
BROAD AND CHESTNUT STREETS 











| 

COLUMBIA || 
COLONIAL | 
LINE ! 





COLUMBIA |) 
ATLAS | 
LINE 





LUMB 


WIDE SECTIONS 





| 
COLUMBIA 


HALF SECTIONS [| 





COLUMBIA | 


CARD INDEX 








OLUMB 


SHORT LINt 





COLUMBIA 


BANK EQUIPMENT |) 








LUMB 
SPECIAL 
EQUIPMENT 
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WHY YOU Found G-E MOTORS on 


So Many Office Devices at the 
National Business Show 


BECAUSE. .. Good appliances demand good motors. The reputa- 


tion of G-E motors is built on their record of performance. 
This performance is the result of high standards of design, 
materials, and manufacture—high standards, consistently 


maintained. e 


BECAUSE. .. Office devices motorized by General Electric are 


equipped with exactly the RIGHT motor for the job. 
Dependability and long life are assured by co-operation 


between equipment manufacturers and General Electric. 


AND . 
BECAUSE. _. GE motors are efficient, of fine appearance, and as 


thoroughly up-to-the-minute in every detail as the devices 


they drive. e 


At the 32nd Annual National Business Show in the Port 
of New York Authority Building, October 14-18, the great 
variety and number of office devices equipped with G-E 
motors were indicative of the reputation for quality repre- 
sented by the G-E monogram. General Electric Company, 
Schenectady, N.Y. 


070-66 


GENERAL @ ELECTRIC 
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Powis, A. G., The Powis Brothers 
Ottawa. 


Preston, J., Preston-Noelting, Ltd.., 


Stratford. 
R 


Reed, G. A.. Royal Sovereign Pen 
cil Co., Toronto 

Reese, S. S., Wilson-Jones Co., 
Chicago, Ill. 

Reynolds, W. F., Copland Book 
Store, Brockville. 

Riedell, J. A.. Weldon Roberts 
Rubber Co.. Newark. 

Robertson, W. National Sta 
tioners, Ltd., Toronto. 

Rose, P., Sheaffer Pen Co., Toron 


to, 
Rutledge, J. E., Fort William 
S 

Saunders, C. R., Index Card Co., 
Toronto, 

Saunders, S. J. R., Toronto. 

Savoy, G. A., Dominion Blank 
Book Co., Ltd., St. Johns, Que. 

Savoy, H. .. Dominion Blank 
Book Co., Ltd.. St. Johns, Que 

Savoy, P. .. Dominion Blank 
Book Co., Ltd., St. Johns, Que 

Schermerhorn, J. H., Dixon Pencil 
Co., Ltd.. Newmarket. 

Seccombe, Mack, Quill & Quire 
Toronto. 

Seitz, W. J., Peerless Carbon & 
Ribbon Co.. Toronto. 

Seldon, M. B., The Office Spe 
cialty Mig. Co., Ltd., New 
market. 

Selway, F., 
Toronto. 

Shepherd, D. R., 
Stationer, Toronto. 

Smith, G. Instruments, Ltd., 
Ottawa. 

Solis, Emile, Librairie Emile Solis, 
St. Hyacinthe, Oue. 

Stainton. W. H., Stainton & Evis, 
Ltd.. Torento 

Stevenson, T.. Dixon Pencil Co. 
Ltd., Toronto 


Acco Canadian Co., 


Bookseller & 


Stewart, W. S., Venus Pencil Co., 
Ltd... Toronto. . 

Strachan, W. J., Business Supply 
Co., Fort William. 


Sulman, C. O., Sulman’s, Chatham. 


Sutherland, Jas., C Dawson 


Co., Ltd., Montreal 


T 
Tagtes, J. F.. W. J. Gage & Co., 
td., Toronto. 

Tehan, H., Chas. M. Higgins & 
Co, Inc., Brooklyn. 

Templeton, C. P., Wahl Co., Ltd., 
Toronto, 

Thompson, H. P., Regina Type- 
writer Exchange, Regina. 

V 

Villemaire, J z.. 

Freres, Montreal. 


Villemaire 


WwW 

Warwick, W.. Warwick Bros, & 
Rutter, Toronto. 

Waterman, F. D., L E. Water- 
man Co.. Ltd., New York. 

Warner, R. L., Luckett Loose 
Leaf, Ltd., Montreal. 

Warwick, G. R., Warwick Bros. & 
Rutter, Toronto. 

White, A. G., Grand & Toy, Ltd., 
Toronto. 

White, E. C., The Greetings Co., 
Toronto. 

Whitton, J. V., Morval Products, 
Ltd., Hamilton. 

Whyte, A. Whyte-Hooke Paper 
Co., Ltd.. Toronto. 

Willmore, J. W., Cooke & Cobb, 
Brooklyn. 

Willson. H. L., Willson Stationery 
Co., Winnipeg. 

Wilson, J. A., Viceroy Mfg. Co., 
Ltd., Toronto. 

Wilson, S. G. Canadian Pad & 
Paper Co., Ltd.. Toronto. 

Woods, H. C., Warwick Bros. & 
Rutter. Ltd . Toronto. 

Woods. W. M.. Warwick Bros. & 
Rutter, Ltd., Toronto. 

Worley, W. C.. Canada Carbon & 

Ribbon Co., Ltd., Toronto. 


Ladies 


B 
Biges, Mrs. S. L., The Specialty 
Shop, Pembroke. 

Cc 
Charters. Mrs. E.. Montreal. 
Cook, Mrs. |. P.. Toronto. 
Cranston, Mrs. R. S., The Brown 

Bros., Ltd., Toronto. 


D 
Dawson, Mrs. W. E., Montreal. 
Dickinson, Mrs. W., Toronto 


Faber, Mrs. E., Eberhard Faber 


Luckett. Mrs. J. S.. Toronto 

Lynn, Miss Mary N.. Esterbrook 
Pen Co., New York. 

M 

Manley, Mrs. B. B., Manley’s, 
Ltd., Sarnia. 

McLeod. Mrs. D., Spencerian Pen 
Co., New York. 

Moir, Mrs. G. B., Venus Pencil, 
Toronto. 

Moir. Mrs. G. L., Brown Bros., 
Ltd.. Toronto. 

Moir, Mrs. J. E., Toronto. 














Pencil Co., New York. N 
4 Nelson, Mrs. W. D., M eal 
Grand, Mrs. E. J., Toronto. eaten engine 
Coes, Se. a eee. Stewart, Mrs. Ruth, Toronto. 
Hunter, Mrs. R. T., National Ww 
Paper Goods, Ltd., Hamilton. Warner, Mrs. R. L., Montreal. 
Hulse, Mrs. B. Dixon Pencil Whitton, Mrs. J. V . Morval Prod- 
Co., Toronto. ucts Co., Ltd., Hamilton. ; 
Wright, Miss V., Corridor Gift 


Lees, Mrs. S. i Hamilton. Store, Toronto. 
~~ . 
NEW STYLE CATALOGUES BY SIKES 

Embracing an entirely new method of demonstrating 
its lines of office suites of the executive type, two new 
and dignified catalogues have recently been completed 
by the Sikes Company, Inc., Buffalo, N. Y. 

One of the books, known as catalogue No. 19, is de- 
voted to chairs and is filled with beautiful photographs 
of completely-furnished offices and sections. of offices 
to show the approximate size of the various type chairs 
in relations to office desks and other furniture pieces. 

This catalogue has the added feature of being thumb- 
indexed in such a manner as to make instant reference 
to the various pages possible. 

The second catalogue is a blue envelope which con- 
tains four folders demonstrating the Sikes four lines of 
executive's suites, the Jefferson, the Hamilton, the Val- 
ley Forge and the Century. 

These large folders are so arranged that when opened 
fully they illustrate the various pieces separately or as 
a whole, the pictures having been taken after the fur- 
niture was set up in office style. In addition to that, 
the folders show the various pieces from all angles so 
that the prospective buyer may obtain a complete pic- 
ture of the ensembles or separate items. 


NOTICE 


— to Our Dealers 


le you have not as yet 
written for a copy of our 
new illustrated Price List 
No. 17-- mail the attached 
coupon at once. 


This catalog celebrates our 


SILVER ANNIVERSARY as 
Red Wallet specialists. To 
our DEALERS, both new and 
old, we extend our thanks for 
their wholehearted support 


which is responsible for making 






Fi 





THE STANDARD OF QUALITY 
in the industry 








NATIONAL FIBERSTOK ENVELOPE CO. 
429-447 MOYER STREET, PHILADELPHIA, PA. 


Send us... 
FIBERSTOK Price List 


. copies of the new No. 17 


Name 


























| TUBULAR EDGE | 
| Insertable Celluloid Tabbing | 
The Tab with a BACK BONE | 








Tubuler 
Edge 








TUBULAR EDGE insertable celluloid tab- 

bing has additional strength, does not warp 

| or crack, titles are easily inserted and do not 

shift position. | 
» A NEW Product having man 

over other styles of tabbing at 


advantages 
o Extra Cost. 


You will enhance your soneaenee 
offering your customers the only tab x 


TUBULAR EDGE 


6 inch lengths with Blank and A-Z Inserts 
8 Colors, 3 extensions 14-34-' inches 
Packed 1 ft. in a cellophane envelope, 5 ft. in a box 


Send for Samples and Literature 


| G.J. AIGNER CO., Index Mfrs. 


| 503 S. JEFFERSON ST., Chicago, Ill. 

















There's stilltimetoorder 
your Christmas selling of 


Modernized Portfolios 
and Briefcases 


THE public has come to realize that Stebco zipper carrying 
cases make ideal Christmas gifts. Last year the demand was 
large—this year it will be much greater. We urge you to place 
your order at once to insure having a sufficient supply. Stebco 
not only provides you with finest quality of modernized cases 
with exclusive patented features, but also shows you how to 
sell them at a satisfactory profit. 





Send for catalog and samples of best selling numbers 


STEIN BROS. MFG. CO.. Ine. 
564 W. Adams St.. Chicago, Il. 


Bidg., E. R. Manning in charge. 
Herman Halper in charge 


New York—Empire State 
833 Market St., 


Sales Rooms 


San Francisco 
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(New Machines and Devices—Continued from page 89) 


plain, a ribbon and a ring design with similar models 
in the gold-filled line. 

The pencils are attractively boxed in an exclusive 
ivory package. List prices begin at $3 for the plain 
sterling to $5 for the engine-turned gold-filled styles. 

— 
BARKLEY ADDS NEW FOLDER TO LINE 

C. L. Barkley & Company, Chicago, is adding a new 
Kraft folder to its line of quality filing supplies. The 
new folder will be furnished in two weights, medium 






































. 





Barkley’s New Kraft Folders 

and heavyweight, single or double-top and in all styles 
of tabbing. This new product will be known as the 
Krafoltex folder. 

The new Kraft stock is made to conform to the high- 
est testing quality possible and is the result of experi- 
mental chemical research over a considerable period, 
it was said. 

Further details may be obtained by writing to the 
company at 517 South Jefferson street, Chicago. 

cables 


EATON OFFERS NEW PAPER PACKAGES 

For the purpose of supplying high grade paper in 
quantities to suit buyers who do not desire large 
amounts, the Eaton Paper Corporation, Pittsfield, 
Mass., has recently issued a series of unique packages 
containing 100 sheets of various sizes, grades and 
weights of paper. 

The manufacturer is carrying in stock twenty-nine 
such packages containing its line of Berkshire type- 


me’ ~ 
- , 


Berkshire 


TYPEWRITER PAPER 





Eaton Packaged Paper 


writer paper in the following sizes: 84x11, 84x13, and 


84x14. 
The purpose of offering these packages, it is said, 
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Appearance alone no longer sells office furniture. Today’s buyer 
wants to “look under the paint” and determine the matter of 
quality, utility and ultimate economy. 
Why has the INVINCIBLE line been coming to the front so 
rapidly during the past few years? Why are more and more 
dealers turning to this line? Because of exclusive selling features 
“under the paint’”’—features that actually close sales! 
For instance, the famous “‘one piece” file cabinet construction— 
“triple flange” construction—‘“lock welded” fastenings—im- 
proved cradle type drawer suspension—new “extra filing space” 
follower—and many other outstanding features. 
Why not get better acquainted with the line that does a selling 
job under today’s conditions? 

Send for Latest Catalog 
New, modern, up-to-date. Filled with the kind of selling information that dealers 


want. Send the coupon. 
“GO AHEAD WITH INVINCIBLE!” 


INVINCIBLE METAL FURNITURE CO. 


Factory and Executive Offices, Manitowoc, Wis. 
— NEW YORK CHICAGO LOS ANGELES 





7 Aven 
Seng 0c, 5 . 

STEEL FURNITURE _s- Wis, TAL 

N "ity, Oe 1Ty =~ = 
DESKS . . . FILE CABINETS y vm | tat ing, Co, ~= 
COUNTERS . . . CUPBOARDS z= ee Ps 
CONCEALED SAFES . . . LETTER / inci 
TRAYS ... WASTE BASKETS .. . ETC. a 
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New! 
NoTear Visible 


Forms for Prong and 





Ring Type Binders 
o 


OVER 100 STOCK FORMS 


A Size and Style for Every 


Business and Profession .. 


® Unquestionably the greatest improvement 
ever made in visible equipment, the new 
NoTear Visible Forms afford progressive sta- 
tioners an unusual opportunity for immediate 
sales and profit. Over 100 stock forms at your 
disposal—every business is a prospect—every 


profession a potential buyer. 


The new NoTear Visible Forms, Prong 
Style, have the four upper and four lower per- 
forations reinforced with a thin layer of brass 
at the binding edge corners. There is nothing 
else like them! By actual test they have been 
proved to possess four times the strength and 
wearing qualities of ordinary paper sheets and 
will far outlast the strain and service to which 
visible record sheets are usually put. And 
this same strength and durability serves also 
as a protection against “tampering” or unau- 
thorized substitution—it is a safety as well as 
an economy feature. The sheets also ride over 


the rings more freely. 


rhe metal reinforcements add a trifle to the 
thickness of NoTear Forms but do not bulk 
up the binding edges of the book contents— 


because the NoTear sheet stock is specially 
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made Byron Westons No. 28 Sub. Buff Flexo, having a tapered edge to 
allow for the addition of the many-times-stronger metal backing. The 
Forms are die cut, insuring uniformity and accuracy. 


NoTear Visible Forms, Ring Style, have the two upper and two lower 
perforations reinforced. 

For complete listing of the NoTear Visible Stock Forms, see our new 
Dealer’s Buying Price List “E,” dated August 15, 1935. 
COMPANY 


BOORUM & PEASE 


P. O. Box 272, City Hall Station, New York City 
} Br iw 84H son Avenu ) Otis Street ] 5 < Street 
NEW YORK CITY BROOKLYN, N.Y BOSTON, MASS ST. LOUIS, MO 
S Wells Street, CHICAGO, ILI 
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is to eliminate on dealers shelves broken boxes where 
they are obliged from time to time to supply small 
quantities of a certain grade, weight and size. The 
package provides a convenient container, keeping the 
paper clean, preventing damage and saving the time 
of sales persons who must count out small quantities 
of paper. 

The packages are said to meet the requirements of 
suburban stores, college book stores and others han- 
dling typewriter paper. The design upon the package 
shows the regular Berkshire box, thereby tying the 
product up with the regular Berkshire typewriter paper 
line. 

> 
NEW DRAWER PULL FOR GUNN DESKS 

A new and ornamental drawer pull has been created 
for the Gunn Furniture Company, Grand Rapids, 
Mich., as a special feature of its line of commercial 
desks for the coming season. 

The new drawer pull is adaptable for many uses, the 
stud being in brass or chrome with ferrules and locks 





Gunn Desk Drawer Pull 


matching in color. The bail connecting the studs can 
be furnished in mahogany, walnut, brass or chrome 
as appropriate to the finish desired. 

According to Thomas C. Wanty, vice-president of the 
Gunn Furniture Company, the manufacturer has given 
the exclusive use of the drawer pull to Gunn. It is also 
registered and covered by the Piracy of Design Act. 

~~ 
MASTER GRADE UNDERWOOD HAS NEW 
FEATURES 

Several new features have recently been added to the 
Master Grade Underwood line of the Wholesale Type- 
writer Company, 155 Sixth avenue, New York, N. Y. 

Included in the principal improvements of the 
machine are chromium plated parts, eye ease keyboard, 
crackle finish non-glare front plate, latest type of suc- 
tion feet, new large cylinder knobs, complete new paper 
feed assembly with late style green rolls, genuine Un- 
derwood parts, precision built and guarantee bond 
sealed to each machine. 

aii 
THE NIAGARASCOPE ARRIVES 

Said to include many new accuracy-insuring fea- 
tures in one instrument made for versatility in du- 
plicating, a new machine known as the Niagarascope 
model NS2 has just been placed on the market by the 
Niagara Duplicator Company, San Francisco, Calif. 

The instrument’s efficiency is credited by its manu- 
facturers largely to the three-way use of the Niagara 
graphic screen, the horizontal celluloid rule with lock- 
ing device, and the vertical rule. The graphic screen 
shows typewriter lines vertically inch and fractional 
measurements, and horizontally Pica and Elite type 
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Just the kind of gift 


that men and women 
are looking for 





The Bates Index is useful in home or office. 
It’s very handsome, and it costs only $2.50— 
the perfect gift. Be sure you have a good 
stock in each of the four rich plastic finishes; 
they dress up the counter and window, and 
ring up the cash register merrily. 


Bates 
Telephone Index 


“Spin the knob and follow the green line’’ 


The Junior Index and the Cocktail Index 
are splendid $1.00 gift items—ask for the 
New Junior Index counter display. 


The Bates Mfg. Co., Orange, N. J. 
New York Office, 30 Vesey Street 


Bates Numbering Machines, Bates Staplers, Bates File Fasteners, 
Bates Eyeleters, Mun-Kee Stamp Pads 
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Camera 
Exposure 
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critical 


Typewriter impressions made with “Lit- 
le SATIN FINISH PHOTOGRAPHIC rib- 
on produces highest quality photo-offset 
rinting results Microscopix inspection 
veals sharply defined letters that en- 
ibles photo-offset printing to very favor- 
ibly compare with that of any other type 
of printing 


t 
b 
p 
! 


Letters typed with “Littl ribbons have 
that § distincti character necessary to 
personalize executives correspondence 
that means “Much in Little,” for the rib 
bon and carbon salesman Write for de 
tails to A. BP. Little, Ine Rochester, N. ¥ 
New York Office, Bible Hous« Astor Place 


Headquarters for PHOTOGRAPHIC ribbons for all 
photographic and offset printing requirements 


Little 


RIBBONS & CARBONS 


SATIN FINISH PHOTOGRAPHIC ribbons are acclaimed 
absolutely the fnest ribbons for photographic require- 
ments 
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BLANK 
CABINETS 


These numbers are always good sellers. Ideal for 
housing stationery, bill heads, etc.—also for filing 
or storing electros. Durable construction, finger 
hole in each easy operating drawer. Rubber 
feet and equipped with Asco Hook-up feature. 


Priced right. Alll standard finishes. Display 
them. They will sell. 


ART STEEL CO., Inc. MAS RY 


No. 266 
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spacings, inch and fractional measurements. The ver- 
tical rule and horizontal rule feature the same infor- 
mation and are operated with the graphic screen. 
In addition to these specifications, it is said, the 
Niagarascope features translucent “flash” glass mount- 
ed a sufficient distance above a plain glass to allow 
the passage of cool air between. This double glass 





The New Niagarascope 


arrangement keeps the top glass at an even tempera- 
ture at all times to avoid injuring the most delicate 
stencil even though mounted for a considerable time 
with a fifty-watt light burning. It is also equipped 
with a convenient drawer for extra styli, pencils, a 
light switch and many other modern features. 


> 
FRIDEN ANNOUNCES TWO NEW CALCULATORS 


Two new model calculating machines embodying 
many features of value have recently been announced 
by the Friden Calculating Machine Company, Inc., of 
Oakland, Calif. Model C electric and Model CH hand 
operated are the machines referred to. 

Model C will be supplied in two capacities—eight by 
nine by seventeen and ten by eleven by twenty-one. 
Among the features of this new model is a special 
clearing device. The touch of a key returns the car- 
riage and clears all dials simultaneously. With this 
machine it is possible for the operator to set up the 
next problem before the previous figures are cleared 
out of the machine. This feature also permits accumu- 
lation of quotients or multipliers by simply setting a 
lever. 

Model CH, a hand operated machine, introduces the 
feature of automatic division heretofore, it is said, ob- 
tainable only in electrically operated calculators. The 
operator, after setting the figures in the machine, turns 
the crank handle forward until the problem is com- 
pleted. During the calculation, the carriage shifts 
automatically and requires no attention on the part of 
the operator. 

Other Friden features such as Rotoflow drive, syn- 
chromatic control, true figures, overflow safety dials, 
etc., are included in the Model CH. Rotoflow drive isa 
feature of Friden models which minimizes frictional 
resistance, it is said, and makes these hand models ex- 
tremely easy to operate. The capacity of this model 
is the same as that of Model C. 
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THREE PROFITABLE FEATURES 
INNATIONAL ACCOUNT BOOKS 


1 


3 


NEW REGISTRY SERVICE 


This new service now makes it easy for users to register their National End- 
Bound Account Book under an individual number. Thus giving both the 
ee and owner valuable protection and security never before 
available. 


“EYE-EASE” HAMMERMILL LEDGER 


The combination of green-white Eye-Ease Hammermill paper, plus restful 
green and brown ruling is easy on the eyes because it reduces glare and 
eye-strain. 


END-BOUND CONSTRUCTION 


Modern, scientific binding reinforced with leather at points of greatest 
wear means greater durability. 


Show these books to users and see how quickly they recognize these extra values that cost 
no more. 


Order now for first-of-the-year requirements. Available in Series No. 2780, 2782, 2788 
and 2764. See Catalog No. 29, pages 13, 14, 15, 16 and 48. 





* 


= ATi aT 


NATIONAL BLANK BOOK COMPANY 
NEW YORK HOLYOKE, MASS. CHICAGO 
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COPYRIGHT 1935 BY } 
' NATIONAL BLANK BOOK CO, 3 
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...to complete 
installations of 


FAULTLESS 


FLOOR PROTECTION EQUIPMENT 


It’s a sure bet—this easy way to sell complete office floor protection equipment! Use the 
faultless **Free Comfort Test” . . . put a set of Faultless Casters on a prospect's office 
chair for a few days’ free trial. 

You'll never get those casters back! Their easy rolling, free-swiveling action will reveal 
the amazing difference between a Faultless Caster and an old style “*floor-gouger.”’ 


Wa 


With this commonsense demonstration of a good product, it’s simple enough to close the 
sale of Faultless equipment for the entire office. Live dealers are doing it every day. 

If you haven't full information on the superior features of the complete Faultless Line, 
write for catalog at once. 


FAULTLESS CASTER CORPORATION, Evansville, Indiana 


Branch Offices in principal cities 
Canadian Factory: Stratford, Ontario 





Faultless Cushion Chair 








Faultless Rockite Furniture 
Cups are made of non-break- 
able composition in pleasing 
brown color, designed to 
protect floors and fleer 
coverings. For use on desks 
and other similar furniture. 





Glides are made of hardened 
steel with rubber insulation. 
Center pin is flexible so the 
alide fits closely to chair leg, 
braced by inner frame con- 
struction, finished in Oxi- 
dized Copper. 
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SPEEDO-SORT HAS NEW FEATURES 


Several new features designed to add to the effi- 
ciency of the mechanism have recently been incorpo- 
rated into the Speedo-Sort, a sorting device manufac- 


tured by Speedo, Inc., 5912 South Kostner avenue, 
Chicago. 
The Speedo-Sort now has a new base which permits 
easy elongation to house as many leaves as each sort- 


ing job requires. Each leaf, or tab, is individually nd EN Cl ‘ S 


Write Their 
Own Story 















New Featured Speedo-Sort 
Made with 


Southern Red 
Cedar in five degrees of 
hardness... by Staedtler. 


J. S. STAEDTLER, Inc. 


53-55 WORTH STREET, NEW YORK CITY 


attached to the base, which permits ease in replace- 
ments and expansion. 

The device’s guide-holders are now made in metal 
with dull nickel finish to eliminate smudge and glare. 
Guides for multiple uses are set in columns and can 
be had in variously colored inks to avoid confusion 
on the part of the worker. 





- 
A NEW TYPEWRITER STAND 

The Nu-Mark Office Equipment Company, 19 North s 
Seventh street, St. Louis, Mo., recently brought out a ] entson ine 
new metal typewriter stand which is said to have all 
of the features of the usual stands as well as some A Quality Product 


which are unique. The new stand allows plenty of leg 
at Moderate Cost 


room which is so devised that the stand can be used 
Made with Cradle Type Rust-Proof 
Roller Bearing Suspension Slides 








The 700 line answers all re- 
quirements for appearance, 
convenience and durability. 
The outer case is furniture 
steel, with corners acetylene 
welded and smoothed to give 
attractive finished appearance; 
connecting parts electrically 
welded, and case welded to 
inner framework. No addi- 
tional sides or end panels 
necessary. Dust-proof flange 
seals opening between drawer 
and case when drawer is 
closed. 




















The merits of this line war- 
rant your careful investiga- 
tion. Complete information 
upon request. 


Nu-Mark Typewriter Stand 





from either the left or right side by simply turning it 
around. Thus the user can employ the drop leaf on 
either side. The stand comes in three colors—green, 

walnut and mahogany, all at the same price. Each is THE BENTSON MFG. COMPANY 
shipped knocked down and is easy to assemble. AURORA “ a : ILLINOIS 


This new stand is reasonably priced. 

















WHEN THE BEST 
IS REQUIRED 


MARS and GLOBE-TROTTER 
COPYING PENCILS by STAEDTLER 


Unequalled for exacting work... when 
greatest copying power and high density is 
required. No better hectograph pencil has 
ever been made...even by STAEDTLER. 


GLOBE-TROTTER 
Purple (Soft and Medium Degrees) No. 933 


MARS INTENSOR 
Red No. 2965 Green No. 2967 
Blue No. 2966 Lilac No. 2969 
Brown No. 2970 


J. S. STAEDTLER, INC. 
53-55 Worth St., New York, N.Y. 














No. F 1660 


JACKSON DESKS 
are QUALITY BUILT 
CLEAR THROUGH 


BUILT LIKE A STONE WALL 





JASPER OFFICE FURNITURE CO. 


JASPER, INDIANA 
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GLOBE AND ATLAS BY CRAM 


One of the new globe models announced by The 
George F. Cram Company, Indianapolis, features an 
attractive walnut mounting which holds a world atlas. 
This popular combination was created for the benefit 
of globe users who desire to supplement their reference 
work with detailed statistical and historical informa- 
tion from the atlas. 

The globe is Cram’s regular detailed, nine-inch size 





Cram’s New Globe-Atlas 


in a movable, bronze-finished meridian. Illustrated 
here is the model, No. 990, which retails at $6. The 
Cram Company also has available a twelve-inch globe 
equipped with a larger and more complete atlas which 
retails at $10. 
—e— 
FIRST LADY FOUNTAIN PEN GETS NEW CASE 


The W. A. Sheaffer Pen Company, Fort Madison, 
Iowa, has recently perfected a new double-duty “Pen- 
velope” case for its line of streamlined “First Lady” 
pens and pencils. The Penvelope, it is said, has been 
designed both for practical use and beauty and is fur- 
nished with the $12.25 Lifetime First Lady set at no 
extra charge, making an ideal item for the Christmas 
holiday season. The clips of the new pen and pencil 
are streamlined to conform with the slenderized out- 
lines of these writing instruments which were created 
for the woman who prefers a light pen with sufficient 
writing fluid capacity. 

ae 
NEW FURNITURE LEVELER 


A new leveler designed to adjust furniture legs and 
supports to uneven floors is being marketed by Robin- 
son H. Harsh, 225 Emerson street, N.W., Washington, 
D.C. It is stated that the leveler will carry any weight 
that the support will carry. 

The leveler consists of a small plunger which is in- 
serted through a hole bored in the furniture leg footing. 
One inch from the floor and in the rear of the leg is a 
set-screw which, through an ingenious arrangement 
of the leveler, forces the plunger downward until the 
desired depth for leveling purposes is reached. When 
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The “Y and E” Line is Complete ‘ 


FOLDERS ... GUIDES ...SYSTEMS ... TRANSFER CASES 











































FILE FOLDERS 
Steel Transfer Cases HOLD THE HISTORY OF BUSINESS 
Records worth keeping are worth keeping Ce 
well. That is the reason for the sales popu- Fe ee 
larity of ‘‘Y and E” Steel Transfer Cases. Fire ee ee ee 
——_——— ——) —<————— 


Sem "warty Bowe! Mame Berend Setters 


resisting, dust, dirt and rodent proof. Can be 
stacked to ceiling. Drawers work easily when ef 
loaded to capacity. The finest transfer cases : ae 
money can buy are the kind you want to sell. ats 


i 
Ik 


Corrugated Board Cases) |.2™°"..|/o sa 
“Y and E” Ten Star Corrugated Storage Cases f ——- cod = 














have ten outstanding features built into both : 
the steel reinforced and the un-reinforced SS a 
lines. An unusually strong all-corrugated = FS 
board case at exceedingly low price. A big = SE 
seller. SS 


Folders and Guides =. | oe 
PLAIN and REINFORCED aT Ae at 

223 Items—6 grades—5 weights—all styles— — —F | 
all cuts—all sizes. You can fill every folder : 
requirement with ‘‘Y and E”’ Folders—regard- {————> | peor 
less of system. Priced for quick sale and long 


il 
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profit to you. SEEPS —) 
“Yand E” Direct Name =z —— ll sao 7 
~patamn _——__ 
Sky-line visibility, eye-point arrangement, ,———— >) ~~ . Ae 
Fastest Finding and Filing, make this famous 9 ———————+ | — 3 
filing system your best seller. No other sys- eT a 
tem so simple, so easy- —— 7 . = 

to-operate or so satis- C___ a fests ) 

factory. Whatever |C7==— 

yourcustomers’ needs en 


there is a direct = — 
name system to meet 





them—at a profit to |= — 
yourself. z = 
| Write to “Y and E”, | = wpe 
| 1155 Jay Street, ——y Malrisee 
~ Rochester, N. Y. —— —— (o— 

















OFFERS YOU A FRANCHISE THAT IS ALL-INCLUSIVE 
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1929 | | 1932 | 1933 | 1934 | 1935 


This Evidence 
of 
PROGRESS 


is Proof of 


YOUR OPPORTUNITY 


( ys a quality product could mark up such a record of progress 


as has the Woodstock during the toughest years American 














business ever combated. Only such quality as is built into 
the Woodstock could secure such a growing clientele of shrewd. 


careful buyers. 


This growing popularity of the Woodstock, in schools, in busi- 





ness offices, among students and operators, creates a wonderful 
opportunity for you. Your market is more Woodstock conscious 


THIS EMBLEM than ever before—-more insistent upon the performance W oodstock 


: : delivers. 
on every Genuine Factory Rebuilt 


Woodstock is a guarantee to you and If you are not taking full advantage of the profit possibilities 
en eee with the Woodstock, get prepared to do so NOW. W oodstock 
pert workmen, in Woodstock’s mod- Genuine Factory Rebuilts, in a good range of prices, are values that 
ern, efficient factory cannot be surpassed—and that will be instantly recognized by your 








trade as being outstanding “buys. 





If you do not have our latest Wholesale Price List, write for it today 





TY PE WR TER COMPAN Y 
SIX NORTH i ealemnela AVENUE, CHICAGO 


Branches in Principal Cities . s&s « -« ° Distributors All Over the World 
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the proper depth to equalize the uneven floor is reached 
the plunger is locked in that position and can only be 
changed by operating the set-screw. The plunger can 
be moved out as much as three-eighths of an inch. For 
special cases, the leveler is equipped with plungers of 


greater length in steps of one-quarter inch. Being 
made of bronze, the leveler is moisture proof. 
oe 
RESTYLED EXECUTIVE FILING CABINET 


A new and restyled executive filing cabinet in which 
are incorporated several unique features has recently 
been completed by Wilbur Henry Adams, industrial de- 
signer, for the Berger Manufacturing Company, sub- 
Sidiary of the Republic Steel Corporation, Canton, Ohio. 

The new cabinet is equipped with a receding base 





Berger Executive Filing Cabinet 


to provide toe-room, and continuous tubular handles 
entirely up the front to allow for easy drawer pulling. 
The principal feature, however, is the placing of four 
index cards in the top drawer so that a person search- 
ing for a particular letter or document does not have 
to stoop into an ungainly position to read the index 
card, the cards representing the four drawers. 
The cabinet is all metal, finished in maroon, with 
black base and stainless steel handles. 
~~ 
A. W. FABER’S COLOREX CRAYONS 


Said to be a remarkable medium for both sketching 
and finished work, a new artist’s chalk, known as 
Colorex, is being sponsored in its initial appearance in 
America by A. W. Faber, Inc., Newark, N. J. 

The new colors lend themselves with equal facility 
for work on paper, wood or linen, and with them it is 
claimed that an artist may obtain any desired color 
effect. The chalks are obtainable in twenty-four colors 
of crayon and six colors of bronze and they may be 
worked in either a dry or wet process. 
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Announces 
NEW COMFORT 
in 
Posture Chairs 


7 
Rubberized 
Curled 
Hair Cushions in 
Seat and Back 


— 
Resilient, 
Comfortable, 
Lasting 
< 


Easy, Quick 
Adjustments 
Without Tools 


STUR 


or 
Special Keys 


o 
A Model for 
Every Purpose 
o 


Write Us 
- 


No. 595-DS 





This new Sturgis Posture Chair is upholstered in genuine 
EAGLE-OTTAWA leathers over rubberized curled hair 
cushions. (Seat cushion 3!/2” thick; beck cushion I!/2” thick.) 
It represents the last word in Posture Chairs. 


STURGIS POSTURE CHAIR CO. 


STURGIS, MICHIGAN 




















. Y f 
Going Strong! 
The new HOTCHKISS 5A—the only machine in existence that 
will use, without change of parts, any “standard” size staples 
with 4” legs and 44” crown from .019 gauge up to and includ- 
ing the 2C staple and drive same without clogging—is taking 
the industry by storm. (Remember that there are “off gauge” 
staples in the market called “standard” that will clog any ma- 
chine.) 

Until production can catch up the deliveries will be slow and 
it is absolutely essential that orders be filled in order of 
receipt. Get yours in NOW! 


Warning! Some makers are selling “off gauge” sta- 


ples so make sure the staples you buy 
and sell are “standard” size. If in doubt ask us. 


Genuine HOTCHKISS Staples are <<AIst | |-PONTEE> 
guaranteed standard and are now —=—S —— 


CHISEL POINTED. TRADE . sar 
THE HOTCHKISS SALES COMPANY 
NORWALK CONNECTICUT 


HOTCHKISS 
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EAGLE-A 


Typewriter 
and 


Boxed 
Papers 





—_ «at 
All grades included in the Eagle-A line are 
made to meet the high standards of quality for 
which Eagle-A Papers have long been known. 
The prestige of the famous Eagle-A trademark 
is well known to the constant users and buyers 
of paper. To the average consumer the Eagle-A 
watermark in paper is a guarantee of honest 
value and a promise of faithful performance. 
A number of attractive displays and mailing pieces are 
available to dealers carrying the Eagle-A line. Write 
for full information. 


Bradner Smith & Company 
333 So. Desplaines St. Chicago, Ill. 











WHAT’S 
THIS? 






It’s the SPEEDO-SORT 


a time-saving, convenient, economical long-life 
sorting device for office papers and records. It has 
CLICKED!! 

Flexible construction permits easy expansion. Our 
methods department formulates proper sorting 


methods from brief description of job. DEALERS 
use coupon at once for information concerning 


1-Z offer. 


special 25 division 


Speedo, inc., 5912 So. Kostner Ave., Chicago, till 


Send details of Special 25 division A-Z offer t 
Name 
Addres 


City 
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The dry technic is said to be the same as the pastel 
or Polychromos color method in which an artist uses 
pastel paper of velvet-like texture. The wet process 
may be applied in various ways depending upon what 
the artist is attempting to accomplish. The Aquarell 





Faber’s New Colorex 


technic produces soft colors. In this case a piece of 
rough paper is used on which the color is transferred 
and then it may be dissolved and extended with the 
A. W. Faber Fixative No. 4317. The bronze colors are 
especially suited for architectural drawings. 


— 
CARD RACK BY ART STEEL 
Designed to set into a narrow counter or shelf, a new 
greeting card rack has been placed on the market by 
the Art Steel Company, Inc., New York. 


The new model is a five-step rack, 2734 inches high, 
10%, deep and 30 inches wide. Two of the racks placed 
back to back become very convenient for displaying on 








Art Steel Card Rack 
island counters. The model is also furnished in a six- 
step size. 

These racks are furnished with and without dividers 
and glass fronts to suit the dealers’ requirements. Each 
rack will hold approximately thirty to thirty-six dif- 
ferent cards. 

Further details may be obtained by writing to the 
company at 145th street and College avenue, New York, 
N. Y 
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No. 1654N—SIZE 54x32 —PATENT PENDING 


TH Eg N E WwW DEALER SAYS, “IT’S FUN TO INTRODUCE | 


D r O be T y e € DROR-TYPE ON COMPETITIVE JOBS” 
om 


A Prediction—DROR-TYPE Will Become y 
the Standard Type GRAND RAPIDS, MICHIGAN 

















Stationers=ATTENTION 


PROTECTION FOR YoU 


UR sales policy is EXCLUSIVELY WHOLESALE—always 

has been. Our line is STRICTLY A DEALER’S LINE— 

Inked ribbons—Carbon papers—Roll carbons—Honest WValues— 

Uniform Goods—developed through years of experience in meeting 
and solving Ribbon and Carbon problems. 


Successful dealers throughout the world give us their confidence and 





7 hn. qwrt patronage. They KNOW our STRICTLY WHOLESALE policy 
nos 875 merits their confidence and have found it insures their PROTEC- 
“The Complete Line” TION. 


Originators and Sole Manufacturers of Cleangrip and Whitedge 
Efficiency Typewriter Carbon. 


RIGHT PRICES—RIGHT GOODS—AND 
PROTECTION FOR THE DEALER. 


H. M. STORMS COMPANY 


Makers of “The Complete Line” of Carbon Papers and Inked Ribbons. 
561 GRAND AVE. BROOKLYN, N.Y. 
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ALL RECORDS BROKEN » 


x NGBUS,>- Ky 





No. 
1805 
$6.00 








No. 1801 (with clock) $9.75 No. 1802 (round base) $6.00 


GET THIS ATTRACTIVE DISPLAYER 


The new black and chromium counter and window fixture 
pictured above is designed to create speedy sales for you on 
the entire line. You get the Displayer and one (1) $6.00 
Chrome Desk Set for $4.75 net with a purchase of five (5) 
additional Chrome Desk Sets at your regular trade discount. 


SALES STILL CLIMBING! 


Modern in design and finished in sparkling Chromium 
with black, red or green enamel trim, the new Seng- 
busch Dip-A-Day Desk Sets have been setting sales 
records ever since they were first announced in Sep- 
tember. We are still able to make immediate de- 
livery, however, and urge you to get in touch with 
us at once, if your Sengbusch representative has been 
too rushed to get to you as yet. 





GIFT BOXES and AD FOLDERS 


All Chrome Dip-A-Day Desk Sets are packed complete in gayly 
colored, silver striped boxes for ideal gift appeal. Attractively 
designed advertising folders showing the complete line are also 
available FREE with your imprint. 











Salesmen report they have placed the new sets and 
the Displayer in almost all stores called on so far. 
Because they offer new Beauty, Durability, Utility 
and Sales Appeal, the profit possibilities on this new 
line are tremendous. Don’t let your competitor walk 
away with the market. Write for full details on this 
new money maker today! 


SENGBUSCH 


SELF-CLOSING INKSTAND CO. 


1115 SENGBUSCH BLDG., MILWAUKEE, WISCONSIN 








No. 86-H 
36 x 20 


Turned Leg-Combination Walnut Only 


No. 86-H . . 36x20 
No. 536-H » « « ae 
No. 441-F . . . 40x28 
No. 551-H —— 
No. 451-F .. 50 x 28 











ALMA DESK COMPANY 


HIGH POINT, N. C. 


ALMA— 


makes a number of small desks 
suitable for the holiday trade 
which many dealers have 
found advantageous to stock 
at this season of the year. 


Write for prices. 


Square Leg-Combination Walnut and 
Combination Mahogany 


ae | ee 
No. 736-F . . . . 36x24 
No. 741-F . . . . 40x28 
No. 751-F . . . 50x 28 











tr 
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TWIRLIT PAPER DRILLS 


The Mitchell Binder Company, Hagerstown, Md., has 
recently announced a new line of Twirlit paper drills 
for office use. The models illustrated are the Nos. 100 
and 300. 

Operating on the principle of an automobile jack 
except that instead of pushing upward it cuts down, 
the Twirlit paper drill is said to be capable of cutting 
through 125 sheets of bond paper at one time. The 





Twirlit Paper Drill 


drill is hollow so that the paper cuttings are pushed 
up inside and out the top. The machine is said to 
work equally well on bound and loose paper and can 
do work formerly requiring a power-driven device. 
The drills are made in three sizes to take care of 
practically every office need. The small size has a sin- 
gle fixed drill head mounted on a cast iron base with 
back guide. The medium size and the large size have 





New No. 300 Twirlit Drill 


adjustable drill heads mounted on a cast iron base 
with etched scale, back and side guides for easy cen- 
tering of paper. The drill heads may be readily changed 
and extra heads added when desired. All models are 
available with various sizes of drills. 
—_—_—$_—_—___ 
HANO OFFERS NEW COLUMNAR PAD 

The Hano Paper Corporation, Long Island City, N. Y.., 
wholesale distributors of pulp and paper, will soon offer 
a complete line of white and buff columnar pads in the 
regular padding, also with perforated and punched top 
as well as in loose leaf style. 

The Hano Corporation will be happy to forward ad- 
ditional information to those who will communicate 
with them. 

—__—_—_—___—_ 
NEW ENVELOPE SEALER 

The Scram Company, St. Louis, Mo., is offering to the 
trade the “Envlo-Sealr,”—an envelope moistening de- 
vice which, it is said, will seal fifty envelopes a minute 
“without muss or splash.” The device is declared to be 
fool-proof. It consists of a two-ounce bottle with pol- 
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“SOFT PROFITS 


SELL SPONGEX CUSHIONS 
WITH BRILLIANT, COLORFUL 
DISPLAYS 





LARGE DISPLAY 
For window displays this sign 1444" x 19” is very appro- 
priate. Four colors: black, red, yellow and white. Strong, 
simple, compelling. It “gets over’’ the comfort idea. Free 
with your order ON REQUEST. 





SMALL DISPLAY 


14”"x 934". Four colors with easel. Stands on pile of 
cushions or on chair seat. 
NO. 1 TYPE- 
WRITER PAD 
SIZE 


13° s 13° x \%° 


A cushion 
especially de- 
signed to reduce 
noise and vibra- 
tion. The solid 
black sponge 
base gbeerke 
shocks. The 
special acousti- 
cal black sponge 
top absorbs 
noise. 


List $1.00 





The well dressed office is equipped with '‘SPONGEX"’ 


The SPONGE RUBBER 


PRODUCTS CoO., Inc. 
DERBY, CONN. 
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Sn 


Make Your Postal 
Scales Department 
PAY — Let Hanson 
Ideas Show You How 






POSTAL 
SHIPPING 
AIR MAIL 








F COURSE you want to 
handle a highly efficient 


( 


finely 


that 
But scales that remain on your 
there must be a satis- 


constructed line of scales—and of course 
means Hanson scales. 
shelves do not fulfil their purpose 


factory volume of sales to make their handling profitable. 


Hanson service does not stop at mechanical perfection. 
There's a tried-and-proved merchandising plan available 
to all Hanson dealers. It will enable you to make your 
«scales department one of the most satisfactory activities 


of your business. Write for this plan today. 


a) 
Chicago, Ill. 


HANSON SCALE 


a25 N. Ada St. 


aad 














IF IT’S NOT IN YOUR STOCK 
DRAW ON OURS 









IN 


NEW YORK STOCK 





CAL CAMERON 
140 MAIDEN LANE 
NEW YORK, N. Y. 
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ished Bakelite screw top that is cleverly fitted with a 
rubber sponge and a perforated water-controlling de- 
vice that always feeds the exact amount of water 
needed. 

The water comes through the rubber sponge only 
when it is pressed against the surface to be moistened. 





Seram’s Envelope Sealer 


This creates a suction which gives an even flow of 
water. 

Hands stay clean and dry when one uses an Envlo- 
Sealr. The Envlo-Sealr is made by the makers of “Ink- 
Scram” and “Perfectype.” 

SUPER-SOFTEX UPHOLSTERY 

A new type of upholstery, known as Super-Softex has 
recently been adopted by the Artility Metal Products, 
Inc., Elkhart, Ind., for use in its line of posture chairs. 

The upholstery, according to a descriptive folder is- 


sued by the company, is distinctive for its softness and 





No. X70 Clerical Chair 


resiliency and has the added feature of being properly 
ventilated. 

The chair is equipped with all the necessary features 
to insure the user sitting in a proper position. The 
seat is saddled and has a slight pitch so that the user 
will not slide forward and its depth prevents pressure 
behind the knees. The back rest is curved to follow 
body formation while the swivel feature of the back 
rest permits ready adjustments to body movements. 
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SPEED-O-PRINT 


The World’s Finest Low Priced 


FULL SIZED ROTARY DUPLICATORS 


SPEED-O-PRINT FEATURES 
1. Less working parts than any other duplicator 
on the market. 













. Size of sheet: From postcard to legal size form. 
- Perfect registration. 
- Raising or lowering of print. 
. Stripper. 
. Inside inking. 
7. Adjustable to thickness of stock. 


8. Speed of automatic 
feed model, 5000 
per hour. 

9. Speed of regular 
hand feed model, 
1000 per hour. 

10. Prints to the very 
top of postcard or 
sheet. 


ave wn 


ll. Fully guaranteed. 


Dealers: Write for 
prices and samples of 
work. Speed-O-Print 
is one of the fastest 
selling lines of dupli- 
ecators on the market 
today. 


HAND FEED SPEED-O-PRINT 
$ 50 AUTOMATIC SPEED-O-PRINT > 2 250 
List prices slightly higher west of Rockies. 


Speed-O-Print Corporation 180 W. Washington St. Chicago 


















Imperial 
No. 2200 Series 





COMBINES 
PRICE AND 
EYE APPEAL 


Here’s a BIG Imperial desk value 
in profit returns to the dealer. . . . The eye appeal in this new 
No. 2200 series makes it stand out prominently on the sales floor. 

. Customers will respond quickly to its good proportions, 
sturdy turned legs, figured Walnut drawer front overlays and 
It’s a lot of desk for the money! 









big in selling features—big 





No. 2261 Flat Top Desk 
60° x 34" x 3014" high 


This combination Walnut 
5 






series also includes 66 in., 52 
in. and 42 in. flat top desks, 
a secretarial desk, 52 in. and 
42in. drop-center typewriter 
desks, and a telephone cabi- 


a. 








heavy cast brass knobs... . — 










There are extra profits waiting for you in Imperial Home Desks and Book- 





——_ 


cases. Write for the brochure if you do not have a copy. 


IMPERIAL DESK COMPANY, EVANSVILLE, IND. 


For 25 years, dealers and users 
have preferred Imperial Desks 
for their ualility, their beauty and 
their ability to stand up under 
long years of service.) 








GUNN 
DESKS 


Illustrating 


No. 1513 arm chair 
No. 1569 desk—66x36 
No. 1514 revolving arm chair 


Fine office furniture readily salable to 
American business men who demand 
“something better.” Of quality construc- 
tion throughout, and an original, distinc- 
tive modern guise. 


All exterior surfaces are of genuine walnut. 
Drawer pulls illustrated are Chromium 
plated metal—other type of pulls optional. 
Note omission of division bars between 
pedestal drawers, giving extra depth inside 
drawer. Drawers are grooved for 3x5, 4x6 
and 5x8 cards. 


Established 1889 





OFFICE APPLIANCES 





Regular GUNN walnut finish, except on 
filler on light 
brown walnut is furnished without addi- 
Panel end table, phone 
cabinet and waste basket to match. 


special order silver gray 


tional charge. 


The modern idea as expressed in this de- 
sign is taking hold of public interest 
wherever shown. The suite has excep- 
tional sales appeal and well repays the 
dealer's best promotion work. Folder and 
details on request. 


GRAND RAPIDS, MICHIGAN 





GUNN FURNITURE COMPANY 























A Safe, Steady 
Support for 
Typewriters 


Exceptionally 
Convenient 
and Valuable 


Profitable 
ALL around 






No, 671-TS 


The 





No. 671-LSX 





UFIL 


“LITTLE DANDY” 
Steel Typewriter Stands 


Almost everybody typewrites nowadays—they 
want the swifter writing, the more easily read 
text, the trend toward accuracy of communica- 
tion. And many combine typing with other 
work. A typewriter mounted on “Little Dandy” 
serves two or three as well as it can serve one if 
mounted on a stationary pedestal or desk, and 
with perfect safety. 


Cold rolled tempered steel produces a rigid frame 
permitting a smooth, lustrous enamel finish 
carefully sanded base boards and side leaves, 
large soft rubber tread casters, all high grade 
refinements not found in the makeshift stands 
of competitors. Sell UHL Stands and make satis- 
fied repeat customers. 


They sell like coffee and sugar for the dealer who 
carries them in stock. No assembling cost and no 
maintenance expense—a ‘“‘natural”’ for the office 
machine and office furniture dealer. Catalog 
with details of the entire UHL steel office fur- 
niture line, on request. 


Toledo Metal Furniture Company 
1586 HASTINGS STREET 


TOLEDO, OHIO, U.S. A. 
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NEW TRANSFILE ADDED TO GUSSCO LINES 

The latest offering of the Guide System & Supply 
Company, 335 Canal street, New York, is a new col- 
lapsible corrugated board file which has been named 
the Leader Transfile. 

Equipped with a steel front, handsomely finished in 
olive green, and ruggedly constructed for heavy-duty 
work, the new Transfile comes in twelve sizes. It is 
shipped flat and fits together without the use of 
screws, bolts or tools. Stacked with the two-way in- 


terlock, it cannot buckle or sag, all the weight being | 





New Gussco Transfile 


supported by steel. Because of this support, it is point- 
ed out by the manufacturers, all of the drawers operate 
with equal freedom from jamming. A follow block 


keeps drawer contents in an upright position even | 


when the drawer is only partly filled. 
—<>—__—_—- 
“FUTURIST” FLOOR SMOKER IS OUT 

The Precision Metal Workers, 3100 Carroll avenue, 
Chicago, has recently announced a radical departure 
from the usual line of floor smokers in the creation 
of its new “Futurist.” 

The “Futurijst,” according to its manufacturers, fea- 
tures the principle of two-legged construction which 





Futurist Smoker 


practically eliminates the possibility of it being 
knocked over or upset. It was designed particularly 
for office use as well as for public buildings and re- 
ception rooms. 

The new smoker is finished in rich chrome and black 
lacquer and is equipped with a patented self-closing 
top and inner metal container. The container is of 
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REPLOGLE 
GLOBES 
ARE 
LEADERS 







P86—8” 
RETAILS, $5.00 


Prepare for greatest holiday 
globe sales in history—do not 
delay — order your Christmas 
stock now! 


Complete Map of Ethiopia 
GIVEN FREE with every 12” 
globe ordered between Nov. 1 
and Dee. 1, 


Write for our New Special 
Christmas Sales Help and Cat- 
alogue. 


CONCENTRATE on the 
fastest selling, most com - 
plete globe line, 

Distinctive, clean cut, origi- 
nal models in 7”, 8”, 12” 
and 16” sizes, retailing 
$1.00 to $35.00. 





REPLOGLE GLOBES, INC. 








| 
| 
| 


168 N. CLINTON ST., CHICAGO 


New York Representative and Display Rooms—Herman Kashins, 225 Fifth Ave., New York 





Colonial Chair Co. Swiv- 
el Chair No. 326 Uphol- 
steered with Colonial 
Grain Leather. 







ff) 
| em (a P| 





Leather the Zoverning,; factor 


The business executive selects his chair carefully. It’s such 
an intensely personal thing. Must be comfortable, of course. 
But he is equally concerned about the attractiveness and length 
of service of the leather upholstery. You serve him to his 
complete satisfaction when you specify Eagle-Ottawa Leather. 


We will gladly send you sample leathers and necessary 
information about grades and finishes. 


EAGLE-OTTAWA LEATHER CO. 


GRAND HAVEN MICHIGAN 


Salesrooms: 
eee 2 Park Avenue San Francisco....569 Howard St. 
Chicago.912 W. Washington Bivd. Los Angeles..1012 Broadway Place 
St. Louis......... 1602 Locust St. Portiand...1238 N. W. Glisan St, 
High Point, N. C. ........ P. 0. Box 386 
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Beautiful and Practical 
Christmas Gifts 


Buy Now for the 
Holiday Season 





p* rURED here is the new DoppCraft combination 


secretary case and ring binder. It has three full 
length graduated gusseted pockets on one side and on 
the other side one full length gusseted pocket with two 
small stationery pockets and pencil loop. The lining 
and partitions are of Tufhyde, the outside of Sea Shark 
top grain cowhide. It may be had in black or brown. 
DoppCraft Brief Cases and Zipper Envelopes make 
ideal gifts. Stock and display them now and watch the 
results 


We'll gladly send our catalog 


Charles Doppelt & Co. 
412 Orleans Street Chicago, Ill. 














FIBROIN and PENGUIN 


DRY 


results t ve 


STENCILS 


manufacturing experience 


Are the They 


are today building greater sal and profits tor dealers by 


their ability ft 
UNCONDITIONALLY 


tor proof and ftull information 


printing at low cost 


Write today 


tine stencil 


GUARANTEED 


with ut 


»bligat: a) 





STENCIL CORPORATION 


306 WEST ADAMS STREET... ..+-JACKSONVILLE, FLORIDA 


BOSTON, CINCINNATI, DALLAS, LOS ANGELES 


Branches: 








OFFICE APPLIANCES 


large capacity and may be easily removed when filled. 
It is 24'4 inches high and weighs thirteen pounds when 
packed. 
> 
STURGIS CHAIR HAIR-PADDED 

Utilizing a new rubberized hair padding which is 
said to provide extra comfort for office workers, the 
Sturgis Posture Chair Company, Sturgis, Mich., has 
recently introduced a new posture chair to be known 
as the model 895-DS, here illustrated. 

The new chair is equipped with an 11x16 inch seat 
and a form-fitting back, both of which are upholstered 
in imitation leather over rubberized curled hair pads, 
which are said to be especially resilient, comfortable 
and lasting. 

The chair back is easily adjusted up and down and 


” A, = Fe one en 





Sturgis Hair-padded Chair 


forward and backward in one operation. A quick, posi- 
tive hand wheel adjustment takes the place of special 
tools or keys. The seat height may be adjusted from 
seventeen to twenty-one inches, also without tools. The 
chair base is of one-inch tubing and all joints are 
welded. Hard rubber casters are also provided. 

The chair may be had in brown, black or green imi- 
tation leather and brown, green, maroon or black 
enamels. 

<_ 
ROYAL FOREMEN GIVEN WATCHES 

Henry Johnson, service foreman at the Royal Type- 
writer Company, Inc., Boston office, and Al Tomek, 
who occupied the same position at the Chicago branch 
were recently presented with gold watches in honor of 
their twenty-five year service with the company. 

Mr. Johnson started with Royal as an office boy when 
the factory was located in Brooklyn. In 1913 he was 
sent to Boston as service foreman, a position he still 
holds. 

Mr. Tomek began his career as a service man in the 
Chicago branch and one year later was appointed fore- 
man. 

> 
DES MOINES DUPLICATOR CONCERN MOVES 

The Automatic Duplicator Company, manufacturer 
of the Automatic duplicator at Des Moines, Iowa, an- 
nounces its removal to 807 Walnut street. The new 
quarters provide about five times as much space as the 
old location on Grand avenue. 
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A message from the 


“POUGHKEEPSIE PUP” 





Stationers! 


GZ quiuine u 
“HUSTLE WITH Lyussell 


Be it a motto—message or slogan—it keeps me busy—So 


get in line and enjoy the merits of the TRUSSELL LINE. 
The outstanding features of the loose leaf world are found 


in TRUSSELL Ring Books.” 
THE POUGHKEEPSIE PUP, Poughkeepsie, N. Y. 
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Experience 
that Counts 


SIXTY years of desk making has 
this definite implication — Jasper 
Desk Co. desks have given consist- 
ent satisfaction. That is because of 
expert construction, designs are 
kept up to date and only best qual- 




















popular number. 
Full quartered oak. 








ths—48 t . . 
a 72"inches: 32 and 34. lf ity materials are used. And yet ¢ 7 . 
inch idths; heig a . — = ° melee « . ¢ ve: . H. Brown, 
30/4 inches: ‘shipping — Jasper Desk Co. desks are reason- $708 Glenwood - 
— 203 to 26 ably priced. Hog e: ROGers 


Our catalog presents a wide range of styles. We'll gladly send a copy. 


JASPER DESK COMPANY, JASPER, IND. 
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THE DEMAND IS FOR CHARACTER IN OFFICE FURNITURE 


THIS 
GEORGIAN 
DESK 

is making 
popularity 
records 





Thanks, folks, for the curtain call! We appreciate your approval 
and acceptance of our gorgeous ““Georgian.”’ The dealers who are 
featuring it are delighted with results. The executive wants to 
surround himself with an atmosphere pleasing to himself and 
impressive to his trade. Don’t forget ‘“‘the apparel doth oft pro- 


Pool shipments with New Indiana Chairs : rs P . 
reduce freight and handling cost .. . and claim the man.”’ Order one, be convinced, make a profit. 


keep your stock in good condition. 


INDIANA DESK COMPANY ——sJASPER, INDIANA 











NEW STATIONERS / 175 your 
INDIANA LINE.. EXCLUS/VELY/ 


“STEEL- STRONG’ PROOUCTS ARE SOLO 
THROUGH DEALERS ONLY... : 





Leather Accounts in your territory are your accounts. 
You control them—earn and get full com- 

U h | d missions. We have no salesmen to pirate your 
Pp ° stere customers and cash in on your missionary work. 

. No competitor gives you that protection and that 
Chairs is why Steel-Strong franchises are valuable . . . 





secure ... with the guarahty of Members of The 
Nat’! Ass’n of Stationers. 
Steel-Strong Products inglude Coin Wrappers, 
Bill Straps, Coin Trays, Tray Pans, Coin Bags, 
Currency Cabinets, etc. ...and each product 
has been developed to tke highest efficiency. 
Write for liberal discounts and sales helps. 


THE C. L. DOWNEY CO., Cincinnati, Ohio 


New numbers, of solid walnut, upholstered “VEEL STRONG PRODUCTS 








in Titetan crushed grain leather, choice of 
eight fast colors. Steel spring seat unit, well 
padded seat and back. Full details are given 
in our new catalog. 







Pool shipments with Indiana Desks 
save freight, add convenience. manne 
“| COUNTER 





BILL STRAPS 








New Indiana Chair Company 
JASPER, INDIANA 


THE C.L.DOWNEY CO. cincinnati.o 
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MODIANO REPRESENTS SMITH-CORONA IN 
TURKEY 
H. C. Siemer, managing director of L. C. Smith & 
Corona Typewriters, Inc., Berlin, Germany, branch of- 
fice, recently made a trip to Istanbul, Turkey, where 
he appointed I. J. Modiano, Boite Postal 1073, Istanbul, 
Smith & Corona distributor for all of Turkey. 





Graff's 
George B. Graff Company, Cambridge, 
Mass., recently introduced this new car- 
ton packing for its line of “Vise” signals. 
It is a combined display and container, 
holding twenty-five boxes of signals. 


New Carton for Signals.—The 


———— 
MISS LEONARD TO VISIT ORIENT 


Miss Claire Leonard, representative of the Frankel 
Carbon & Ribbon Manufacturing Company, Denver, 
will sail November 15 for the Orient to cover her distant 
territory before the holiday season begins. 

Stopping first at Honolulu, Miss Leonard will stay in 
Hawaii long enough to visit Hilo. From there she will 
go to Yokohama, Tokyo, Osaka, Shanghai, Peiping, 
Hongkong and Manila. 

Miss Leonard covers this territory at intervals of 
about eighteen months and also travels the southwest- 
ern territory including New Mexico, Arizona, Texas and 


Oklahoma. 
—_—__—_ 


GREENS ENJOY VISIT AT WHITE LAKE 

On page 63 of Office Appliances for October is a re- 
port of the visit to this country of Ernest Green of 
Long’s Ltd. of London, and Mrs. Green. Office Ap- 
pliances learns that they had a very enjoyable and 
satisfactory trip. They visited Art Ames of the Ames 
Supply Company at White Lake and motored back, 
stopping at Niagara Falls. They left for home on Oc- 


tober 23. 
- —<g—__—_ 


CASSETT IS VISITOR FROM ENGLAND 

Another distinguished visitor from abroad last month 
was G. M. Cassett, managing director of the Merkham 
Trading Company, Ltd., London, England. 

Mr. Cassett arrived in New York for a conference 
with officials of the Monroe Calculating Machine Com- 
pany, which his firm represents in Great Britain. He 
is also to hold several meetings with other companies 
of which he is the representative before returning to 
England some time this month. 
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Daylite (Kause) Office Lamps 





Another of the many styles that will help to 
increase your sales. 

WHY? 
Because they are attractive and neatly finished 
—Of practical design—Substantially constructed 
—and last but not least, produce 


DAYLITE AT NIGHT 
Place your holiday order now and start the ball 
a’ rolling. If you have not already received our 
catalog, drop us a card requesting catalog 
No. 44D. 


Adjustable Fixture 


Established 1911 
104 E. Mason St., Milwaukee, Wisconsin 


Cé,. 











All Kinds of Globes 








No, 34-6" No, 24-21-12" 
Retails at $8.00 Retails at $4.25 


Order Your 
CHRISTMAS STOCK NOW! 


A person who gives a Globe of the World identifies him- 
self as one who has given extra thought to “‘what to give 
for Christmas.”’ 

That is why world globes are on so many shoppers’ lists. 
A “Christmas Gift Suggestion Display”? with Globes as 
the background will show you volume sales and real 
profits. 

Start now to plan a counter or window a - Get out 
your Weber Costello *‘Globes of the WO Lb Catalog 
and order a supply of the many popular numbers. 

If you haven’t our latest Catalog, send for it mow. .. . 
Make za selections and we will ship in plenty of time 
for holiday buying. 


Address Dept. G1148 
































WEBER COSTELLO CO, 


MANEFACIULRLES “ ee qhie acd Pte easy, Get. 





208 














DESK SETS 


—beautiful, yet economically priced 


Smartly styled, rich in appearance, 
ELSANE executive desk sets and acces- 


sories enjoy an enviable reputation as | 
| 





quality merchandise. 


A complete new line of quality home desk 
accessories for both men and women has 


been added. Priced for today's demand. | 


° The genuine Florentine 2-tone 
NEW ILLUSTRATED Leather Set No. 1400 is pictured 
PRICE LIST cont callin, nolt teoken | 
WRITE FOR IT morocco, payee snake skin and 
e imitation leather. 


37 W. 26th Street 
NEW YORK, N.Y. 


SAINBERG & co., Inc. 























MEETING THE DEMAND 
OF DEALERS AND USERS 


Be rhshure 


TYPEWRITER PAPER 


BERKSHIRE TYPEWRITER PAPER PACKETS 





Dealers are welcoming a variety of grades, 
weights, and sizes in 100 sheet Packets re 
cently added to the Berkshire Typewriter 
Paper Line 

These convenient Packets fill the demand re 
ceived by every dealer for small quantities 
of typewriter paper required by the home 
user of portables—or students—or others 
wanting less than a ream of a special qual 
iL weight, or size They save expense and 
time of counting out and wrapping a few 
sheets and eliminate broken boxes 

\ fast moving—easily sold—good profit line 

every dealer should carry 
For further particulars write us 


EATON PAPER CORPORATION 


PITTSFIELD, MASSACHUSETTS 
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ALTMANN OPENS NEW STORE 

Stocked with a complete line of Underwood Elliott 
Fisher products, a new office was recently opened in 
Sault Ste. Marie, Mich., by G. M. Altmann, sales agent 
for U. E. F. in the Upper Peninsula. 

The office is to be a branch of a sales and service 
store operated by Mr. Altmann in Marquette, Mich., 
and will be under the jurisdiction of J. J. Marks. 


faniacex yt 


FOUNTAIN PEN 


 - 


a le 





Neat Displays by Esterbrook.—The Esterbrook Steel Pen Manu- 
facturing Company recently created the above displays for its 
dealers. Top is counter merchandiser for Esterbrook’s foun- 
tain pen and “Push” pencils, and (below) easel-back counter 
displays for the Esterbrook pen-pencil sets and fountain pen 


desk 


oe 
STANDARD APPOINTS FLINT & HORNER 

The Flint & Horner Company, Inc., New York City, 
has been appointed one of three dealers in New York 
City, by the Standard Furniture Company, Herkimer, 
N. Y. News of the appointment was released by C. B. 
McCabe, vice-president in charge of the furniture 
division of Flint & Horner. 

iiss 


sets. 





Than 100 Typewriters for Immediate Delivery.—This fine 
order was recently secured by R. E. Wallace, salesman for the 
Woodstock Typewriter Company. In the picture Mr. Wallace is 
being congratulated by (center) General Sales Manager J. \ 
Hackney and (left) S. L. Hooper, New York manager of the 
Woodstock Company. 


More 


> 
PAYNE CELEBRATES SEVENTIETH ANNIVERSARY 
The T. H. Payne Company, Chattanooga, Tenn., re- 
cently celebrated its seventieth anniversary. For the 
occasion the firm held open house with all of its thirty- 
five employes, including President C. H. Howell, on 
hand to welcome visitors to Chattanooga’s oldest store 
The company, which occupies three floors on Market 











NOVEMBER 





| MEILINK 
Safe 
Drawer 





Offers 
Fire 
Protection 
at 
Lowest 


Cost 


Even the small office can now afford a Meilink Safe 
Drawer for protecting important correspondence, ledger 
account sheets and other valuable records. 
Built with double steel walls and Thermo-Cel insulation 
° . Furnace tested and certified for the One Hour 
Standard Furnace Heat Test . . . Heavy roller bottom 
slide drawer suspension assures easy operation .. . 
Sections stack to any desired height . . . Modernistic 
black crystalline finish with chromium hardware .. . 
Backed by Meilink Guarantee. 

Write for full information. 


MEILINK STEEL SAFE CO., Toledo, Ohio 








CARBONS 
AND 
RIBBONS 














OFFICE FURNITURE 


Modern HOWELL Chrom- 
stee! Furniture is practical as 
well as good looking. In 
reception room or private of- 
fice, it's the badge of a pro- 
gressive institution. Chrom- 
steel desks are efficient and 
business like. Inexpensive, 
too. Mail this advertisement 
with your letterhead for cata- 
log of complete office equip- 
ment and special price list. 

















New York Chicago 





Quality products that assure con- 


sistent, 
through the year—packed in col- 
orful, eye-taking containers that 
make introduction and getting in 
service so much easier. 
this line! Codo carbons and rib- 
bons are guaranteed for five years 
against i 
They have been accepted exclu- 
sively in hundreds o i 
reason of high grade and uniform 
results. We shall be glad to help 
you solve your ribbon and carbon 
problem. 


Codo Mfg. Corp. 
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topnotch performance 


Feature 


deterioration in stock. 


offices by 


Coraopolis, Penna. 





NEW—PRICES, CABINETS AND 
METHODS OF DISCOUNTS FOR 
THE A-S-E LINE 


Write 






To our “*Popular’’ Line of steel cabi- 
nets we have added several new sizes 
all at the attractive prices which we 
maintain for this line. 


Farthermore, we have discarded the 
zone pricing in favor of the time-test- 
ed discount method in vogue before 
the Code. 
ing is what it means to you. 


Easier figuring, easier seli- 














HOWELL 


ST. CHARLES, ILLINOIS 


NEW YORK CHICAGO MIAMI LOS ANGELES SAN FRANCISCO 


“Popular” Wardrobe 
Cabinet 


“Popular” Storage 
Cabinet 





plete information 

our new cata- 
log No. 175 is 
just off the 
press; our “Sim- 
ple Figures”’ dis- 
count sheet is 
just out. Get go- 
ing with All-Steel- 
Equip if you want 
to sell witha 
leader. Write to- 
day. 





‘‘Popular’’ Combination 


Cabinet 


ALL-STEEL-EQUIP COMPANY 


INCORPORATED 


602 JOHN STREET 


AURORA, ILL 
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for steady demand 


AND CHRISTMAS TRADE 


















Amronlite Lamps for the 


PATENTED 

No. 3603. modern office are always 
Height 15 in demand for three rea- 
inches to con- sons: their honest- 
ter of shade. ‘ A 
Base 7 inches throughout quality, their 
square. For 60 beauty of design, and 


watt ~— or 
smaller. fired 
with 9 feet of 


their slip-on shade fea- 
ture. Christmas trade al- 


silk cord, pull ways shows a sharp in- 

oechet, and crease over this steady de- 
lug. All - 

Geass, clsctee mand. The Faries com 


bination of values defies 
competition, and has 


stood as a standard of ex- 
cellence since 1880. 

The patented — -on shade feature is exclusive, 

convenient. Shades can be lifted off instantly, and 


easily cleaned. ‘ 


FARIES MANUFACTURING COMPANY 


DECATUR, ILLINOIS 


plated finishes. 














L. M. BICKETT 


Patent 
Pending COMPANY 
Watertown, Wis. 
U.S. A, 


The only purpose of 
Respirator Cushions 
is to provide complete 
SAT -isfaction 


‘ 
if vou wish to SAT -isty your 
customers then we sug- 
gest you sell them a 


Respirator Cushion 














een 


: 
: 


General Offices: GRAND RAPIDS, MICHIGAN 
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A PosTuRE CHAIR 


Devoid of all 
Complicated 
Mechanism 


Just adjust for height 

. and this chair 
is ready to give 
hours, days and years 
of healthful, comfort- 
able sitting. Posture 
features are built in 





...not manipulated. 


Send now for complete facts about 
this correct posture, comfort induc- 
ing chair. Address Dept. OA 11 


Distributing arrangements with responsible dealers for 
other than educational institutions will be considered. 


American Seating Company 


Makers of Dependable Seating for Offices, Schools, 
Churches, Public Auditoriums. 





—_ 





For More 
and Better Business 


Readers of Office Appliances 
have a constant source of 
useful ideas. 


The journal contains 
thoughts that many identi- 
fied with office equipment 
can use to advantage. It is 
a common meeting place for 
the exchange of worth-while 
information. 


If you want more and bet- 
ter business, you can profit 
by a subscription to Office 
Appliances. Domestic rates 
are $2.00 a year, two years 
for $3.00; Canada, $2.50 and 
$4.00; Foreign, $3.00 and 
$5.00. 


The Office Appliance Company 
417 S. Dearborn Street 
Chicago, Ill. 


¢ PHPH Ot Ot © 604 G4 O44 G4 G4 G4 S++ G+ S++ G+ S+S+S+S+e 
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street and four floors on Broad street, handles a large | 
number of lines of office equipment, furniture and sup- 
plies. 

A detailed account of the celebration with pictures 
will be presented in the December issue. | 


NEW PENCIL CASE BY A. W. FABER 
A. W. Faber, Inc., Newark, N. J., announces a new 
counter display case for their water color pencils. 
These pencils, which are of particular interest to artists, 
draftsmen, engineers and designers, are in a range 








CHALLENGE THE WORLD! 


Manufactured in our Denver plant under ideal climatic 
conditions, they are positively the finest non-infring- 
ing stencils on the market. 








A. W. Faber’s New Pencil Case 


which includes red, blue, green, yellow, brown, orange, 
carmine, crimson, black, purple, dark green and steel- 
blue. Non-fading and easily blended, the colors offer 
unusual tonal effects for the wash medium. The new 
case has a dozen compartments to hold 12 pencils of 
each color. 


TYPEWRITER RIBBONS 
+ CARBON PAPERS 4 





Two New Tybon Sales Aids.—Shown here is the Silent Salesman 
No. 1, recently issued to dealers by the Tybon Corporation, car- 
bon and ribbon manufacturers of Philadelphia. It is a window 
display light while its companion, Silent Salesman No. 2, is a 


counter display. They are loaned to dealers in consideration of 


merchandise orders of various sizes. 
—_s 


MARCHANT PROMOTES SEABROOKE 
J. A. Seabrooke, senior salesman in the Oakland, 
Calif., district for the Marchant Calculating Machine 
Company, has recently been appointed to the post of 
District Agent at Des Moines, Iowa. For many years 
Mr. Seabrooke was an accountant in the business world, 


having as clients such San Francisco department stores | 


as Kahn’s, Whitthorne & Swan and Livingston Bros. 
He entered the selling field for Marchant and has won 
an enviable record as a salesman. 








WHY EXPERIMENT? 
Write today for exclusive sales rights for your City. 


FRANKEL CARBON & RIBBON 
MFG. CO. 
Denver, U. S. A. 


Branches: New York, Detroit, Chicago, Los Angeles 

















New! POPULAR! 


fani=Sn 








JMOKER/ FAVORITE 





ARTISTIC 


WITH PATENTED CLOSING TOP 


and inner removable container. 


Contents cannot 


spill, and still-burning butts are immediately 
extinguished for lack of oxygen. 


Upper right — “‘Artistic,”” * Right 


one of an extensive line of 
desk models in a variety of 
colors and finishes to har- 
monize with any interior. 


Below — ‘** Corinthian,”’ 

largest of all floor smokers 

in black and chrome for 
offices and 

_ public build- 
ings. 


For Details 
Write Sole 








-— Manufacturers , 


> PRECISION 






» Chicago 


— “Futurist.”” A 
beautiful floor smoker in 
chrome and 
black. Ideal 
for waitin 
rooms an 
offices. One 
of a complete 
line of smok- 
ers in red, 
green, 
bronze, and 
chrome and 
black, in me- 
talliec or 
lacquer fin- 
ishes. 


METAL WORKERS 





3100 Carroll Avenue 











+12 


Style 
No. 24B 





A New and Im- 
proved Sherman- 
Manson Tubular 
Steel Stand with 
adjustable ma- 
chine rests in 
place of the usu- 
al solid top. 


Can be equipped 


with raised or 
flush, inter- 
changeable right 
and left side 
shelves 


Fits 
Any [ypewriter 


or Hand Operated Adding or Calculating Machine 
| Write for further particulars and prices } 
SHERMAN-MANSON MFG. CO. 


621-31 S. KOLMAR AVE., 
CHICAGO 





DICTATOR 
INKS 


Dictator Inks are designed primarily 
to function efficiently in conjunction 
with non-cellulose stencils, although 
they perform equally well with other 
types of stencils. Made in three dis- 
tinct qualities for use on all rotary 
duplicators. . 


DICTATOR 


STENCILS 


These stencils produce unusual 





copies of both styli and type- 
written impressions, clear cut 


and brilliant. 


The maximum number of satis- 
factory impressions are pro 


duced from each stencil. 





We co-operate with dealers to 
the fullest extent. 


INK SPECIALTIES CO. 


FRED 8B. CANODE 
519-21 South Lafiin Street 
CHICAGO, ILL. 














OFFICE APPLIANCES 


ILLINOIS BOOKSELLERS AND STATIONERS CHOOSE 
BELLEVILLE FOR 1936 MEETING 


Following an executive meeting held in Chicago last 
month, the Illinois Booksellers and Stationers Associa- 
tion has decided to hold its 1936 annual convention in 
Belleville, Ill. The date set is May 4, 5 and 6. 

Another important matter discussed at the meeting 
was the proposal of the Illinois Chamber of Commerce 
concerning the formation of an organization to be 
known as the Illinois Federation of Retail Associations. 
The purpose of this organization, it was said, is to knit 
more closely the various trade organizations of the 
state into a unit for the mutual protection and benefit 
of all. 

—- ——~<S— - 


(Mmarkwell} 
em "Vie FASTENER 
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“Ash for 


Demonstration 









FULLY GUARANTEED 


STAPLES ot PINS 


UP To 30 SHEETS” 
TACKS onto wood, 
l 





L ibcral allowance on any stapler 


Recent Markwell Manufacturing Company Dis- 
play Card Referred to in the October Issue. 


——__<g———_ 


TAFEL WINS ANOTHER UEF PROMOTION 


E. I. Tafel, for many years an all-star salesman in 
the Chicago office of Underwood Elliott Fisher Com- 
pany, recently won another promotion when he was 
ordered to New York to assume the duties of assistant 
to Alfred Jensen, general sales manager of the ac- 
counting machines division. 

Mr. Tafel began his career with UEF several years 
ago as a junior clerk. Later on he was made a member 
of the Chicago sales staff and quickly won a place in 
the coveted all-star salesmen ranks. 

Still another step up the ladder was reached when 
Mr. Tafel was made assistant manager of the account- 
ing machines office in Chicago. He held that position 
when the order was given transferring him to New 
York last month. 

a 
FROEHLICH CHILDREN MOURN THEIR DOG 


The youngsters in the home of Arthur B. Froehlich, 
vice-president of the Reliable Typewriter & Adding 
Machine Corporation, Chicago, are mourning the loss 
of “King,” their pet Chow dog which died last month. 
Because King had been their playmate for a number 
of years the children cannot, as yet, become reconciled 
to accepting another dog in his place. 
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IS LABORATORY BUILT 














Remo |OOté«Ci@ 


Fe Pay-off 


" QUEEN RIBBON & CARBON CO. 
saw yor 


Business “‘pays off’ on re- 
sults—not alibis—only _re- 





sults count. 
Before GENERAL’S Inks were 





,] 
I f you conce ntrate on produced commercially, samples a = ‘ 
66 33 . . of each type, together with , = — 
Queen”? Ribbons and Car- conpetitien lake, ta aun i's 7) a ‘ Wy...) “ 
bons you are sure to be there the most exhaustive tests by \ > 
° the N. Y. Testing Laboratories © 3 < 
at the “‘pay off’’—they give (the oldest and largest un- [aa ~—— 
. biased testing laboratories in § Uy youve! } 
results. Try them. this country). The results of > yaiue.& 
these tests conclusively proved , , ‘is cries 
GENERAL'S superiority, in every . > oy f ay 








QUEEN RIBBON & CARBON co., Inc. respect, over all other inks. 


And today, the four popular 
360 Furman St. Brooklyn, N.Y. | sizes of GENERAL'S Inks are Send for Details 
definitely proving their superi- 


Manufacturers of a complete line. Inked ribbons for a ority in SALES throughout the 
variety of purposes. Carbon in rolls for every need. country. Everywhere, the de- GENERAL PENCIL COMPANY 
mand is increasing for these 


finest of writing fluids. JERSEY CITY bd NEW JERSEY 


BRIGHT IDEAS HEDGES 
IN LEATHER FURNITURE | ,app_A-UNIT FILES 


Preferred by Thousands from Coast to Coast 

















Characteristic of all BRIGHT crea- 
tions is that evidence of finesse only 
true craftsmen obtain. Here the 
buyer of leather office furniture 
finds an expression of originality so 





















HEDGES ADD-A-UNIT files 
are not a corrugated box or 
are they made of cheap cor- 
rugated carton board. 


desired. No. 30-C Re- 
. volving chair 
Every BRIGHT number is a real to ea pe my HEDGES ADD-A-UNIT files 
value—quality attractively priced. Solid Walnut ~~ ame en: embry 
Every dealer can make more money mg eT 2 neatly and strongly con- 
sellin them. You try it! ge structed to give years and 
e " Depth 30 years of service. 


Each HEDGES ADD-A-UNIT 
file is complete with drawer, 
structural steel framework 
and four interlocking lugs. 


BRIGHT CHAIR CO. Inc., 
127-133 BLEECKER ST. 
NEW YORK, N. Y. 





Is it any wonder 
that users say that 
without a question 
of doubt HEDGES 
ADD-A-UNIT files 
are the finest low 
priced files on the 
market today? 


Our profusely illus- 
trated catalog will 
be sent to every in- 
quiring office furni- 
ture dealer. Write 
for it now. Your 
first order will con- 
vince you. 


Patents Pending 






Hedges Mfg. Company 
2700 Wentworth Ave. Chicago, Ill. 
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New Improvements Make 
DORSON Jr. the Outstanding 
Time 
Stamp 
Value 






Beautiful Modern 
Design 

a 
Brilliant Chromium 
Finish 

7 
40 Hour Lever 
Clock Movement 

+. 
Durable and 
Shock Proof 


Exclusive features that are found in no 
other time stamp on the market today, 
means quick sales for you. This beauti- 
ful, sturdy unit sells on sight. Backed by 
an unconditional Guarantee. Write today 
for special offer. 


DORSON TIME INSTRUMENTS COMPANY 
605 W. Washington Bivd., Chicago, Ill. 





OFFICE APPLIANCES 





CALVERT'S NEW DESIGNS 


Lead Agam 


IN INDIRECT LIGHTING 


Finish 
Statuary 
Bronze, 
Antique 
Brass, 

or Black 

& Chrome 





EIGHTEEN DIFFERENT STYLES in DESK 
and OFFICE LAMPS. A complete circular 
showing all designs may be had on request 


A TRIAL ORDER will convince you of the high 
quality of this line. 


THE CALVERT LAMP CO. 


300 E. FEDERAL ST. BALTIMORE, MD. 























for yr 
Christmas NU 


Ye Good Apsro 
Pencil Sharpeners 
CHICAGO GIANT 
in attractive Christmas boxes 


They are ideal gifts for the whole family. Fea- 
ture them during the holiday season. 


Order early and avoid last 


minute disappointments. 


Automatic Pencil Sharpener Co. 
58 &. Washington St. Chicago 











300 


NEW ITEMS 
IN A SINGLE YEAR 


In a single year Office Appliances announced 
some 300 items in the section devoted to new 
machines and devices. 


Usually this information is given before the 
items appear on the market and always in 
advance of most sources of such news. It is 
not uncommon for a dealer to tell us that 
some of his best selling lines have been secured 
from seeing the things in Office Appliances. 
Many readers say this section in itself is 
worth the subscription cost, not to mention 
all the other features. 


If you want to keep in touch with the activi- 
ties of the office equipment industry, there is 
no better way to do it than by entering a sub- 
scription to Office Appliances. The rates are 
$2.00 a year, $3.00 for two years; Canada $2.50 
and $4.00; Foreign $3.00 and $5.00. 


The Office Appliance Company 
417 Seuth Dearbern Street 
Chicago, I1l. 
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REVERTING TO 1917 
The Hanson Weigh, published by the Hanson Scale 
Company, Chicago, murmured—‘“Millionaires will be 
rushed to the front and fight in another war, if con- 
gressmen have their way. What an opening for an old 
line sergeant with a pair of dice!” 
atin 
NOVEL USE OF MANUFACTURER’S ADVERTISING 
Bramwords (house organ) of The Bramwood Press, 
Indianapolis, used an effective plan to distribute ad- 
vertising matter of the Corry-Jamestown Manufactur- 
ing Corporation. A folder of “Steel Age” products was 
stapled into the house organ, serving as an insert. 
Thus the insert became a part of the house organ, and 
could not be lost. 
a 
VICTOR MAN PILES UP FINE RECORD 


Bryon Lippman, who represents the Victor Adding 
Machine Company at St. Louis, with offices at 1709 
Locust street, has been making an excellent record in 
the sale of Victor machines in his territory. He re- 
cently sold eighteen machines to the United States Post 
Office and also got a contract to supply machines to 
the Board of Education. These and other orders indi- 
cate that Mr. Lippman is a go-getter. 

> 
WOODSTOCK IS BUSY HOST 


The Woodstock Typewriter Company, 6 North Mich- 
igan avenue, Chicago, was kept busy being host to an 
unusual number of visitors who called at the home 
office and factory last month. Among those who paid 
visits were A. H. Kellstedt, Woodstock distributor at 
Peoria, Ill.; J. B. Sizemore, Kansas City, Mo., branch 
manager; Leonard Weiner, district manager for Penn- 
sylvania; J. H. Gaar, district manager in Iowa, and 
John Quincy Adams, Woodstock distributor at Quincy, 
Ill. 





—<—__— 
HOUSTON FIRM CHANGES HANDS 


C. H. Voiers is manager of the Adding Machine & 
Office Equipment Company, 1307 Capitol avenue, 
Houston, Tex., successor to Office Equipment Company 
of that city. The new set-up, Mr. Voiers declares, is 
far stronger that the old, as the old owner is associated 
with him in addition to his own resources. 

Mr. Voiers was manager of the Burroughs Adding 
Machine Company in Oklahoma City for many years 
during which he enjoyed a fine business. He entered 
the automobile business in Houston in 1926, selling out 
six years later. 

The company will add to the business a line of new 
adding machines and will also put special salesmen on 
rebuilt Burroughs bookkeeping machines. 








BUSINESS OPPORTUNITIES 


Important to Manufacturers 
etved direct from readers of OFFICE 





The following inquiries, re 


APPLIANCES, are tangible business opportunities. No references 

are available unless stated in the item. Lack of reference is not 

necessarily an indication for the use of caution Late ttems 

often reach us without opportunity to secure references before 
publication 

_ Catalogues for Equipment House.—-The Business Equipment & Service 

Company, 105 East Fourteenth street, Elmira, N. Y., wishes to receive 


catalogues, price lists and discounts to dealers from all manufacturers of 
office and factory equipment 

Sales Facilities in East.—Any stationery manufacturer interested in hav- 
ing his line represented and carried in New England and New York state 
on an agency or commission basis, is invited to communicate with Adver- 
tising Associates, 850 Broad street, Newark, N. J. This opportunity should 


be of special interest to reputable manufacturers of such products as 
fountain pens, writing tablets, stationery, stamp pads, stapling machines, 
desk calendars, etc 
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is the winning factor in the new 
stencil competition. Users are tired 
of experimental stencils! 


| Now in the third year of successful 
| 
| 





















production DUPLICRAFT Stencils 
have stood every practical test. 
Constant repeat orders from the 
| country’s largest buyers and U. S. 
Government tests prove their high 
quality. 


STENCIL SPECIALIZATION PAYS! 


Distribute samples of perfected 
DUPLICRAFT Stencils in your 
territory and you will soon become 
a leading stencil factor. Buyers rec- 
ognize quality quickly, and our new 
low prices will clinch profitable 
sales. 

Smart dealers buy premium stencils 
and ink without paying premium 
prices! 





If you have not tested the STA- 
SOFT Stencil, write for sample to- 
day and be prepared for a revela- 
tion! 
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HARTER 


Posture Chairs 








Instant... Easy Adjustment . . . No Loose Nuts 
or Bolts . . . Comfortable . .. Durable. A model 
for every seated worker. 

re 


WRITE FOR CATALOG—IT’S FREE 








THE HARTER CORPORATION 


STURGIS, MICHIGAN 
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Stencils of Character 


FAWN 


BRAND 
STENCILS 


Sturdy enough to stand the battering of thousands 
of impressions, yet sensitive enough to reproduce the 
finest line work, as well as the more rugged type of 
typewritten work, FAWN Stencils have passed the test 
everywhere. They can always be depended upon for 
uniform, effective, clean cut copies 


Made of strong silk-fibrous tissue which climate will not 
affect, and non-cellulose, in blue or white. 


You can develop and maintain a fine business with 
FAWN Stencils. Write for samples and prices today. 


FAWN BRANDS, LTD. 
One West Thirty-Fourth Street, New York, N. Y. 
FAWN BRAND stencils, inks and duplicating 


machine supplies will please all your customers. 
You can get results with them. 
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A Newly Designed 


COMPO adds a new page to its history and intro- 
duces the NEW MODEL 5C STAPLING 
MACHINE. 


Shrewdly designed and in advance of present day 

ideas, this stapler includes many features—Temporary 

and Permanent fastening—hardened steel parts— 

light weight (20 oz.)—easy action—dignified and suit- 
| able for any desk. 


This model will use, WITHOUT ANY CHANGE 
OF PARTS, ANY STANDARD SIZE STAPLE 
| WITH \% IN. LEGS FROM .019 GAUGE UP TO 
AND INCLUDING OUR NO. 2C STAPLE AND 
DRIVE SAME WITHOUT CLOGGING. 
Model 5C is packed in a new modern up to date 
box and uses the NEW GENUINE COMPO 4C 
| CHISEL POINTED WIRE STAPLES. 


THE PRICE IS $3.50 


COMPO MFG. & SALES CO. 
WESTPORT, CONN., U. S. A. 











Model 5C 


| Stapling Machine! 











' 
| 
| 
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Wants Abroad 


Distribution Available in Britain.—The Scripto Export Company, 3 
Crown, Jewel Court, Jewry street, London, EC4, England 
in touch with American manufacturers who have lines of interest to the 
Stationery: trade, and desire to appoint sales agents for Great Britain 
and the Irish Free state. Two items specified are a good line of zipper 
Please mark replies for the atten 


wishes to get 


document cases and a good tape sealer 


tion of Mr. W. M. Ribbans 


Used Machines Sought.--Dr. Godofredo Y 
C. Juarez, Chih., Mexico, wishes to buy used adding machines, type 
writers and calculating machines. He will appreciate receiving lists and 
prices on machines in the hands of dealers, available on a resale basis 


Peres, importer and engineer 


Wanted Here at Home 


Bank Supply Salesman Wants Sources.—D. A. Griffith, 854 Ferndal 
avenue, Johnstown, Penna., wishes to get in touch with bank supply 
houses He calls on some 150 banks each month, and wishes to make a 
connection with good bank supply houses at an early date 


Catalogues for New York State Dealer.—The Fairburn Typewriter Ex 
change, 17 Broadway, Saranac Lake, N. Y organized recently to han 
dle new and used typewriters, adding machines, duplicators and supplies, 
asks catalogues from manufacturers of lines not competitive. Please mark 
mailings for the attention of L. H. Fairburn, Manager 


Cincinnati Concern Asks for Catalogues.—The M. A. Mooers Ribbon & 
Carbon Company, 502 St. Paul Building, Cincinnati, Ohio, wishes to re 
ceive from manufacturers catalogues of the following Office supplies 
in general; also pencils, stamp pads, note books, second sheets, typewriter 
paper, inks, etc The company is expanding its lines and wishes to be 
able to cultivate the office supplies field aggressively in Cincinnati 


Sales Service in Chicago Territory.._An experienced sales organization 
operating in the Chicago territory can handle a few additional lines, 
going to commercial stationers and larger school supply stores. A special 
interest is shown in a line of leather goods to be sold to school stores 
catering to the high school trade Address Sen 68, care of Office Ap 
pliances, 417 South Dearborn street, Chicago, Il 


Specialty Items for Chicago and Suburbs.—<An established sales repre 
sentative now handling some specialty and staple lines on a_ specialty 
basis, wishes to add several items. Prefers a specialty with repeat busi 
ness in the price range of $10.00 to $15.00, or less. Chicago and suburbs 
is covered Manufacturers interested are invited to communicate with 
Sem. 69, care of Office Appliances, 417 South Dearborn street, Chicago, Il 


Wholesaling and Jobbing in Philadelphia Territory.__The Original Schiff 
Brothers, 610 Market street, Philadelphia, Penna., has expanded to in 
clude wholesaling lines of school supplies and novelties Many contacts 
have been established in this territory Additional lines are sought 
Please mark mailings for the attention of Ernest Dallheim 


> 


Commerce Department Trade Opportunities. 


Inquiries sent to the U. 8. Commerce Department from represen 
Recognized business establishments can secure 
names and address on application to the Bureau of Foreign 
and Domesti Washinoton, or to the district and 
number of the trade 


tatives abroad 


Commerce at 
mentioning the file 
opportunities wanted 


co operative offices, 


Books, loose leaf, Jaffa, Palestine No. 9475; sole agency contemplated 


Instruments, drawing, Jaffa, Palestine Sole agency contemplated 


Key cushions, typewriter, Helsingfors, Finland No. 9508; purchase 


contemplated 

Machines, embossing and seal printing for two color Montreal, Can 
ada No. 9502; purchase contemplated 

Machines for making blackboard crayons, Habana, Cuba No, 9511 
purchase contemplated 

Machines, adding, Brussels, Belgiun No. 9506; agency desired 


Colombia No. 9513; agency 


Mac hines, 
contemplated 


duplicating and printing, Cali 


Machines, numbering, Jaffa, Palestine No. 9475 sole agency con 
templated 

Machines, pencil sharpener, Jaffa, Palestine No. 9475; sole agency 
contemplated 

Machines, stapling, Jaffa, Palestine No. 9475; sole agency contem 


plated 








PENS AND PENCILS 


Cleveland, Ohio.__The Popular Pen & Pencil Company has been char 
tered ; capital stock, 500 shares no par value incorporators—E,. C. Lutz, 
Bryan L. Davison and Magdelene Raeder; Bryan L. Davison, charter rep- 
resentative, Leader building 

Milwaukee, Wis.—George Hutchinson, of Brooklyn, N. Y., was arrested 
for stealing $1,200 worth of fountain pens and mechanical pencils, from 
the Siekert & Baum Stationery Company He received a term of one to 
three years at the state penitentiary, Waupun 

Philadelphia, Penna. W. B. Davis has been appointed by the Mohican 
Pencil Company to the southern territory, with headquarters at Greens- 
boro, N. C 





St. Charles, 11.—The Monochrome Pen Company has changed its name 
to the Hamilton Pen Company; the capital stock has been increased to 
105,000 shares no par value 
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ON YOUR MARK.. 


are you set and 
ready to go? 


NOW ? 





(Rss your order for daters, 
numberers, stamp pads and SERVICE DATERS 


stamp pad inks to FULTON, = gy. world’s finest. Deep 

America’s leading manufacturers. moulded live rubber 

Hundreds of dealers have already ands carry six years 

felt the gratifying increase in FULTON DATERS 

volume on these popular priced, The world’s best value at 

labor saving marking devices that a low price with many 

better business conditions and the /*atures a ow * 

approaching peak season for this  jiimberers. _ 

type of merchandise have alread 

YP ted y DRL KWIK 

CTCRSS. STAMP PADS 
rite or wire for new catalog an A positive necessity 

Writ f talog and t 


price list. where the rapid use of 
rubber stamps is re 
quired Impre ssions dry 


quickly without smudg 


FULTON SPECIALTY CO. % 


FULTON 
SLiaaesen OF J of Vet... 
Sales Office STAMP PADS 


utility 


200 Fifth Ave., N. Y. City The | ~ or 








|FULTON 
DATERS and STAMP PADS 








Visible 
Memo 
Calendar 


DAYDEX 
Sure-Fire for 1936! 


With no extensive publicity, Daydex was immediately 

successful last year This year thousands of people O r 4 er 
know about Daydex and will ask for it Improve N Ow! 
ments have been effected making Daydex even more H 
attractive than before. Sales are certain 

The patented feature responsible for the success of Get your 
Daydex is the visible sheet arrangement A whole share of 
week's appointments and memos are visible at a the busi- 
glance, yet there is a roomy page available for each ness 


day's notations 


DEFIANCE SALES CORPORATION 


72 SPRING ST., NEW YORK, N. Y. 


Exclusive representatives and distributors for U. S. and Canada 
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CROWN 


Typewriter Ribbons and Carbon Papers 





Whether a consumer, a dealer or a dis- 
tributor, the Crown line should meet your 
every requirement. Its wide variety of 
weights and finishes of carbon and the ex- 
cellence of the fabric and inks, which readily 
adapt themselves to the various typewriter 
ribbon needs, enable you to provide and 
maintain satisfactory service. 


Write today for full details covering our 
profit-yielding proposition. 


The Crown Ribbon & Carbon Mfg. Co. 
782-790 St. Paul St. ROCHESTER, N. Y. 


Good Impressions for More Than a Quarter Century 








St. Johns Office Table No. 24 


Northern Grey Elm. Golden Finish. 
Top, %"' thick. Legs, 2%" square. 
6 Sizes: 24x36, 27x42, 27248, Fite 
27x60, and 30x72. Shipped K 

Packed two of one top-size in A. 





ST. JOHNS 


Business-Like Good Looks Plus Fine 
Workmanship and Extra Strength 


Since 1868, America’s favorite business tables have 
come from famous St. Johns, biggest table factory in 
the world. Here’s a new design that is representative 
of St. Johns’ extra value . . . one of the reasons why 
the St. Johns line offers extra profit for you. Standard 
range of office colors: golden, mahogany or walnut; 
range of sizes from 24x36 to 30x72. Dovetailed 
drawers with 3-ply bottoms in all tables. Write today 
for catalog and prices. 


ST. JOHNS TABLE COMPANY 
CADILLAC, MICHIGAN 


















NE MARK OF QUALITY 


UNIVERSAL 


The Heavy Duty 
Self Leveling 
Office Machine 
Stand 


You can safely entrust the most expensive, indispensable 
office machine to ita support. Strong and safe, it is steady 
as well which induces accuracy in the operation of the 
machine. Tusco UNIVERSAL is framed of one inch cold 
drawn steel tubing, top is cast iron, slotted and drilled to 
accommodate practically every type of office machine. 
Back can be tilted up to 2% inches, making large adding 
machine keyboards more accessible. Moves easily and 
noiselessly on 3-inch rubber tired casters—simple cam 
brakes hold stand steadily in position. Shipping weight, 
40 Ibe. 


DEALERS: Tusco is the stand with the unqualified 
arantee; you can depend upon it for creditable per- 
ormance in any office. Booklet with details on request. 


Tubular Specialty Mfg. Co. 
1940 Stanley Ave., Detroit, Michigan 


REPRESENTATIVES: 


Typewriter Cirele Co., 388 Broadway, New York. N. Y. 
C. @. Ritter, 245! E. 78th St., (Phone REGeat 1110). 
: anes Lincola © Co., 41 Water » Mew York, 























YOUR COPY IS READY FOR YOU 


Desk 
Lamps 


fe 


= 








ree 
DESK LAMP 
CATALOG 


Sy 
MARKS 
LAMPS 


NARKS 

















Our new catalog—20 pages of office and study lamps, is 
ready for you—complete with illustrations and thorough 
descriptions of our new 1936 lamp line. 


STREAMLINE LAMPS 


Streamline lamps — entirely new, and originated by 
Marks, are a special feature of the new line. Bakelite 
and Plaskon shade lamps are also featured! You owe 
it to yourself to have a copy of the new book with its 


outstanding 1936 lamps! 


Write today 





MARKS MANUFACTURING CO. 
521 WEST MONROE ST. CHICAGO 








OFFICE APPLIANCES 


SELL 
CRAM 
GLOBES 


With tremendous Inter- 
est in the Ethlopian- 
Italian war threat, ac- 
tion of the League of 
Nations, and other 
world events, folks are 
buying globes this sea- 
son. 


Investigate the com- 











plete and attractive 
Cram line. The globe 
shown is No. 146—a 


very popular seller. 


Send today for New 
Catalog OA-37. Make 
your plans for 


BIG 
SALES 


Complete line 75 different mountings; 7, 9 and 12-inch sizes; 
prices 75c¢ to $50.00. Durable construction, beautiful finish, 
pleasing colors. Geographical detail accurate and up-to-date, 
short wave radio stations shown; type plain, easy to read. 
Attractive, decorative, and outstanding in practical useful- 
ness. Investigate this profitable fast-selling line, and the 
economic and selling advantage of buying all your globes 
from one source. 








The George F. Cram Company 


Map Publishers since 1867 


















A COMPLETE LINE 
Correct in Design 
Honestly Built 
At the Right Price 





Glad to send catalog 





Jasper Seating Co. 


JASPER, INDIANA 


CHICAGO: L. H. Farber NEW YORK: 


529 S. Wabash Ave. 








Office Furniture Warehouse 
573 Broadway 


Telephone WEBster 3217 
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TYPEWRITERS 


Akron, Ohio.—H. H. Fudge has been appointed to handle the local office 
of the Royal Typewriter Company, Inc 

Chehalis, Wash.—Roy W. Short has established a new typewriter and 
business machine store at 1116 Boisfort street 

Chicago, Ill.—Jed C. Webster, of Pomeroy, Ohio, was an October vis 
itor with the Reliable Typewriter & Adding Machine Corporation. 

Chicago, tIi.—E. I. Tafel has been transferred from Chicago by the 
Underwood Elliott Fisher Company to New York, where he is assistant 
to Alfred Jensen, general manager of the accounting machines division. 

Chicago, Ili.-Paul Jones, manager here for the Royal Typewriter Com- 
pany, Inc., has added five new salesmen: F. H. Carpenter, G. A. Heyer, 
L. J. Karbush, W. B. West and R. L. Hardman 

Chicago, Ili..-The Young Office Equipment Company, Inc., has leased 
space at 208 West Adams street, where it will consolidate its varied ac- 
tivities. The typewriter store at 107 North Dearborn street will be con- 
tinued as in the past. 

Des Moines, lowa.—Gaar Brothers Typewriter Company has leased a 
new location at 807 Walnut street, where two floors and basement will be 
occupied. A stock of modern office equipment is to be added, with a base- 
ment display of used furniture This business has been located at 710 
Grand avenue the past ten years 

Fort Smith, Ark.—R. O. Matthews, handling Royal sales and service, 
has opened a branch at 16 North Sixth street. 

New York, N. Y¥.—The Typewriter Rental & Sales Bureau has moved 
from 696 Third avenue to 1225 Sixth avenue 

Portiand, Ore.—-Col. Earl Durro has been appointed manager of the 
local branch of the Royal Typewriter Company, Inc His predecessor, 
Staunton Langs, has taken charge at Seattle 

San Francisco, Calif.—-R. F. Johnson has joined the local sales staff 
of the Woodstock Typewriter Company 

San Francisco, Calif.—R. F. Johnson, formerly with the L. C. Smith & 
Corona at Fresno, Calif., has been appointed salesman with the Woodstock 
branch in San Francisco, 

San Francisco, Calif.—Harry Thor is back home He was formerly a 
salesman with the San Francisco branch of the Royal He was taken to 
New York, where after a time he became assistant sales manager. He now 
returns to take charge of portable sales in several western states, with 
headquarters in San Francisco 

San Francisco, Calif.—cC.E.F. Russ, Pacific coast manager for the Royal, 
reports that with the close of September sales they have already passed 
the entire volume of last year’s sales, and that last year was the largest 
in the history of the San Francisco branch. The principal problem is now 
getting the machines, as they learn that the factory is flooded with orders 
from every direction. However they are selling still on promise of delivery 
as soon as possible. 

South Bend, Ind.—E. D. Sawyer has been appointed manager of the local 
branch of the Royal Typewriter Company, Ltd. He succeeds W. W. Pen- 
nels, who has taken charge of the branch at Rochester, N. Y. 














ADDING MACHINES 


Chicago, It).-J. C. Tomlinson, who has been a salesman at Chicago for 
the Marchant Calculating Machine Company, Inc., since 1926, has been 
transferred to the agency at Rochester, — 

Cincinnati, Ohio.—-Charles W. Seidel has joined the Marchant Calculat- 
ing Machine Company, Inc., as district manager, at 426 Temple Bar 
building. 

Dallas, Texas.—The local office of the Marchant Calculating Machine 
Company has been moved to 205 Allen building, in charge of C. A. Rosen- 
dahl. 

Houston, Texas.—C. H. Voiers, manager of the Adding Machine & Office 
Equipment Company, successor to the Office Equipment Company, was for- 
merly manager at Oklahoma City, Okla., for the Burroughs Adding Ma- 
chine Company 

Los Angeles, Calif._-Eugene Ulsh has been appointed manager here for 
the Ralph C. Coxhead Corporation. He had made an enviable reputation 
as New York sales manager of the corporation, 

San Francisco, Calif.—The local office of the Victor Adding Machine 
Company, O. C. Walters, Jr. in charge, reports that this has to date been 
an encouraging year with them, as they have swung high on their quotas 
In the last sales contest, they have swung eighteen per cent above quota. 











OTHER MACHINE S 


Champaign, Ili.—Morehouse & Nightingale, Inc., 420 Robeson build- 
ing, has been appointed local agent for the Mimeograph 

Chicago, t!.—The Chicago Addressograph Manufacturing Company has 
surrendered its corporate charter; Woods, Woods and Aetken, charter 
representatives, Bankers Life building, Lincoln, Nebr 

Jacksonville, Fla._-Ben Pate has been appointed to the service and 
art department of the Fibroin Stencil Corporation, assisting dealers with 
advertising matter and sales helps, etc 

Los Angeles, Calif.—The Milo Harding Company has moved from 1362 
South Hill street to 1135 South Los Angeles street 

Los Angeles, Calif.—-Frank C. Wolter is now representing the Speed-0O- 
Print Corporation of Chicago, producers of the Speed-O-Print rotary dupli- 
cators. Mr. Wolter has his office at 1046 South Olive street. 

New Bedford, Mass.—-The Keystone Office Appliance Company, operated 
by Leo Kavanaugh, has opened a new store at 255 Union street 

Pittsburgh, Penna.—The City of Pittsburgh was named a defendant in 
a suit filed in the United States District Court by The McBee Company, 
Athens, Ohio. The charge is that the city contributed to the violation of 
McBee patent rights for producing wax impressions on paper 

San Francisco, Calif.—0O. H. Davidson, just returned from a trip through 
the Rockies, and the Southwest, reports finding business conditions good 
He found excellent reception for his Neva-Clog line; as well as for his 
Fulton Specialty Company line of stamp sets, both juvenile and commercial. 

San Francisco, Calif.—M. E. Toby has joined the Niagara Duplicator 
Company, having charge of production under Ferdinand Nigra, vice 
president and chief engineer of the company Mr. Toby is an engineer 
and production specialist 
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C. L. BARKLEY & CO. 





STAND THE GAFF’’ 


Laboratory Tested 
to Withstand a 
Pressure of Over 


2,000 Lbs. Insures 


REAL 
PROTECTION TO 
TRANSFERRED 
RECORDS 


DEMONSTRATION SAMPLE 
‘“‘YOURS FOR THE ASKING” 


Small and compact—easy to carry. 
Inside label carries complete sales 
story, prices and special informa- 
tion. Send for one today and com- 
plete details on this superior Stor- 
age File 


STORAGE FILES 


“THE STRONGEST MADE” 















































Manufacturers-Filing Supplies 
517 S. Jefferson St., CHICAGO 

















for 
ROTARY 
DUPLICATING 
DEVICES 














All American Non-Cellulose Stencil 


If you could see the excellent copy Tempo will produce, either 
tracing or typing, then count the large number of good copies 
from one stencil, you would want to stock Tempo ste 


Distributors are located in the principal cities and are prepared 
to make prompt deliveries. 
proposition gives you protection on the line. 
fair profit on every quire you sell. 


Write today and let us tell you more about it. 


Tempograph duplicating machines 
from $45.00 to $150.00 


MILO HARDING CO., LTD. 


1135 S. Los Angeles St. 








But that is not all—our 


Los Angeles, Calif. 
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RIBBONS 
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Allen & Company 


11-13-15 Vandewater Street 
New York 
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Cash in on ROYAL'S universal 
popularity with 
REGAL "itsucr ROYALS 
You can now offer your customer the ultimate in type- 
writer satisfaction, a 


REGAL PRECISION REBUILT ROYAL with 


e COMFORT KEYS 
e NON-GLARE KEYBOARD 


e SHIFT FREEDOM 
e TOUCH CONTROL 


For your SALES PROMOTION 
e Circulars imprinted with your name and address 
e Attractive posters that will attract business 


Get the new REGAL PRECISION REBUILT ROYAL 


merchandising plan today. 


REGAL TYPEWRITER CO., Inc. 
75 VARICK STREET, NEW YORK, U.S. A. 
CABLE REGALTYPE 


a 


1367.08 


PRECISION REBUILT 


ROYAL 


TYPEWRITERS 








RIBBONS AND CARBONS 





Park Ridge, N. J.—Ira Cole, vice president and sales manager of Mit 
tag & Volger, Inc., is on an extended tour of the Pacific Coast, which 
will include a visit to the San Francisco branch 

San Francisco, Calif.-Bernard Wolf, of the Pacific Carbon & Ribbon 
Manufacturing Company, made a trip East recently, through the Pacifi 


through the southwest 


NG DEVI 


The Capital 


Northwest, to Chicago and 


MAR K I 


Ottawa, Ont., Canada. 
moved to 241 Bank street 


Atianta, Ga.—The Southern Stamp & Stencil Company was damaged by 








ces 


Company 





Stamp & Stationery has 











fire October 12. 
- 

Chicago, Ili.—W. E. Wilkening has been appointed head of the sup 
ply department of the local branch of the Royal Typewriter Company, Inc 
Chicago, ttl.J. A. Sweeney, manager of the Chicago branch of the 
Yawman and Erbe Manufacturing Company, made a bulk display of 
Pull-Tuck’’ wallets, envelopes and file pockets This display tied in 
with the company’s national advertising campaign this fall 

Chicago, Ill. H. (Jack) Johnstone has joined the Acme Card Sys 
tem Company, in charge of the dealer division He has a wide ac 
quaintance in the dealer field through previous connections with the 
National Blank Book Company and the Associated Stationers Supply 
Company 

Easton, Penna.—The H. L. Heymann Company, 17 South Third street, 
conducted a business show some weeks ago 

Gardner, Mass.—The assets and good will of the P. Derby Company were 
sold at auction October 17-18 

Jasper, Ind.—-S. R. Evans has been appointed distributor of the ‘‘Jack 
son desk line, by the Jasper Manufacturing Company He covers the 
southeastern states, and includes with the ‘‘Jackson’’ line the products of 
the B. L. Marble Company, Fibroin Stencil Company and the L. M. Bickett 
Company 

Newark, N. J..-The Olshan Office Furniture Company has moved fron 


942 Broad street 

Harold S. Hawkes, representing James E 
has opened a branch at 834 Main street 
filing equipment, and Kardex systems 

San Francisco, Calif.—Charles R. Barry, manufacturer's representative, 
after attending The National Stationers Convention, went on east to visit 
the plant of the Victor Safe & Equipment Company at North Tonawanda, 
New York. He is booked for home again about October 31 

San Francisco, Calif.—The Business Show of Progress, sponsored locally 
by representatives of office equipment manufacturers, is scheduled for the 
Palace Hotel, Dec inclusive. The show last year was pronounced a 
satisfactory success 

Youngstown, Ohio.—Claude W. Allen has been appointed assistant man 
ager of agency sales for The General Fireproofing Company 


STATIONERY. 


12 Green street to 
Redwood City, Calif. 

send, San Francisco, 

offering safes, cabinets, 


Town- 


He is 


3-6, 











Chicago, !t1.—Sebastian & Company have moved from 224 North Des 
Plaines street to 522 West Lake street The space occupied has been in- 
creased 

Columbus, Ohio.—The Gilmanton Salesbook Company of Cleveland has 
opened a branch here in charge of Charles E. Power, district manager 
AK 

Columbus, Ohio.—-Kellnai Systems, printer and stationer at 236 East 
Long street, has installed a new envelope press capable of 15,000 impres 
sions an hour. The firm specializes on all types of office forms.—AK 

Hartford, Conn.—Plimpton’s, 252 Pearl street, has opened a new store 
at 987 Farmington avenue, West Hartford 

Los Angeles, Calif.—Henry I. Locus, Inc., has moved from Suite 301 
to Suite 318, 808 South Broadway 

Monroe, Mich.—-Stanley M. Woodruff has joined The Weis Manufac 
turing Company as traveler in the southeastern territory Among his 
previous connections were the Peerless Key Company, Sengbusch Self- 


closing Inkstand Company and the W. A. Sheaffer Pen Company 


New York, N. ¥Y.—The G & P Paper & Stationery Company has leased 


the store at 448 Ninth avenue 

Philadelphia, Penna.—Thomas Stagg has been elected president of the 
Hoskins Company 

St. Paul, Minn.—Jim Miller has joined the McClain-Hedman Company 
he had been formerly with the H. E. Wedelstaedt business 

San Francisco, Calif.—Wilber & Son, 545 Market street, have installed 
a new stock of chair cushions in three grades, ‘“‘Sponge Rest,’’ ‘“‘Sponge 
Ease’’ and ‘‘Sponge Soft.’’ 

San Francisco, Calif.—<A visitor the early part of the month was C. B 
Willey, export manager of The Carter's Ink Company He was en route 
to the Orient Visiting at the same time was Fred Whalen, the Pacifk 
coast representative 

San Francisco, Calif.—-A recent visitor was John R. Davies, president 
of the Moore Push Pin Company, Philadelphia. With his wife he came by 


way of the Panama Canal, and spent several days visiting points of interest 
in central California, together with Ernest Wallace, the western repre 
sentative, returning in time for the stationers’ convention at Kansas City 
The following delegation from Northern California 
attended the Stationer’s convention, October 7-10 Ed H. Wobber of 
Wobber’s, Inc., San Francisco; Howard Patrick of the Patrick & Moise- 
Klinkner Company ; E. E. Crandall, Schwabacher-Frey ; Owen Bronson, A 
Carlisle & Co., Upham & Rutledge; J. A. Parsons, Smith Bros., Oakland 
Stanley Weigel, attorney for the Association of Northern California 
Charles R. Barry, C. R. Barry Company; T. McElroy, the Eberhard Faber 
Company; J. L. Anderson, the Wilson-Jones Company, and Lloyd Wagner, 
Jos. Dixon Crucible Company 


San Francisco, Calif. 
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What the Figures Prove 



















Hundreds of stationers have 
proved that the Mohican line 
offers greater opportunities for 
profit in pencils. Write for sam- 
ples and complete information 


SPECIAL NOTE 


You can't afford to compromise 
with quality in a pencil that bears 
your imprint Examine your private 
imprint pencils critically. If there is 
room for improvement write to us 
immediately. 


MOHICAN PENCIL COMPANY 
Manufacturers 


PHILADELPHIA, U. S. A. 








SENECA—MOHICAN—DA WN—GREAT 


Graphite, Crayons and Copying 





THIRTY YEARS AGO 
A DEMAND WAS CREATED 
FOR TYPEWRITER 
CUSHION KEYS 





WHY NOT GET SOME 
OF THIS BUSINESS? 





MOST TYPISTS ASK FOR 


wves&§ Oo WN 


INTERNATIONAL 


@06000000600 


Munson Suppry Co., 348 Hudson St., New York City 
Please send information about the New Key 
-~New Package and Counter Display to 
Name. . 
iddress 


Cily 

















& 


A“ 


For that Sales Manual, Catalog, 
Book of Regulations, etc. 


PERFECTION METALS 


Our service is particularly designed for stationers 
who operate their own printing and binding plants. 
Many different types and sizes of ring and post 
binder metals are now being used and because we 
specialize in their production, frequently bringing 
out new metals embodying latest developments and 
improvements, this service is exceptionally valuable 


in its field. 


If you do not have our catalog, send for a copy. 
Besides specifying and illustrating our many stock 
metals, it is a veritable compendium of useful in- 
formation on the subject. 


Loose Leaf Metals Co., Inc. 
6816-6824 Arsenal St. ST. LOUIS, MO. 


Pacific Coast Representative: 
S. & D. Loose Leaf Co., 427 N. San Pedro St., Los Angeles, Calif. 

















: ' 
Vul-Cot’s liberal sales policy assures stationers a good profit on 


every sale. Made of National H-A’R‘D Vulcanized Fibre— 
one material that will not dent, crack, chip or rust.“ The standard 
wastebasket in 87 per cent of business offices in America. Vul- 
Cot in olive-green, maroon-brown, oak, walnut and mahogany. 


NATIONAL VULCANIZED FIBRE CO. 


Wilmington, Delaware 
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RIBBONS CARBONS 


ESTABLISHED 1895 


Dealers Inquiries Solicited 


Sansom at Tenth Street Philadelphia, Penna. 














Hi-Speedo-Graph EL-TEN Staple; 


A Real Duplicator 






$22.50 


retail, complete 
with supplies 
f.o.b., 





Inside Inking 






Chicago 





List Price $3.50 inctuding 1000 staples. A 
well designed, sturdily built, high grade hand mode! wire 
stapling machine, using standard 4 inch crown wire 
staples frozen together in strips. 





Fully Guaranteed 


Substantially built, attractive in appearance, 


easily operated—this Letter Size Duplicator has This NEW EL-TEN STAPLER is built 
Customer Appeat. for your customers in the office, store, 
Hi-S peedo-Graph features— factory, school and home. Descriptive 


Folders which can be sent to those 
customers will be furnished free of 
charge. Order your folders now, along 


Positive Automatic Stop 
Automatic Register Control 
Prints up to the top of the sheet, 





including postcards. with a few EL-TEN STAPLERS. 
Exclusive territories are open. Write now for detailed 
information. Manufactured Exclusively by 
ROYAL DUPLICATOR Co. | | Bump Paper Fastener Company 
9 So. Clinton St. Chicago, III. nae etneecenaaneins 














Get Ready for 
Holiday Sales 


“National” Zipper En- 


velopes and Brief Cases are 





ideal Christmas gifts. 
Now is the time to stock 
on leather goods. Send for 


our catalog showing the 





complete line. 


National Brief Case Mig. Co. 
512 S. Peoria St., Chicago, Tl. No. 93° 
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(Exports—Continued from Page 8) ] 
6134 6135 } 
Bank and Other 6139 | 
safety- office Other 
deposit furniture metal 
6133 vaults and and furni 
Safes equipment. fixtures ture. 
Countries N Value Value. Value Value. 
Mozambique _ — _ ‘ . : eeee 
Canary Islands Seecececs - 6ece eee 434 
Total , 19¢ $9,725 $11,030 $20,853 $20,640 
Shipments to: 
Hawaii Se 4 $ 406 ae $ 7,345 $ 5, 
Puerto Ric« 408 e. 830 2 
Virgin Islands... ‘ 135 
6130 
6129 Sheet- 
Sheet -metal metal 6131 6132 
lockers and shelving Sheet-metal Sheet -metal 
storage and wall filing cases, cabinets, 
cabinets bins not insulated insulated 
Countries No Valu Value No Value No Value 
sSermuda l ST 2 137 
Jamaica l 10 , 2 a5 
Trinidad and Tobago 5 50 20 4 vt 
Other British West Indies 2 23 . oes 
CBB ccccces : ‘ 28 339 200 313 4,688 ‘ 
Dominican Repub! 7 u eece 8 280 l 100 
oe vg eee West Indies... 13 287 82 9 265 l 67 | 
faiti, Republic of ‘ eose 7 42 2 284 
sein 3 "; of BSB) DEALERS and SALESWEN:- 
Solivia .. . 2 51 38 8 321 cooe I e 
Colombia . 2 297 : $11 1,780 oeee 
tritis juiana ; 56 in “aed an ; 
a ae “ a. ~ s- || Write for Booklet “Vari-typer and the 
PE: anainies 3 2 44 1,812 1 42 | : s 
Uruseay jae / | 1 Salesman,” if you are interested in 
Venezuela 42 ¢ : 8 269 . ee | . . . . 
: | 
British India . S&S 1 30 “ik “Gi selling an office appliance which meets 
eylon .... ecce 2 29 eces ; , 
eee 2 a oe ee, eee a new need and is sold on the saving 
Hong Kong weee eine cece 3 244 ; ; 
ee — oe a) in dollars the machine makes possible 
Palestine 8 70 — 13 498 10 412 
Philippine Islands . t 81 75 1,988 Sen eece 
Turkey 33 691 
Australia. -- sce ccee, re ee eee RALPH C. COXHEAD CORPORATION 


Sen of Soe Ain: HHS 17 Park Place 
edie SS ae ee, New York City 























Other Portuguese Africa. ... ° ° cece ees eee 8 490 
Other Spanish Africa.... ... : ocee 2 47 — 
Total .. cece - 432 $5,114 $2,351 1,799 $36,865 117 $6,951 
= oN cesses SL $ 915 $4,078 «= § 2,790 1 $ 855 250 STYLES OF TYPE = WEARLY ALL LANGUAGES, 
Puerto Bice. - 60 49 es os tiees DSRS Tee INSTANTLY INTERCHANGEABLE ON ONE VARI-TYPER 
irgin Islands ee6 2 3s eevee cece 
0 
STATEMENT OF THE OWNERSHIP, MANAGEMENT, CIRCULATION, . in i ees = eae ees, 


ETC., REQUIRED BY THE ACT OF CONGRESS 
OF MARCH 3, 1933 
of Office Appliances, published monthly at Chicago, Illinois, for October 1, 
1935. 
STATE OF ILLINOIS, County of Cook—ss 

Before me, a Notary Public in and for the State and county aforesaid, 
personally appeared John A. Gilbert, who, having been duly sworn accord- | 
ing to law, deposes and says that he is the Business Manager of The Office | 
Appliance Company and that the following is, to the best of his knowledge | 
and belief, a true statement of the ownership, management (and if a daily | 
paper, the circulation), etc., of the aforesaid publication for the date 
shown in the above caption, required by the Act of August 24, 1912, em- 
bodied in section 411, Postal Laws and Regulations, printed on the reverse 
of this form, to wit: 

1. That the names and addresses of the publisher, editor, managing | 
editor, and business managers are: Publisher—The Office Appliance 
Company, 417 South Dearborn street, Chicago, Ill. Editor—Evan Johnson, : 
312 North Kenilworth avenue, Oak Park, Ill.; Managing Editor—Evan ‘... And it’s a cinch to do 
Johnson, 312 North Kenilworth avenue, Oak Park, Ill. ; Business Manager, quality work, Joe, and make 


John A. Gilbert, 310 Forest avenue, Glen Ellyn, II. : . 
2. That the owner is: (If owned by a corporation, its name and address our profit when we use Wiggins 





“Another new account, Joe. 
Beginning with Business 


Cards!” 








must be stated and also immediately thereunder the names and addresses Book Form Cards; and the 

of stockholders owning or holding one per cent or more of total amount job, delivered in a Compact 

of stock. If not owned by a corporation, the names and addresses of the | Bind h bo 

individual owners must be given. If owned by a firm, company, or other = er, as more to say about 

unincorporated concern, its name and address, as well as those of each quality than the whole sales 

individual member, must be given.) The Office Appliance Company, 417 force could in a year.” 

South Dearborn street, Chicago, Ill. ; Evan Johnson, 312 North Kenilworth A Business cards done on this 

avenue, Oak Park, Ill.; Donald C. Miller, 6756 Cornell avenue, Chicago, - / 

Ill.; John A. Gilbert, 310 Forest avenue, Glen Ellyn, Ill.; C. F. Mala- stock and delivered in these 

testa, 7205 Yates avenue, Chicago, Ill binders are automatic busi- A Ask any of the paper mer- 
3 : That the known bondholders, mortgagees, and other security holders ness-getters. Once a customer chants listed here to show you 

owning or holding 1 per cent or more of total amount of bonds, mort- ; : > “ ; ~ 

gages, or other securities are: (If there are none, so state.) None. is provided with business this card stock and binders. 
4. That the two paragraphs next above, giving the names of the owners, cards done in this form, he’s He will gladly cooperate with 


stockholders, and security holders, if any, contain not only the list of : : 
stockholders and security holders as they appear upon the books of the rs for life. you in the way of samples. 
company but also, in cases where the stockholder or security holder ap- The JOHN B. WIGGINS COMPANY, 1162 Fullerton Ave., Chicago 


pears upon the books of the company as trustee or in any other fiduciary riginators of & Card 
relation, the name of the person or corporation for whom such trustee is (Orig vee ) 


acting, is given; also that the said two paragraphs contain statements em- New York City: Grand Rapids: 

bracing affiant’s full knowledge and belief as to the circumstances and Richard C. Loesch Co. Carpenter Paper Co. 
conditions under which stockholders and security holders who do not ap- | Pittsburgh: Houston: 

pear upon the books of the company as trustees, hold stock and securities The Chatfield & Woods Co. L. 8S. Bosworth Co., Inc. 
in a capacity other than that of a bona fide owner; and this afflant has D see : 

no reason to believe that any other person, association, or corporation has | etroit: St. Louis: ‘ 

any interest direct or indirect in the said stock, bonds, or other securities | Seaman-Patrick Paper Co. Tobey Fine Papers, Inc. 


than as so stated by him 
5. That the average number of copies of each issue of this publication 
sold or distributed, through the mails or otherwise, to paid subscribers 
during the twelve months preceding the date shown above is ....... (This 
information is required from daily publications only.) 
JOHN A. GILBERT, Business Manager 
Sworn to and subscribed before me this 24th day of September, 1935 
[Seal.] ALICE M. WALLSTEN, Notary Public 
(My commission expires March 21, 1939.) 


WIGGINS 


BOOK FORM CARDS 
COMPACT BINDERS 


—0L0 —— c 
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METALSTAND 


sales are increasing due to our ex- 
clusive durable interlocking con- 
struction. 

Walnut, Mahogany, Oak and Green 

in 14x17, at 
ONE LOW PRICE 
to retail at $5.00 

Larger stands 17x24 slightly higher. 
At our reduced prices Metalstand 
will become one of your fastest 


Shipped Kk. D. subject 
to dealer’s approval. 


Send us your order. 


Metalstand 
Company 





moving items. 





Note how legs in- 
terlock with top of 
frame and base 
bracket. 







or right. 





Side leaves can be attached to left 


135 Nerth 22d Street 
PHILADELPHIA, PA. 








IMPROVED 


<a —. 

“ s 7 ’ ‘“ 
STENCILS 
ested in supplying their trade with stencils that are 

Non-filling of type, 

Characters do not cut out, 

Free from pinholes, 

Perfect fitting on machine, 

Extra good for stylus, 

Perfection in printing. 

Write on your letter-head 
SOUTHERN CARBON & RIBBON CO. 
Sth Fleor Moore Bidg. 

FORT WORTH, 








TEXAS 














tS 1AL 
row RAD meal Buys 
o* © 5 


Efficient and economical. 
Will keep correspond- 
ence and papers always 
on hand and properly 
arranged. The most ef- 
ficient desk file on the 
market. Made in four 
sizes. A very profitable 
item for stationers. 

















Stanley R.Bristow 
24 Central Ave.West Orange,N.J. 








BACKING SHEETS 


Stencil Manufacturers and Distributors Should 
Write to 


THE 


TECHNY, ILLINOIS 


For Quotations on: BACKING SHEETS, STYLUS 
PENS, LETTERING GUIDES, STENCILSCOPES, 
STENCIL FOLDER BOXES and CUSHION SHEETS 











Seven Sizes 













Stencil Duplicator Ink 


There’s big business in stencil 
duplicator supplies for dealers 
properly prepared. Build up your 
sales with ROOCO—the one dupli- 
cating ink that GIVES FIRST- 
CLASS RESULTS on both open and 
closed drum types of machines. 
A dense black, distributes uni- 
formly. Samples and prices to 
dealers. 


H. D. ROOSEN CO. 


Brooklyn, N. Y. Chicago 
609 S. Clark St. 


Factory: foot 20th St. 




















Ideal BOOK RING 


THAT FLATTENED JOINT is there 
for a purpose—to keep the ring al- 
ways right side up. No need to hunt 
and fumble to find the place where 
the ring opens, if it’s an Adams ring. 
Here is the simplest, quickest-operat- 
ing and most satisfactory ring ever 
invented for perforated sheets or 
| Ne. 00, %4'’ No. 2, 1%’’ binders of all sorts. Allows binder or 
No. 0, Pao 2% sheets to lie flat when open at any 
ee point. The enlarged joint, nicely 


Cardo: mpan rounded and smoothed, keeps ring 
| bag Ba coe right side up in position to be in- 


511-15 Howard St. 
; Order through your wholesaler. We also 
San Francisco, Calif. manufacture inexpensive loose leaf metals. 


Henry T. Adams Mig. Co. S5\,5° filer 4 





PATENTED 
PES. 17,1920 JAN. 11, 1025 
mOV. 6, 1923 


Inside Diameters: 
Ne. 000,%,.’’ No. I, %’’ 


stantly unlocked. 








in Griprit [uBEs 


Grippit's package fits the hand, is easy to see on a cluttered 
desk . . . Grippit rubs off work and fingers and leaves them 
clean . . . Grippit never wrinkles paper . . . It is Peelable, 
Waterproof, Transparent, Stainless, Non-inflammable . . . Write 
for Free Tube and Profit Story to Harriman-Welts Products Co., 


200 Summer Street, Boston, Massachusetts 
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Warranted PELOUZE POSTAL SCALES 4c: 


the postage. 


shipping room. 


catalog. 





National 4 Ib. 


Columbian 212 Ib. 232 East Ohio St., 


Crescent 1 Ib. 


Self computing dials for all mail matter including 
parcel post by zones. Simply read the dial and affix 


Beautifully finished in green or gold bronze. Several 
styles, for individual desk, library, general office or 


Sold by leading dealers everywhere—write for new 





Pelouze Manufacturing Co. = Sx». 


Chicago, Illinois 














SONOMOR T PINS 





MANUFACTURED BY 


WILLIAM PRYM 


of America, inc. 














47 - 28 37th ST. 223 W. JACKSON BLVD. 
LONG ISLAND CITY, N. Y. CHICAGO ILL. 
Crescoorrcoe 








| Watch Those Profits 
GROW! 
| 













Such equipment as Calculating Machines, Billing and Book- 
keeping Machines, and in some instances, certain types of 
Adding Machines yield phenomenal profits. Why not 
diversify your selling? Besides typewriters, you can sell 
many profit producing machines that are listed in Reliable’s 
Wholesale Catalog and, at real bargain prices, too. Send 
for your copy today .. . no obligation. 


RELIABLE TYPEWRITER 


& ADDING MACHINE CORP. 
303 West Monroe St. Chicago, Illinois 
0.000000000000000. 


MANY EXTRA DIMES FROM THIS 
New All-Melal Revolving Ditplay Ghinet 


and i FREE! 


Advertising creates a steady demand 
for Moore Push-Pins, aluminum or 
glass heads and Moore Pushless Hangers. 





Our new Revolving Display Cabinet given 
absolutely free with 72 window front pack- 


' 
u 
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ERADICATOR 


Satisfaction 
for your 
trade 


Erases clean THE STANDARD. Useful 
Doesn’t discolor wherever ink is weed. Knows 

. and demanded throughout the 
Reliable world for thirty years. Prices 
In Demand and details to Stationers. 


H. A. INK ERADICATOR COMPANY 


Cable ERADICATOR 1707 Zerege Ave., New York, N. Y. 






















Easy to put in use 
Safe and Secure 
Quick Reference a s 


LOOSE LEAF 
HOLDER 


\ Fastens the transferred sheets in a 
athe — neat, compact binding, easily 
’ handled and referred to. Accommo- 
tes any size of sheet or distance 
between centers; interchangeable 
posts of various length provide 
capacity to meet your requirements 

r dozen sets, f.0.b., 

$350 New York. Write fer 

sample and details 


F. B. Mfg. Co. 


1228 Intervale Ave. 
NEW YORK, N, Y. 














a 


ets... occupies only 6% square inches 
of counter space ... makes sale after sale. 
Get one from your jobber today... 
then watch the extra dimes build 
your daily volume, 


MOORE PUSH-PIN CO. 
113-125 Berkley St., Phila. 


t 
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Yes! swans CLAROTYPE” 


Stenographers are saying this from coast to coast. 
That is why Clarotype makes steady repeat profits for 
nearly 4000 dealers. To sell an inferior type cleaner 
is to bring back the old tooth brush method . . . with 
no profit for you. Stenographers know when a type 
cleaner is worth buying. That's why they buy Clarotype 
again and again. It gives value. And it gives you a 
worthwhile profit that lasts. Your order for a dozen 
or more will be promptly filled by your jobber or by 
the Clarotype Company, 16M Hudson St., New York, N.Y. 


The TYPE CLEANER THAT REPEATS 

















? 6 


Loose Leaf Rings 


No Large Brass 
Joint to Tear Nickel Plated 


Paper FIVE SIZES 
seats Diameters 

— 35 ' 
Open Easily, Yo—1 50 y ‘? 


For loose leaf books, binding reports, blueprints, etc. 


Write for information Loose Leaf Metals 


on our line of 


The E. W. Carpenter Mfg. Co. 
Bridgeport, Conn. 





OFFICE APPLIANCES 














Inspect the high quality and get the 
attractive prices of Browne-Morse 
office equipment and supplies. Put 
your stock in order with merchan- 
dise that sells. . ... The Retail 
Trade is hitting a new high level. 


Are You Prepared v0 casu w 


on improved business conditions? Write today. 
Begin now to sell more with real profits. 


Browne-Morse Company 
MUSKEGON, MICHIGAN 








You can Actually Staple 
from 2 sheets up to 

a Pile of Paper 

This Thick (34") 

with the New 


ACME No. 1 
Heavy Duty 
Hand Stapler 






COMPANY 


1643-1647 Haddon Ave. 
CAMDEN, N. J. 


oe MARKILO Celluloid Products 













es 


\ 


Made of the acetate (slow-burning) cellulose, and embody features 
of our own design. Flat type envelopes for ring binders, billfolds, 
cards, papers, pictures, letters, etc. Bound type for factory-records 
and menu cards. Box type for inserts of thickness. 


MARKILO CO., MFRS. 


936c W. 63rd St. Chicago, U.S. A. | 








AMERICAN 


EXTRA PROFIT 


because of quick turnover. Here's 
the ONE machine that fits all office 


needs. 


Consecutive—dupli- 

cate — triplicate — $ 5 0 
quadruplicate—r e- RETAIL 
peat. 

AMERICAN NUMBERING MACHINE CO. 
224 Shepherd Ave. Branches: 
Brooklyn, N. Y. iesge Los An -~ 











DEALERS WANTED 


for a patented typewriter 

cushion key, with advan- 

tages and merits no other 

key possesses, You'll get 

MORE key business by 
selling 


The Master Key 


(No Rubber to wear out) 
Write for Samples 
and Prices 
Speed Key Mfg. Co., Inc. 
298 Columbus Place 
Brooklyn N. Y. 











PENS... 


Business, School, Imprints 











Manufacturers of 
Quality Pens Exclusively 
Since 1876 


ee 8s ® 
TURNER & HARRISON 
Pen Mfg. Co., Inc. 
1211-1215 Spring Garden Street 





Philadelphia, Pa. 





RIBBONS 
AND 


CARBONS 


Tybon’s New Silent 

Salesman (Window 
Display Light) will sell 
them for you. 


TYPEWRITER RIBBONS 
>» CARBON PAPERS ¢ 


Exclusive franchises. Send 
for particulars. 


Tybon Corporation 
1026 Filbert St., Philadelphia, Pa. 
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Curmanco CORRESPONDENCE SEPARATOR 


NOT ADJUSTABLE 


READY TO USE 


No. 105 


Letter size 


Price, $3.50 


Olive Green 
Brown or Maroon 


Regular Dealer Discount 


ORDER TODAY 


CURRIER 
MFG. CO. 


NORTHWESTERN TERMINAL 
MINNEAPOLIS MINNESOTA 
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Brands 


DUPLICATOR INKS 
DU-WA-CO Duplicating Ink is more than 
just an ink. It is a part of the satisfaction 
in accomplished workmanship in the duplicat- 
ing room, critical endurance in your advertis- 
ing department, and the final analysis of pull- 
ing power in the presentation of your literature. 

Intense color—more copies to the pound— 
doesn’t offset or smudge—approved and in 
use by Army, Navy and other government 
offices, also schools and corporations. We can 
help you extend your sales. Write. 


unham-Wdatson 


Manufacturers of Ink Specialties 
644 SO. CLARK ST., CHICAGO 





Coast Distributors 
West Coast Duplicator 
Supply Co., 43! Bush St., 
San Francisco, Calif. 





MASTERGRAP 


Automatic Inking 
Automatic Feed 
Inclosed Drum 





Simplicity! 


Speedy operation and freedom from mechanical troubles are 
attained to a remarkable degree by the Mastergraph Dupli- 
cator. Simple design and small number of parts make it 
popular with users and a profitable trade builder for dealers. 
Three models—all closed drum, automatic inking. 


Send for complete description 


THE AUTOMATIC MASTERGRAPH Co. 
710 Grand Ave., Des Moines, Iowa 








Meilicke. Systems 
cover computations 
of Payrolls 
Time 
Interest 
Tonnage 
Unit Costs 
Express and 
Freight Charges 
Discount 


Etc. 
End Mistakes—Double Speed with Precalculated, 
Verified Answers 
Meilicke. Systems, Inc. 
3468 No.Clark St. Chicago, Illinois 











ZIPIT 


THE NEW 
TIME SAVING 
CARBON 


CARBON PAPER Territory now being 
allotted. 
Send for samples and 
agency proposition — 


So a 
IT SELLS 


PHILLIPS PROCESS CO., Inc. 
82 ST. PAUL ST., ROCHESTER, N. Y. 


MODERN 

















SAV YOUR CUSTOMERS 
MONEY 
Write for FREE Circular on Addressing Machines, 


Duplicators, Dictating Machines, Multigraphs, 
Folders, Sealers, Etc., and Make $ $ $ Yourself. 








INC- 
CHICAGO 


526 Pruitt Building 




















THE METAL STAND 
THAT MEANS 
PROFIT FOR YOU 


NOW you can give your 
customers superlative 
value and still make a 
handsome profit! 


17’’xt4’’ metal stand, retail- 
ing for $5, sells on sight. Leg 
room on both sides. Five ply 
wood veneer top. Shipped 
knock down. 


ADD the NU-MARK stand to 


your line and reap the harvest. ANY 
Write for liberal discount. WALNUT 


GUARANTEE 


s our customer is not +--+ 
or any reason, stand may re- 
turned within 10 days for full re- Office Equipment Co. 
fund. 19N.7th St., St. Louls,Mo, 


WOBBLE 








| NU-MARK 














Combined 
3 WwW JEWISH - HEBREW 
Keyboards on 
ROUGH RECONDITIONED AND 100% 
REBUILT REMINGTONS 


A Large and Assorted Stock of 











MAKES SELECTED ROUGH 
ALL MOpets RECONDITIONED 
SIZES 100% REBUIL 
KEYBOARDS 
PORTABLE TYPEWRITERS 
ALL MAKES FACTORY NEW AMERICAN KEYBOARDS 
MODELS USED FOREIGN KEYBOARDS 


TYPEWRITER CIRCLE COMPANY 
359 Broedwey New York, U.S. A. 
CABLE ADDRESS “TYPECIRCLE” NEW YORK ESTABLISHED 1918 
| IE EE AO ETERS SE EN LEAR RTE 








IIR OFFICE APPLIANCES 


THE STATIONER’S 


SCRAP BOOK 


OF IDEAS 


PRICE $400 POST FREE 





The most valuable moneymak- 

ing volume ever placed before 

the Stationer Trade—Contains 

nearly 200 hints in connection 

with every department of your 
business 








Press Comments: 

The book contains some 178 pages of common sense 
suggestions for commercial stationers and dealers in 
office equipment. It is conveniently divided into four 
sections, as follows: Organization; Advertising and 
Publicity; Selling Ideas; Window Display and Selling 
Ideas for Specific Lines. An indez in the front of the 
book classifies the subjects treated and gives the numbers 
of the pages where the stalioner may find suggestions on 
the particular phase of his business that he may be in- 
terested in al the time. The subjects run all the way 
from account books to window dressing and are written 
in such a way that the volume is an excellent reference 
book. 

—Office Appliances 


The Scrap Book can be dipped into almost anywhere, 
and useful hints on a wide range of subjects, presented 
in a very readable form, will be found on every page. 

—The Newsagent, Bookseller’s Review and 
Stationer’s Gazette. 


lt was a distinctly good idea to bring together such a 


series of approved ideas, and the volume should meet 


with a warm welcome. 
—The British Printer. 


A good idea in itself and admirably carried out. 
—The Stationery Trades Journal. 


Send Your Order with Remittance Today 
to the Publishers 


F. W. BRIDGES, Lt. 


GRAND BUILDINGS, TRAFALGAR SQUARE 
LONDON, W. C. ENGLAND 
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CARBONS and RIBBONS 


Will be found economical for the reason 
they possess DURABILITY resulting in 


maximum wear and longer life. 


This is just one of the reasons why the 
Dealer should carry the BUCKI LINE. 
Other reasons lie in the Buckeye Merchandis- 
ing Plan which will be explained upon re- 


que st. 


™ Buckeye Ribbon & Carbon Co. | 


1458-1468 East 55th St. Cleveland, Ohio 


A copy of the Buckeye Booklet awaits your request. 
| Dealers have found it indispensable. 














Improved 
Triner No. 9-T 
meets postal 
tolerance of 








ONLY FIVE 
GRAINS 
Increased 
Markets Capacity 


9 oz. x I~ oz. 


Never before were the post-office requirements so exact- 
ing. With a tolerance of only five grains now permitted 
many business concerns are wasting money in over-post- 
age because ordinary scales cannot indicate a five-grain 
variation and thousands of scales now in use are inade- 
quate. Your market for Triners is thereby greatly in- 
creased. 


Triner refinements make this close-weighing accuracy 
possible. Permanent balance, special alloyed steel pivots, 
perfect alignment and operation of moving parts, to- 
gether with sturdy, high-grade construction, insure de- 
pendable and lasting service. Capacities nine ounces to 
four pounds in various models, with computing charts 
on those of one pound and over. 


Send for detailed description and prices 


TRINER SCALE & MFG. CO. 


2714 W. 2ist Street Chicago, Hlinois 
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SUGGests ..-- 


.. these new matched sets of 
Esterbrook Re-New-Point Fountain 
Pens and Push Pencils should be 
prominently displayed for the Holidays. 
The Fountain Pens, with 12 accurately 
graded Re-New-Points, fill a wide 
variety of social and business needs. 
Push Pencils, in colors to match, make 
splendid running mates for the pens. 
The attractively boxed set as pictured 
will prove to be a fast-moving item. 
Send for complete information regard- 
ing free counter and window displays. 


EsTeERBROOK STEEL Pen Merc. Co. 
86 eg St. Brown Bros., Ltd. 
Camden, N. J. OTF Toronto, Canada 
















Retail at 


Matched Sets AND UP 

















“KILIA 


. Ad 
Unground Ball Bearings 
Metal Office Furniture ~ a 

(0. 8. Patent 1.783,628. Canadian Patent 324,059. Other patents pending.) 

All parts machined from bar stock and heat-treated, 
outer races are one piece and can be made in an 
desired sha (No soft stampings used whateoever.) 
ides our ball bearings and rivets are in one 
unit for nit assembly. 95% of filing cabinet drawer 
slides in United States and Canada operate on “Kilian” 
Samples made to your specifi- 





bearings. 
= 


Kilian Manufacturing Corporation 


107 Nerth Franklin Street Syracuse, New York 
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stands for 
BOUGHT FROM.PROFITS 
















Make this a real Thanksgiving! Concentrate now on 


school sales ... More and more students are buying New 
Royal Portables . . . And they’re telling their friends 


about Touch Control*, the sensational improvement 
which permits anyone instantly to adapt the key tension 
to exact finger pressure . . . selling them upon the many other 
advantages of this finest of home-sized typewriters. Here is 
profitable, easy-to-get business! And it’s yours—merely start the 
ball rolling—with window displays and local advertising—with 
personal calls at schools, and students’ homes. 

Sell better merchandise at better prices... get better profits! 


Royal Typewriter Company, Inc., 2 Park Ave., New York City 


* Only Royal gives you “Touch Control! 













































THE IDEAL DUPLICATOR 


Heyer Quality Ideal Duplicators are constructed of strong oak frames 
hinged together to form units of two or four surfaces, and are filled with 
Heyer's finest gelatin composition. From 60 to 150 copies of anything 
written, typed or drawn can be reproduced in a few minutes from one 
quickly prepared original copy. The Ideal is very convenient to use 
as the ink remaining on the surface after copies are made need not 
be washed off. Alternate surfaces are used and any ink remaining on 
surface sinks out of printing position in 24 to 36 hours. Heyer Idecl 
Duplicators are sold complete with a sponge, ¥2 ounce bottle of Hekto- 
graph Ink and a 2 ounce tube of Hekto Ink Remover. Prices range from 
$4.50 for the 2-surface. Note size (7x10 in.) to $15.50 for the 4-surface, 
Double Folio Size (15x18 in.). 


Refill Composition 


Heyer Quality Refill Composition is the 
same high quality gelatin composition as 
furnished in Heyer Hektograph and Ideal 
Duplicators. Its long-lasting qualities plus 
the brilliant copies it makes possible has 
made it the standard since 1903. 





THE HEKTOGRAPH.... 


The Hektograph is the least expensive of all duplicators. It is made of 
a solidly constructed, rust-proof metal pan filled with Hektograph Compo- 
sition, and has an attractive, dust-proof metal cover. The Hektograph 
operates the same and will produce the same quality of copies as the 
Ideal or any other gelatin duplicator. From 60 to 150 bright copies can 
be made from one original writing of anything written, typed or drawn. 
After required number of copies are made remaining ink is washed 
from the surface, and the Hektograph is ready for another job. Each 
Hektograph is sold complete with a Sponge, ¥2 ounce bottle of Hekto- 
graph Ink and a 2 ounce tube of Hekto Ink Remover. Made in five sizes. 
prices range from $1.25 for the Post Card size (42x62 in.) to $4.50 for 
the Folio size (12x18 in.). 


The Efficiency and Super-Efficiency Gelatin Rolls 


The Efficiency and Super-Efficiency duplicators are made for those people who require several different Made in standard sizes to fit 


sets of copies the same day. 


Efficiency is hand operated whereas the Super-Efficiency features a semi-automatic feed which greatly duplicators. Heyer Rolls have 


speeds up feeding and assures perfect registration. 


a copying surface of 842x15 inches. The original copy is written. typed or drawn with Hektograph copy- through extra fine construction 


They are constructed basically the same, the main difference being that the Heyer, Ditto, Vivid and other roll 
Both are equipped with a 15 foot gelatin roll and have earned their excellent reputation 
Up to 150 copies can then be quickly made. which combines the strongest back- 


ing materials and transferred to the gelatin surface oi the roll. 


Strongly constructed of pressed steel and finished in attractive walnut graining. Sold complete with 15 ing material with a thick, uniform 


foot roll and supplies. Efficiency, $25.00; Super-Efficiency, $39.50. 


coating of gelatin composition. 


THE HEYER CORPORATION: Chicago. U.S.A. 





SEE PAGE 109 


idding Machine Division 


UNDERWOOD ELLIOTT FISHER COMPANY 
idding Machines... Typewriters... Accounting Machines... Carbon 


Paper, Ribbons and other Supplies 
342 MADISON AVENUE, NEW YORK, N. Y. 


Sales and Service Everywhere 


Underwood Elliott Fisher Speeds the World’s Business 











